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OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


[No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


offer their services in resolving any disagreements which result from relations established 
through the journal. 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Adding Machine Parts 


Amer. Writing Machine 
Ames Supply Co 
Cloyes Gear Works 
Shipman-Ward Mfg 

Adding Machine Rolls & Paper 
Rockwell-Barnes Co 


Adding Machines 





Allen-Wales Add. Mact 

Remington Rand Ine 

Sundstrand 

Victor Adding Mach. Co 
Adding Machines (Stylus) 

Reliable Typewr. & 


Adding Machines, 
Pruitt Co.. The 
Reliable Typewr 
Univ. Office 


Adding Typewriters 
, : 


nderwood lio 


Addressing Machine 


Elliott Address 


Addressing Machines, 


Pruitt Ce The 


Univ. Office Equit 


Adhesives 
See Inks, Adhe 


Arch and Clip Board Fil 


Amer.-A Ele 
Armstrong «& 


Hand Binde 





Yawman & Erbe 


Ball Bearings for Drawer Slides, 


Kilian Mfg. Ce 


tr 


Rebuilt & Used 


Equip 


tt 


I 


« 


s 
Ma 


Sa 


White 


Denisor 


Used 


Mfg 


wp 


Banker’s Note Cases 
4 


Art Steel 











General Fireproofing ¢ 
Globe-Wernicke Co 
Victor Safe & Equip 
Billing Machines 
Remington Rand In¢ 
Underwood Elliott Fis} 
Binders, Catalogue and 
‘ *roducts, Im 
I., Co 
aaa 
inder Co 
Nat'l Blank Book ¢ 
Binders, Permanent 
Adams, Henry T 
tankers Be Co 
Binders, Strin 
Bankers Box 
Blank Books 
tjoorum & Pease ¢ 
k 


National Blank B 


Rockwell- Barnes 


Wilson-Jones ¢ 


Storage 
f ‘ 


Binder 


ete 


to 
Back < 
Periodical 


Blueprint and Plan File Cabinets 
t p ¢ 


Stee tip 


\ ers Hick 

\ Metal ¢ 

\ Steel ¢ 
Browne-M ( 
‘ ia St 1 
‘ i 

( il | 
( Wernick ( 
I ss 8 I 
Ss Walke ( 

\ t I 

Bond Boxes 

\ Steee ( 

G I 
( \ ‘ 

Book Cases 

\ Stee I 

\ i Desk ¢ 

\ Me ( 

R oe 
G I 
ty W k ( 
G I 

I’ s } 
Q y } 

s Walk ‘ 

W M Co 
\ I 


Book Rings 
\ » View 


Vr 


Bookkeeping Machines 
I erwo I 


ses 
« 


Box Letter Files 
Art Steel ¢ 
Clot Wer k ‘ 
Rockwe Barnes ¢ 
Weis Mf 

Brief and Zipper Ca 
Doppelt, Cha s 
Mashek Frank 
Na nal Brief ¢ 
Ste Bros Mfre 
Varat, Murr ‘ 


Business Shows 
Natior Rusiness 


obligation. 


Calculating Devices 








Meilicke Systems I 244 

Paisley Caleu r ¢ 21 

Reliable Typev & A M. ¢ 244 
Calculating Machines 

Allen-Wales Ad Mac ‘ 

s tra Bick ¢ é 

Vietor A ge M i 2 
Calculating Machines, Used 

Pruitt Co Phe 24 

Reliable Typewr & <A M. ¢ 244 

Universal Office Equ ‘ 243 


Carbon Papers 


See Rib ms al ( 


Card Index Boxes and Trays 











4 Stee kquit ar l l 
Art Metal Construction ¢ 14 
Art Steeel Co 152 
Bentso Mf ‘ 74 
Columbia i l 
‘ y-Jame Corp 0, 1 
Ge al Fi 2” 9 
G e-Wert 100 
(; t sa ‘ J 
Imperial iS 
Ir é t 
Metal Off 
Peer! Stee } p. « 
Security Steel | ( ’ 
Shaw-Walker ¢ ? ' 
Wagemaker ¢ 16 
Warshaw Mfg. ¢ 237 
Weis Mfe. ¢ as 
Yawma al I e Mf ‘ 
Cards, Business (Book Form 
' } ae » 
Cash Boxes 
Art Steee ( 2 
General Fireproc ( 
Cash Tills 
Indi a Cas I) r 
Casters, Caster Bearings, Slides 
tassick (C< 
Darnell Cort s 
Faultless Caster Cory 1x0 
Kilia Mfg. ¢ : 
Celluloid Envelopes 
Markilo ¢ 2 
Chair trons 
Sassick 
(Collier-Key t ‘ 174 
Chair Mats 
Amer-Aut, Elec. S $ ‘ ; 
ett L, M ‘ 239 
ybe-Wernicke ( 100 
Shipman-Ward Mf (o 24 
Chairs, Office 
Artility Metal P ts. Ir st 
Cramer \ Flo ( t 8 
Brig Cha ( 
Dor Cha ‘ I ‘ 
Dor y Mfg ( I 
Fr Cross (¢ I 
General } ! ‘ 
Harter ¢ 2 1] 
High P B & ‘ i 
Interstat M l 2 
laspe { ma iN ‘ 
laspe Seat ( 
lohr n Cl ( 
Marble rt B. I ( ‘ 
Marble & Sha k Cha ‘ 
Mur ( ( 
New I iar ( ‘ ‘ ? 
K 1 Shor I ( 
Me M ( 
erd Chair (« | 
( Ir I 2 
s W. & J 
St s Post ( ‘ 7 ‘ 
Toledo Metal } ( 
Troy Sunshade ¢ 
Chairs, Folding 
Roya etal Mfg. ¢ 
Chairs (Posture) 
Amer. Aut. Ele Sales ¢ 2 
\ y Me I Ir x 
I gl ( ( 
‘ t \ir-f} y ¢ oI 
I> ( ( I x 
D> elly M ( I s 
G al | ‘ 2, 9 
H e 4 i] 
H Pt. B & ‘ 
( ( dN ) 
se ‘ 
( ( 7 
M TI I I ( ( 
Marble & S ( ( 
M he ( 
Re Met M ‘ 
st} ( i ‘ 
Sik ( I I 2 
~ P ( ‘ 7 
T Mie } ‘ 
& Writers 


Check Protectors 
iH W r 


Check Protectors & Writers. Used 
|’ Tt 


I ‘ 
Re I \ \ M. « 
Checks, Stamoed Metal 
I & We 
Coin Bags, Trays and Wrappers 
\ Stee ( 2 


Copyholders 
Aceo Products, In 
Amer Aut. Elec 
Dawn Mfg. Cory 


Costumers 
Peerless 
Quigley Furni 
Reyal Metal Mfg 





Sanymetal Products 


Troy Sunshade ¢ 

Vogel-Peterson Co 
Crayon 

Dixon Joseph, ¢ 


Cushions and Pads, Chair 
('o 


Bickett, L. M 


Shipman-Ward Mf 


Cuspidor Mats 
Shipman-Ward M 


Cuspidors 
Art Steeel Cx 


Dating Stamps 
Amer 
Bates Mfg. Co 
Fulton Specialty 
Meyer & Wenthe 
Rivet-O-Mfg ce 
Superior Type (« 

Desk Calendar Pads 
Finch & MeCullou 
Mayer Mfg. Corp 


Numer. Macl 
The 
a 


Stark Calendars, Inc 


Desk Lamps 
Dawn Mfg. Cory 
Faries Mfg. ¢ 
Mitchell Mfg. ¢ 


Desk Pads & Tops 
Aigner, G j a 
Amer Aut 


Elec 
Wagemaker ¢ 


Desk Pending-Letters Holders 
oducts, In 


Acco Pr 
Desk Pen & Ink Sets 
Gregory Fount-O-l 


Sheaffer, W \ Per 


Desk Trays 

Aigner, G. J ( 
Art Metal Const 
Art Steel " 

Automat 

Corry -Jame " 
Currier Mfg. Co 
General 
Globe-Wernicke ¢ 
Imperial Methods 
Peerless Steel Kx 


Shaw-Walker Co 
Weis Mfg. Co 
White & Sons Mf 


Yawman and Ert 


Sales 





Fireproofing 


Mfg 


Desk Work Distributors 


Art Steel Co I 
Bristow 


Globe-Wernicke ¢ 


Stanley R 


Victor Safe & Equ 

Weis Mfg. Co 
Desks 

Alma Desk Co 


Art Metal Constr 
\utoma File & 
Bentson Mfg Co 
Browne-Morse Ce 
Clemco Desk Mfg 
I 








Diaries 
} } 


& Met 


Dietating Machines 
1) tonhwore (‘or 


Dietating Machines, Used 
> , rn 


Pruitt Co 
Display Hooks 


Oak 


Duplicating Machines 
\r Vrit g Ma 


i 
Dick \ ’ 








Duplicating Machines, Used 
38 Mimeo Repair Ce 
Pruitt Co., The 
Universal Office 


Duplicating Machine Supplies 


Equip. Co 














171 Columbia Rib. & Carb. Co 209 
x0) Dick, A. B., Co 13 
rT Harding, Milo, Co 234 
Is Heyer Corporation, The 247 
Hileo Corp 202 
Ink Specialties Co 32 
Lee Products Co 37 
Manifold Supplies Co is 
Mimeograph, The 43 
Mittag & Volger, Inc 219 
’ Shipman-Ward Mfg. Co 234 
i Smith, L. C., & Corona Type 
writers, Inc 45 
Speed-O-Print Corp 227, 28, 29, 30 
Starkey Paper & Supply Co 241 
Technygraph, The 225 
Vietor Safe & Equip. Co. 245 
Wolber Dupl. & Sup. Co 235 
” Envelope Openers (See Letter Open 
rr ers 
: Envelope Sealers 
Elliott Address. Mach Co bi 
oO Multipost Co Ine 231 
Envelope Sealers, Used 
; Pruitt Ce The 243 
24 Envelope Sealer-Cancellers 
Multipost Co Inc 231 
Envelopes 
é Globe-Wernicke Co 100 
? Quality Park Envelope Co KO 
s Envelopes, Celluloid 
Markilo Co 245 
Eradicators, Ink 
Carter's Ink Co., The 83 
Heyer Corp., The 247 
Sanford Mfg. Co 221 
s Erasers, Rubber 
Autmt Pencil Sharpener Co 213 
e Dixor Joseph, Crucible Co 214 
Faber 4. W Inc 223 
Roberts, Weldon, Rubber Co 236 
Exhibitions, Office 
it'| Business Show Co 206 
: Expense Books 
; Beach Publishing Co 243 
63 Eyelets & Eyelet Fasteners 
9 Bates Mfg. Co., The 199 
100 Markwell Mfg. Co 58 
rT Oakville Co Div. Scoville 64 
Rivet-O-Mfg Co x0 
, File Boxes, Collapsible Corrugated 
Bankers Box Co 68 
+4 Barkley, C. L., Co 215 
Globe-Wernicke Co 100 
Guide System & Supply Co. 197 
” Oxford Filing Supply Co 49 
» Weis Mfg. Ce 103, 4, 5, 6 
4 File Boxes, Metal 
Adar Henry T., Mfg. Co 244 
Art Metal Construction Co 145 
Art Steeel Co 152 
Corry-Jamestown Mfg Corp...130, 131 
Currier Mfg. Co 163 
} Peerless Steel Equip. Co 171 
74 Pronto File Corp 212 
; tockwell-Barnes Co 65 
ictor Safe & Equip. Co 245 
Filing Cabinet Ball & Roller 
1 Bearings 
Kilian Mfg. Corp 173 
+ Filing Cabinets, Insulated 
Victor Safe & Equipment Co 245 
Filing Cabinets, Metal 
All-Steel Equip, Co 114, 115 
ns Anderson-Hickey Co 185 
Nf Art Metal Construction Co i45 
Art Steeel Co 152 
4 File & Index Co 179 
Bentson Mfg. Co i74 
Br e-Morse Co 138, 139 
Columbia Steel Equip. Co 123 
Cort Jamestown Mfg. Corp...130, 131 
General Fireproofing Co 92, 93 
Globe-Wernicke Co 100 
s Invincible Metal Furn. Co 141 
Me Office Furn. Co 11} 
Peerless Steel Equip. Co 171 
Pronto File Corp 212 
temi Ine 205 
Securit Equip. Corp 159 
Shaw Oo 123, 4, 5, 6 
Vietor 4 Equip. Co 245 
Yawman and Erbe Mfg. Co 154 
Filing Cabinets, Wood 
Globe-Wernicke Co 100 
Imperial Methods Co 108 
Wagemaker ( 169 
Weis Mfg. Co 163, 4, 5, ¢ 
Yawman and Mfg. Co 154 
Filing Supplies 
Ar Products, Inc 238 





\ J Co 





Art Metal Construction (« 
Barkley, C. L., & Co 
trowne-Morse Co 
Corry-Jamestown Mfg. Corp. 1 


+ THE CLASSIFICATIONS 


(Continued on page 6) 
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THE CLASSIFICATIONS 
(Continued from page 5) 








Daco Card and Index Co 80 
General Fireproofing Co 92, 93 
Globe-Wernicke Co 100 
Guide System & Supply Co 97 
Hunt, John F Co 242 
Imperial Methods Co 198 
Metal Office Furniture Co 111 
Oxford Filing Supply Co 19 
Pronto File Corp 212 
Quality Park Envelope Co 60 
Kockwell-Barnes Co 65 
Shaw-Walker Co. 1, ‘ 
Victor Safe & Equipment C« 
Warshaw Mf?. Co 
Weis Mfg. Co 103, 4 », 6 
Yawman and Erbe Mfg. Co 154 
Filing Tables 
White & Sons Mfg. Co 170 
Finger Pads 
Parrot Speed Fastener Corp 64 
Folders (See Filing Supplies 
Fountain Pens 
Carter's Ink Co., The 8 
Esterbrook Steel Pen Co 242 
Parker Pen Co., The 217 
Sheaffer, W. A., Pen Co 4 


Gummed Cellulose Tape 
Industrial Tape Corp ; 
Minnesota Mining & Mfg. Co Mf) 

Gummed Cloth Rings 
Graff, Geo. B., Co 80 
Warshaw Mfg 4 


Gummed Tape Sealers 





Minnesota Mining & Mfg. Co ’ 

Vertex Co 244 
Index Card Signals 

Cook, H. ¢ Co., Ine 8 

Graff, Geo. B., Co RU) 

Victor Safe & Equipment Co 24 
index Tabs 

Aigner, G. J., Co 

Barkley, C. L., & Co 

Cel-U-Dex, Corp 943 

Globe-Wernicke Co. 100 


Guide System & Supply Co 197 
Markilo Co 245 
Parrot Speed Fast, Corp 64 
Shaw-Walker Co 123, 4 6 
Victor Safe & Equipment Co 245 
inks, Adhesives, Ete. 
Carter's Ink Co., The Ss 
Harriman-Welts Prod. Co x0 
Higgins, Chas. M., & Co 219 
Ink Specialties Co 62 
Parker Pen Co., The 217 
Rivet-O-Mfg. Co. Rt 
Sanford Mfg. Co. 221 
Sheaffer, W. Pen Co i7 
Superior Type Co 2 
Union Rubber & Asbestos Co 243 
Inkstands 
Cushman & Denison Mfg. Co 242 
Intercommunicating Systems 
Webster Electric Co 245 
Knives, Office 
Autopoint Co. . 19 
Leads for Mechanical Pencils 
Autopoint Co 19 
Dixon, Joseph, Crucible Co 214 
Faber, A. W., Inc 22 
Rite-Rite Mfg. Co 
Sheaffer, W. A Pen Co i 


Leather Goods 
Doppelt, Charles, & Co 
Mashek, Frank, & Co 
Nat'l Brief Case Mfg. Co 
Stein Bros. Mfg. Co 
Varat, Murray Co 


Leather Upholstered Furniture 
Bright Chair Co _ 
Jasper Chair Co 98, 99 
New Indiana Chair Co 2 
Raphael Shops, Inc 160 


Letter Openers 
Multipost Co In 
Oakville Co, Div 


Letter Trays 
Letterheads 
Goes Lithograph 
Wiggins, John B., 
Library Equipment 
All-Steel-Equip Co 114, 1 
Art Metal Construction Co 145 
if 

l 





Scovill 69 


(See Desk Trays 
Co 
Co 245 


Art Steeel Co 

Corry-Jamestown Mfg. Corp. 130 : 
General Fireproofing (C« 92. 9 
Globe-Wernicke Co 100 
Peerless Steel Equipt. Co 171 
Security Steel Equip. Co 159 
Shaw-Walker Co 1238. 4, 5. 8 
Yawman and Erbe Mfg. Co 154 


Leckers and Storage Cabinets 
All-Steel-Equip Co 
Anderson-Hickey Co 
Art Metal Construction Co 
Art Steeel Co 
Browne-Morse Co 138 
Corry-Jamestown Mfg. Co 130, 
General Fireproofing Co 92, 93 
Globe-Wernicke Co 
Interstate Metal Products Co 
Invincible Metal Furn. Co 
Metal Office Furn. Co 
Security Steel Equip. Corp 159 
Shaw-Walker Co 123, 4, 5, 6 
Yawman ard Erbe Mfg. Co 154 


Leese Leaf Books 
Adams, Henry T 
Aigner, G. J Co 
Boorum & Pease Co 
Grand Rapids L. L. Binder Cx 
National Blank Book Co 8 
Sheppard, The ( } Co 23% 
Stationers Loose Leaf C 
Trussel Mfg. Co. 
Wilson-Jones Co 67 


& Systems 
Mfg. Co 





‘0 6 


Loose Leaf Envelopes, 
Markilo Co 


Loose Leaf Metals and Devices 

Mf Co 
Binder 
Co 


Henry T 
Rapids L. L 
Loose Leaf 
Co 


Adams, 
Grand 

Stationers 
Wilson-Jones 


Mail Distributors 
Bristow, Stanley R 
Globe-Wernicke Co 
Victor Safe & Equipment 


Map Tacks 
Graff, George B., Co 
Moore Push-Pin Co 


Matched Office Suites 
Art Metal Construction ( 
General Fireproofing Co 
Globe-Wernicke (C« 
Leopold Co., The 
Royal Metal Mfg. Co 
Sloane W. & J 
Troy Sunshade Co 


Memorandum Books 
tjoorum & Pease Co 
Finch & McCullouch 
National Blank Book Co 
Rockwell-Barnes Co. 
Trussell Mfg. Co 
Wilson-Jones Co 

Memorandum Devices 

Mfg The 

Stanley R 


sates Co., 
Sristow, 
Currier Mfg. Co 
Mayer Mfg. Corp 


Mending Tape 
Industrial Tape Corp 
Minnesota Mining & Mfg 
Warshaw Mfg. Co 

Moisteners 
Better 
Kellogg, A. W 


Packages, Inc 
Sales Co 


Rivet-O-Mfg. Co 
Numbering Machines 

Amer. Number. Mach. Co 

Bates Mfg Co., The 


Office Partitions and Railings 


Wernicke Co 
Figuring 
re 


Globe 
Pads, 
toorum «& ase Co 
National Blank Book (¢ 
Rockwell-Barnes Co 


Wilson-Jones Co 

Paper 
Brown, L. L Paper Co 
Eaton Paper Corp 


Rockwell-Barnes Co 


Paper Clamps 
Acco Products, In 
Autmtc. Pencil Sharpener 
Cushman & Denison 
Esterbrook Steel Pen Co 
Hunt, C. Howard, Pen (« 
Oakville Co., Div. Scovill 


Paper Clips 
Acco Products 
Cook, H. C 
Cushman & 
Fulton Specialty 
Graff, George B., 
Oakville Co., Div. Scovill 
Tip-Top Mfg. Co., Ine 
Vail Manufacturing Co 

Paper Edge Reinforcer 
Vertex Co, . 

Faper Fastening Machines 
Ace Fastener Corp 


Ine 
Co 
Denison Co 
Co 
Co 


Amer. Autmtc. Electric Sale 
Autmtc. Pencil Sharpener (¢ 
Bates Mfg. Co The 
Hotchkiss Sales Co 
Markwell Mfg. Co 


Neva-Clog Products, Inc 
Parrot Speed Fast. Corp 
Speed Products Co 
Victor Safe & Equipt. (r 
Paste (See Inks, Adhesives 
Pen & Pencil Clips 
Oakville Co., Div. Scovill 
Pencil Sharpeners 
Autmt« Pencil Sharpener 
Graff, George B Co 
Hunt, ©. Howard, Pen Co 
Pencils, Wood Cased 
Dixon, Joseph, Crucible Co 
Faber 4. W Ine 
Pencils, Mechanical 
Autopoint Co 
Carter's Ink Co., The 
Esterbrook Steel Pen Co 
Parker Pen Co., The 
Rite-Rite Mfg Co 
Sheaffer, W \ Pen Co 
Penholders 
Dixon losepl Cy ible cr 
Pens 
Esterbrook Steel Pen ¢ 
Hunt, C. Howard, Pen ¢ 
Picture Hooks 
Moore Push-Pin Co 
Pins and Pin Containers 
Oakville Co diy Scovill 
Vail Mfg. Ce 
Platens, Typewriter 


Amer. Writing Mact Ce 
Ames Supply Cx 


Shipman-Ward Mfg a 


Postal Scales 
Hanson Scale (C¢ 
Shipman-Ward Mfg. Co 
Triner Scale & Mfg. Co 


Price Card Holders 
Oakville Co., Div. Sco 


Price & Sign Markers 


Superior Type Co. 
Punches 

Acco Products, Ine 
Bates Mfg. Co., The 


Celluloid 


{ 


Co 


Co 


238 Art 
199 Art 


Pease Co woes 210 
245 Globe-Wernicke Co 100 
Mitchell Binder Co 2 
National Blank Book Co 
Wilson-Jones Co 
if Push Pins 
f Moore Push 
Oakville Ce 
249 Ribbons and Carbons 
Allen & Co 9 4 
Writing Mact < i 
nly c F 


Boorum & 


>> OO sie 





Pin Co 


Div. Scoville 69 


Ame Supp 
Buckeye Ri 


bbon & Carbon ¢ as 





fold Supplies Co is 
& Volger, Inc 
Old Town Rib. & Car. Co 
Pacific Car. & Ril Mfg 0 zt 
l Key-Imperial Mf Co. 2 
Process Co 
temington Rand Ine 205 
=10 Roya Typewriter Co In 246 
eee Shipman-Ward Mfg. Co 234 
81 Smith . Cc » T 
f Storr H. M., 
Urderwood Elliott 


Fisher 


1 S 

1 Webster 
242 Rib. & Car. Testing Machine 

Hiida Engineering Ce 24 
Rubber Bands 

Faber, A. W., Inc 22 
t Roberts, Weldon, Rubber Co 23 
Rubber Stamps 

Meyer & Wenthe 


Typew. Rib. Mfg. Co 239 
‘ Ss Co : 


Rubber Type Outfits 
Fultor Specialty Co 
x0 Superior Type Co 2 
Safes 
Art Metal Construction Co 
4 General Fireproofing Co 92 
Globe-Wernicke Co 
Meilink Steel Safe C¢ 161 
Remington Rand In 20 
Security Steel Equip. Corp 159 
Shaw-Walker Co. i233, 4. 5, ¢ 
Victor Safe & Equipment Co. 
Yawman and Erbe Mfg. Co 


Scrapbooks 
Globe-Wernicke Co 190 
Weis Mfg. Co 10 j t 


Secretary Desks 
Art Metal Construction Cc l 


Fireproofing Co 
Equip. Cc 


Shelving 
All-Stee 
Art Metal 

Art Steel Cc 

ne-Mor ‘ 

‘ Jamestown Mfg. Corp. 130 

General Fireproofing Co 2 

Globe-Wernicke Co 0 


Steel Equip. Cory ) 


I ( 


nstruction Ce 









Se 


Signs 
5 Mayer Mf Corp 22 
Smoking Stands, Office 
BR Metal Mfg. Co 
Sorting Devices 
Currier Mfg Co 
W e & Sons Mfg. ¢ 
Stamp Affixers, Postage 
, t Co Ir 


8 Stamp Pads 
Bates Mf 





e CX 
& Equip. ¢ 


Stands for Office Machines 
Steel-Equip Co 
Ames Supply Co 





Cc 
Mf Co 
Mfg. ( 
Furniture 0 
Mfg. Co 


Shermat 
Shipman-Ward 
Toledo Metal 
Tu Specialty 


bular 





Extractors 
tener Corp 
Mfg. (¢ 


Staple 


farkwell 
Staples and Stapling Machines 


Ace astener (¢ 
Bates Mfg. Ce 
I hkiss Sales 
Markwell Mfg 
J Neva-Clog Products 
dak t 


orp 
The 

Co g9 

Co x 
Ine S 

Scoville ’ 
Corp 





{ , 
Parrott ed Fast 
Speed Products 

\ Manufacturing Co 

Note Books 

took Ce 8 
Co 


Co 208 


Stenographers’ 
Blank 
Barnes 


Mfg 


National 
Rockwell 


Trussell 


Storage and Transfer Cases 
Adams, Henry T.. Mfg. Co 94 
All-Steel-Equip Co 14, 1 
Metal Construction Co 
Steel 





OFFICE APPLIANCES 


Rankers Box Co. .......... sai OR 
Barkley, C. L., & Co 
Bentson Mfg. Co. .... 
Browne-Morse Co. . 1 
Columbia Steel Equip. (o 1 
Corry-Jamestown Mfg. Corp. 130, 13 
Efficiency Equipment Co 1 
General Fireproofing Co 92, 
Giobe-Wernicke Co. . 1 
Guide System & Supply Co l 
Imperial Methods Co. If 
Invincible Metal Furn. Co l 
Metal Office Furn. Co. ] 
Peerless Steel Equipment Co l 
Pronto File Corp 212 
Rockwell-Barnes Co t 
Security Steel Equip. Corp 159 
Shaw-Walker Co. . 123, 4, 5, € 
Wagemaker Co 

Weis Mfg. Co 

Yawman and Erbe Mfg 


Store Fixtures and Equipment 
All-Steel-Equip Co 114, 115 
Swinging Typewriter Stands 
Amer. Writing Mach. Co. 
Globe-Wernicke Co 
Weis Mfg. Co 103, 4, 5, 6 


Tables 
Art Metal l 
Art Steel Co l 
Browne-Morse Co 138, 139 
Corry-Jamestown Mfg. Corp l 
General Fireproofing Co. 
Globe-Wernicke Co l 
Mutschler Bros. Co. 132 
Peerless Steel Equipment Co 171 
Walker Co 123 
St. Johns Table Co 181 
Victor Safe & Equipment Co 245 
Tabulating & Statistic Machines 
Remington Rand Ine ; 20 
Telephone Accessories 
Bates Mfg. Co., The 
Mfg 
Safe 


103, 4, 5 ‘ 


Co 154 


Construction (Cc 


Shaw 





Sanford Co 2 
Victor & Equipment Co 245 


Telephone Stands 
Art Metal Construction Co 14 
Art Steel Co ] 
General Fireproofing Co 2, 9 
Globe-Wernicke Co l 
Peerless Steel Equipment Co 171 
Shaw-Walker Co 123 G 
Yawman and Erbe Mfg. Co 

Thumb Tacks 
Graff, George 
Moore Push Pin 
Oakville Co., Div. 
Vail Manufacturing C¢ 53 

Ticket Holders 
Oakville Co., 


B., Co 80 
Co 224 
Scovill 69 


Div. Scovill 69 
Trimming Boards 
Amer. Photo Laboratories 224 


Typewriter 
Amer. Writing 
Ames Supply 

Shipman-Ward 


Type, 

Mach. Co 54 
Co 7 
Mfg 


Co 234 


Typewriter Cleaning Material 





Amer. Writing Mach. Co 

Ames Supply Co 

Clarotype Co. 

Mittag & Volger, Inc 219 

Rivet-O-Mfg. Co, si 

Sanford Mfg. Co 221 

Seat, Dr Chemical Co 244 

Shipman-Ward Mfg. C« 204 

Webster, F. 8S., Co 2 
Typewriter Cushion Keys 

Amer. Writing Mach. Co o4 

Ames Supply Co 57 

Munson Supply Co 241 

Peerless Key-Imperial Mfg. (<¢ 204 

Shipman-Ward Mfg. Co 234 

Speed Key Mfg. Co 244 


Typewriter Cushion Knobs and Bases 





Amer Writing Mach. Co 
Ames Supply Co 

Bickett, L. M., Co 

Peerless Key-Imperial Mfg. Co 
Shipman-Ward Mfg. Co 


Typewriter Parts and Tools 


Amer. Writing Mach. Co i 

Ames Supply Co 7 

Shipman-Ward Mfg. Co 234 
Typewriters, Mfrs. of 

Corona Typewriter j 

Remington Rand Ine 205 

Royal Typewriter Co 24 


Smith, L. ¢ & Corona 
Underwood Elliott 
Back 


Typewriters Rebuilt and Used 
Ma Co 








Amer. Writing 4 
Pruitt Co., The 24 
Reliable Tw. & A. M. Corp 244 
Shipman-Ward Mfg. Co 234 
Visible Systems Equipment 
Acme Visible Records, Inc 201 
Aigner, G. J., Co. 235 
Art Metal Construction Co 145 
Automatic File & Index Co 179 
Boorum & Pease Co 210 
Globe-Wernicke Co Li 
National Blank Book Co 81 
Remington Rand Ine 20 
Shaw-Walker Co i233, 4. 6. ¢ 
Sheppard, C Y Co 23 
Victor Safe & Equipt. Co 245 
Wilson-Jones Co. 67 
Yawman and Erbe Mfg. Co 154 
Waste Baskets 
American Can Co 196 
Art Steel Co 152 
Cr Jamestown Mfg. Corp..130, 131 
Gereral Fireproofing Co 2. 9 
Globe-Wernicke Co 100 
Massillon Wire Basket Co 24 
Metal Office Furn. Co lll 
Na Vulcanized Fibre Co 24 
Peerless Steel Equipment Co 171 
Shaw-Walker Co 123, 4, 5, 6 
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[WANTS AND TOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED MECHANICS WANTED 


SALESMAN WELL ACQUAINTED with the trade throughout the central MECHANICS WANTED—Typewriter mechanics, also adding machine 


states and west to Denver is available as representative for manufac mechanic Pruitt Corporation, 425 North LaSalle Street, Chicago. 

turer Has had excellent record in filing equipment and supplies — WANTED—Combination mechanic and salesman. Good proposition. State 

in stationery lines Expert on special installations Good at working qualifications and submit references. Box X-239, care Office Appliances, 

with dealers to get maximum volume Top references lerritory covered Chicago 

extends from Duluth to Gulf states. Will be interested to hear from any a - . einiasincibiaiiia 

manufacturer of furniture, files or supplies who has an opening for & rYPEWRITER DEALER located in a lively midwestern city has an 

first-class sales producer. Address J-154, care Office Appliances, Chicago opening for an additional typewriter mechanic. One with experience on 
= all makes preferred. Send full particulars, including references, to X-236, 

SALESMAN with several years’ experience selling office supplies and care Office Appliances, Chicago 

printing would like to make connection with established commercial sta end aha ne 


Coast states. American, WANTED EXPERIENCED ELLIOTT FISHER MECHANIC. All replies 


tionery house located in one of the Pacific : i , 
confidential Farrar Office Supply Company, Nashville, Tenn. 


married, war veteran, forty-four years of age, excellent health. Has 














ambition and ability which some western dealer can use to advantage WANTED—Young, neat-appearing, first-class, typewriter repair man, also 
(ood references Address J-156, care Office Appliances, Chicago able to sell—salary with bonus, Evanston, Illinois. Address X-234, care 
STATIONERY SALESMAN with twenty-five years’ experience, inside Office Appliances, Chicago 
most of the time as manager, and two years outside, is open for a new oo Bases 
ponmsothent. Will be glad to consider opening with established dealer in . : STORE MANAGER WANTED _ fete 
iny part of the country or to represent manufacturer ~ “ay Pod — WANTED MANAGER for stationery store who is thoroughly experienced 
for re sale. Well known among the trade, part + arty in + aongay 4 mi in office and school supplies and office furniture. Store is located in 
vicinity. Not restricted as to territory. Address J-161, care Office App virgin territory with room for rapid growth. The man selected must be 
inees, Chicago capable of taking full charge and build the business. Salary will be 
SALESMAN WITH SIXTEEN YEARS' EXPERIENCE in filing equipment $60 per week and 25% of net profits of store. We prefer a man who can 
nd supplies, fanfold forms and metered mail equipment, is open for new nvest in the stock of the company and take a working interest of from 
connection with manufacturer selling direct, or with established dealer $7,000 to $8,000 Write P. 0. Box 590, Mankato, Minn 
or sales agent Will go any part of United States. Can show an excellent 
ok iicens S1aR Gene Olkee Anetianens, Canoe _____SALESMAN-MANAGER-MECHANIC WANTED 
rYPEWRITER MECHANIC soon to be paroled from Leavenworth seeks WANTED—Combination Typewriter, Adding Machine Repairman and 
onnection with typewriter dealer or branch office of manufacturer Not salesman, also to sell desks and office equipment in Eureka, Calif. May 
considering himself criminal, he has continued to acquire broader edu have full charge of typewriter department Only those willing to pay 
eation and experience in his chosen trade Warden's report shows ex own expenses to Eureka need apply State age, experience and qualifica 
cellent conduct and work record. Well equipped to do a first-class service tions. Address Browning's Stationery Store, Eureka, Calif. 
iob Address J-155. care Office Appliances, Chicago "s REPRESENTATIVES WA E > 
SALESMAN AND FORMER SALES MANAGER of off niture com = = — —___—— 
pany seeks connection in furniture department of established retailer REPRESENTATIVES wanted various open territories coast to coast by 
Thoroughly grounded in desks and chairs. both wood and steel, steel manufacturer unique line fast-moving office appliances that sell daily at 
files and filing supplies. Knows how to handle special installations. Inter big unit profits: thousands of nationally known corporations and smaller 
ested in any location that offers opnortunity to demonstrate ability firms already our customers Prefer financially responsible established 
Address J-164, care Office Appliances, Chicago Specialty Men or Dealers now selling similar article direct to consumer. 
fare Write for full interesting details and please state present sales setup. 


SERVICE MAN with thirty vears’ experience seeks position as shop > ae 
aa gl weivked on all makes of typewriters and adding maciines, Wel Address X-243, care Office Appliances, Chicago RE esa 
ved as menager of shop Well NON-COMPETITIVE NEW COMPOSITION DUPLICATOR line, self-feed 











versed on other office equipment. Has seri ae . 
equipped to give best results Can furnish excellent references Address ing, beautifully finished in black and chromium plated steel, remarkably 
1-157. care Office Appliances, Chicago simple and efficient, retailing from $4.50 up. Together with pete Hg 
: aacked supply items, offers active dealers and salesmen a profitable line 
. -<PEPRIF . EWR t office machi mechani wants pace ? 7 : ; 

WELL EXPERIENCED TYI EW = I a offi Hit . at “ ms aia te re few to handle seautiful window displays and other sales helps furnished. 
salaried store ag Lge ~gg a Ae “g Bt ° hi anon t ee Write X241 care, Office Appliances, Chicago 
ences dress J-158. care ice Appliances licago —— . aaencnamissesitiangsipniine 
ae : . : } f Ww MEN NOW SELLING direct to offices can do well with our 2 specialties 
EXPERT IN OFFICE FURNITURE merchandising pe eee, eee ee and 2 necessities for use in typing and stenographie departments. These 

ynnection as salesman on the road for re Hable manufactu 0 “s “ : . items added to your present lines or handled exclusively should prove 
capacity where sales talent can be used to advantage nae serves nad very profitable Write for details. Address X-244, care Office Appliances, 
sales manager and has directed promotional work as pa Has al Chicago 
romtact . the ‘ in ell parts of the country ill represen on -- ~ : ees 
an tr eo sae ae r will rad consider aceessories or stationery WEST COAST MANUFACTURER of known fast selling line of office 
Sie “aig ne gyn st t AE OR 1d br office eonipment and supply dealers chair cushions desires sales representatives to handle line for eleven 
Rest oo pao - a ye tee © T1@F an On AD Chicago ‘rn states. southern territory, Orient and South America Address 
tes 0 eferences J dress 2 a) eare fice ) ces ieag wry 

ren . 3. care Office Appliances, Chicago 

"RICE . TU Y we roundec ir Sales an advertising - mae ae oat A Oa —_ a r r — 

OFFICE FURNITURE MAN : \ WY ero n 7 . - . pos - . e ’ greeter ns REPRESENTATIVES, large cities, to sell repeating snecialties direct to 
» , ‘ tor o sales fi some ‘ establishe laAnuirA¢ - P } “ht 

po “Hes ioe m ag  pucececial mananeaienl xperience, Can bring offices. Address Box X-245, care Office Appliances, Chicago 
turer as hac ears of sueccessfu inag t ‘ 7 ene Ing 7 


to any manufacturer who has an onening thoroughly practical sales ideas a REPRESENTATIVES AVAILABLE 














coupled with an energy that will produce better_ results. Convincing a a . 
references Address J-166, care Office Appliances, Chicago SALESMAN WITH EXCELLENT RECORD selling office furniture, both 
wood and steel, also several stationery lines, desires to represent manu 
, facturers calling upon the trade Knows practically all dealers through- 
SALESMEN WANTED out Middle West and is acquainted in some other sections. Free to work 
; ; . , A tice tStne tn the fell in any part of the country Well equipped to sell anything In office 
[F YOU SELI Ne ALITY nic ae most ag beat anata Gaaeened furniture, files and supplies, or most lines of stationery. Address J-160, 
es filing nd mailing supplies direct to banks wvers, accounts 8 eaee 408 rabies ‘hies 
a re I amee cert Bnd exclusive territor Our representatives care Ofc e Applia ices, Chica = — cals SS ee eS 
chosen carefully—send full particulars abont yourself Ames Safety SALESMAN WELL KNOWN to Metropolitan New York office trade wants 
Envelope Co “Boston Mass line of Office Desks, Chairs. Book Cases. J-167, care Office Appliances, 
. — P 100 East 42nd Street. New York City 
DAL ne Be y : 7S N W N ‘DD b natior knowr manntac _— —— _ - ——— - —_—_—_—_—— ~ ee ae 
aa ye eoaghee Bn mgr en oF ( fen S ' isaean vine binders. ete Excellent SALES ORGANIZATION, excellent Worldwide Dealer Distribution, seeks 
sauinaiier ta Se Cae ake aed Que er tae Gees. aabeakiel weal one additional meritorious specialty, office equipment line. Address J-163, 
aoeetalready eatablished, Some knowledge leather goods desirable Address care Office Appliances, Chicago 
Stel tros. Mfg. Co ne., 231 Sonth Green Street. Chicago, Tl PaO Sp eg = rs 
5 : nae RETAIL BUSINESS WANTED 
SELL ALL STORES : os — — nn “ 
New. drastic Federal and oo. Tay © aria reate immense forced de WANTED TO BUY, established retail typewriter business. Will pay a 
’ : nil f = T < Rk ort pot ray merchant must have to protect himself reasonable price for business which is well established and has the 
oer P “ts = : an ane i?tee Our 22nd big s essful vear rhonsands good will of its community Not interested in any store which has been 
vat h ce oad Boe gp? ote Liberty Tax Record everywhere spot cash permitted to run down through Inck of attention. Tocation is incidental 
rence win Boe “Millior o wm Ww prosne ts Leads furnished tig profit for Send complete particulars to X-238, care Office Appliances, Chicago. 
‘ a 5 00 sale Repeat commissions withont eall backs Choice ter ” . Z cnet os < “5 ee 
en ae deh ihe ese aoe, Comm weit Gk. al RETAIL BUSINESS FOR SALE 
Sonth Dearborn Street. Chicago. TI LEADING OFFICE EQUIPMENT and Supply Business, in eastern Penn 
: en ; ; : ; = ¢ work wit! 8 ania ci of 75.000 populatior Longe established—centrally located 
e “SMAN WANTED. with exverience on Mimeograpl 0 work w vyivania city f 7 I H } g ) | 
re genet shed dealer in an important northern city of more than modern up-to-date store and clean stock—hest of reputation—leading 
100,000 pon ates. Ar i nportant  onport: itv for a man who knows agencies. Stock and fixtures, approximately $20,000. Reason for selling, 
stencil duplicatior asi full nartienlars shout dunvlicator sales training ywner wants to reti Owner not rushed, will remain to acquaint pur 
wo * chaser. Address X 





ire Office Appliances, Chicago 


rotected ter FOUNTAIN PEN REPAIRING 


and other onalifications to NX-237. care Offiee Appliances, Chicago 


SALESMEN AND DEALERS WANTED in all large cities 








rito o handle on +: oxtensive scale our Post-Card nters, hot! “ - SSS ry 
Hand Feed andl tnitic. The lathes ja the only ave of its kind on ALL MAKES Pens, Pencils, Desk Sets, etc. Repaired—usually 12 to 24 
+} og Ne . TH a a cana ; = alin ’ ¢ build up a_ selling hour service Standard prices Welty Pen & Repair Co., 38 South State 
he marke iheral commission wv illow one to ip ¢ ling 
organization Good opportunity for a I e Concert or Go-Getter wit! Street, Chicago ‘ 
e small erpital Orthograph Compar 4 South Main Street, Los . a ee 
i MP onggae AA ; SALES LETTERS 
. . LETTERS WILL BUILD SALES—For years I have built letters that 
a > , > . eq wN ~~ 1 w rs represent mant 
he LL OR ; Ag pits — “ee a » wil ~ i neni yp lial i aNer Se ’ ] pull sales You need them more than ever now Send me your data for 
acrarer of hig calestaie a 7 ; menial fie rtd ene ae need met new letters, or unsuccessful letters for reshaping Particulars on request 
Soxite ® ns °° ; ; aoe on bs ie nl ge ll : ™ Address H. M. Goldthwait, 1283 Washington Avenue, Santa Fe, N. Mex 
rite Box 242. care ) f ppliances ieage . . 





1azing patented envelope sealer! Seals 3,000 hourly! DICTATING MACHINE PARTS 





SALESMEN An r ee 
Retails $3.00 No competition Big profits Exclusive territories Free r OMPLETE AND VARIED STOCK No order too small When you need 
trial! - Red-F 1085 Journal Bldg Bostor Mass ane _ parts write Central Dictating Service 2632 North Western Avenue, 
EX PERIEN( ED, SUCCESSFUI 1dding machine salesman to help Chicago Management G. Koep 

nd manage office machinery i t for established office « —_ oan 





WANTS AND FOR SALE—Continued on page 8. 


z dey 
New York State Address X-240, care Office Appliances, 





lealer 








OFFICE APPLIANCES 


WANTS AND FOR SALE—Continued from page 7. ELLIOTT-FISHER machines, caleulating machines, adding machines 
| office equipment, bought and sold W J Crowley Company 434 
Caswell Bldg Milwaukee, Wis 
ADDING MACHINE PARTS, TYPE, ETC. a : oa 19-1205 
BURROUGHS—Bank Posters mode 2300 and 13-13-02's with up-feed 
NEW PRICE LIST of adding machine parts, ribbons and type now re ‘ ys for 8 ule ' ae mac e Sales & Service Co 1100 Prospect 
Send for yours. The Pioneer Adding Machine Parts Mar I. A. Dehr Ir toate eee = 





1643 101st Avenue, Oakland. Calif DICTAPHONES EDIPHONES SUPPLIES headquarters machines 
ght and sold-—-Wholesale Retail Write us. Chicago Dictating Machine 
DUPLICATOR SUPPLIES o> Se Some mame _Bizect, Chicas 
DICTAPHONES EDIPHONES established 1923 Largest stock all 
DUPLICATOR Stencils and Inks Guaranteed qualit Larger t dels. Write for prices of ma nes and our Cleartone Cylinders, Amer 
Dealers write for low price list Midwest Specialties i854 Reading ; Dicetating Machine Co., 235 Fifth Avenue, New York, N. y¥ 
tor Cine at 
I vd encinnats KARDEX ACME all makes sed sible filing equipment Thousands 
n r f econditioned cabinets panels vays on hand Special service and 
FOR SALE AND WANTED TO BUY ieee to Genlens fer qundiaae ct tale Get Gur aumatinen "tans. oD 
ELLIOTT-FISHER MACHINES — Burroughs Moon Hopkins—-Adding Ma Nathan. Inc., 545 Broadway. New York 
chines—Caleulating Machines—bought and sold. Chicago Office App t KARDEX, ACME, POSTINDEX, etx visible filing equipment of all types 
Co 533 South Dearborn, Chicago bought and sold We specialize in this field and offer full cooperation te 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroug ealers. Commercial Card Systen %) Broadway, New York City : 
and Monroe Caleulators ypewriters and all office machines bought ar ADDRESSOGRAPHS Duplicators Dictaphones, Multigraphs Sealers 
sold Teeter-Warsh Co R40 Nort ird Street Milwaukee Wis I ders Pypewriters Adding Max es Write for FREE Money Making 
BURROUGHS— Duplexes, Moon Hopkins, Bookkeeping Machines, Kardey ae Pruitt 27 Pruitt Bldg Vaicage 
All types office machines bought and = sold Fort Pitt Typewriter ¢ WANTED TO BUY 1] Electric Muliigraph wit iutomatic feed 1 Hand 
44 Liberty Avenue, Pittsburg! Pa Paper Cutter Give Full Deseription ind Cash Price Howard Office 
BURROUGHS, MOON-HOPKINS, Elliott-Fisher, Remington Accountins Equipment Co., 107 West Center Street, Kingsport, Tenn 
Machines and everything " the flice machinery line State mode MULTIGRAPH RIBBONS remanufactured Duplicator inks and type 
serial number and we will quote ighest cash prices International Off vriter ribbons Established over ten vears Write us save money 
Appliances, In (26 Broadway Ne York City C¢ 41153 West State Street Milwaukee Wis 


Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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OFFICE APPLIANCES 








~NEW TRADE LITERATURE ~ 





(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 


Associated Stationers Supply Company.—A clever and valuable aid to 
dealers has recently been issued to the trade by the Associated Stationers 
Supply Company, Chicago, Ill. It is a large, loose leaf bound book entitled 
“A Perpetual Calendar of Merchandise and Window Displays for Commer 
cial Stationers.’’ In the book are pages devoted to each month of the year 
upon which are suggested items for display as the best for the month in 
question, After perusing the list of articles given, the reader is told to 
“refer to’’ a given window which is presented by a large photograph in 
another section of the volume and shows the stationer exactly how a 
window may be dressed with the items which have been previously sug 
gested as the best for the current month. Each photograph of the finished 
window is accompanied by diagrams showing the fixture layout and the 
merchandise layout, making it an easy matter for a dealer to follow 
instructions. Further details on the book may be obtained by communi 
cating with the company at 229 South Jefferson Street, Chicago 


The Cloyes Gear Works..Covering the company’s entire line of replace 


ment parts for office machines, a new catalogue listed as the No. 6, has 
been issued to the trade by The Cloyes Gear Works, 17214 Roseland Road 
N.E., Cleveland, Ohio. The catalogue, containing twelve pages, is well 
illustrated with exceptionally large pictures which show many of the 
parts of adding, bookkeeping and calculating machines in their actual 
sizes. Copies may be obtained by communicating with the company’s 
home offices. 


Eaton Paper Corporation.__A revised price list of Berkshire typewriter 
papers has been issued by the Eaton Paper Corporation, Pittsfield, Mass., 
and shows lowered prices on stock items, due according to officials, to 
savings effected and an increased volume of business. The new list also 
announces a group of exclusive ideas in papers for the legal profession 
which are reported elsewhere in this Copies of the new list may 
be obtained on request to the company. 

The Globe-Wernicke Co.—An attractive new eight-page circular illustrat 
ing and describing the Safeguard filing plan has just been published by 
The Globe-Wernicke Co., Cincinnati, and is offered free to anyone desiring 
a copy. It may be obtained from local Globe-Wernicke dealers throughout 


issue 


the United States or by writing to the company at its general offices 
in Cincinnati 

Mayer Manufacturing Company.-A new, sixteen-page catalogue ce 
scribing and illustrating several of the firm’s products has recently 


heen made available to the trade by the Mayer Manufacturing Company 


1436-1442 West Randolph street, Chicago, Ill The catalogue, which is 
of a handy size for pocket or briefcase, includes the Maver lines of 
roll memo pads, perpetual wall and daily date wall calendars, ther 
mometers, display racks, metal signs, showease humidifiers and = sev- 
eral others The catalogue is listed as the No. 89F. 

Mimeo Repair Company.—A_ twelve-page catalogue of rebuilt stencil 


duplicators and parts for them has been issued to the trade by the Mime 


Repair Company, 395 Broadway, New York, N. Y. The booklet is of a 
convenient pocket SIZE dressed in attractive orange-colored jacket and is 
well-illustrated, In the back of the book is a complete price list of parts 
Dealers desiring copies of the catalogue should communicate with the 
company’s home offices 

The Murphy Chair Company...Named “The Factory Chairman” and 


dressed up with snappy illustrations and breezy news items, a new monthly 
bulletin has been created and published by the Murphy Chair Compan 
Owensboro, Ky. The bulletin is composed of four Mimeographed pages in 
which everybody connected with the big plant may find a place for his or 
her contribution. Intimate glimpses of the Murphy family, from President 
M. J. Murphy on down, are presented in an interesting manner under a 
standing head of “Sawdust and Shavings.” “The Factory Chairman” 
grand little number and is destined to grow 

The Shipman-Ward Manufacturing Company.— Bound in leaf form 
for the easy insertion of additional sections, a new and comprehensive 
wholesale catalogue of its products has recently been published by the 
Shipman-Ward Manufacturing Company, 325 North Wells street, Chicago 
The Shipman-Ward products and covered by the new book 


| 
\ 


loose 


processes 


include Superfine platens, japanning, tools, ribbons, leatherette covers 
typewriter parts, Du-nickelplating and scores of other items connected 
with the office supply and equipment industry. Each page of the catalogue 


is well-illustrated and the entire book is bound in an attractive cover 
Dealers interested in securing a copy of the new book should communicats 
with the company's Chicago home offices 

— 


Commerce Department Trade Opportunities 


Adding and calculating machines, Johannesburg, South Africa, agency; 
isk for No. 2805 

Fountain pen and pencil acc 
isk for No 


Fountain 


essories and parts, Forbach, France, purchase; 


2an2 
Straits Settlements, purchase; ask 


pens, low priced, Singapore, 


for No, 2806 

Addressing machines, hand and electrically operated; and accounting ma 
chines, Warsaw. Poland. purchase: ask for No. 29381 

Calculating machines, Paris, France, purchase or agency; ask for No 
2918 

Duplicating machines and stencils, Zurich, Switzerland, purchase 
igency; ask for No, 29388 

Fountain pens, low-priced, Calcutta, India, purchase and agency isk 
for No 9999 

Office ippliances bookbinding materials ind = stationery Singapore 


purchase; ask for No. 2934 

sealing machines, stapling machines, and wax 
Paris, France, purchase; ask for No 
Office machines (adding and calculating machines, and 
tello Horizonte trazil, purchase and agenev; ask for No. 2952 
Office machines and stationery, Amsterdam, Netherlands 
agency: ask for No, 2958 

Fountain pens, Salonika, Greece, purchase 


Straits Settlements 
Office copying 
sealing devices 


machines, 
2912 
duplicator 


purchase ar 


isk for Ne a0 


Fountain pens, table clocks, and novelties, Manila, P. 1.. purchase isk 
for No S108 

Office and desk accessories. Mexico City. Mexico, agency; ask for No. 3102 
Office and stationerv supplies. Cairo, Egypt. agenev; ask for N« 40 
Pencils, erasers, and labels, Mexico City, Mexico, agenev: ask for N« 
1101 

Typewriters, Tulear, Madagascar, purchase; ask for No. 8026 


r'ypewriters, portable, French and Greek keyboards, Salonika, Greece 


purchase; ask for No. 8090 





BUSINESS OPPORTUNITIES 





Lines Wanted Abroad 


Norwegian Firm Seeks New Stationery Items.—Bjerck-Hansen & Com 
pany, A/S, Lille Grensen 5, Oslo, Norway, is seeking the local representa 
tion of American manufacturers of new stationery items and novelty 
numbers. The company, of which Albert Bjerck-Hansen is the head, was 
established in 1926 and was recently completely organized with a paid-up 
capital of 25,000 Kr. Communications should be addressed directly to Mr 
Bjerck-Hansen at the address given above. 


Accounting Equipment and Supplies Wanted for Cuba.—Ricardo Thieben, 
1 man experienced in the office equipment field in Italy, has opened a 
Malecon 413, Havana, Cuba. He seeks representation of Amer 
contemplates carrying a diversified line of Amer- 


business at 
manufacturers. He 


can 
ican products for distribution in the republic, such as bookkeeping equip 
ment, accounting systems, letter and card systems, ring binders, office 


machines and devices, furniture, supplies and commercial stationery. 


Lines Wanted to Sell to the Trade in Latin-American Countries.—Gustav« 
F. Bagge plans to make an extensive sales trip through Cuba, Mexico and 
Central and South America and desires to represent manufacturers of office 
By training he is an electrical and graphic arts engineer and 
has originated important mechanical improvements. He is familiar with 
language and customs, having spent some time there before. He plans to 
be in the field the remainder of this year and all of next. A limited contact 
in the office equipment field has been with duplicators of offset and 
photographic types. Letters should be addressed to him at the Omego 
Company, P. O. Box 1405, Cleveland, Ohio 


specialties 


Lines Wanted Here at Home 


New Office Supply Business in Sterling, IN. Reents Printing Company 
19 Locust Street, Sterling, Ill., has recently opened an office supply 
department. F. W. Reents, the proprietor, would like to receive catalogues 
ind other information from manufacturers 








MISSING MACHINES . 


The following companies ask dealers everywhere to be on the lookout for 
office machines (described and numbered beside the firm’s name) which 
are reported lost, stolen or strayed. Information concerning the where- 
abouts of these machines should be forwarded to the company concerned 
at the earliest opportunity. 








Adding & Calculating Machine Company, 750 Prospect avenue, Cleve 
nd, O.—Underwood typewriter No. 670350-14. Underwood typewriter 
N 617992-12 Sundstrand adding machine No. 53132-80022 The com 
pany reports these machines stolen from an Akron, Ohio, office on 
Aug 16 Address communications to R. C. Ertzberger at the above 
uddr 

Monarch adding machine, No. 7190-5/M65407 has been reported stolen 
from its owner, who will pay a suitable reward for return of the 
idding machine or information as to its present whereabouts. Com 
munications should be addressed to Office Appliances, 20 North Wacker 
| Chicago, Ill 

- 


Current Corporation Reports 


a slackening of earnings 


Addressograph-Multigraph Corporation reported 

the six months ended June 30, 19 with profits of $503,082, or 6¢ 
ents a share on 753,813 shares, as compared with 81 cents a share the 
irst half of 1988. For twelve months ended June 30, 1939, net profits 
were $795,762, or $1.05 a share, as compared with $1.90 the preceding 
ear. Expense of patents, development and engineering. including amortiz 


ition first half totaled $185,101 ompared with $153,190 a year ago; 

rreciation of $159,767 was up slightly, while interest, debenture discount 
ind expense dropped to $47,656 from $52,331, and preferred dividends 
guaranteed to minority were down $964, compared with $1,116 a year 
go and $2,828 for year ended June 30, 1938.—AK 

General Fireproofing Company earned $240,272 after all charges, includ 
gx depreciation, estimated federal income taxes, and preferred dividends 
ring the first half of 1939, almost double the earnings for the same 
veriod of 1938, which were $120,785, reported George C. Brainard, presi 
dent, in a letter to stockholders. The letter contains the first semi-annual 
irning statement issued by the company, which previously gave only 
innual earning statements “The mpany’s business continues at a 


vear, and the backlog 
letter said Net 
cents a share, 


improved rate, as compared with last 
best in about two years,”’ the 
common stock is equal to 


half of 1928 AK 


ubstantially 
f unfilled orders is the 
profit on 320,682 shares of 

ompared with 388 cents for the first 


directors have declared a 


Ohio t AV 
pavable September 1 to 


Hobart Manufacturing Company Tr 


egular quarterly dividend of 3716 cents a share 

lders of Class A common stock of record August 19.-.AK 

Net earnings of International Business Machines Corporation for the 
six months ended June 30, 1939, as reported last month were $5,492.35¢ 
ifter deducting $569.549 blocked net foreign profits and before providing 
for Federal taxes. They compare with net earnings for the corresponding 

8 period of $5,065,803 after deducting $385,768 blocked foreign net profits 

licable to that period After providing for estimated Federal taxes 
the net income for the first six months of 1929 was $4,.392.356 equivalent 
to $5.13 a share on 855.408 no par capital shares outstanding. It compares 
vith net income for the corresponding 1938 period of $4019 30 


The National Cash Register Company announced net profit for the 
ter ended June 30, 1989, of $704,344, equal t 483 cents a common 
i share the 


quar 
share 


‘ mpared with 8484.024, or 30 cents preceding quarter of 
1939, and $866,892, or 5 ents a share, in the omparable quarter last 
vear AK 


L. ¢ Smith & Corona Tvpewrit« Ir reported that unfilled orders 


the mpany'’s L. C. Smith machine at the end of July were approxi 
itely twenty-eight per cent greater than on June 30, and approximately 
per cent greater than at the end of July of 1988.—AK 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money ordera or certified check. Stamps and 
personal checks not accepted. 





2,167,013. Cabinet. Paul O. Unger, Glen Ellyn, ard 


John Howard Talmadge, Chicago, III., assignors to 
Wilson-Jones Company, Chicago, Ii!., a corporation of 
Massachusetts. Application May 18, 1936, Serial No. 
80,398. Granted August {, 1939. 


2,167,165. Autographic Register. Clayton E. Wyrick, 
Wyandotte, Mich., assignor to the Egry Register Com- 
pany, Dayton, Ohio, a corporation of Ohio. Application 
May 14, 1937, Serial No. 142,662. Granted August |, 


2,167,252. Moistening Device. Francis J. Rouan and 
Frank C. Sova, Stamford, Conn., assignors to Pitney- 
Bowes Postage Meter Co., Stamford, Conn., a corpora- 


tion of Delaware. Application April 10, 1937, Serial 
No. 136,062. Granted August |, 1939. 
2,167,465. Pencil. Edwin A. Sell, Belleville, N. J., 


assignor to Joseph Dixon Crucible Company, Jersey City, 
N. J., a corporation of New Jersey. Application May 
9, 1939, Serial No. 272,113. Granted August |, 1939. 

2,167,508 Tilting Mechanism Especially for Chairs 
Walter F. Herold, Bridgeport, Conn., assignor to The 
Bassick Company, Bridgeport, Conn., a corporation of 


Connecticut. Application January 31, 1936, Serial No 
61,833. Granted August |, 1939. 
2,167,578. Paper File. Raymond C. Finch, James- 


town, N. Y., assignor to Art Metal Construction Com- 
pany, Jamestown, N. Y., a corporation of Massachusetts 
Application June 30, 1938, Serial No. 216,737. Granted 
August |, 1939. 

2,167,685. Loose Leaf Binder. Lawrence F. Scher- 
zinger, Chicago, Ill. Application April 30, 1938, Serial 
No. 205,165. Granted August |, 1939. 

2,167,812. Eseapement Device for Typewriting Ma- 
chines. Karl Reinhold Muller, deceased, late of Neugers- 


dorf, Germany, by Hermann Guttler, administrator, 
Dresden, Germany, assignor to Firma A. G. vorm 
Seidel & Naumann, Dresden, Germany, a corporation 
of Germany. Application July 24, 1936, Serial No 
92,379. In Germany July 20, 1934. Granted August 
1, 1939. 

2,167,815. Fountain Pen. Arnst Richard Albert 


Gustav Rosler, Heinrich Wilhelm Schwarting and Kon- 
rad Richard Wilhelm Kressel, Hamburg, Germany, as- 
signors to the firm of Montblanc-Simplo Gesellschaft 
mit beschrankter Haftung, Hamburg, Germany. Appli- 
cation March 10, 1938, Serial No. 195,136. In Germany 


April 2, 1937. Granted August |, 1939 
2,167,827. Adding, Substracting and Multiplying Ma- 
chine. Hugh L. Clary, San Mateo, Calif., assignor to 


Clary Multiplier Corporation, 
corporation of Califor-ia. 
1928, Serial No. 308,797. 


Los Angeles, Calif., a 
Application September 27, 
Granted August |, 1939 
2,167,908. Postage Stamp Container and Affixer 
Samuel G. Richards, Des Moines, lowa. Application 
April 18, 1938, Serial No. 202, 730. Granted August 
1, 1939. 


2,167,920. Paper Fastener. Chester 1. Wagner, 
Brooklyn, N. Y., assignor to Safety Fastener Co., Bloom- 
field, N. J., a corporation of New Jersey. Application 
November 12, 1938, Serial No. 240,032. Granted August 
1, 1939. 

2,167,990. Typewriter Ribbon. Samuel A. Neidich, 


Burlington, N. J., assignor by mesme assignments to 
Underwood Elliott Fisher Company, New York, N. Y., a 
corporation of Delaware. Application February 28, 1936 


Serial No. 66,240. Granted August |, 1939. 

2,168,323 Rotary Card Index George C. Bruen, 
Chicago, I1l., assignor to Rotary Index Co., Inc., Chi- 
cago, Ill., a corporation of Illinois. Application March 
30, 1934, Serial No. 718,126. Granted August 8, 1939 

2,168,394 Machine for Opening Envelopes. Alfred 
Montague Coleman, Charles Claude Bater and George 
Arthur Lee, London, England Application February 
9, 1938. Serial No. 189,534. In Great Britain June 17, 


1937. Granted August 8, 1939. 
2,168,448. Typewriting Machine. Henry L. Pitman, 
Hartford, Conn., assignor to Underwood Elliott Fisher 


Company, New York. N. Y., a corporation of Delaware 
Application January 28, 1936, Serial No. 61,135. Granted 
August 8, 1939. 

2,168,486 Duplicating Apparatus Alfred Marchev, 
La Grange, Ill., assignor to Ditto, Ine., Chicago, Ill 
a corporation of West Virginia. Application September 
20, 1937, Serial No. 164,750. Granted August 8, 1939 


2,168,516. Typewriting Machine. William A. Dob- 
son, Wethersfield, Conn., assignor to Underwood Elliott 
Fisher Company, New York, N. Y a corporation of 
Delaware Application March (8, (936, Serial No 
69,537. Granted August 8, 1939. 


2,168,802. Loose Leaf Binder. Jay Raymond New- 
land Benton Harbor, Mich., assignor to Remington 
Rand, Inc., Buffalo, N. Y. Application May {0, 1937, 
Serial No. 136,157. Granted August 8, 1939 

2,168,824. Tynewriter With Type Wheel and Normal 
Keyboard. Sebastian Loewenbeck, Zurick, Switze land 
Application September 12, 1936, Serial No. 100,578 In 
Switzerland September 14, 1935 Granted August £, 
1939 


2,169,348 
ford, Conn., 


Typewriting Mochine. Anthony Utz, Hart 
assignor to Royal Typewriter Company, Ire 
New York, N. Y., a corporation of New York An 
plication December 30 1937 Serial No 1£2,590 
Granted August 15, 1939. 

2,169,488. Rotating 
Gast, Jr., Cicero, Itl., assigror by mesme 
Acme Visible Records, Inc., Chicago, Ill 
tion of Delaware. Aoplication March 16 
No. 196,145. Granted August 15, 1939 

2,169,562. Drawer Of A Vertical 
and Classifying Luigi Lombardini, Turin, Italy. Ap- 
plication january 25, 1937, Serial No. 122.177. In Italy 
January 27, 1936. Granted August 15, 1939 

2,169,911. Mimi-O-File Cabinet. Mildred M. Beatty 
Albuquerque, N Application February 7, 1936 
Serial No. 62,829. Granted August 15,1939. 


Eeward C 
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Visible Frame Book 
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2,169,999. Holder for Record Cards or Sheets. John 2,170,406. Calculating Machine. Christel Hamann, 
William Guilday, Mount Vernon, and Joseph Jeming, Neu-Babelsberg, near Berlin, Germany, assignor to 


New York, N. Y., assignors to Maurice R. Scharff, New 


York, N. Y. Application Mareh 19, 1938, Serial No 
196,864. Granted August 22, 1939. 

2,170,093. Portable Autographic Register. William A 
Pringle, Niagara Falls, N. Y., and Charles J. Manuel, 


Dover, N. H., assignors to American Sales Book Com- 
pany, Inc., Niagara Falls, N. Y., a corporation of 
Delaware. Application March 11, (935, Serial No. 10,398. 
Granted August 22, 1939 

2,170,106 Loose-Leaf Binder. 
Jamestown, R. |. Aponliecation Jasuary II, 
No. 184,414. Granted August 22, 1939. 

2,170,143. Autographic Register. Clarence L. 
ston, Oakland, Calif. Application February 10, 
Serial No. 189,833. Granted August 22, 1939. 

2,170,161 Collapsible Copy Holder. Stephen Sattler 
Tulsa, Okla. Application October 2, 1937, Serial No 
166.961. Granted August 22, 1939 

2,170,242. Fountain Pen. Benjamin W. Hanle, Eliza 
beth, N. J.. assignor to Eagle Pencil Company, a cor 
poration of Delaware. Application March (1, 1938, Serial 
No. 195,296. Granted August 22, 1939. 

2,170,257 Caster. Niels Yde Andersen, Kenmore, 
N. Y., assignor to Remington Rand Ine., Bugalo, N. Y 
Application February 4, 1937, Serial No. 124,065 
Granted August 22, 1939 


Elijah Anthony, 
1938, Serial 


John- 
1938 


Deutsche Telephonwerke und Kabelindustrie Aktienge- 
selischaft, Berlin, Germany, a corporation. Application 
December 29, 1933, Serial No. 704,376. In Germany 
October 30, 1933. Granted August 22, 1939. 

2,170,696. Line Spacing and Paragraphing Mechan- 
ism. Taylor C. Rhodes, St. Paul, Minn., assignor of 
one-half to Lennex 8. Stenbig, Robbinsdale, Minn. Ap- 
plication March 31, 1938, Serial No. 199,133. Granted 
August 22, 1939. 

2,170,761. Mechanical Pencil. Hans Maucher, New 
York, N. Y., assignor to Norma Multikolor, Inc., New 
York. N. Y., a corporation of New York. Application 
January 7, 1939, Serial No. 249,68! Granted August 
22, 1939. 


DESIGN PATENTS 


115,868. Design for A Pen Point. Sydney E. Long- 
maid, Rosemont, Pa., assignor to the Esterbrook Steel 
Pen Manufacturing Co., Camden, N. J., a corporation 
of New Jersey. Application May 10, 1938. Serial No. 
77,091. Granted August |, 1939. 

116.097. Design For A Fountain Pen. Kenneth Ss. 
Parker and Marlin 8. Baker, Janesville, Wis., Applica- 
tion May 6, 1939, Serial No. 84,843. Granted August 
8, 1939 
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CHARLES F. GARVIN 


REGIONAL GOVERNORS Secretary and General Manager NATIONAL OFFICIALS 





Executive Personnel of the National Stationers Association Who Will be 
Active at the 34th Annual N. S. A. Convention, Boston, September 18 to 21. 





Regional Governors—Left to right: R. H. Llewellyn, R. H. Llewellyn Co., Manchester, N. H., District No. 1, and Lou Hoelscher, 


Hoelscher Stationery Co.., Inc., Buffalo, N. Y., District No. 2; Robert L. Thomas, Lucas Bros., Inc., Baltimore, Md., District No. 3, 
and Henry I. Coleman, Nathan Coleman & Sons, Savannah, Ga., District No. 4; William Kelly, Office Equipment Co., Louisville, 
Ky.. District No. 5, and Cless O. Burras, Cless Burras Stationery Co., Inc., Oak Park, Ill., District No. 6; Willis Mohn, Holden- 
Kahler Co., Cedar Rapids, Iowa, District No. 7, and Frank Lynch, Johnson Press Co., Wichita, Kans., District No. 8; A. H. Hoera. 
Hoera-Rosenthal Co., Fort Worth, Texas, District No. 9, and Herbert S. Riley, Outwest Printing & Stationery Co., Colorado 
Springs, Colo., District No. 10; R. G. Montgomery, J. K. Gill Co., Portland, Ore., District No. 11, and W. R. Lindsay, West Coast 
Stationery & Printing Co., Los Angeles, District No. 12; A. J. Kerin, Tower-Crossman Corp., New York, N. Y., District No. 13. 


National Officials—Left to right: Woodson P. Waddy, Everett Waddey Co., Richmond, Va., and W. E. Stockett, Treasurer, Stock- 
ett-Fiske Co., Washington, D. C.; J. A. Parsons, Vice-Chairman, Distributors Division, Smith Bros., Oakland, Calif., and Sterley 
F. Jerue, Vice-President, Office Furniture & Outfitters Division. McC.lain & Hedman Co., St. Paul, Minn.; Morris E. Hansell II 
Vice-President, Distributors Division, F. F. Hansell & Bro., Ltd., New Orleans, La., and Gerry Manning, Vice-President, Man- 
ufacturing Stationers Division, Joplin Printing & Stationery Co., Joplin, Mo.; R. A. Maish, Vice-President, Manufacturers Divi- 
sion, Dennison Mfg. Co., Framingham, Mass., and C. H. (Jack) Johnstone, Vice-President, Field Division, Wallace Pencil Co., 
Chicago, Ill.; J. S. Sprott. Vice-Chairman, Manufacturers Division, Globe-Wernicke Co., Cincinnati, Ohio, and Erle Kistler, Vice- 
President Wholesalers Division, W. H. Kistler Stationery Co., Denver, Colo.; Harry Tehan, Vice-President, Sales Managers Divi- 
sion, Charles M. Higgins & Co., Brooklyn, N. Y. 


(See special section beginning page 70) 












OFFICE 
APPLIANCES 


THE NEWS AND TECHNICAL 
TRADE JOURNAL OF 
OFFICE EQUIPMENT 


Foreword 
The Office Equipment Industry 


‘alge ver alatiges assorting, selecting and coordinating material for Office 
Appliances month after month affords a grand general view of the 
office equipment industry impressive of its unity from clips to bookkeeping 
machines, from pencils and pens to typewriters, from a sheet of paper to 
office furniture. 

An industry unique for the variety of its manufactures, yet with the 
functional gears of each meshing with one another into one great unit of 
invaluable service throughout the world. 

Withdraw the least consequential of the industry's products from busi- 
ness usage and inconvenience is experienced; take away other things and 
business administration becomes lame and halt; eliminate certain others 
and chaos in the world of business follows. 

The thrill of the industry is in its pulsating animation in production 
and distribution of necessities and economies: of instruments for saving 
time and labor, for developing convenience and simplification, and for 
promoting efficiency and comfort. There is satisfaction in making one’s 
living 1n work with things of genuine and permanent value. 


This Number 


O PRECEDING number of OFFICE APPLIANCES was more sig- 
nificant of the “pulsating animation” of the office equipment industry 
than this. 

Listings in the department “New Machines and Devices,” “new num- 
bers” pictured in the Special Office Furniture Section and new things 
described in the extensive variety of advertisements are expressive of the 
initiative and enterprise at the point of production: special articles cover- 
Ing sales promotion and merchandising methods indicate the enterprise and 
energy at the point of distribution. And trade events reported in the news 
pages indicate the action in each division of'the industry. Dealers who 
give this number careful reading will discover something profitable and 
inspiring. 


Two Special Sections 


N PAGES 70 to 85 is presented cordial invitation to attend the thirty- 
fourth annual N.S. A. convention at Boston, September 18 to 21. And 
in hours of recreation to see the many interesting historical places in and 
nearby Boston and to visit towns in the vicinity where some of the leading 
products of the trade are manufactured. That none who attend the Boston 
meeting will be in any way disappointed, we are confident. 
Pages 86 to 190 contain our Thirtieth Annual Special Office Furniture 
Section. A presentation we commend to the careful attention of all dealers 
interested in office furniture. 
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Installment Selling and the 
Office Machine Dealer 


NOTE.— Mr. Bush’s comments 
expand upon the remarks made by 
Mr. Ward at the Cleveland con- 
vention. In both instances, views 
expressed are based upon erxpe- 
rience. Further discussions that 
will shed informative light wpon 
this important topic of installment 
selling for the office machine 
dealer will be most welcome. 


9 HAVE just read Jim Ward’s 
article on “Selling Installment Ac- 
counts” in OrricE APPLIANCES. This 
was most interesting to me, and 
I am sure is a subject that vitally 
affects every typewriter dealer. No 
matter how much he would like to 
have a 100 per cent cash business, 
some of his sales of rebuilts, some 
of his repairs, and a small part of 
his rentals are not paid in full 
immediately. Therefore he is 
doing a credit business, and Mr. 
Ward brings up the _ question, 
“Should the dealer dispose of 
those accounts if he can?” 

He answers by advising those 
who are financially limited to turn 
their portable sales over to the 
manufacturers. This is good ad- 
vice, and there is no doubt that 
this practice has been a lifesaver 
for many dealers. 


Another Question 


But there is another side to this 
matter. What about the dealers 
who are financially able to handle 
their own installment selling? 
Should they give their portable 
sales to manufacturers? 


The Answer 


I have talked to a number of 
dealers about this matter. I found 
some that are keeping their own 
accounts. But the majority are 
turning them over for their com- 
missions. Iam certain that some of 
these latter dealers are financially 
well fixed, and yet do this. Their 
reason was that it enabled them to 
avoid the trouble of collections 
and the risk of bad accounts. 


What Is Best? 


While it is not proper for me to 
criticize any dealer as to how he 
runs his business, I sometimes 
wonder, during these times of 


New Slants Upon the Subject 
Which Was Ably Discussed by 
James P. Ward at the Recent 
Annual Assembly of the Na- 
tional Typewriter & Office 


Machine Dealers Association 


By C. E. BUSH 


General Typewriter Company, 
Washington, D. C. 














MR. BUSH 


highly competitive business, if the 
dealer who complains of bad busi- 
ness and poor profits, is exercising 
good judgment. Is he making the 
maximum profit he can? Is this 
taking the safe and sure road on 
portable sales good business? Some 
dealers are progressive, some are 
good salesmen, some know what 
is best, but others follow the line 
of least resistance, and just be- 
cause the manufacturers offer 
this plan to them, they grab it up 
without thinking. It may be good 
for them, and it may not. 


Things to Consider 


A discussion of this subject 
would not be complete without 
consideration of terms of sales, 
and cost of sales. These are really 
not two questions, but one, be- 
cause they depend on each other, 
and cannot be separated. Monthly 


terms and carrying charges in- 
volve cost of collections, interest 
on investment, turnover, bad ac- 
counts, bookkeeping, etc. A large 
store, with thousands of accounts, 
can sell on terms that a small 
dealer can not. It may be profit- 
able for them to sell portables at 
nothing down and $3.00 a month 
with no carrying charge. We see 
it done by successful firms, but I 
advise a dealer to think twice be- 
fore engaging in such business. 


Monthly Terms 


Of those dealers who told me 
they were keeping their own sales 
on portables, nearly all are selling 
at the manufacturers’ term prices, 
on payments of $5.00 down and 
$5.00 per month. This is in spite 
of the widely advertised terms of 
$3.00 a month, and $1.00 a week. 
They tell me that it is rare that a 
customer questions these terms. 
If they do hesitate, or ask about 
lower payments, the dealer can al- 
ways fall back on the manufa*- 
turer’s plan. The benefits of $5.00 
payments are obvious. It reduces 
the investment, increases’ the 
turnover, and there is less risk of 
returned sales. It makes it pos- 
sible for the average small dealer 
to hold on to his own customers. 
Each time they come back to make 
a payment the dealer has another 
opportunity to sell him something 
else. 

One dealer told me he made his 
rent on the stationery items he 
sold these customers, and that 
every once in a while he sold other 
machines from information given 
him by them. Of course salesman- 
ship is necessary to make this pay. 
Another dealer told me that in the 
few cases where the customer had 
seen the $4.00 monthly terms ad- 
vertised by the manufacturer, that 
he succeeded in discouraging their 
desire for them, by telling them 
how much longer it took the man- 
ufacturer to pass on their credit 
than it did him. Few customers 
like to wait for delivery when they 
have selected a portable. 


Granting Credit 


There is little to be said regard- 
ing the granting of credit, because 
the dealers who have been in 
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business for any length of time, 
have certainly had plenty of expe- 
rience with such matters. There 
is no difference between giving 
up possession of merchandise on 
rental and on time sales. A 
machine can be lost just as readily 
one way as another. 

There are a number of large 
stores in Washington that refuse 
to open accounts with unemployed 
persons. While I do not recom- 
mend this rule, the evident reason 
is that the salary of a person em- 
ployed by a reputable firm can 
always be attached, and the ac- 
count is therefore that much 
safer. 

A certain dealer told me that he 
secured two business references, 
and two personal references, in 
addition to the place of employ- 
ment. He also asked for persons 
having telephones, where possible. 
He is able to pass on the credit 
either the same day, or the day 
following, which compares favor- 


ably with the manufacturer’s time. 
I am told that this may take three 
or more days, before they will be 
able to make delivery. Quick ac- 
commodation alone will change 
many customers from accepting 
the manufacturer’s plan, should 
they Know about it. 


Another dealer told me that his 
losses are about one-half of 1 per 
cent of his yearly sales. This is 
a very small amount, and if a 
dealer can Keep his losses to any- 
thing near this percentage, there 
is nothing to the argument that 
it is safer to turn the accounts 
over to the manufacturers. 


Cost of Financing 


On the standard $49.50 portable, 
the manufacturer charges $3.00 
carrying charge, and deducts $2.00 
from the dealer profit when ac- 
cepting the contract. This $5.00 is 
a cost of a little over 10 per cent. 
The other models vary from ap- 
proximately 9 per cent to 12 per 


15 


cent cost to the dealer. Is this 
excessive, from the dealers stand- 
point? 

Comparing Figures 


Mr. Ward also gave a table of 
figures showing the dealer’s in- 
vestment, and profit, if he should 
sell ten portables per month on de- 
ferred payments. It appears that 
these were based on payments of 
$5.00 down and $3.00 per month. 
They were intended to show how 
long the dealer’s money was tied 
up, and how soon he could invest 
a considerable sum. 

But compare this with a simi- 
lar set of figures based on pay- 
ments of $5.00 down and $5.00 a 
month. Ten portables per month 
only ties up an average of $576 per 
cycle, or until the first ten are 
paid up. Mr. Ward shows a cycle 
of eighteen months. The $5.00 
month cycle is ten months, or 
almost one half. The highest 
amount invested in any month is 
$825. The profit is $2337.50. 


Training Inside hen For 


, day we begin to look upon 
selling as the performance of cer- 
tain functions and define the 
salesman’s duties as such —that 
day is the day when sales prob- 
lems will become simplified. That 
is also the day when the pro- 
cedure by which salesmen can be 
made will be understood and fol- 
lowed in planned training. 

It is elementary logic that un- 
less you can explain a thing you 
do not Know it; and if you do not 
know it, how can you contribute 
to improvement? Think about 
this for a moment. Can you ex- 
plain the functions of a salesman? 
Just what is he supposed to do? 
Of course there will be as many 
opinions as there are answers, and 
each will be different. But, in the 
net, a salesman must function by 
meeting objections, overcoming 
obstacles, and making sales. 

Hundreds of elements contribute 
to his knowledge and ability to 
function in this fashion, much of 
which revolves about product in- 
formation. But while product in- 
formation is essential, the retail- 
er’s problem of sales development 
can be made less difficult if he 


Outside Selling 


Why Does the Inside Man 
Often Fail as an Outside 
Salesman? Consultant Gives 
Reasons and Suggests Plan of 


Training for Success 


By ATWELL JACKSON 


Sales Consultant, Sheldon School, 
Chicago, III. 


will look upon it as a program, 
and not as a “punch board” 
method of hit or miss operation. 


Salesman’s Functions at Point-of- 
Sale 


Let us confine our remarks to 
getting new business, opening up 
new accounts, and bringing in 
new customers. That is where 
many heads of business started; 
that is where all successful sales- 
men started, and that is where 
we take up this subject. 


To further define the functions 
of a salesman going about the job 
of getting new accounts, he must 
do three things which conflict 
with the prospect: (1) he must 
intrude upon the private thinking 
of his prospect and consume the 
time of this person upon whom he 
is calling; (2) he must convert 
this stranger to a new way of 
thinking; and (3) he must obtain 
from that person part of his 
future security—or that of his 
company—in the form of money. 

This is quite an undertaking. 
When we consider it in its func- 
tional sense, we begin to under- 
stand why the timidity of some 
salesmen in calling on a new 
name. We understand why the 
salesman wants advertising or 
mailing pieces, or something else, 
that will precede his call to help 
break down resistance—something 
that will help him leap over the 
first hurdle and get into the office 
of the man he wants to inter- 
view. 

Bear in mind that no sale was 
ever closed that was not first 
opened. A sale must be started 

(Turn to page 19, please) 
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Wake Better Use of Circulars and 
Display Materials Available 


Desens are glad to use dis- 
plays and circulars, but often 
these two popular selling helps are 
not used as profitably as they 
might be. For example, many dis- 
plays are used but once and 
thrown away. While many a 
bright faced circular has paled 
and languished in a dealer’s dark 
cellar and died a dog eared death. 
Yet these two items cost the man- 
ufacturer real money and effort. 
What is the solution of a more 
profitable use of these two adver- 
tising orphans? 

Well, let’s take displays. Instead 
of using displays once we believe 
that many of them are good 
enough to be saved and used over 
and over again. In fact, we know 
of several alert dealers who are 
doing that very thing with a great 
deal of profit. For example one 
dealer made with very little effort 
and expense a packing case into 
a display file in which he inserts 
the choice displays he wants to 
save for further use. He uses a 
large sheet of cardboard for divi- 
sion sheets, these are indexed for 
“office supplies,” “office furniture,” 
etc. as drawing “A.” 

Another dealer prefers to use a 
packing case as illustrated in 
drawing “B.” Open at the side, 
with wood partitions and a narrow 
strip across the top, lettered as an 
index for quick reference. Thus 
with little effort these dealers are 
able to save and use various dis- 
play pieces over and over again. 
And whenever a display is received 
that cannot be used at once it is 
easily slipped into the display file 
where it will be ready when want- 
ed. One of these dealers told us 
that he has been using one par- 
ticular display piece for vacation 
items for ten years. He also stated 
that he finds a display file very 
handy because at a moment’s no- 
tice he can select displays needed 
for any kind of merchandise he 
wants to feature. Thus his slogan 
“Save Displays—It Pays.” 

Change Displays Frequently 

Give displays a chance to work 
more often by frequently changing 
your windows. Take a tip from the 


movie theatres. They change their 


shows every week or oftener. 


Good Sales Promotion Matter 

Often Goes to Waste Because 

It ls Not Given an Opportunity 
Actually to Function 


By D. C. HEGARTY 


Advertising Manager 
National Blank Book Company 
Holyoke, Mass. 








MR. HEGARTY 


When you put in a window display 
you are really putting on a show. 
Make it attractive and interesting 
and you win better audiences. 





Keep your window clean and well 
lighted. It is important too that 
each display piece is not crowded 
by too much competition from 
other displays and other merchan- 
dise. Give each display a good 
chance to “speak its piece’ and 
back it up by a good display of 
the merchandise it ‘talks’ about 
so you can cash in on ready sales. 
In other words it pays to plan a 
program of window displays and 
to change the program frequently. 

The envelope circulars may be 
the “poor relation” of the adver- 
tising family but with proper 
guidance, we think it can be a 
good little business getter. Be- 
cause when we give it the atten- 
tion or direction it deserves it 
plays an important part in the 
scheme of promoting sales. 

For example, circulars are in- 
formative. They can tell and 
broadcast your sales store, inex- 
pensively and effectively, if given 
the proper chance. But one thing 
is certain—no envelope circular, 
no matter how good, ever will get 
Sales sitting in the corner of a 
cellar or hidden away where it 
can never get in action. 

Give these little “salesmen” a 
chance to work and make good for 
you. One way to make sure they 
don’t loaf is to put them where 
your letter writers or mail clerks 
will find it easy to use them. In a 
rack on the mailing desk is a good 











ABOVE.—Display rack ‘B” 


AT RIGHT.—Display rack “A” 
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place, or in a near-by file. The 
important thing is to have them 
easily accessible to remind your 
people that they are there to be 
sent out where they will plant 
ideas, suggestions, and act as a 
reminder to prospects—sales will 
follow. 

As inserts with letters, state- 
ments, invoices and packages, en- 
velope stuffers can do profitable 
work for you—why overlook their 
value? Remember, too, that enve- 
lope enclosures help you in two 
other ways. You can say as you 
dictate, ‘attach enclosure No. 5 to 
this letter, please,” knowing that 
enclosure No. 5 gives in detail a 
clear, logical, and convincing 
story of certain points you want to 
make. Using it, you can make 
your letter fairly short. The few 
seconds used in attaching the en- 
closures save many minutes of 
dictation and typewriting. This is 
usual practice 


But here is another value just 
as important to you. This is the 
factor of mind organization. En- 
velope enclosures, spread out be- 
fore the dictator, are continual 
reminders of paints he wants to 
make. They refresh his memory 
on details—stimulate his ideas— 
often get him going when he finds 
the art difficult—enable him to 
weigh every letter he _ writes 
against them, to see that it is 
interesting, clear and complete. 

Without extra cost to you, cir- 
culars can do a good job when 
used as enclosures in outgoing 
packages and mail. Many dealers 
do this of course, but not many 
dealers do it systematically. For 
example, a selection of seasonable 
circulars imprinted for your use, 
and frequently changed and kept 
up-to-date is more effective when 
directed to good prospects than a 
hit or miss distribution. Of 
course, it may be true that many 


of these circulars will fall on 
barren ground, but the law of 
average shows us that some are 
sure to fall on good ground and 
bear good fruit. So a systematic 
distribution of these little “sales- 
men” will prove profitable if used 
widely and wisely. 

Another good use of envelope 
circulars and blotters is to have 
them imprinted with the individ- 
ual salesman’s name and have 
salesmen leave them with pros- 
pects on their regular calls. Many 
manufacturers will be glad to do 
this and salesmen will be more 
apt to use them. Last, but not 
least, envelope folders are full of 
good sales points that will help 
salesmen to know the product 
better. Manufacturers’ experts 
have put into these circulars sa- 
lient sales facts that will help sell 
the product. It will pay salesmen 
tc study and use them. 


Rotation Window Pisplay Scheme 
Capitalizes on Impulse Sales 


PF nar moment is most impor- 
tant to both the customer and 
the merchant in the stationery 
business? And when do most im- 
pressions of the store’s personal- 
ity, merchandise and appeal form? 
The answer to both of these ques- 
tions, logically, is the moment 
when the customer enters the 
building. Realizing that fact, and 
building promotions around it has 
enabled the William J. Kennedy 
Stationery Company of St. Louis, 
Mo., to build up seasonal volume 
greatly. 

Four years ago the Kennedy 
store revolutionized the window 
display methods which formerly 
had been employed, and substi- 
tuted a novel rotation idea which 
makes it possible to give every 
promotion the benefit of at least 
three weeks of window display 
space—yet offering variety and in- 
terest at the same time. The sys- 
tem is a simple idea of changing 
one window of the four in the svore 
each week, which means that the 
total windows are changed once a 
month. This gives each display 
three weeks at a time, without 
presenting monotonous appear- 


One of Four Display Windows 
Changed Each Week, Causing 
a Complete Monthly Shift in 
the Merchandise Shown. I|m- 
pression Given of Constant 


Newness 


By ROBERT LATIMER 


ance to customers who pass by 
daily. Although the idea was be- 
gun experimentally, its success has 
been demonstrated so well that 
rotation-trimming has become the 
store’s regular policy for year-in, 
year-out display. 

C. A. Kennedy, manager of the 
company, places a good deal of 
faith in making both interior and 
window displays tell a graphic 
story to his customers, and dove- 
tails an effective follow-up to the 
windows into seasonal merchan- 
dising. Whenever any one of the 
four windows is changed over to 


some particular merchandise in 
demand at the season, one of five 
interior counter displays is like- 
wise changed. Experience has 
shown that when a_ customer 
stops, admires a window display, 
that his intention is concentrated 
on that one item. Naturally, the 
store wants to keep his interests 
focused in this way and by con- 
tinuing the display on inside the 
store, the customer runs no risk 
of distraction while entering. 
Thus, all five counters carry out 
the idea of one of the windows, 
with one spotlighted prominently, 
backing up the leading window— 
nearest the door. A psychological 
factor in this has been taking into 
consideration the fact that cus- 
tomers invariably turn to the right 
when entering a building—and all 
interior displays are laid out so 
that the entering man _ walks 
“straight into them”. 


Rotation Permits Localized Sales 
Appeal 


The rotating system of trim- 
ming the windows allows the St. 
Louis store an unusual opportu- 
nity to localize the sales appeal 
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of any particular merchandise 
simply because any new window 
put in is trimmed to contrast 
with the three which still have 
some time to spend. Each new 
window is trimmed to attract the 
maximum attention by keeping it 
simple—no hodgepodge of small 
items of too-general appeal. For 
example, in placing a _ leather 
goods display, Mr. Kennedy rec- 
ognizes the fact that his location 
is not ideally suited to gift sell- 
ing, and puts only ten or twelve 
brief cases, personal files and 
other strictly businessmen’s needs 
in at one time. In this way, this 
window tells its story in the short- 
est time possible and invites the 
passerby to step inside, where a 
similar display of brief cases meets 
the eye. Windows are never de- 
signed so that any possibility of 
conflict exists—by making each 
contain only one or two closely 
related items. Each likewise is 
laid out as merely a stepping stone 
to the interior counter display, 
which prevents any cluttered ap- 
pearance which might otherwise 
occur. 

Of course, there are some win- 
dows which cannot be treated in 


this way, but ninety per cent of 
specialty, seasonal, and even 
standard stock windows can be 
thus followed-up—with varying 
percentages of increased volume 
present in each. Most important 
oi all, seasonal merchandise has 
been found to Sell at least fifteen 
per cent better with this idea. 

One salesman is always detailed 
to the floor as a greeter. His re- 
sponsibility is to immediately as- 
certain what any customer has in 
mind, then give whatever advice 
or information is needed. With 
each of the five counter displays 
widely separated, it is usually pos- 
sible to tell at a glance what the 
customer was attracted by on the 
sidewalk—thus saving a consider- 
able amount of time in conversa- 
tional preliminaries. In rush sea- 
sons, such as early fall, the store 
places two clerks constantly on 
hand in the same way, represent- 
ing as much as five or six minutes 
saved per customer. 

Here is a list of stationery items 
which the William J. Kennedy 
Stationery Company has found 
are most ideally suited follow-up 
display selling. 

Spring — Blank books, transfer 


OFFICE APPLIANCES 


cases, all files, calendars, desk sup- 
plies, waste baskets, seat pads and 
small office equipment. 

Summer — Pens, writing paper, 
personal files, memo paper, brief 
cases, folders, ink, vacation ma- 
terials, inventory pads, and gen- 
eral holiday merchandise. 

Fall—School supplies including 
leather goods, loose leaf materials, 
commercial stationery, blank 
books, files, pencils, drawing sets, 
school brief cases. 

Winter—Gifts—pens, desk sets, 
diaries, leather goods, mechanical 
pencils, rulers, slide rulers, and a 
score of other gift items. 

One draw-back which might be 
considered latent in this window 
system might be that customers 
who buy from “impulse” never 
penetrate deeply into the back of 
the store, thus conceivably passing 
up what other potential sales may 
exist. However, Mr. Kennedy be- 
lieves that in the long run the 
customers appreciate the extreme 
speed which the system makes 
possible and remember the store 
for this reason later on. Steady 
success with rotating the windows 
has been enough to make them a 
permanent feature of real worth. 





THREE OF FOUR W. J. KENNEDY SHOW WINDOWS.—Each of the two large 


windows on either side of the entrance is divided into two sections, each section 


carrying an individual display. 





CREATE INTELLIGENT BUYERSHIP 


High-pressure salesmanship won a bad name for itself by not creating intelligent 
buyership. It was so eager to sell, it took no time to help its customer to buy. All of 
us have a warm memory of anyone who helped us to be wise purchasers; we look him 
up the next time. The salesman who comes in with a lot of orders dangling like scalps 
at his belt is not a good salesman no matter how many orders he gets, for you can 
scalp a man only once. Making a customer is more important than making a sale. The 
constructive method may slow things up at first but will build them higher and with 
more stability in the end.—W. J. Cameron, Ford Motor Company. 
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TRAINING INSIDE MEN 

FOR OUTSIDE SELLING 

(Continued from page 15) 
before it can be finished. There- 
fore, the development of new 
salesmen should be considered in 
relation to their functions at the 
strategic point-of-sale. 


Inside Men Preferred to Salesmen 
of Other Lines 


A business which is as wide 
and varied as the office equip- 
ment and_ stationery business 
naturally calls for a wide range 
of product information. While 
the catalogue and price list are of 
great importance as references, 
they do nothing in the opening 
of a sale. Witness the attempts 
and failures of trying to use high 
bracket salesmen of other lines in 
the stationery business. Usually 
that fails. 

However, the man who starts to 
make his living by selling station- 
ery (office machines or office 
furniture) has a running start 
when he has the product in- 
formation. This fact suggests that 
the men working on the inside, 
or the boys around the store, are 
the best material for the develop- 
ment of new outside salesmen. 
The dealer may say he has tried 


this and it has failed. Why? The 
answer is very obvious. 

Refer to the foregoing para- 
graphs and see what are the 
functions of a salesman. As men- 
tioned, a sale must first be opened 
before it can be closed. Realizing 
this, you will understand some of 
the elements that have defeated 
inside men in their attempts to 
sell on the outside. While they 
possess the information, frequently 
they cannot get into the office 
of the prospect; so become dis- 
couraged in a few days of trying. 
While the inside man is strong in 
overcoming obstacles and meeting 
objections by his information, he 
is weak on making calls. He is 
usually timid, and lacks the tact 
of the more seasoned man; con- 
sequently, failing to open a sale, 
he also fails to close it. 


Method of Gradual Introduction 


Making new or cold calls is a 
tough assignment, at best. But it 
can be made easier for the new 
man by gradually dipping him 
into the situation, rather than 
pushing him off the deep end. 

The dealer who has an inside 
man whom he wants to break into 
outside selling will find it ad- 
visable not to break him away 
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from the inside abruptly and com- 
pletely. The dealer will meet with 
better results by starting this 
salesman off with small details 
to be done on the outside. Col- 
lections, complaints to be ad- 
justed, answering rush calls from 
customers — anything which will 
ease him into the field and show 
him it is not so difficult after 
all. The idea is to build him into 
his job by degrees. 

Not only does this method give 
the opportunity for him to get 
“doorbell broken,” but an inside 
man, eager to make good on the 
outside, will utilize his time on the 
inside with some degree of plan- 
ning and thinking to help him 
do a better job when he is work- 
ing on the street. 

Many large manufacturers have 
used this method in one form or 
another. Many retailers have 
done the same thing. 

Management has but two 
choices in putting on new men. 
Its best bet is to gamble on the 
fellow who knows the lines and 
can be trained to see prospects, 
rather than taking a chance on 
the man who knows how to see 
prospects but must be taught the 
line. The odds are in favor of the 
housebroken man. 





MUELLER CELEBRATES 40 YEARS WITH DIXON 

Forty years of hard work, with plenty of excitement 
and a little comedy relief thrown in, is being celebrated 
by Charles P. Mueller, who is just rounding out four 
decades with the Joseph Dixon Crucible Company. He 
is at present head of the Chicago sales office, where 
he got his start. 

It was “way back when” that one fine morning saw 
sixteen-year-old Charlie, brushed and combed and 
polished to a high degree, walk into the office seeking 
work. His entry was properly dignified until he 
bumped into the light switch, promptly flooding the 
entire place with illumination. Perhaps the carefully- 
brushed hair stood up—history does not record the 
fact—but, anyway, the girls giggled, Charlie blushed. 
He was having a rather thin time when Miss Barret, 
a lady of the office, came to his aid and piloted him 
into the presence of Sam Mayer, from 


the idea of marrying him, but he really went to 
work on the propositidn and today Mrs. Mueller is the 
proud and happy mother of six children, three girls 
and three boys. The oldest lad is starting with the 
Dixon organization in a short time and is thereby 
making his father an extremely happy man. 

Mr. Mueller during his four decades in business has 
made hundreds of friends and is proud of the fact that 
he has kept their friendship down through the years. 
He is honest and sincere in his dealings with his fel- 
low men and is respected for his ever-present consid- 
eration of the other fellow. 

And nowhere is he better thought of than in his 
own company by those who know him best, and no- 
where is he better loved than in his own home. 


[ NOTE. 


For thirty-nine of Charlie Mueller’s forty 
years with the Dizon Company we have 





whom the confused young man learned 
he was hired, at five dollars a week, to 
start “right now.” 

In telling of that first day Mr. Mueller 
says: “I was so excited I forgot to go out 
to lunch. And when I went home that 
evening I can’t remember touching the 
ground at all. A job with the (for then) 
magnificent salary of $5 per week, how 
could I help walking on air?” 

Ten years later Mr. Mueller was work- 
ing as a salesman in the Upper Peninsula 
territory, selling Dixon pencils, crucibles, 
lubricants and paints. Perhaps the 
hardest selling job he did at this 
time was to sell Miss Bertha M. Sulzer, 
a beautiful girl of Fort Wayne, Ind., on 





C. P. MUELLER 


had the pleasure of his acquaintance: as 
office boy, as salesman, as assistant man- 
ager and as manager. We have met him 
here and there, on the job and off side, in 
good times and bad. And always the same 
Charlie Mueller, in the same stimulating 
good humor. We had wondered at his 
serenity when confronted with vexing 
problems and irritating difficulties which 
beset all of us. But learning only a few 
daye ago of Mrs. Mueller having been an 
Indiana girl, we know Charlie has had 
the advantage of the Hoosier philosophy 
which puts all things in proper adjust- 
ment for the best results.] 
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EDITORIAL 


Difficulties in Foreign Trade 


@@ READERS concerning themselves with fac- 
tors affecting foreign trade are interested in 
first-hand information from markets abroad. 
Difficulties in doing business because of fluctu- 
ating exchange levels are indicated by the fol- 
lowing statements extracted from a letter writ- 
ten to an American manufacturer on July 22, by 
an importer of office equipment in China. 

“In August 1937, one hundred doliars in U. S. 
currency was equal to $336 in Chinese currency. 
That is, a purchaser of a piece of equipment im- 
ported from America which was to be sold at 
the equivalent of $100 in American money paid 
$336 in Chinese (local) currency. This currency 
is the money with which all business is trans- 
acted, and in which all local salaries, rent, etc 
are paid, exactly as the U. S. dollar is the cur- 
rency in America. 

“The above value of the American dollar in 
local currency continued until May 1938, when 
it began to climb. By September, an imported 
article that cost $336 at the beginning of the 
year, had its price increased to $600. 

“This rate of about $600 to $100 in U. S. cur- 
rency continued for about nine months, until 
June 1939. Then it increased to over $700, and 
on July 18 it went up to $964. On July 19 it rose 
to $1019, on the twentieth to $1132, and on July 
21 it took $1290 in Chinese currency to buy $100 
of U. S. money. That means the customer for 
an article costing $100 U. S. currency has to pay 
today (July 22) about four times what he would 
have paid for it at the exchange of January 1, 
1938. 

“As a result, the business man is very slow to 
purchase any imported article that he can do 
without. Unfortunately, this includes most busi- 
ness equipment. 

“In other words, we are going through a phase 
of exchange difficulties, here in China, similar 
to the monetary experiences of Germany and 
Russia. However, Germany and Russia have re- 
covered and each now stable currency 
China is a big market and undoubtedly will also 
recover. The question is, how soon? 


has a 


“Conditions now are such that sales of im- 
ported equipment, outside of the line of staples, 
cannot be expected in any substantial volume 
Every importer of such equipment is marking 
time until exchange finds a level where it re- 
mains fairly constant. It is the fluctuations, 
such as we are now having, that do the damage. 
Business can adjust itself to almost any level (as 
they found in France with the depreciated 


franc), provided it continues at that level long 
enough for business to be adjusted to it. 

“Under present conditions, about all the im- 
porter can do is to organize and plan for a future 
which he hopes is not too far distant.” 

Readers of this journal—though remote from 
the market—will have admiration for the spirit 
which can look ahead with some measure of op- 
timism to the future “not too far distant.” 

NOTHING great achieved without en- 
thusiasm.—Emerson 


Was ever 


_—_--)21.-- 


Business Continues Improvement 

@#@ FURTHER evidence of continued improve- 
ment in business conditions, as compared to a 
year ago, and to which reference was made in 
these columns last month, is foundin the August 
Survey of Current Business, published by the 
United States Department of Commerce. The 
publication says, in part: 

“Consumer purchasing has been maintained 
at a relatively high rate into the summer. Sales 
of general merchandise have been steady in both 
urban and rural areas, after allowance for the 
seasonal decline which usually makes July the 
low month of the year in many lines from the 
standpoint of volume. With the flow of income 
of individuals tending upward since May, and 
with consumers showing a willingness to under- 
take installment contracts, sales of consumers’ 
durable goods have exceeded the volume of a 
year ago by substantial margins. Enlarged sales 
of such products have stimulated both produc- 
tion and employment in these industries. With 
retail prices and living costs generally lower 
than a year ago, the gain in purchasing power of 
employees is larger than the 7 per cent increase 
in their money income in comparison with last 
year...” 

“Wholesale and industrial buying has ex- 
panded, and, in general, business commitments 
continue to be made more freely than during 
the first half of the second quarter.”’ 

Once more; speak clearly, if you speak at all; 


Carve every word before you let it fall. 
Oliver Wendell Holmes 


_——_-2o-- 


The Swiss National Exhibition 


&& THE Swiss National Exhibit at Zurich 
opened last May and continues to October of 
this year. It embodies a comprehensive display 
of Switzerland’s business, civic, social and cul- 


tural life. A detailed survey of the nation’s 
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altar of the country, but which the cantons will 
never cease to defend whenever attempts are 
made to bring them to a uniform whole,—all 
this is expressed in the section Land and People. 
The spectator who looks down on all this from 
the elevated road will be convinced of the will 
to live of the Swiss. Gigantic pictures of histori- 
cal events accompany him to what is the kernel 
of what we want and what we are, represented 
in the display in our Defence Pavilion. Switzer- 
land can, will and must defend herself. These 
words are illuminating. Switzerland is proud of 
her position in the world and of the confidence 
she enjoys, and this gives her the courage to 
look forward hopefully to the future, whatever 
trials may be in store.”’ 

“Lofty peaks and verdant valleys” make some 
of the grandeur of Switzerland, but its greatest 
zrandeur is in the spirit and ideals of its people. 


numerous and varied industries, arts and crafts. 

A writer in World Service, published in Swit- 
zerland, describing the exposition says: “The 
exhibition is a festival of labor, but it is at the 
same time one of the spirit of the country. It is 
a herald of Switzerland’s democratic institu- 
tions, of all the political and spiritual values 
that have been the foundation of our federative 
state for 650 years, 1n a word, all the elements 
that go to make what is called the Helvetian 
spirit. Democracy, liberty, equality, friendly re- 
lations between the various language groups, 
solidarity, humanity, protection of personality 
and respect for national minorities—these stand 
for Switzerland! 

“The federalism, that eminent quality of the 
whole political life of the country, the independ- 
ence of the cantons and communes, things 
which, indeed, must partly be sacrificed on the 
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CANADIAN STATIONER WINS 


PLACE IN YACHT RACE SHIRTS OF TYPEWRITER RIBBON 





James W. Barnes, president of A TRIBUTE TO HIS TENTH ANNI- Rothschild's, clothing department 
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the growing list of names on the 
Record Makers bulletin board which 
is called the president's Roll of Honor. 
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Rothschild's of Kansas City, recently 
sdvertised men's white shirts ‘made 
f a fine count Typewriter Ribbon 
Appropriately, copy in the display 
which appeared in 
the Oklahoma City Times, was set 
rth in typewriter-style type and 
rtist's drawing of a typewriter 
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sided the analogy. 

which according to the 
"light and cool, 
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rr ana durability 4 bear "Roth- 
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NEW MACHINES AND DEVICES 





VICTOR’S NEW PORTABLE ADDING MACHINE 

The Victor Adding Machine Company, 3900 North 
Rockwell street, Chicago, has announced a new stand- 
ard, fully portable adding machine featured by a 
sturdiness of construction and a low price. The ma- 
chine is listed as the No. 600. 

The Victor 600 is a new type portable standard 
which brings to the user a new convenience in adding 
machine service. It weighs less than nine pounds and 
it can easily be carried to the work instead of having 





THE VICTOR NO. 600. 


the work brought to the machine. Its compact size 
requires no more desk space than a telephone. Its 
streamlined exterior is also new in office equipment. 

The construction of this machine represents a 
basically new engineering accomplishment in design 
and operation. Actual number of parts are only about 
half usually necessary, and the travel distances of 
moving parts have been reduced by 50 per cent; 
minimizing wear, and insuring longer life and higher 
operating efficiency. 

An outstanding feature of the Victor 600 is its new 
low price of $47.50—which gives the user a complete 
standard adding machine—in a size which adds six 
columns of figures. The machine is also made in a 
seven-column size for $55.00 and a nine-column size 
selling for $70.00. 


—-- 


HEYER ANNOUNCES NEW LETTERGRAPH 
MODEL 1000 


The Heyer Corporation, 911 West Jackson boulevard, 
Chicago, Il., has just announced the addition of a new 
model to their line of Lettergraph stencil duplicators. 
This new legal size machine, Lettergraph Model 1000, 
features a beautiful, streamlined design and is finished 
in metallic brown crackle and chrome. It has auto- 
matic feed, automatic-inking, automatic roller release 
and automatic counting. The automatic feed accom- 
modates 300 to 400 sheets of paper at one loading. 
Newly designed, quick-set side guides each have two 
accurately located tension rubbers, those in the rear 
for use with letter and legal sizes of paper and those in 
front for handling post cards and smaller sizes of 
paper. Cast aluminum side frames are standard. 

The Model 1000 incorporates a new, patented auto- 
matic ink control device which automatically picks up 
the ink inside the cylinder and retains it until needed 
for re-inking. There is no external mechanism to this 
device, re-inking is quickly and positively accomplished 
by turning the cylinder in the reverse direction to 


that used in printing. This control device reduces ink 
leakage to a minimum and also makes it possible to 
change ink pads without draining the cylinder. 

The automatic roller release mechanism of the 
Model 1000 keeps the rubber impression roller clean 
and free of ink as the roller cannot come up into 
printing position until a sheet of paper is fed. This 
also removes the necessity of a hand throw-off when 
attaching a stencil or adding ink. Positive paper 
strippers are located so that they engage the paper 
before it contacts the printing drum and therefore 
exert a positive stripping action at all times. They 
are instantly removable for cleaning. The four-figure, 
instant reset counter is standard equipment on the 
Model 1000. This counter is conveniently located for 
perfect visibility. It is so attached that it counts only 
when paper is fed; this gives an accurate total at a 
glance. The sturdy, adjustable receiving tray is also 
newly designed. It hooks firmly into the machine 
proper so that it may be extended out at the edge of 
a table, but is instantly removable. 

An accurate screw adjustment is provided tor rais- 
ing and lowering the print on the paper. The cylinder 
has chrome plated take-on plates and a universal 
button bar which takes either slot or button-hole 
punched stencil headings. The button-bar is adjust- 
able so that the stencil may be swung in either direc- 





THE MODEL 1000 LETTERGRAPH.— 
(Lower) The self-inking cylinder which 
involves a patented inner chamber hold- 
ing the ink supply and allows re-inking 
by turning the drum backwards. 


tion to make up for any errors that might occur in 
preparing the stencil. Although it has many exclusive 
features, the Model 1000 has a minimum of manual 
adjustments and almost nothing to get out of order. 
Like all other Heyer Lettergraphs the Model 1000 sells 
complete with initial supplies. It is priced at $94.50 
complete. 
—-> © 
F. & M. ANNOUNCES “STEWARD” PAD AND 
CALENDAR 


Finch & McCullouch, Aurora, Ill., manufacturers of 
the F. & M. line of “Memory Masterpieces,” has 
announced a new desk memo pad and perpetual calen- 
dar named the No. 301 “Steward.” 

The device is particularly useful on the executive 
desk or home telephone stand. It is made of lifetime 
fabricated leather in either ivory or brown. The front 
cover is attractively embossed and two-toned, and in 
the cover is an opening which frames a perpetual cal- 
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endar, removable for instant changing to the current 
month. A celluloid window protects the calendar from 
dust. 

Inside the cover is a space for important telephone 
numbers. The lower cover is fitted with a pocket 
arrangement into which a memo pad, containing 100 





THE F. & M. “STEWARD” 


sheets of white bond, can be slipped or disengaged at 
will. The top of each 4x6” sheet is perforated for quick 
removal. The size of the item is 414x614” and stands 
three-fourths inch high unopened. It sells for seventy- 
five cents complete. 

>. ae « 


TWO NEW CALCULATING MACHINES AND PRINT- 
ING CALCULATOR BY REMINGTON-RAND 
Here are pictured three new, remarkable office ma- 
chines announced last month by Remington-Rand, 
Inc., Buffalo, N. Y., as the first models of their kind 
ever produced, and historical in their function and 

significance. 
The Printing Calculator 


Given the name “Printing Calculator” this machine, 
says its manufacturer, “is the first and only machine 
of its kind in the world.” 

Outstanding features of this machine, which weighs 
less than 25 pounds and occupies 8 by 15'% inches of 





THE PRINTING CALCULATOR 


desk space, are electrical multiplication and direct 
automatic division, with printed proofs of all factors 
in every calculation. In addition to standard listing, 
adding and direct subtracting features the machine 
multiplies and prints on the tape a complete record 
of every multiplication problem—multiplicand, multi- 
plier and product. Only one line is printed for each 
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digit of the multiplier, thus conserving considerable 
adding machine paper. A multiplier counting dial 
eliminates the need for tabulating the number of 
cycles made by the machine. 

Automatic direct division replaces the method of 
dividing by reciprocals. After the dividend and divi- 
sor are introduced into the machine and printed on 
the tape, the calculation is performed automatically 
with quotient and remainder likewise printed as a per- 
manent proof of accuracy. A semi-automatic decimal 
indicator abolishes the necessity for predetermining 
the decimal place in division problems, and an auto- 
matic decimal cipher prefix prints ciphers automati- 
cally before a decimal quotient when required. 

The machine carriage is stationary. In multiplying 
the multiplicand moves from column to col- 
umn without key depression. In dividing a similar 
shifting of the divisor is completely automatic. The 





THE ELECTRIFIED BOOKKEEPING MACHINE 


Printing Calculator is available with a 13-inch-wide 
movable paper carriage for recording of calculations 
on permanent, tabulated form. Listing and totaling 
capacity is ten columns or up to $100,000,000.00. Rub- 
ber feet to prevent skidding, and a universal motor 
operable on either alternating or direct current are 
standard features. The manufacturer’s announcement 
lists economies affected by the machine. 


The New Bookkeeping Machine 


“Automatic balance” is the outstanding feature of 
the bookkeeping machine which automatically com- 
putes and prints balances, and is claimed by Reming- 
ton Rand as the greatest achievement in the field of 
electricity ever applied to a bookkeeping machine. The 
automatic balance feature is all-electric, due to the 
fact that by means of solenoid relays, electricity be- 
comes an operation feature as well as a source of 
power. 

Posting operations are substantially reduced with 
automatic balances. In a typical accounts receivable 
installation the operator writes the previous balance, 
the date, the description of the transaction, and posts 
the charges or credits. The machine then automatic- 
ally tabulates into the balance column and delivers the 
new balance automatically without attention or direc- 
tion of the operator. The machine also automatically 
computes and prints debit balances or sub-balances. 
True credit balances, sub or full, are delivered auto- 
matically in red, in oblique type and designated with 
CR symbol. Dual cross-computing and dual printing 
of debit or credit balances are also fully automatic. In 
addition, balances may be transferred directly from 
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either cross register to the other, with or without ver- 
tical accumulations. 

The electric balance may be disconnected at will by 
means of a handy switch, and either single or dual 
cross-computing or printing may be electrically oper- 
ated or manually controlled at any position of the 
carriage. Two models equipped with the automatic bal- 
ance feature are the No. 283, a single cross-computing 
machine, and the No. 285 with dual cross-computa- 
tions. All operating features of both are electrical. 


Fast Front Feed, 10-Key Bookkeeping Machine 

Model 490-ZF is the new non-descriptive bookkeep- 
ing machine featured by fast, frontfeed carriage. This 
machine prepares a complete detailed journal as a 
carbon of the original statement or ledger. The jour- 
nal is back-fed and may be prepared in continuous 
wide roll or single sheet form. 

The new front-feed carriage opens automatically 
for insertion and removal of forms, closing automatic- 
ally as the first entry is made, locking the forms into 
correct posting position. Complete visibility for cor- 
rect alignment of forms is assured by a heavy celluloid 
line finder the entire length of the carriage. Othe! 








THE 10-KEY BOOKKEEPING MACHINE 
features include automatic printing of day, month and 
year; automatic printing and signaling of debit 
true credit balances with appropriate symbols; auto 
matic columnar tabulation and others. Listing and 
totaling capacity is nine columns or up to $10,000,000.00 


ana 
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STEIN BROS. ANNOUNCES THE “VISUALOPE” 

The Stein Bros. Manufacturing Company, makers of 
leather goods, 231 South Green street, Chicago, has 
announced to the trade a new and patented product 
which has been named the Visualope. 

As the accompanying illustration shows, the Vis- 
ualope is a series of transparent envelopes ingeni 
ously bound together with plastic binding in sets of 
three, six, twelve and twenty-four. They are hinged 
for free action, allowing the contents to be arranged 
in proper sequence. 

In use the Visualope is of special benefit where the 
showing of illustrations without damage to them is 
paramount. The user merely slips the photograph o1 
other illustration in any one of the transparent en- 
velopes contained in the unit and, while it is in full 
view, it is completely protected from soiling or other 
damage. In addition the beauty of the illustration 


; 
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increased when viewed from behind the clear, white 
covering. 

Visualopes are available for 8x10, 11x8'., and 14x11 
inch material. An attractive flyleaf on the top and 
bottom is bound into the plastic binding with the 





STEIN BROS’. VISUALOPE IN OPEN AND CLOSED POSITIONS. 


envelope, giving the Visualope the ap- 
album. A separately attached hinge 
the Visualope may be carried in 
ring binder. They retail from 


transparent 
pearance of an 
is punched so that 
any standard zipper 
$1.50 to $8.50 
—- « 
FOUR NEW R. C. ALLEN CALCULATORS OUT 

R. C. Allen Calculators, Inc., 22 East Fortieth street, 
New York City, N. Y., last month announced the addi- 
tion to its line of four new, high-speed electric calcu- 
lators the principal feature of hich is a new motor 
application which assures “speed with safety.” Well 
within the popular price range, the new machines ‘one 
of which is illustrated here) were designed with the 
same care for accuracy, sturdiness and long life of the 
company’s low-capacity hand models. All equipped 
with the new motor application, the four new calcula- 
tors which will be ready for delivery on October 1, con- 





R. C. ALLEN HIGH-SPEED ELECTRIC CALCULATOR 


sist of seven and eight column capacities, straight add- 
ing and with subtraction. They are all equipped with 
the new five and one-half inch movable carriage. 
—- « 
STREAMLINING FOR HILCO DUPLICATOR 
Retaining the performance features and low price 
of the entire line, a new streamlined duplicator of 
handsome and modernistic appearance has recently 
been offered the trade by The Hilco Corporation, 1512 
Merchandise Mart, Chicago, Ill. 
The new design, as shown in the accompanying illus- 
tration, is built on long, flowing lines with modern 
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chromium trim. All the mechanical features which 
have made possible hairline registration and precision 
duplicating are embodied in the new Hilco together 
with the new Veeder-Root visible automatic counter. 

Among the other important features of the Hilco 





HILCO STREAMLINED DUPLICATOR 


duplicator line are an automatic front paper stop, 
rubber roller releaser, closed-in leak-proof drum and 
automatic feed. 

o i © 


AMERICAN PHOTO LABORATORIES ANNOUNCES 
TWO NEW TRIMMING BOARDS 
The American Photo Laboratories, 28 North Loomis 
street, Chicago, manufacturers of the Precise line of 
trimming boards, has recently announced two new 
sizes to bring the total number of models to Six. 
The new numbers are made in 15 and 18 inches and 
are designated as such. Several new improvements are 





NEW MODEL OF “PRECISE” TRIMMING BOARD 


included, such as a removable blade, made of the best 
quality steel properly ground, and a safety spring 
which prevents the knife from operating until the 
user desires. 

The base of the two new numbers is so constructed 
that the cutter may be easily and quickly attached to 
a table or desk. Other features include an ebony-fin- 
ished, seasoned hardwood base, paper guides, two rulers 
for easy aligning of materials to be cut, and cross- 
lining for visibility in accurate cutting 


*—=« 
EBERHARD FABER’S “PERMAPOINT” PENCIL 
The Eberhard Faber Pencil Company, Brooklyn, 
N. Y., has recently introduced a new mechanical 


pencil featuring an extra thin lead and named the 
Permapoint. Listed as the No. 182, the new pencil 
takes a lead .036 in. in diameter. This thinness pre- 
vents the pencil becoming blunt—hence the name. 
The pencil has a reserve chamber holding 24 inches 
of extra lead, which is said to be practically a year’s 
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supply. It is attractively designed with a transparent 
plastic barrel, gold-plated trimmings and adjustable 
eraser and clip. 

<> 

NEW SCOTCH TAPE DISPENSER ANNOUNCED 

The Minnesota Mining & Manufacturing Company, 
797 Forest street, St. Paul, Minn., has announced a 
new model added to its line of Scotch tape dispensers. 
It is Known as the Utility model and sells for twenty- 
five cents with 300 inches of transparent Scotch cel- 
lulose tape. 

The Utility model is light and compact and was 
made for both office and home because of its great 
number of uses in sealing, mending and holding. It 
makes the use of tape convenient and handy, has 
nothing to get out of order and is easily refilled. 


SCOTCH CELLULOSE Tap 
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UTILITY SCOTCH TAPE DISPENSER 


Scotch cellulose tape, made of heavy-weight cello- 
phane, is fully transparent and seals tightly with a 
touch of the finger. No moistening is required. The 
dispenser was designed by Barnes & Reinecke, Chicago. 


<> 


SOUND RECORDER FOR BUSINESS USE 


A new model of the Presto recording phonograph, 
with an application to the business field, is announced 
by the Presto Recording Corporation through its dis- 
tributors, the Norman-Willets Company, 316 W. Wash- 
ington street, Chicago, Ill 

The Presto sound recorder is a highly perfected in- 
strument that makes permanent phonograph disk rec- 
ords that can be played back as soon as they are re- 
corded. It records and reproduces the speaking voice 
and any kind of music, equal in quality to high grade 
radio reception. Records can be played on this ma- 
chine or on any phonograph. 

It is proposed to introduce this recorder, through 
office equipment dealers, for the following business 
uses: (1) to train salesmen, (2) present sales and ad- 





MODEL J-10 PRESTO RECORDING PHONOGRAPH 


vertising programs, (3) dealer messages, (4) improve 
speech by recording talk, (5) make transcripts of con- 
ferences, (6) record telephone messages, (7) afford 
protection of ideas, and (8) for industrial and scien- 
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tific research. Among other uses for which distributors 
may build considerable business is the recording of 
radio programs, which can be taken off on a disk and 
used as a phonograph record. 

Known as the Presto Model J-10, the equipment, 
which is portable, retails for $169.50. 


— — 


DOPPELT’S “ALL-PURPOSE” PORTFOLIO 

Designed and manufactured to fully bear out the 
name—aAll-Purpose—given it, a new portfolio has been 
introduced to the trade by Charles Doppelt & Com- 
pany, 412 Orleans street, Chicago. 

The All-Purpose portfolio is equipped with five full- 
length pockets, two of which are gusseted, and two 
half-length pockets, permitting the carrying of a mul- 
titude of papers in orderly arrangement. The two 
bottom pockets of the portfolio open toward center 
and the lower ends of these inverted pockets have 
fasteners which permit them to open wide and carry 
a ring-binder, file case or a Doppelt sales-photo ring- 
binder. Thus is placed between the covers a wide 
range of sales or reference material. 

The portfolio is also equipped with a Talon zipper 
on three sides and opens flat. Lining and pockets are 





THE “ALL-PURPOSE” PORTFOLIO 


of durable Plykit and the disappearing handle makes 
it an underarm portfolio or brief-case as desired. 
*—> 
TECHNYGRAPH’S MASTER PRINTER 
The Technygraph, Techny, Ill., has recently pro- 
duced a printing kit for the making of professional 
lettering, Known as the Master Printer. The device 
consists of an adjustable drawing board, self-locking 
T-square, large bottle of Master Printer black drawing 
ink, lettering guide and pen. 
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heading out ledger sheets, lettering files, bookkeeping 
forms and the like, and for operators of the Multi- 
graph duplicator in making headings, lettering, cap- 





THE TECHNYGRAPH MASTER PRINTER IN USE 


tions, etc., on master copies. It is also of value to 
photographers, stamp collectors, schools and churches, 
draftsmen and artists. It retails for $4.50. 

For those who desire color work the Master Printer 
waterproof drawing ink can be purchased in white, 


yellow, orange, green, carmine, scarlet, blue, brick 
red, violet, brown, indigo and vermilion. 
oe «¢ : 
PRINTATOR OFFERS THREE NEW ITEMS 


Printator, Ltd., 9-15 Oxford street, London, Eng- 
land, has recently placed on the stationery and office 
supply market three new interesting and useful items 
for the trade. They are a reinforcing perforator, a 
letter opener and a novel paperweight calendar. 

The Printator reinforcing perforator is a device 
which perforates paper and reinforces one or both 
holes with a strong tape all in one operation. The 
tape used in connection is equipped with a special 
adhesive which requires no moistening and as a result 
cannot be affected by varying temperatures. By 
merely pressing a lever the device can be used as an 
ordinary perforator without the reinforcement fea- 
ture. The tape is supplied in five-yard lengths. 

The Printator letter opener is a device which oper- 
ates with a razor-blade, either new or used. It is 
impossible to damage the contents of envelopes and 
the simple construction precludes any “out of order” 
worries. 

The paperweight calendar 
four inches is a combination 
a penholder and a paperweight. It is sturdily con- 
structed and of an unusual and attractive appear- 
ance. It is available in walnut, mahogany or black 


with a diameter of 
of a clock-calendar, 





Having a selection of more than sixty different 
lettering guides, the Master Printer is particularly 
adapted to the use of offices for making indexes, 
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THREE NEW OFFERINGS OF PRINT- 
ATOR, LTD., LONDON. 


Left: The Printator reinforcing perfora- 
tor which was manufactured for use 
by the office utilizing modern filing 
systems. 
Center: Printator letter opener which 
is available in two models and six 
assorted colors and operates with a 
razor blade. 


Right: The Printator paperweight cal- 
This device is described by 
the manufacturers as a clock-calendar, 
penholder and paperweight all in one. 
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Bakelite or pale green, pale blue, amber, white and 


pink Onyxite. 
=< 


PARAB-O-LUME LIGHTING UNIT 


The Berger Manufacturing Division of Republic 
Steel Corporation, Canton, Ohio, has recently devel- 
oped a new type of lighting unit which fastens to a 
ceiling and reflects downward rays from an indirect 
lighting unit. It has been named the Parab-O-Lume. 

The principle governing the new device is described 
as follows: “By flattening out a parabola—by transfer- 
ring its angles of reflection to a flat surface which is 
applied to ceilings, engineers have developed a method 
of making parabolic reflections out of flat ceilings.” 

The reflecting ceiling unit is installed in sections 
around and above an indirect lighting fixture. It 
receives the rays, bends them and directs them down- 
ward upon working surfaces. By this method the light 
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PARAB-O-LUME CEILING UNIT INSTALLED IN AN OFFICE 


is said to be sufficiently utilized with little waste, 
and higher wattage may be used to produce brighter 
illumination without ceiling glare. 


o ~~ « 





ATTACHMENT FOR THE TOUGH EDGF., BINDER.—This device, 
manufactured by the Vertex Company, 5-7 Great Jones street, 
New York City, for the application of adhesive tape to docu- 
ments, etc., was described in the August issue of Office 
Appliances when the above illustration was not available. 


— ——- 

STARKEY’S NEW STENCIL CORRECTION FLUID 

Produced after several months of experimentation 
and research, a new type of stencil correction fluid 
has recently been placed on the market by the Stark- 
ey Paper & Supply Company, 716 Baltimore street, 
Kansas City, Mo. 

The new fluid, according to the manufacturers, has 
several important features chief among which are the 
following: 1. More workable and impressible, 2. Has 
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extra long life and will wear as long as a stencil, 3. 
Has sufficient strength that a correction does not 
require burnishing. Brushes supplied are small and 
pointed, being particularly useful for fine work. 

The packaging is outstanding. Bottles are pyramid 





CONTAINER FOR STARKEY STENCIL CORRECTION 
FLUID 


shaped and practically tip-proof, each one holding 
a full ounce of fluid. A small neck opening retards 
evaporation, while the bottle cap is equipped with a 
special lining which completely prevents evaporation 
when the bottle is closed. 
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FARIES’ COPY HOLDER LAMP 
The Faries Manufacturing Company, Decatur, IIlL., 
has recently produced a new type of lamp to be used 
in conjunction with a stenographer’s copy holder and 
aptly named the Copy Holder Lamp. The new item 
is equipped with a stand for the typist’s notebook, 


tilted to any desired angle by a simple ratchet adjust- 
as 





THE COPY HOLDER LAMP 


ment. There is also a sliding line guide. The lamp is 
furnished with stationary or swinging arm and in 
two different types of shades. 

Because of its construction the lamp throws the 
proper amount of light onto both the copyholder 
and the typewriter in such a manner as to assure 
maximum efficiency of the worker. 


°°? 
PAISLEY ANNOUNCES NEW CALCULATOR 


The Paisley Calculator Company, Farmers Bank 
building, Pittsburgh, Pa., has recently introduced to 
the trade a new type of calculator which is so light 
and compact that it can be held in one hand. It is 
named the Paisley calculator. 

Shown for the first time at the recent National 
Typewriter & Office Machine Dealers Association con- 
vention, the Paisley calculator multiplies, divides, pro- 
rates, figures fractions and percentages. It weighs 
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only 26 ounces, is noiseless in operation and free from 
maintenance or repair costs due to the fact that it 
contains no springs, levers, bearings or cams to break 
or get out of adjustment. 

The machine consists of two endless, numbered 
tapes arranged to rotate side by side over two sets 





THE PAISLEY CALCULATOR 


of aluminum rollers. These tapes, which may be 
rotated independently or in unison, are housed in a 
polished case fitted with windows of non-breakable 
DuPont Lucite. Its simple operation may be learned 
in less than an hour. 
—- <¢ 
MASHEK BINDER FEATURES TRANSPARENT 
ENVELOPE 

A new Fall line of zip-ring binders which will feature 
a new transparent envelope which greatly facilitates 
the work of those whose business requires the show- 
ing of illustrations, has been announced to the trade 
by Frank Mashek & Company, 1914 North Milwaukee 
avenue, Chicago. 

The many features of the transparent envelope were 
created especially to appeal to every class of buyer 








MASHEK’S NEW BINDER 


and salesman. Photographs or other illustrations, once 
placed in the envelopes, are free from damage, tearing 
or soiling. Neither can the edges become frayed re- 
gardless of how much handling they receive. 

The envelope is made of Lamarith, a composition 
which actually improves the appearance of pictures 
when viewed through it. In addition to its unusual 
transparency the Lamarith is non-inflammable. 

°—> ¢ 

WHITE PRODUCES NEW STEEL OFFICE TRAY 

The White & Sons Manufacturing Company, 159 
North Racine avenue, Chicago, has recently produced 
a new line of steel general purpose office trays. There 


OFFICE APPLIANCES 


are six models in letter, legal and invoice sizes, rang- 
ing in size from 10'» inches high, six wide and seven 
and one-half deep, to 15’ inches high, seven and one- 





THE WHITECO GENERAL PURPOSE TRAY 


half high and ten inches deep. Single or double com- 
partments are available. 

Made in an olive green baked on plain or crackle 
finish the trays have been designed for filing, sorting 
or other uses. They can be equipped with a general 
purpose tray-shelf with ball-bearing casters to make 
a portable file out of the unit. 

—<—° 
NEVA-CLOG’S NEW J-60 STAPLING PLIER 

Neva-Clog Products, Inc., Bridgeport, Conn., has 
recently added to its line a new stapling plier to be 
known as the J-60 model, and made to sell for $3.50. 
The new device will deliver either a temporary (spread) 
or a permanent (clinched) staple and by slight pres- 
sure on a button in the base of the lower jaw the 





J-60 


NEVA-CLOG MODEL NO. 


anvil can be easily and quickly set at either desired 
position. 

The stapling plier is sturdily constructed, efficient 
and attractively designed. It is portable and has all 
the exclusive features of the Neva-Clog J-30 stapling 
plier plus the temporary anvil. 

—->-« 
SPEED-O-PRINT MIMEO BOND 

The Speed-O-Print Corporation, 153 North Michigan 
avenue, Chicago, has announced a new stencil dupli- 
cating paper named the Speed-O-Print Mimeo Bond. 
Manufactured from the finest types of virgin pulps, 
every step from raw material to finished paper is 
under laboratory control, guaranteeing uniform and 
fine quality. 

—- <« 
THE AUDOGRAPH 

The accompanying illustration shows the test model 
of the Audograph, upon which the Gray Manufactur- 
ing Company, Hartford, Conn., expects to start manu- 
facturing in November. 

The Audograph is described by the manufacturers 
as a machine to electrically record sounds. “It takes 


New Machines and Devices Section 


Continued on Page 231 





SEPTEMBER, 1 


The Guest Book 


Edgar P. Eaton, executive secretary, Paper Station- 
ery & Tablet Manufacturers’ Association, Inc., New 
York, N. Y., in Chicago for two days calling upon 
members of the organization, and en route to the 
Southwest on similar mission, affixed his signature to 
the Guest Book July 22. Enthusiastic over the results 
of National Letter Writing Week last year, and plan- 
ning for even greater results for the week of Octo- 
ber 1 to 7 this year. 


Mrs. R. B. Wilson, Los Angeles, Calif., widow of the 
late Ralph B. Wilson, founder of the Wilson-Jones 
Company, complimented us with a call on August 3. 
In Chicago for a few days with her daughter, Mrs. 
Mary Hadlock, and sons, Tom and Dona'd Wilson. 
Returning to California from a trip to New York 
particularly to visit her oldest son, Ralph Wi'son, Jr., 
employed at the Elizabeth, N. J., plant of the Wilson- 
Jones Company, and to view the New York Fair. Be- 
fore setting out for the west, the party went to Lake 
Lauderdale, Wisc., where the Wilson family spent sev- 
eral summers when the children, except Donald, who 
was born in California, were youngsters. 


Paul M. LeBeuf, until recently New York manager 
for Postindex Company, looked in upon us on August 
15. One of the stops on the trailer trip up New York 
state into Canada and westward to Detroit. A family 
party, his ninety-year-old mother, Mrs. LeBeuf, and 
ten-year-old son. A particularly interesting trip from 
Chicago was to go to Lake Mills, Wisc., where his 
mother was born, and which she had not seen for 
eighty-four years. Practically all of the LeBeuf jour- 
neys in recent years have been made in the trailer. 
Twice to the Pacific and several special trips through 
the south. 

B. A. Strang, representative of the Terry Penfiller 
Company, Janesville, Wisc., and McLeod & Company, 
Chicago, manufacturer of desks, called on the after- 
noon of August 16. He was on his way back to Janes- 
ville where he had left his wife and family. From that 
city he planned to head for his home in Los Angeles, 
taking about two weeks to make the journey. His 
visit was pleasant and informative concerning activi- 
ties in the industry as represented in his territory. 


W. J. Bright, branch manager of The Willson Sta- 
tionery Company, Ltd., Regina, Sask., Canada, inscribed 
his name in the Guest Book on August 21. He was on 
a combined pleasure and business trip, the first vaca- 
tion in twenty-one years. Starting through North 
Dakota and Minnesota, he continued east by Sault Ste. 
Marie through to Ottawa, thence south and west by 
Toronto, London and Detroit, visiting many other cities 
en route. He will have travelled more than 5000 miles 
when he reaches home again. He visited many office 
equipment and stationery factories in Canada and the 
United States and expects to take on some new lines 
as a result. 

Regina is located in one of the great wheat produc- 
ing areas of the world and local business is materially 
affected by supply of and demand for this important 
crop. Mr. Bright said that while there was some disap- 
pointment in the southern part of the area, conditions 
elsewhere were most encouraging. 

Frank R. Curtiss of F. R. Curtiss & Company, New 
Haven, Conn., affixed his name to the Guest Book 
August 21. Curtiss has a nation wide organization 
which handles the sales of the Neva-Clog stapling 
machine. He was calling on the trade in the interest 
of Neva-Clog and was gratified at the possibilities of- 
fered by the new Neva-Clog machines. He not only is 
an unusually capable salesman but also has a faculty 
of getting sales methods and procedure over to his own 
organization and the dealers’ salesmen. His is a con- 
Structive force in the merchandising of office special- 
ties through established dealers. 
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Zdenek Vagner, K. Vagner Company, Brno, Protecto- 
rate of the Reich, gave us the pleasure of a call on 
August 21. On this side since August 10 for conference 
with Underwood Elliott Fisher Company, for which 
the firm, founded by his uncle, has been agent for 
thirty-one years. In Chicago en route to Kansas City 
for a visit with friends there with the prospect of a 
hasty trip to the Coast to see the San Francisco Fair. 
He expects to sail September 9. Mr. Vagner made a 
more extensive visit to this side in 1936, when he called 
upon a number of manufacturers in the industry. 


Charles W. Lipman, Englewood, N. J., well known 
representative of the George B. Graff Company, and 
his daughter, Wilma, dropped into the office of this 
journal August 22 for a brief visit. Charlie had worked 
his way from New York to Detroit. His family was 
spending a vacation not far away. Finding it neces- 
sary to come to Chicago, he brought his daughter with 
him and let her roam around the State street stores 
while he looked after the company’s business. Charlie 
was as enthusiastic as ever and optimistic about fall 
prospects. 


F. H. Martin, Jr., of St. Petersburg, Fla., inscribed 
his name in the Guest Book August 24. Typewriter 
men will remember Mr. Martin better as a Chicagoan 
after many years with American Writing Machine 
Company and L. C. Smith & Corona Typewriters Inc., 
followed by a period with International Typewriter 
Exchange. He went to Florida on a personal visit last 
winter and soon found himself engaged there in the 
typewriter business. He came North on a short vaca- 
tion and expected to return to St. Petersburg after a 
stop of a day or two in Pennsylvania. 


—>-—- 


MACEY AGAIN ON SOLID FINANCIAL BASIS 

Welcome news to the effect that The Macey Com- 
pany, manufacturers of office furniture, Grand Rapids, 
Mich., has weathered a financial storm, is on a sound 
financial basis and will soon be out of receivership, 
was released last month. 

The statement, issued by the Michigan Trust Com- 
pany, declared that from the time stockholders put 
affairs of the company under the jurisdiction of the 
court and appointed President Earle S. Irwin receiver 
Mr. Irwin has “paid all outstanding indebtedness on 
the part of the company and has paid all bills of the 
operating receivership with the exception of strictly 
current items.’ In addition, the statement said, the 
company is now in a good cash position for the han- 
dling of its manufacturing requirements. Mr. Irwin, 
who was president of Macey since 1917, resigned his 
receivership on August 7 but will assist the company 
in its reorganization. 

After explaining that, under customary legal re- 
quirements a hearing will be held September 19 to 
terminate the receivership by sale, the statement ad- 
dressed to the trade concludes: 

“Our objective is to develop a constructive plan 
within a reasonably short time which will make pos- 
sible a continuation of this industry with very little, 
if any, changes in policy relating to the trade. The 
loyalty and cooperation that you have shown in the 
past is appreciated. Statements of varying authen- 
ticity are apt to be in circulation under conditions of 
this kind. The purpose of this letter is to give you an 
outline of the situation as we see it at this time.” 

A further note of optimism came from P. R. Miller, 
vice-president of the company, in referring to the 
statement issued. He said: 

“Ever since the termination of our strike we have 
made real progress and have paid all creditors in full. 
We have no bond issues, no liens on our property, 
equipment, accounts receivable and are accordingly in 
a very sound financial position. In a short time we 
will again be operating as formerly as a going concern 
without the receivership.” 
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SHAW-WALKER’S NEW N. Y. SHOWROOMS OPENED 

The Shaw-Walker Company’s New York city show 
rooms recently opened in the Chrysler building pre- 
sent a striking dramatization of applied psychological 
selling—a real education in merchandising technique. 

Here is a pleasing and convincing reversion to funda- 
mentals. Visitors are not overpowered nor confused 
by a massive array of 8,000 products the company 
makes, but are easily led from one basic grouping to 
another. In each group the fundamental purpose and 
product is conspicuous—a filing cabinet—a desk—a 
card system—a chair—a safe, etc. 

Alargereproduction of the company’s catalogue “Buy- 
ers Guide” greets the eye of the visitor as he enters 
the waiting room of the show room. Resting there 
for a brief moment, his attention is directed to a 
changing dioramic exposition of the five major divi- 
sions of the Shaw-Walker line. But without delay a 
courteous attendant introduces himself and the visitor 
enters the spacious show room where he signs his name 
in a large imposing guest book. 


The Filing Section 

The next point of interest is the filing section, in 
which the visitor is gven a thorough discourse on the 
various grades of filing equipment, folders, guides and 
indexing in general. If the visitor can be made to 
describe his own particular working problem he can 
sit down at one of the files and find a drawer already 
equipped to fit his needs. Plainly visible is the cost 
of each and every article detailed to indicate definitely 
the equipment and supplies necessary as well as the 
total cost. 

The loose leaf room is an interesting display of all 
Master-Craft numbers. Each ledger, loose leaf book 
and sheet are correctly designated and filled. Placards 
give the pertinent details. 

So the visitor has spent an interesting and instruc- 
tive hour, leaving with the firm impression that the 
company is sincere in its interest in him and in its 
desire to show him everything in simple language he 
can readily assimilate. 

The Chrysler building being one of the main points 
of interest to visitors in New York, Shaw-Walker 
timed the opening of the new show rooms with the 
New York World’s Fair. Since the first of this year 
they have sent thousands of invitations to dealers and 
buyers, offering them a free trip to the Chrysler Tower 
while they are in New York city for the Fair. 

Dealers planning to attend the Fair in New York 
will find the new show room abounds in merchandising 
display ideas which they can incorporate into their 
own business to definite advantage. 

A series of counters and counter height equipment 
is the next logical step which the attendant explains 
is useful in partitioning the office space while perform- 
ing its normal routine functions. 

The visitor is then asked to rest himself in one of 
the luxuriously comfortable aluminum chairs before 
an illuminated display representive of the entire line. 
In this display the chairs have been so dissected that 
the visitor can examine the construction of and ma- 
terial which is a part of every chair. Samples of the 
upholstering material are there for minute examina- 
tion. 

Having rested, the attendant leads the visitor to view 
a Shaw-Walker desk conveniently set on an angled 
pedestal. While the attendant talks he presses a floor 
button and an automatic display presents the main 
features of the desk. The attendant emphasizes each 
point made by the automatic display. If the visitor is 
a buyer interested in large installations, he is led into 
a conference room, where he sits before large photo- 
graphic reproductions of big installations while the 
attendant draws out floor plans of jobs already done. 
Similarly, if the buyer is interested in a small instal- 
lation he is led into another conference room where 
the photographic reproductions on the wall are of 
small office installations. Thus, the visitor is made to 
feel at home. 
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THREE VIEWS OF THE SHAW-WALKER COMPANY'S NEW 
YORK CITY SHOW ROOMS IN THE CHRYSLER BUILDING.— 
(Top) A completely-furnished private executive office in which 
modern, indirect lighting, drapes, and a large window form 
a fit setting for the handsome and dignified office suite. 
(Center) An impressive reminder of the need for fire pro- 
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tection at all times. Flanking the Shaw-Walker Fire File 
and the warning that records take “Years to Create and 
Minutes to Cremate”, are large photographs showing a mod- 
ern office building and a fire-demolished filing cabinet. 
(Lower) The desk group. Here are shown various types of 
Shaw-Walker desks, flat-top, stenographic and transcribing. 
In the background are extra large photographs of installations 
made by Shaw-Walker representatives. 


For the executive, private offices have been fully 
equipped with every appointment. In one office an 
executive can sit at the desk and, through a Series of 
mirrors, see himself and his entire surroundings with- 
out turning his head. Pictured here is one of the 
sample offices of the Administrative line. 


Office Fire Protection 


Emphasized vividly is the fact that fires do occur 
in fire-proof buildings; cut-outs attractively arranged 
show outlines of buildings in which fire losses have 
occurred. This to emphasize the need for the “Fire 
File” for protection of important records. 

The commercial and financial group is a highly spe- 
cialized but exceedingly well thought out display. Here 
is a large designing board where the attendant can 
make an actual planned sketch to fill the visitor’s own 
conditions. 
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“CARTER INKERS” IN NEW YORK 
EXTEND INVITATION 


To all trade visitors at the New York World’s Fair 
the New York house of The Carter’s Ink Company, 438 
Broadway, has extended a cordial invitation to call 
and see the interesting and complete display of Carter 
products there. Writing inks, adhesives, carbon papers 
and ribbons, stamp pads, show card colors, pens and 
pencils and the Carter Cubewell, fountain ink stand 
at popular price introduced a year ago, have been im- 
pressively arranged in the latest Carter store fixture. 

Heading the line extending the welcoming hand is 
Alvah G. Auchu, manager, dean of ink salesmen of 
the country by virtue of having sold ink continuously 
since he started with Carter’s in 1892. 


FOUR VIEWS OF THE CARTER’S INK COMPANY’S NEW 
YORK HOUSE WHERE A CAPITAL DISPLAY OF ALL CAR- 
TER’S PRODUCTS HAS BEEN ARRANGED FOR THE BENEFIT 
OF NEW YORK WORLD'S FAIR VISITORS WHO PAY A CALL 
TO THE CARTER’S QUARTERS AT 438 BROADWAY.—1: 
Alvah G. Auchu, New York manager (right), and Assistant 
Manager Roy E. Springer, who will be on hand to greet and 


welcome visitors. 2: The Carter's display, systematically 

arranged for inspection. 3: Members of the clerical staff who 

will do their bit toward making visitors feel at home. 4: The 

Carter's sales staff ready to start the day’s work of making 
New Yorkers Carter-conscious. 
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The “dean” has covered the trade in every section 
of the country. His dynamic personality made a host 
of friends throughout the United States. He looks 
forward to the pleasure of welcoming old timers com- 
ing to the World’s Fair. 

[Ed. Note. Upon Alvah Auchu, Carter ink salesman 
for forty-seven consecutive years, we confer degree 
M.S. Not Master of Science, but Master Salesman. For 
thirty-nine of Alvah Auchu’s forty-seven years on the 
job we have had acquaintance with him; “Carter” 
branch manager in two great cities in turn but always 
salesman also; scientific in technique, brimming with 
enthusiasm for “Carter’s” and with energy and enter- 
prise plus. Had Paul Wielandy’s “Selling Slants” been 
written in the ’80s, we might have thought Alvah found 
inspiration there. Our guess is that he stored his youth- 
ful mind with “Oliver Optic”; and took supplementary 
courses in the delectable literature of the late “Colonel 
Beadle” of fragrant memory; in which virtue was ever 
triumphant and “Old Sleuth” always achieved his 
objective. We doubt the Arthurian legends being source 
of Alvah’s punch upon which Time has had no appar- 
ent effect.) 

Next in the welcoming group is Roy E. Springer, 
assistant manager, another veteran Carter Inker with 
more than twenty-five years of service. Previous to 
coming to the New York house, he was assistant man- 
ager in Chicago under Mr. Auchu, who was for many 
years successful manager there. 

In the receiving line are other veterans of the New 
York sales force; Charlie Leppert, Eddie Schmidlein 
and Joe Schaaf, a trio totaling sixty-seven years with 
Carter’s, and Charles Roff, with over sixteen years of 
service, and Jerome Savage, a fourteen-year man. 

“Newcomers” are Arthur Stavely, Jr., five years on 
the staff, who succeeded his father, the late Arthur 
Staveley, “Carter Inker” for twenty-eight years, mak- 
ing a “Staveley” total of thirty-three years, and Nor- 
man Conrad, soon to enter his fifth year on the staff. 

Mention of the New York house personnel would 
be incomplete without including Miss Frances E. Ward, 
proud possessor of a Carter twenty-five year service 
pin, whose term of service extends over twenty-eight 
years. 

The Carter latch string, always out, is frequently 
pulled by customers in New York and elsewhere. Man- 
ager Auchu and Assistant Manager Springer hope they 
may have the pleasure of receiving an unusual num- 
ber of friends this summer from near and far. 


—>--—_—___- 


STATIONERS TO SEND DELEGATE TO 
CANADIAN CONVENTION 


When the All-Canada Stationers convention opens 
in Toronto on October 2, the Stationers Association 
of Great Britain and Ireland will be represented by 
Herbert W. Holt, general secretary of the English 
organization. 

With receipt of that information last month officials 
of the Canadian association immediately began ar- 
ranging a series of fitting program assignments for 
the distinguished visitor. It was explained that Mr. 
Holt is expected to tell the convention delegates a 
good deal about how things are done in Great Britain 
along association lines. The organization in England 
is now in its thirty-fifth year, as a result of which 
Mr. Holt will have a wealth of background from which 
to draw illustrations of its effectiveness. 

A highlight of the three-day meeting will be a din- 
ner meeting on the first evening. Scheduled to be 
entirely conducted by the younger men of the indus- 
try, it is expected to be one of the most interesting 
sessions of the convention and has been named “Sales- 
men’s and Juniors’ night.” 

The convention will be held in the Royal York hotel 
and the annual golf tournament will be held on the 
Royal York course, one of the showplaces of the Ca- 
nadian city. 
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WHERE THE NATIONAL BUSINESS SHOW WILL BE HELD.—(Top) Outside view of Chicago's 
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Navy Pier. (Center) Section of ground where free parking is available for more than 1000 
cars. (Lower) Interior of pier photographed during show of the Automotive Service Industries 


last December. 


(Kaufmann & Fabry pictures.) 


Thirty-Sixth National Business Show 
to Open in Chicago October 23rd 


Tue Thirty-Sixth Annual National Business Show, 
which has been held in New York as the nation’s fea- 
ture exposition of the office equipment industry for 
the past thirty-five years, will be held in Chicago 
from October 23 to 27. The site of the exhibition will 
be the city’s famous Navy Pier. 

The decision to present the show in Chicago, with 
its obvious geographical advantages, its accessibility 
and its twenty-two railroads, was reached by Frank 
E. Tupper, president of the National Business Show 
Company, through the efforts of the Chicago Asso 
ciation of Commerce with the enthusiastic cooperation 
of city officials 

Chicago, it was pointed out 
distance of the homes and 
of the people who realize its centralized location and 
know, from previous experience, the vast facilit 
Chicago gladly places at sit 


the disposal of her visitors 
Perhaps never before h: National Business 
conducted on a site 


traveling 
millions 


is within easy 
businesses of 


as the 


Show been with the advantag 
offered to exhibitor and visitor by Navy Pier. Un- 
limited space, transportation to the pier entrance, 


close proximity to Chicago’s famous Loop and business 
district are but a small part of the conveniences 
offered. 
Navy Pier Facilities 

Highly organized and free parking for more 
1000 automobiles, with attendants on duty day 
night, is within a few steps of the pier entrance 
street car lines with transfer privileges to “L” 
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trains 


and bus lines, reach the door. The renowned Outer 
Drive, the highway to the Pier, accommodates twelve 
lines of traffic. There are mooring facilities along- 
side the pier at which water craft, from small speed- 
boats to huge freighters tie up and afford a sight 
paralleled nowhere else 

Within the pier, extending a mile into Lake Michi- 
gan, Mr. Tupper and Charles H. Hunter, Chicago man- 
ager of the company, have completed arrangements 
whereby the utmost efficiency of service will be avail- 
able to exhibitors. 

The 307 booths available are arranged in two 
straight lines, running the entire length of the pier 
from the entrance gates at one end to the large and 
comfortable restaurant at the other. Even numbers 
for booths are on one side and odd numbers on the 
other. Just within the gate is a private checkroom for 
exhibitors and an information booth and, outside the 
large checkroom for visitors. The entire 


can be heated or cooled to suit weather 


gate, is a 
structure 
conditions. 
Careful planning for an orderly arrangement of 
exhibits, wide aisles and finished decorations has 
been extended to include every other phase of the 
show The information booth is in charge of men 
thoroughly acquainted with the office equipment in- 
dustry and those in it. There will be a directory 
if the exhibitors arranged alphabetically and classi- 
products on display. This careful plan- 
likewise been demonstrated by the exhibi- 


fied as to 
has 
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tors themselves with the result that each booth will 
be in charge of people whose ability to supply infor- 
mation and make demonstrations is backed by years 
of experience, knowledge and long training. 

Manufacturers of office equipment, furniture, and 
machines have of recent years maintained a pace of 
progress that places them in a business world of 
tomorrow. The trend in all office equipment has 
been toward modernism to a marked degree. There 
has been a continual striving for the qualities most 
desirable from a business office point of view. Furni- 
ture has become lighter in weight with greater adapta- 
bility in usage. Machines are faster and better, per- 
forming feats of mathematics, calculation, production 
and reproduction almost beyond belief. Streamlining 
is an advanced feature overlooked nowhere. And it 
is at the annual National Business Show that the 
visitor may learn first hand what the manufacturers 
have contributed as their offering to a modernized 
business world of today. 

Commenting on the choice of Chicago for the Na- 
tional Business Show this year, Mr. Hunter, resident 
manager of the business show company, said: “The 
business men of Chicago and adjacent cities have 
always been among the foremost to utilize new devel- 
opments — machines, methods and equipment — de- 
signed to expedite office procedure and control busi- 
ness expenditures. Their progressiveness has been 
reflected at National Business Shows held in Chicago 
in the past which have always been well patronized.” 

Mr. Hunter pointed out that many exhibitors who 
will be among those at the Chicago show next month 
believe that the time is propitious to direct the atten- 
tion of business to the offerings of the office equip- 
ment industry. “Business is now under a challenge 
from Washington to revive markets and help create 
jobs,” Mr. Hunter said. “In carrying out its part in 
meeting this challenge and in adjusting itself to new 
and changing conditions, business can obtain vital 
and timely assistance from the creators and producers 
of modern methods and machines 
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For the benefit of our readers OFFICE APPLIANCES will 
present in an early issue a complete list of exhibitors, a 


THE BOOK OF THE GREAT. 
—Ex-President Herbert 
Hoover signs the distin- 
guished guest autograph 
book in the Lincoln Room 
of the Lincoln Memorial Uni- 
versity at Harrogate, Tenn. 
Mr. Hoover is flanked by 
Weis sectional bookcases 
containing many volumes of 
historical importance. 





Ww 
Cs ~ 


description of the products they will display as well as 
other interesting and timely details. 

Manufacturers planning exhibits in the National 
Business Show can aid materially by furnishing this 
journal with particulars of their individual displays 
and other information pertaining to them. 


—--¢ 
STURGIS (MICH.) HONORS SPENCE 


Charles L. Spence, president and treasurer of the 
National Carbon Coated Paper Company of Sturgis, 


Mich., former mayor and prominent in local civic 
affairs, has been appointed a member of the city 
commission, succeeding C. E. Walker, who resigned 


because of ill health. Mr. Spence served as mayor 
of Sturgis in 1927. In 1922 he sponsored the con- 
struction of Spence Field, local athletic field, which 


was presented to Sturgis schools about ten years 
ago.—_ AK 
<>< 
EX-PRESIDENT HERBERT HOOVER FLANKED 
WITH “WEIS BOOKCASES” 
Herbert Hoover, former president of the United 
States, was the guest of honor and principal speaker 


at the June closing exercises of the Lincoln Memorial 


University, Harrogate, Tenn 
The first official act of the distinguished visitor was 
to enter the Lincoln room to sign the university’s 


guest book reserved for famous personages. Mr. Hoover 


sat at a desk in a room replete with mementoes of the 
martyred president, and filled with historical and rare 
volumes reposing in sectional bookcases of the Weis 
Manufacturing Company which line the walls. 

During his visit Mr. Hoover was shown the univer- 
sity’s famous Charles H. Niehaus memorial collection 
of sculptors’ models, which is one of the world’s best. 
There are thirty-five separate items in the coilection, 
including the famous seated Lincoln, Robert E. Lee, 
Admiral Farragut, Stephen A. Douglas, Sherman, and 
many others 

The collection was given the university by Miss 
Marie J. Niehaus, Grantwood, N. J., whose generous 
gift was made “that the fame of Abraham Lincoln 


should be immortalized.’ 








35,000 POUNDS OF AUTOMATIC FILES 
GOING PLACES!—This huge load of 
files constituted one order for the Auto- 
matic File & Index Company, for equip- 
ment to be installed in the Illinois De- 
partment of Labor, Unemployment Com- 
pensation Division. It required four five- 
ton trucks to transport the order. The 
trucks were photographed just before 
departure from Green Bay, Wis., and a 
section of the company’s factory is 
shown. 


AUTOMATIC FILE & INDEX MAKES 35,000 POUND 
DELIVERY IN CHICAGO 

One order of automatic files totaling 35,000 pounds 
was delivered recently by the Automatic File & Index 
Company to the Illinois Department of Labor, Unem- 
ployment Compensation Division. The order was se- 
cured by Tallman, Robbins & Company, exclusive 
Automatic representatives in Chicago. 

Delivered within thirty days after receipt of the 
order, the big installation included seventy-four Au- 
tomatic twelve-drawer tabulating card files, thirty-six 
five-drawer expanding and compressing files and four 
automatic executive files. Automatic equipment now 
in use in the unemployment division alone totals 197 
twelve-drawer tabulating files, 99 five-drawer expand- 
ing and compressing files, nine four-drawer expanding 
and compressing files and ten executive files. 
o— 7 


LINCOLN MEMORIAL “U” HONORS POUNSFORD 

Impressive honors were recently paid Harry G. 
Pounsford, Pounsford Stationery Company, Cincinnati, 
by the Lincoln Memorial University, Harrogate, Tenn., 
when the college house organ, “The Lincoln Herald,” 
carried a history of his 110-year-old firm. 

Under a heading of “Flowers for Mr. Pounsford,”’ 
the article is accompanied by a photograph of the sta- 
tioner and a picture of the beautiful garden of his 
home. These flowers, the story explain, are a daily 
ornament of his desk and the article concludes with 
the following: 

“The flowers of Mr. Pounsford seem to breathe some- 
thing of the sweetness and gentleness of his life. It is 
for that reason that we requested a picture of his 
garden, so that we could publish it in this issue of the 
Lincoln Herald. Long a friend of Lincoln Memorial 
University, he deserved a little special mention, and we 
insisted upon this modest recognition of what he has 
meant, not only to Cincinnati, but to thousands of 
young men and young women who indirectly have 
been the beneficiaries of his goodness in various 
institutions.” 
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Mr. Pounsford’s business has an illustrious record of 
more than a century. Started in 1829 by George Conk- 
lin at Cincinnati, the firm became Applegate & Com- 
pany in 1841 and nine years later became Applegate 
& Pounsford. There were good years and lean years 
throughout this period; good times with little or no 
worry, and obstacles to be met and overcome when the 
going was not so good. But through its whole history 
the company has been headed by courageous leaders 
who followed every entrenchment with immediate 
plans for expansion and growth when things became 
better again. 

In 1888 the organization became A. H. Pounsford & 
Company and had not reached its full stride, although 
steadily on the increase. In 1896 the firm was incor- 
porated under the name of the Pounsford Stationery 
Company from which time Harry G. Pounsford, the 
present head, has been in active charge with no sign 
of retirement yet. 

Mr. Pounsford is justifiably proud of his company 
and the fact that for a hundred years it has been an 
honored member of the Cincinnati Chamber of Com- 
merce. He possesses a Scrap book in which are filed 
numerous clippings of Chamber of Commerce dinners 
and other civic functions revealing the substantial 
part the Pounsford organization has played in building 
up the city in which it is located. 

And the city, too, is proud of the Pounsford name. 
Down through the years the organization has been 
among the first when aid was needed and through its 
leader has willingly helped build hospitals, assisted 
with schools and sponsored many civic and welfare 
projects. In recent months, when friends of the Eliza- 
beth Gamble Deaconess Home Association and Christ 
Hospital gathered for a dinner in honor of Dr. Merrill 
F. Steele, new superintendent of the hospital, Mr. 
Pounsford presented the hospital with a beautiful por- 
trait of Dr. Daniel Drake, founder of Cincinnati's first 
hospital and medical school. Dr. Drake, noted pioneer 
in Cincinnati medical circles, was a great-uncle of 


Mr. Pounsford. 
cc i + 


BALLARD SHOWS SPEED-O-PRINT 
PRODUCTS IN A BIG WAY.—The Walter 
M. Ballard Company, Washington, D. C., 
recently moved into new quarters at 
1340 G street, N.W., and decided to 
celebrate the event by making Wash- 
ingtonians Speed-O-Print conscious. So 
the company rented a large display 
space in the Telephone building and 
made one of the finest showings of prod- 
ucts of the Speed-O-Print Corporation, 
Chicago, seen in a long time. Two large 
duplicators, well spaced apart, formed 
the center around which were sym- 
metrically placed boxes and packages of 
all the products which go with the 
Speed-O-Print machine. 
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COLUMBIA ANNOUNCES NEW TENNESSEE SET-UP 

The following announcement concerning a new set- 
up in the state of Tennessee was issued to the trade 
recently by the Columbia Ribbon & Carbon Manufac- 
turing Company: 

“This is to advise you that as of July 1, 1939, the 
Columbia Ribbon & Carbon Manufacturing Company, 
Inc., Glen Cove, N. Y., domesticated the name of their 
company in the state of Tennessee, and will continue 
the distribution of their products from their Nashville 








S. F. RICHARDSON 


branch office located at 107 Union street, succeeding 
their former distributor, J. B. Scobey Company, Inc. 
S. F. Richardson, who formerly represented Columbia 
Ribbon & Carbon Manufacturing Company in North 
Carolina, Virginia, Washington, D. C., and Baltimore, 
Md., has been appointed branch manager. The sales 
force of the Scobey organization will contince its func- 
tions as heretofore with the same employes, namely, 
J. B. Scobey, J. H. Shanks, H. D. Bencomo and T. L. 
Vaughan.” 


—_—_—— oe 
McLANE DIRECTS SPENCERIAN SALES 


Albert McLane, well known to Stationers in most 
of the country, has been appointed sales manager of 
Spencerian Pen Company. For a long time he has 
been Spencerian sales representative in various ter- 
ritories, particularly the East and Middle West. He 


YORK SAFE & LOCK PEOPLE “TAKE 
OVER” WORLD'S FAIR.—Nearly 2800 
men and women traveled in three spe- 
cial trains from York, Pa., to New York 
City. (Top left) President Laucks leading 
the parade through the fair grounds. 
(Top Right) Grover Whalen welcomes 
the 2771 visitors in the Court of Peace. 
(Lower left) Part of the York crowd as- 
sembled in the Court of Peace. The 
camera missed 1000 people sitting on the 
left. (Lower right) The Kiltie Band lead- 
ing the way to the Court of Peace. (Inset) 
Arrival of the first special train carrying 
the visitors to the exposition. 
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has been active in association work with the Twelve- 
Thirty Club in New York, the Wis-IIl Club in Chicago, 
and elsewhere. In addition to his new duties Mr. 
McLane will continue to cover personally the Middle 
West and the Northwest, where he has called upon 
the trade in the interests of Spencerian a number 


of years. 
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WAHL WINS FALCON INJUNCTION 


In a recent hearing before United States District 
Court Judge Vincent L. Leibell at New York an injunc- 
tion was granted The Wahl Company and the Penmac 
Corporation against the Falcon Pencil Corporation. 
The Wahl organization had charged that a step-by- 
step pencil manufactured by the defendant was an 
infringement on the Eversharp repeating pencil. 


SAFE CROWD VISIT WORLD’S FAIR 
NEARLY 3,000 STRONG 


Forming one of the largest delegations ever to visit 
the New York World’s Fair in a body, 2,771 persons 
of the York Safe & Lock Company, last month jour- 
neyed from York, Pa., to New York City for a week- 
end visit to the big show. 

Headed by President S. Forry Laucks and the Kiltie 
Band of York, the excursion formed a parade and 
marched, to the tune of bagpipes, from the entrance 
of the fair. grounds to the Court of Peace, where 
Grover Whalen, president of the Fair corporation, 
delivered a speech of welcome and figuratively handed 
the exposition over to the visitors. 

Mr. Whalen’s address was answered by Mr. Laucks. 
The occasion being the day of his birthday anniver- 
sary, he was presented with four baskets of flowers 
by a committee representing the York Safe & Lock 
Company’s plant, the office staff, the Beneficial Asso- 
ciation and the New York branch of the firm. 

Before leaving for a general tour of the Fair the 
visitors made an inspection of Mr. Laucks’ exhibit 
of cattle at the electrified farm. In the evening a 
large number of men and women fell in behind the 


YORK 


_Kiltie Band to escort Mr. Laucks to his train. 


According to officials of the railroad three special 
trains were placed in operation to convey the big party 
to New York and return them to York, making one 
of the largest contingents carried by the railway in 
many years. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 

the branch in charge of C. H. Everly at 418 Pershing Square Bidg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 

upon Vincent Jackson at 22 St. Andrews street, London EC4. Mr. Jackson’s 

contacts with the trade and its organizations afford him information valuable to 
those desiring to cultivate the British market. 


London, August 5. 


The Typewriter Trades Federation is planning a 
convention next month at Scarborough, a well known 
seaside resort on the East Coast. The Mayor and civic 
authorities are giving full support and arrangements 
have been made so that social functions (to include 
the ladies, of course), will make the long week end 
enjoyable and not all business. 

The Federation, of course, holds a number of re- 
gional meetings, there being one recently in connec- 
tion with the inauguration of a Kent & East Sussex 
branch. One of the many useful activities of the Fed- 
eration as a whole is to control the situation in such 
a way that members do not start a “price war’ 
among themselves. Again, a definite scale of mini- 
mum premium charges to be added to list prices for 
“Hire Purchase Sales” is laid down. 

* ~ ae 

There recently appeared in the Halifax Daily Courier 
an interesting description of what is described in the 
caption as “The Thinking Machine.” Actually it is 
the huge calculating machine of Dr. Bush of the 
Massachusetts Institute of Technology which is de- 
scribed as measuring 26 feet by 10 feet, electrically 
actuated. 

> * a 

World’s Press News praise the latest promotion lit- 
erature of Burroughs Adding Machine, Ltd. in which 
is illustrated and described the mechanical accounting 
arrangements employed by the Imperial Tobacco Com- 
pany in its various branches. The I. T. C. is a huge 
concern and Burroughs rightly deserve publicity for 
the fine work entailed in the installation in question. 

* * m 

An interesting correspondence has recently been 
published in Industry Illustrated on the question of 
time and dating stamps. One writer had questioned 
whether there was a demand for a reliable electric 
clock for this job and generally speaking it would 


seem, from letters published, that in this country 
office machines for dating and impressing the time 
of receipt were little used. 

* = * 

Recent rearmament activities in this country bring 
other reactions to the office appliance industry besides 
increasing the sales of office machines in hard-worked 
factories. For example, in common with other busi- 
ness concerns, members have to consider the provision 
of shelters for their employes should they number 
over a certain figure. Then there is the problem of 
masking lights or windows both for practice “air 
raids” and “black outs” for the real thing—which it is 
hoped will not happen in the near future. Whilst 
perhaps the only office appliance that is sold in any 
quantities on hire purchase terms may be the type- 
writer, there is now the question of the future supply 
on such terms to those called up as Reservists, Terri- 
torials or Militiamen, for they are given (under cer- 
tain circumstances) protection under Act of Parlia- 
ment against action for non-payment of instalments 
during their service with the forces. This same ques- 
tion of the calling up of men for “considerable 
periods” over the present and next month or so pre- 
sents problems in sales and office staff. But despite 
all these problems, business men are cheerful and 
optimistic and carrying on as usual. 

* . * 

Trade figures as a whole are keeping well up on 
last year and unemployment figures are considerably 
down. 

a * * 

Remington, Library Bureau & Kardex—who still 
trade over here under their separate names—are 
shortly moving into a fine new building. For years 
they have had what one might call a famous address 
100 Gracechurch street and No. 1 Leadenhall street 
in the midst of the City of London. It was a promi- 
nent corner site but as one of London’s old buildings 
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it was both inadequate and unsuitable for such mod- 
ern products as are marketed by this group. 

The new building is further west, has only just 
been completed, and Remington and their associated 
companies will occupy some 25,000 square feet of 
offices. 

Incidentally, at the same time as they occupy a new 
“home,” they report excellent sales and reception of 
their new product—Streamline No. 5 portable Reming- 
ton made in Hamilton, Ontario. 

Mr. H. A. Schuler, a vice-president of Remington 
Rand, who is in charge of export sales has recently 
visited Europe. Naturally the head offices and branches 
of the English companies in Great Britain have seen 
a deal of Mr. Schuler who wished to familiarize him- 
self with working conditions over here. 

Re x as 

The arrangements for the Business Efficiency Exhi- 
bition to be held next month are well in hand. The 
organizers, The Office Appliance Trades Association, 
have recently issued a comprehensive survey of pub- 
licity arrangements. 

* oR *. 

Royal Typewriters have lately greatly improved the 
appearance of the head office in London by building 
new display windows. A recent attraction incidentally, 
was a window display of modern fire appliances and 
uniforms for the new Auxiliary Fire Service. Posters 
inviting volunteers for national service added interest 
and a good many people stopped to look at this dis- 
play—and Royal typewriters, too!—VEJ. 
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ITALY AS A TYPEWRITER EXPORTER 

It is learned that within the last six years Italian 
officialdom has concerned itself in the building of 
typewriters in Italy. The industry has broadened out, 
so that at this time 1,200 workmen are busy in the pro- 
duction of Italian machines. 

There is an implication that there is a possibility 
that governmental intervention is expected to favor 
the Italian machine, through subsidy or through some 
other form of governmental recognition. The best 
market for the Italian machine appears to be in the 
South America countries. 

a —<>? 


GERMAN LEAD PENCIL PRODUCTION INCREASES 

Papier Und Schreibwaren Zeitung (Vienna) states 
that the lead pencil trade of Germany has improved 
in recent months. 
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DISPLAYS OF OFFICE EQUIPMENT AT 
THE MILAN (ITALY) FAIR.— 

i. Ducati, Bologna. 

2. C. E. R., Milan. 

3. Lagomarsino E., Milan. 

4. C.I1.M.A.C., Milan. 

5. Ing. C. Olivetti & C. S. A., Ivrea. 

6. Everest-Soc. An. Serio, Milan. 

7. Galli, Pomi & C., Milan. 
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MILAN WITNESSES 20TH ANNUAL FAIR 

The twentieth annual fair and showing of business 
machines and equipment was held at Milan, Italy last 
month with a record-breaking number of displays and 
an attendance of visitors from every section of Europe. 

This year the showing of business equipment was 
on a larger and grander scale than ever. Booths of 
various sizes, attractively decorated in the modern 
manner, displayed the latest offerings of European 
and some American manufacturers of office machines. 
Each mechanical device proved of deep interest to 
the visitors who watched intently the operation of 
the various machines. 

Among the firms which displayed their offerings 
were the following: 

Ing. C. Olivetti & C. S. A., Ivrea.—Typewriters, 
adding and accounting machines, and “Sintex” filing 
cards. 

Lagomarsino E., Milan.—Totalia adding machines, 
Gim miniature adding machines, Mercedes and Astra 
accounting machines, Pronto filing card systems, Ad- 
dressograph addressing machines, and Brunsviga cal- 
culating machines. 


Everest-Soc. An. Serio, Milan.— Showing Everest 
typewriters. 
Galli, Pomi & C., Milan.—Continental and Conti- 


nental Duplex accounting and adding machines and 
Wanderer-Werke typewriters and music writing type- 
writers. 

C. I. M. A. C., Milan—Allen-Wales adding machines. 

Ducati, Bologna.—Duconta adding machines. 

C. E. R., Milan.—Cash registers. 

Other companies displaying their products of whose 
booths pictures were not available include Adrema, 
Milan; S. I. M.-Soc. Ind. Mecc., Turin; E. Levi & 
C., Milan; Italcalcolo, Milan; Macda, Milan; Under- 
wood S. A. M. U., Milan; S. A. Siemens, Milan; Grifini 
Rag. Rinaldo, Milan; Kardex Italiana, Milan; Castelli 
Della Vinca, Milan; Sozzi & Inzadi, Milan; Campagnia 
Apparecchi Duplicatori, Milan, Gestetner duplicators; 
Sada, Milan: Testa Di L. Cuneo A. & C.; F. Lii 
Candini, Milan; Soc. An. Invinea, Turin; Officine 
Villar Perosa, Turin, A. C. C. A., Milan; National 


S. A., Milan; S. A. Crespi Pietro, Milan; F. Lli Bellotti, 
Milan. 

F. I. M., Turin; Fila, Florence; Lus Saronno; Comp. 
It. Macchine Ufficio, Milan, Royal typewriters; F. Sel- 
vatico & C. Figlio, Milan; Luce-Soc. An. Genoa; Cav. A. 
M. Orna & C., Verona; G. Marcantoni & C., Milan; 
Francotyp-Soc. It. Audion, Milan; Rotaprint, Milan. 











38 


REPORT OF IMPORTANT EVENTS AND 


ACCOUNT OF NOTEWORTHY ACTIVI- 





TIES FOR THE MONTH IN 


EVERY 


DIVISION OF THE INDUSTRY 








ano 





MISCELLANY 








—i- 


SHIPMAN-WARD PROMOTES THREE OFFICIALS 


The Shipman-Ward Manufacturing Company, 325 
North Wells street, Chicago, last month announced 
through its president, C. W. Berry, the promotions of 
three of the company executives. They are C. A. 
Thompson, J. C. Coumbie and Miss C. M. Bircher. 

Mr. Thompson was appointed vice-president in 
charge of sales and a member of the board of direc- 
tors. He joined the Shipman-Ward organization in 
November, 1938, as sales manager after being for a 
considerable time in charge of accounting and adding 
machine sales in the Chicago office of Remington 
Rand, Inc. Possessing a genial personality and a 
wealth of experience in the field, he took to his new 
job a large number of friendships of men in the indus- 
try and an ability which aptly fitted him for the added 
responsibilities. 

Mr. Coumbie becomes vice-president and treasurer 
as well as a director of the company, for which he 
was auditor for the past eighteen years. Like Mr. 
Thompson, he joined Shipman-Ward well equipped to 
handle his duties. Prior to that connection he was 
well known throughout the Middle West as an expert 
accountant and for some time was associated with the 
public accounting firm of Ernst & Ernst, one of the 
leading organizations of its kind in Chicago. 


Miss Bircher, who is a veteran of the firm, takes 
over the responsibilities which go with the position 
of secretary. She joined Shipman-Ward twenty-six 
years ago, holding with honor the position of secre- 
tary to the president. Scores of friends in the indus- 
try wish her the best of luck in the new undertaking. 


C. A. THOMPSON 





MISS C. M. BIRCHER 


NEWLANDS AND SMITH JOIN CANADIAN U. E. F. 

The appointment of A. J. Newlands and R. A. Smith 
as general sales supervisors for the eastern and west- 
ern districts of Canada, respectively, was announced 
last month by J. J. Seitz, president of Underwood 
Elliott Fisher, Limited, Toronto. 

Mr. Newlands was formerly vice-president and man- 
aging director of the Royal Typewriter Company, Lim- 









A. J. NEWLANDS R. A. SMITH 


ited, at Montreal. He joined Royal in 1925 as a sales- 
man in 1925, becoming Montreal manager a year later. 
In 1931 he was made assistant sales manager of the 
portable division in New York, returning to Montreal 
in 1932 to take the position he held until he joined 








J. C. COUMBIE 
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Underwood Elliott Fisher. Mr. Newlands served with 
the Canadian artillery during the World War. 

Mr. Smith, who possesses a fine reputation in the 
field, was connected with the T. Eaton Company at 
Winnipeg, where, for twenty years, he was superin- 
tendent of the office equipment department. He will 
maintain headquarters at Winnipeg and, like Mr. New- 
lands, will operate directly under the president’s of- 
fice in conjunction with J. L. Seitz, executive vice- 
president of the company. 

—— oe 
COWIE NAMED PRESIDENT OF CURTIS 1000 


Henry H. Cowie, for many years a vice-president 
and sales manager of Curtis 1000, Inc., St. Paul, Minn., 
last month was appointed president of the company to 
fill the vacancy created by the death of the late 








H. H. COWIE 


Henry Curtis whose passing is reported elsewhere in 
this issue. 

Mr. Cowie is in his forty-sixth year and joined 
the Curtis organization in 1915. He demonstrated a 
splendid business ability and a genuine liking for 
work with the result that he was advanced rapidly 
to the positions of office manager, assistant sales 
manager and then second vice-president in charge of 
sales in the Western Division. 

The company maintains branches at Hartford, 
Conn., and Cleveland, Ohio, both of which will be under 
the general supervision of Mr. Cowie. The firm rep- 
resents the DoMore Chair Company, Browne-Morse 
Company, Smead Manufacturing Company and a 
number of other manufacturers. 

nn i 


ROYAL OF CANADA PROMOTES HUSSEY 


Effective August 1, J. C. Hussey has been named 
vice-president and managing director of the Royal 
Typewriter Company, Ltd. of Canada. 

Mr. Hussey, until his new appointment, was assistant 





J. C. HUSSEY 


sales manager of the foreign department of the Royal 
Typewriter Company, Inc. of New York. 
The new operating director of the Canadian organ- 
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ization has been associated with Royal since 1923. In 
that year he joined the foreign department in New 
York. His excellent work and executive ability won 
him the appointment of assistant sales manager in 
1927. During his service with the foreign division he 
traveled extensively in South America and Australia. 

In his new position, Mr. Hussey’s qualities of leader- 
ship and his ability will be well utilized; and he takes 
to the new job the sincere well-wishes of hundreds of 
friends on this side of the border. 
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“NATIONAL GEOGRAPHIC” STORY OF IOWA TELLS 
W. A. SHEAFFER COMPANY HISTORY 


In an interesting article on the state of Iowa, 
entitled “Iowa, Abiding Place of Plenty,” which ap- 
peared in the August issue of The National Geo- 
graphic Manazine, was a generous section devoted to 
a history of the W. A. Sheaffer.Pen Company, Fort 
Madison. 

The article, written by Leo A. Borah, consists of 
forty pages of text and pictures dealing with every 
phase of the “tall corn” state’s agricultural and in- 
dustrial activities, its recreations and its flourishing 
farming industry. 

After explaining that Fort Madison was established 
in 1808 as a government trading post, and burned five 
years later to prevent its capture by Black Hawk and 
his Indian warriors, the story continues: 

“On the spot where the old fort stood, we saw the 
six modern buildings of the W. A. Sheaffer Pen plant, 
climax of a 20th-century industrial romance. W. A. 
Sheaffer, a young retail jeweler, began to manufac- 
ture fountain pens in the back room of his store in 
1912. He was by no means the first to make fountain 
pens, but four years earlier he had hit upon an idea 
which was to revolutionize the trade. He had obtained 
a patent on the first practicable lever filler!” 

The story tells how friends and neighbors sub- 
scribed funds to start the company with a capital of 
$35,000; how the screw cap for pens was developed, 
marked with the word “turn” to warn the user against 
trying to pull it free; and how the Sheaffer organ- 
ization has branched out into the manufacture of 
other articles besides fountain pens including the 
ball pocket clip, the propel-repel-expel pencil, the 
Skrip, “successor to ink” and Para-Lastik paste. 





EXCUSE US, Pitaeee 


A Guest Book item of Mr. Eberhard Faber’s call last 
month mentioned his attendance at an American 
Whist League convention at Springfield, Mass. The 
meeting was in Holyoke, Mass. There was also men- 
tion of the Tin Whistle Club reunion in Maine. The 
reunion was held at Portsmouth, N. H. 

Notes made at the time of Mr. Faber’s call were 
misplaced and faulty memory put us in error. 

Anyways, we were correct about Mr. Faber being in 
Chicago. And in our Guest Book is his name and his 
maxim—‘“don’t hurry, don’t worry”’—done by his own 
hand, which latter we are trying to put into practice. 


* ” * 


A news report, under a heading of “Michigan News 
Jottings,” which appeared in the August issue, con- 
tained two errors which we hasten to rectify here with 
apologies to the persons concerned. Elmer Sick is 
with W. B. Gregory & Son, Inc., and not with Gregory- 
Mayer-Thom. Miss Katherine Atkin is secretary to 
Fred Richmond and not Fred Backus in the Rich- 
mond-Backus organization. 


* * ao 


In the August issue appeared a report of the pass- 
ing of the late Stephen B. Elford who was connected 
with H. B. Hosmer, Inc., of New York City. In ex- 
plaining that Mr. Elford was prominently active with 
fraternal organizations he was referred to as Mr. 
Hosmer instead of Mr. Elford. We regret the error. 
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7,000 ATTEND GENERAL FIREPROOFING COM- 
PANY’S ANNUAL EMPLOYE PICNIC 

An all-time record for attendance at company pic- 
nics was set on July 15 when more than 7,000 men, 
women and children turned out for the twenty-second 
annual picnic and outing of The General Fireproofing 
Company, Youngstown, Ohio. The big event was held 
at Idora Park. 

From early morning until well after dusk the merry- 
makers laid aside their cares and united in one am- 
bition—to have the time of their lives. And they suc- 
ceeded nobly. Grownups, in knockabout clothes, and 
youngsters in everything from bibs to bathing suits, 
took full advantage of the many amusements offered 
by the park and placed at their disposal by their 
company. 

They swam in the swimming pool. They patronized 
the thrilling rides and stayed on for “seconds.” They 
skated in the roller skating rink and they forgot dig- 
nity in the fun house, while the children worked the 
Shetland ponies and the merry-go-round overtime. 

After a noonday lunch the crowd settled down to 
watch a softball game between the G. F. team and 
another from the Addressograph-Multigraph Corpora- 
tion of Cleveland. The General Fireproofing nine did 
a thorough and satisfying job of trimming their op- 
ponents by a score of 9 to 5, to win the first of a series 
of three games and the award, which was a hand- 
some trophy donated by President George C. Brainard. 

Other events of the day included a tug-of-war be- 
tween the men of plants Nos. 1 and 2, with the former 
winning the box of cigars; a horseshoe game, pipe- 
smoking contest, races and a jitter-bug contest. Danc- 
ing occupied the balance of the day, after which 
everyone, stopping only to congratulate H. N. Davis, 
general chairman of the outing committee. 
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70 TEE OFF IN CHICAGO STATIONERS ANNUAL 
TOURNAMENT AT NORTHBROOK 

Aided and abetted by perfect golfing weather, one 
of the snappiest courses on the rolling prairie of Illi- 
nois and the promise of lots of fun and genial good- 
fellowship, seventy brave souls forsook their Sunday 
morning sleep on August 27 and journeyed to the 
Northbrook Country Club for the twelfth annual golf 
tournament of the Chicago stationers. 

Had it been in the days before the horseless car- 
riage, the cavalcade would have made quite an impres- 
Sive showing and would have been put to it to find 
stabling room for their horses. But as it was the first 
automobiles began trickling in somewhere in the 
neighborhood of nine o’clock and from then on they 
arrived in droves. 

Morning salutations at the clubhouse opened fes- 
tivities with Chairman of the Outing Committee Tom 
MacCorkindale (Just & Son) on hand to welcome the 
golfers, and to remind them of their exceptional luck 
reflected in the bright skies as compared to last year 
when they played in something resembling a baby 
gale. 

Within a short time mashie wielders were spread all 
over the landscape, busily digging divots, comparing 
score cards and alibi-ing slices. But everyone, from the 
sharks to the dubbiest dubs eventually arrived at and 
passed the eighteenth hole and headed happily for the 
nineteenth where the early morning salutations were 
repeated with gestures. 

In the afternoon the visitors did pretty much as 
they pleased, some enthusiasts of the grand old pas- 
time electing to play more golf, others hieing them- 
selves for the shade and comfort of the veranda. 
Still others decided upon a deck of cards as a means 
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CAMERA SHOTS SNAPPED AT GENERAL FIREPROOFING COMPANY'S TWENTY-SECOND ANNUAL OUTING 


Puzzle picturel—Find pictures numbered | and 2 and you see 
President George C. Brainard and Chairman of the Board W. H. 
Foster, snapped as they watched 7000 men, women and chil- 
dren enjoying the GF annual outing at Iroda Park. Executives, 


bosses and workers got together for a day of fun and frolic 

and everyone had the time of their lives before darkness 

brought the twenty-second annual celebration to a close. 
Clue! Pictures No, | and 2 are near center. 
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CHICAGO STATIONERS AT NORTHBROOK COUNTRY CLUB ON AUGUST 27 


1. A. G. Schaefez, Sengbusch Self-Closing Inkstand Co.; Dick 
Gingland, Esterbrook Pen Co.; Art Schaefer, Sengbusch 
Self-Closing Inkstand Co.; Herb Walsh, Southworth Co.; 
Bob Vojta, Frank Mashek & Co.; Ben Powell, A. W. Faber, 
Inc.; L. Elsassen, guest; Ralph Maneval, A. W. Faber, Inc.. 
Bill Dalton, manufacturers’ representative. 

2. E. H. Dietze, guest; K. E. Wallace, Pritchard Stationery Co. 

3. Bud Hanchett, A. Kutok, Irving Anderson, all Chandler's, 
Inc.; G. Costello, Parker Pen Co.; Tom Crane, Transconti- 
nental Western Airlines; S. L. Leach, Just & Son. 

4. Jack Johnstone, course professional; Louis Melind, Louis 
Melind Co.; George Kuhfuss, Horder’s; Homer Schulenburg, 
Horder’s; Tom MacCorkindale, Just & Son; A. J. Krelle, Hor- 
der’s, Inc. 

5. Ollie Stevens, Stevens, Maloney & Co.; Harry Balch, Qual- 
ity Park Envelope Co.; William Boyd, Acco Products, Inc. 

6. J. B. Rushmore, Reyburn Mfg. Co.; Parle Cooley, Bates 
Mfg. Co.; K. G. Sellberg, guest. 


of relaxation and a few hardy pioneers (believe it or 
not) voted for a long walk. 

Toward evening the important event of the day was 
the sole subject of conversation. Who had won the 
prizes and what had they won? That was the burning 
question which found no answer because Mr. Mac- 
Corkindale had arranged for all prizes to be wrapped 
securely and therefore camouflaged to a high degree. 

What, however, was known for a certainty early in 
the day was the fact that Jerry Isador, of the Crown 
Office Supply Company, a golfer of no mean ability, 
had, for the third consecutive year, walked off with 
the trophy put up by the Imperial Methods Company, 
Forest Park, IIl. 

But evening came and the prizes were distributed 
with many heartfelt thanks to the generous manufac- 
turers who, as in past years, donated the large num- 
ber of articles won. The companies donating the 
prizes were: 


Ace Fastener Corp.; Acco Products, Inc., G. J. Aigner 


7. G. J. Aigner, G. J. Aigner Co.; John Uden, Boorum & Pease 
Co.; W. D. Comstock, G. J. Aigner Co. 

8. Sam Sopoci, Utility Supply Co.; Charles Jones, C. L. Bark- 
ley & Co.; Ben Powell, A. W. Faber, Inc.; Eldon Just, Just 
& Son. 

9. Harry J. Isador, Just & Son; Mrs. Jerry Isador; Jerry Isador, 
Crown Office Supply Co. 

10. L. Jirout, Utility Supply Co.; Rudy Janovsky, Wilson-Jones 
Co.; Frank Kline. Acme Stationery Co.; Frank Guintini, 
Utility Supply Co. 

1l. William U’Sellus, M. J. Saltzman, R. K. Ward, M. S. Brody, 
William Shuster, all of Utility Supply Co. 

12. J. T. Petrak, Just & Son; L. P. Wingert. General Pencil Co. 
and Defiance Sales Corp.; Ed. Shapiro, Horder’s; Hy Linden, 
Ace Fastener Corp. 

13. Tom Gillice, Rockwell-Barnes Co.; Tom MacCorkindale, 
Just & Son, chairman of outing committee. 

14. W. Nagorsen, Harry Hechtman, M. Wolf, Bill Saunders, all 
of Utility Supply Co. 


Co., Automatic Pencil Sharpener Co., Allen Paper Co., 
Associated Stationers Supply Co., American Pad & 
Paper Co., American Lead Pencil Co., C. L. Barkley 
& Co., Bates Manufacturing Co., Columbian Art 
Works, Carter’s Ink Co., Joseph Dixon Crucible Co., 
Eaton Paper Corp., Esterbrook Pen Co., Eberhard 
Faber Pencil Co., A. W. Faber, Inc., Frederick Post 
Co., Finch & McCullouch, Charles M. Higgins & 
Co., Imperial Methods Co., Louis Melind Co., Min- 
nesota Mining & Manufacturing Co., Frank Mashek 
Co., National Blank Book Co., National Vulcanized 
Fibre Co., OFrricE APPLIANCES, Parker Pen Co., Peer- 
less Key-Imperial Manufacturing Co., Quality Park 
Envelope Co., Rogers Loose Leaf Co., Rand Mc- 
Nally Co., Reyburn Manufacturing Co., Sanford Man- 
ufacturing Co., Sengbusch Self-Closing Inkstand Co., 
W. A. Sheaffer Pen Co., Southworth Paper Co., Sun 
Rubber Co., Vail Manufacturing Co., P. F. Volland Co., 
The Wahl Co., L. E. Waterman Co., F. S. Webster Co., 
Wilson-Jones Co. 





THEY ATTENDED ALLEN SALES CON- 
FERENCE.—Front row (L to R) M. T. 
Snyder, R. E. Wing. C. Johnson, R. C. 
Allen, president; H. A. Edlich, K. P. 
Phelps, G. Laurence. (Second row) R. 
Stanchfield, R. J. Smith, S. S. Goode, 
R. J. Purdon, G. B. Farrell, L. L. Inabinet, 
F. X. Bier. (Back row) H. A. Collins, F. H. 
Staat. R. Duin, E. E. Thornton. 
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ALLEN HOLDS NATIONAL SALES CONFERENCE 

With a dozen sales managers from various sections 
of the country present, Allen Calculators, Inc., Grand 
Rapids, Mich., held its first national sales conference 
last month at its factory. 

The event opened for a four-day conclave with an 
open house and factory inspection, followed by a 
smoker at the Rowe hotel in the evening. On the 
second morning program appeared R. C. Allen, presi- 
dent of the company, and his assistant, Gordon Lau- 
rence, both of whom made brief addresses, after which 
the noon adjournment was made and the visitors 
entertained at luncheon. In the afternoon Vice-presi- 
dent H. A. Edlich gave a talk on installment contracts 
and Mr. Laurence spoke on “sales contests” and 
“Dealer Advertising.” The Tuesday session ended with 
dinner in the Peninsular Club. 

On the third day the speakers included Carl John- 
son, vice-president in charge of production; Roy 
Wing, K. P. Phelps, F. X. Bier and Mr. Allen. Dinner 
at the Highlands Country Club followed. The fourth 
and closing day of the convention was given over to 
conferences. 

Sales managers who attended the meeting were 
K. P. Phelps, New York; M. T. Snyder, Pittsburgh; 
L. L. Inabinet, Washington: H. A. Collins, Grand 
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Rapids; R. J. Smith, Chicago; F. H. Staat, Chicago; 
R. J. Purdon, Minneapolis; F. X. Bier, Kansas City; 
R. Duin, Denver; E. E. Thornton, Los Angeles; G. B. 


Farrell, Billings, Mont., and Arthur L. Young, Oakland, 


Calif. 
*—- -— 
ROYAL’S PORTABLE FIELD DIVISION HOLDS 
CONVENTION 


Introducing the new portable with “Magic’’ margin 
and many other inbuilt refinements, the Royal Type- 
writer Company, Inc., was host to its portable field 
organization at a four-day convention from June 26 
to June 30 at the Hotel Vanderbilt in New York City. 

The session was opened with a message of greeting 
from Vice-president Maxwell V. Miller, who welcomed 
the fieldmen to the convention and gave a brief out- 
line of the bright future which the typewriter field 
opens up to the new portable and the excellent pros- 
pects which are in store for this model. 

William A. Metzger, sales manager of the portable 
division, discussed its other exclusive features, includ- 
ing locked-segment shift freedom, touch control and 
shock absorbers, and then formally presented the new 
model to the organization. 

The lights were dimmed, the curtain was drawn 
across the stage and, when Mr. Metzger gave the word, 





ROYAL'S PORTABLE FIELD DIVISION IN FOUR-DAY CONVENTION IN NEW YORK CITY 











MEMORANDUM TO THE EXECUTIVES OF AMERICA 
school, government, 
church or institution... 


in business, 





A. B. Dick Company vill 
soon have in the hands 
of its distributors a full 
new line of Mimeograph 
duplicating equipment in 
the key of tomorrow— 
for business today. 

The newest members 
of this complete stream- 
lined family are the new 
Mimeograph 91 and new 
Mimeograph 92. 

They are built for “big 
office” duty —they meet 


almost “any office” price. 





Mimeoer 


MIMEOGRAPH is the Trade Mark of A. B. Dick C 


U.S. Patent Office 


ala Registered in the 





Upper, the new Mimeograph 91. 
Lower, the new Mimeograph 92. 
Both in the middle-price class. 
Full information and specifica- 


tions in this magazine next month, 
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dressed in 
created 
into 


Royal’s “Miss Magic Margin” stepped out, 
the magician’s costume which was specially < 
for her, and with a wave of her wand brought 
view the new machine. 

Following this dramatic presentation, Advertising 
Manager Wesley H. Beckwith discussed the advertis- 
ing campaign which will introduce the portable to the 
public this Fall. Closing the activities of the first day, 
Mr. Metzger gave the new demonstration which the 
dealers will use in showing the Magic portable and 
developed the merchandising plans which have been 


prepared for it. 
*—- 


PENN-MAR-VA ANNUAL GOLF OUTING 

With the announcement of the annual outing on 
July 28, interest began to grow and by the date set 
over fifty of the loyal members of the Penn-Mar-Va 
Travelers Club and their friends had convinced them- 
selves this was the time and Cedarbrook Country Club 
the place to enjoy a real festive day. It was a great 
gathering and credit is due Morris Landes, chairman 
of the outing committee, and his assistants for produc- 
ing all that could be desired in surroundings, weather 
and attention to the inner man. 

The interest centered in the intercity golf match 
between New York and Philadelphia for the possession 
of the beautiful trophy cup presented by Irving Levy, 
which is known as the Art Steel Company cup. The 
first leg on the cup was won by the New York team 
headed by Captain Louis Tavernier and comprised of 
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Julius Kahn, Ray Weissenborn, 
Bob Sainberg, Harry Yager, Harrie Copeland, George 
Fairchild, Irving Levy and Rudy Franz. 

The Philadelphia team was captained by David Price 
supported by Morris Landes, Walter Blizard, J. Schal- 
ler, Al Williams, John Kerns, Max Lee, Stan Woodruff 
and Ben Wachtel. 

The final totaling of the score sheet showed the 
New York team with 24 points to 16 points by Phila- 
delphia. 

A splendid dinner was served after the golfers set- 
tled their scores, at which President Al Williams, of 
Pen-Mar-Va, presided. 

Regional Governor R. Lee Thomas was in attend- 
ance and voiced his pride in the fine manner his 
travelers club had handled the outing and the way it 
cooperates with the national association. 

The New York team filled to the brim the new Art 
Steel trophy and passed the cup down the line to the 
pleasure of all. The prize-winners for the day were: 
Joseph Marx, salesman’s brief case; John Kerns, sec- 
ond, a dozen golf balls, and Ned Baynon, third, an 
electric clock. Only one prize was awarded to a player 
in the 18 hole medal play. The Kickers prize, Walter 
Blizard; Low gross, David Price; second low gross, Ray 
Weissenborn; Low net, Dick Pomerantz; second low 
net, Ed Moore; Putting contest, Ray Weissenborn; Phil- 
adelphia Stationers’ prize, Harry Getty; Philadelphia 
Stationers cup, Morris Landes; second time and prize 
for greatest number of strokes, a special prize donated 
by Governor Thomas, by Ned Banyon. 


the additional men: 


PENN-MAR-VA TRAVELERS SNAPPED AT THEIR ANNUAL OUTING AT CEDARBROOK 


1. Joseph Schaller, Whiting Paper Company; Walter 
Blizard, National FiberStok Envelope Company. 

2. M. Lee; George Fairchild; Stan. Woodruff, Weis 
Manufacturing Company; Rudy Franz, Parker Pen 
Company. 

3. Walter Ridgeway, Esterbrook Pen Company; Harry 
Getty, Polar Manufacturing Company. 

4. The Philadelphia team: M. Lee; Ben Wachtel; Stan 
Woodruff; Walter Blizard: Al. Williams; Dave Price. 
In front: John Kerns; Morris Landes. 

5. The golf trophy presented by Irving Levy for com- 
petition between New York and Philadelphia. It 
is to be known as the Art Steel Company cup and 


will become the permanent property of the tearm 
winning two games out of three. 

6. The New York team which won the first game by 
24 to 16 points: H. Yager; R. Weissenborn; Irving 
Levy; Lou Tavernier, captain; H. Copeland; Julius 
Kahn; Robert Sainberg; R. Fritz. 

7. George Nofer, Wm. F. Murphy's Sons Company; 

A. E. Petersen, Oxford Filing Supply Company; 

R. L. Thomas, regional governor. 

E. J. Moore, Dennison Manufacturing Company. 

Ray Fritz, Fulton Specialty Company. 

George Harscheid, National Blank Book Company; 

Ben Josephson, B. Josephson Company; Ned 

Baynon, Eberhard Faber Pencil Co.; Joseph Marx. 
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. because for the first 


six months of 1939 CORONA is about 


We say “was”. . 
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30% ahead of 1938! Here’s 


the record 


CORONA’ still “the best portable”—and 


IT LOOKS LIKE ANOTHER 
CORONA YEAR! 


LC SMITH & CORONA TYPEWRITERS INC . 





NEW YORK 


SYRACUSE, 








. Children at the picnic receiving their gifts. Al Baugher, 
The Carter's Ink Company; Gordon Kickels, The Globe- 
Wernicke Co.; Elmer Krumwiede, G. J. Aigner Company. 

2. Ed. Rohrs, Eaton Paper Corporation, playing Santa Claus 
to the children at the picnic by handing out free tickets 
for ice cream and pop. 

3. Two cripples at the picnic. W. S. Lennartson, Office Appli- 
ances, sporting an infected foot, and Tom MacCorkindale 
of Just & Son, displaying a slowly-healing broken ankle. 

4. Scene at the ball game which was finally won by the Wis- 
Ill Club. 

5. The volley ball game which aroused enthusiasm of players 

and onlookers alike. 


WIS-ILLERS PICNIC AT CEDAR CREST 

The annual family picnic and golf outing of the 
Wis-Ill Club was held Sunday, August 13 at the Cedar 
Crest Country Club, near Antioch, Ill. Fifteen or 
twenty hardened golfers arose early in the morning 
and tested their skill on the interesting course. A 
larger group composed of less energetic people arrived 
at the picnic grove a little later in the day and enjoyed 
participating in such games as badminton, volley 
ball, soft ball and horse shoes. 

The children were provided with free tickets for 
ice cream and pop by such smiling gentlemen as 
Ed. Rohrs of Eaton Paper Corporation; Ben Powell, 
A. W. Faber, Inc., and Tom Gillice, Rockwell-Barnes 
Company. Gordon Kickels of The Globe-Wernicke Co. 
dug into the depths of his car and pulled out rubber 
balls, balloons and other gifts for the children. He 
also engineered the races with the help of Elmer 
Krumwiede, G. J. Aigner Company; Frank Cooper, 
Codo Manufacturing Company, and Jim Bradley, 
Charles M. Higgins & Company, Inc. 
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WIS-ILL CLUBBERS’ PICNIC SCENES AT CEDAR CREST COUNTRY CLUB 


6. The camera couldn't catch the speeding ladies at the right. 

7. Little girl racers too fast for the camera appear blurs of 
light at the right. 

8. A domestic scene slightly out of focus. Ben Powell, A. W. 
Faber, Inc., entertaining Mrs. Tom Gillice. At the right are 
Tom Gillice, Rockwell-Barnes Company, and John Smythe, 
Geyer’s Stationer, enjoying lunch. 

9. Jim Bradley, Charles M. Higgins & Company; Walter Snel- 
ling, Horder’s, Inc.; Bob Cormack, newspaper publisher and 
son of George Cormack, Wilson-Jones Company, who is 
next in line; F. G. Achtner, Office Stationery & Equipment 
Company; F. F. Garrison, Jr., Marshall-Jackson Company; 
W. G. Bruner, Office Stationery & Equipment Company. 


When the golfers returned with their tall stories 
and score cards, Herb Walsh, Southworth Paper Com- 
pany and president of the Wis-Ill Club, got busy 
trying to figure out whether the manufacturers or the 
dealers would come into possession of the trophy 
emblematic of championship for the year. Even dis- 
counting the possibility of partiality, he was able to 
announce that the manufacturers’ team turned in the 
lowest net score and that the cup would be held by 
Harry Balch, Quality Park Envelope Company, whose 
individual score of 91 was the lowest for the day. 

The final event of the day was the soft ball game 
between teams representing manufacturers and deal- 
ers. A seventh inning rally put the manufacturers 
out in front and the final score was Wis-Ill Club 15, 
dealers 7. 

The committee responsible for the success of the 
picnic was as follows: Harry Balch, chairman; Elmer 
Krumwiede; Gordon Kickels; John Smythe; Ed. 


Rohrs; Ray Eichenlaub; Ben Powell; Bill Dalton; Herb 
Walsh and Tom Gillice. 
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THE PUBLIC DOESN’T FORGET 
A BROKEN PROMISE! 


Sheaffer’s, the original and only Lifetime’ Pen, 
has been guaranteed-for-life continuously since 
its inception more than 16 years ago. 


Other pens—so-called “Lifetimes” — have 
come and gone since then. No doubt others of 
the kind will come and go. 


As each one went, the dealers who had 
put their faith in those seeming opportunities 
found themselves victimized by a broken pledge, 
a disappointment to themselves and to their 
customers, their means of livelihood. 


It’s one thing to promise, and another to 
deliver! Before and since Sheaffer’s Lifetime’ 
Pen was announced, dealers have prospered 
increasingly with Sheaffer’s; pen leadership has 
come as Sheaffer’s reward, to be shared with 
dealers everywhere. 


Backed by strong and truthful advertising, 
the fine Sheaffer gifts, rightly priced, please 
dealer and public alike—the original Lifetime’ 
most of all among fine pens, as the sales figures 
prove. 


Remember the record! The public doesn’t 
forget a broken promise! 


W. A. Sheaffer Pen Company . . Fort Madison, lowa, U.S.A. 


SHEAFFER'S 


THERE IS ONLY ONE LIFETIME’ FEATHERTOUCH’ PEN—SHEAFFER’S 
THE WHITE DOT IDENTIFIES IT! ' 
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Ring the Bell 
Again! 

What saving! 

What efficiency! 


What improvement in 
Duplicating work! 


not only saves you THREE COSTS 
—on Printed Forms, Spoilage, and 
Errors— 

it also cuts reading time by giving you 


contrasty SECOND COLOR FILL-IN! 


It speeds up all work dependent on 
reading of internal shop forms, in- 
voices, etc. 





Just fill-in on typewriter 
as usual (any color you 
- 

Insert in duplicator 


drum... 


and get YOUR FORM and FILL-IN 
in ONE RUN—on BLANK PAPER! 


Perfect Registration @ Clean first to last 


For Information and Demonstration, write: 


MANIFOLD SUPPLIES COMPANY 


Manufacturers of PANAMA and BEAVER 
HECTOGRAPH CARBON PAPERS 
BROOKLYN, N. Y. 


188 THIRD AVENUE * 
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GOSMAN ENTERTAINS FRIENDS AT WHITE RIVER 


William (Bill) Gosman, manager of the Jasper Seat- 
ing Company, Jasper, Ind., in July played host over a 
week-end to a number of men prominent in the sta- 
tionery and office furniture field at his White River 
camp. 

Those who enjoyed three days of fishing, entertain- 
ment and rest were George Albrecht, S. G. Adams 
Company, St. Louis; William Van Nuyse, Blackwell- 





ENJOYING A VACATION AT CAMP OF WIL- 
LIAM GOSMAN.—(L. to R.) William Fisse, 
Blackwell-Wielandy Company; Gene Mitchell, 
Jasper Seating Company; William Van Nuyse, 
Blackwell-Wielandy Company; August Krieg. 
manager, Indiana Desk Company. In front: 
William Gosman, manager, Jasper Seating 
Company; George Albrecht, S. C. Adams 
Company. 


Wielandy Company, St. Louis; William Fisse, Black- 
well-Wielandy Company, and Gene Mitchell, Jasper 
Seating Company and Hoosier Desk Company, Jasper, 
Ind. 

Prior to journeying to the camp the visitors went to 
Jasper, where they paid a visit to the Jasper Seating 
Company and Hoosier Desk Company plants. 

———— + <2 —____— 
WIS-ILL CLUB MEETS 

Bob Pinney brought three visitors with him to the 
meeting of the Wis-Ill Club held August 18. One was 
Charles A. Slingerland, who is associated with Mr. 
Pinney at Acme Visible Records, Inc. The others were 
R. O. Beamus of Bill Doyle Office Supplies, Okla- 
homa City, and Wayne Finton of Curtis 1000, St. Paul, 
Minn. The latter two were in Chicago attending a 
sales school at the Acme offices. 

At this same meeting President Herb Walsh an- 
nounced that Harry Balch was custodian of the Wis- 
Ill Club golf trophy because of turning in the lowest 
score on the winning team of the Wis-Ill Club against 
stationers, the event being held at the Wis-Ill Club 
picnic the Sunday preceding. Mr. Walsh expressed 
his thanks to Mr. Balch and other members of the 
committee for their work in planning and carrying 
through the outing which attracted an attendance 
of approximately 150. He read an invitation from the 
Stationers Club of Michigan requesting members of 
the Wis-Ill Club to participate in the golf outing 
September 13 to be held at Green Lake Country Club 
near Pontiac. He also called attention to the Chicago 
Stationers Club outing and the Horder Bowling League 
tournament, both of which are referred to elsewhere 
in this issue. 

_—- - 
BODELL CALLED FOR INDUSTRIAL MEET 

William H. Bodell, personnel assistant of the Monroe 
Calculating Machine Company, will be among panel 
leaders at a conference of New Jersey industrialists 
to be held September 7 at Rutgers University, New 
Brunswick, to discuss problems of personnel and man- 
agement with emphasis on the adjustment of younger 
college graduates in industry —NJNS. 
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There's a Complete 


Sales Promotion On 


Program Behind Merchandise! 








We are eager to help the Oxford dealer sell the supplies we sell him. To this end, these varied 
sales helps are available. without cost. to every Oxford dealer: 





1. “How to Sell Oxford Filing Sup- , Circulars on every class of prod 3. There's a new master window 
» oe Ff s . . . ; . “or wa , € ; . >< 
plies.” This 26 page sales man- uct in the Oxford line, imprinted display card, size 22 by 28 inches, 

: ; , showing e complete li ; 

ual is packed with helpful sales free. Also actual filing folders ° 6 th mpl te line of 

; rt leal ; ; * : ' Oxford filing supplies. A seven 
instructions. le dealer sales- and card guides, imprinted, for color beauty. And two new 
man who studies it will add you to mail as samples. We counter display cards, one on 
dollars to his earning capacity. generally have a miniature Greenwhite index cards, the 


other on Rol-labeis. Also a new 
Expanding Envelope display rack, 
as well as display packages for 
loid Tab Folder. Interesting Brief Covers, Speed Index, and 
figure: Of file circulars alone, Red Fiber goods. And if you 
want to put in a Steel-Clad File 
window, there’s a set of silk- 
screen price display cards avail- 
able. 


sample or two. Right now it’s a 


miniature of an Angular Cellu 


we imprint for dealers over 500,- 
OOO a year! 





1, Sample sets probably are your 5. Electros for your advertising al 6. The Oxford Handbook of In- 
most useful sales ammunition. ways are on tap. Any cut used formation and Prices is chock full 
We've put a lot of thought into sn the Oxford No. 39 Handbook of helpful sales material. The ten 
pentose “ sets of “A a wi, bata it - sili We eles full pages of color printing are 

& Ss ro ple é { « ke i 
procucss. reso, - : . there for you to show the pros- 
ford folder sample set of 16 can supply mimeograph strip-ins aa ra 7 : 

ee : pect. From the “Ten Checking 

folders shows the tabbing, of many items, ape, * . 

| at aim Points” on page 1 to the Com- 
weight, or material of any one : ‘ i 
of more than 150 stock folder parative Folder Number Chart on 
numbers. Don’t hesitate to ask page 45 you will find it a gold 
for samples of any Oxford item. mine of information. 


That’s only part of the Sales Promotion program behind Oxford merchandise. The Oxford man 
in vour territory has the rest of the story—ask him about it next time he calls. Sell the Oxford 
line, and draw on this reservoir of sales help material to assure increased sales and greater profits 


in filing supplies! 


OXFORD FILING SUPPLY CO. 


340 Morgan Ave., Brooklyn, N. Y. 125 South 8th Street, St. Louis, Mo. 
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LOS ANGELES UEF-ITES MEET PAT RYAN.— 
Mr. Ryan, special representative of the Under- 
wood Elliott Fisher Company's typewriter 
division was a Los Angeles visitor last month 
and following a one-day sales meeting was 
guest at a luncheon held in the Alexandria 
hotel. L. to R., om outside of table are: 
G. Rice, adding machine division; S. D. Cox. 
Ventura sub-branch manager; L. Krause, type- 
writer division; J. McFarland, accounting divi- 
sion; J. Ramsey, adding machine division; 
W. Joy. typewriter division; E. Bailey, adding 
machine division; C. Olmstead, Long Beach sub- 
division; C. Olmstead, Lon Beach sub- 
branch manager; K. Kline. Hollywood sub- 
branch manager; J. Hunt, adding machine divi- 
sion; G. Dommasch, sales agent, Pomona; G. 
Treizger. Pasadena sales agent; J. Abell. type- 
writer division; H. Wagoner, supplies man- 
ager: W. O. Bryant. assistant manager, adding 
machine division; J. L. Hoyt, San Diego branch 
manager; Mr. Ryan; J. A. Johnson, Los Angeles 
branch manager; C. J. Sourbier, assistant 
comptroller, New York; P. Zimmerman, 
assistant branch manager, accounting division; 

Cramer, foreman, service department; 
W. O. Dietrick, wholesale portable division; 
H. B. Hillis, typewriter division; J. Voorheis. 
San Diego typewriter division; E. C. Barnard, 
El Centro sub-branch manager; H. Stoefen, 
adding machine division; D. Withrow, adding machine division; R. Shea 
accounting division; George Druin, accounting division; L. Messenger. 
typewriter division; T. Lott, adding machine division; A. Nichols, Glen- 
dale sales agent; R. Johnson, Santa Barbara sub-branch manager; A. 
Koplin, service department. (Inside of table, L. to R.) H. McQuillin 
accounting division; R. Bagdasarian, adding machine division; R. Oster, 
Santa Monica sales eqvate i Hoskins, accounting division; A. Salisbury. 
accounting division; E. Kamp. typewriter division; N. Ingram, service 
department; H. Haas, typewriter division; O. Christhensen, adding ma- 
chine division; L. Carstens, adding machine division; J. Milne, adding 
machine division; J. Holloway, typewriter division; E. Oberschelp, type- 
writer division; T. Spencer, accounting; J. Dranow, typewriter division. 
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BELOW AT LEFT.—AUTOPOINT HOLD SALES CONVENTION. 


—The Autopoint Company, Chicago, held its annual sales con- 
vention at the Edgewater Beach hotel in July and treated the 
delegates to something unusual when the whole event was 
staged as a series of plays. District sales managers and rep- 
resentatives were present from every part of the country and 
expected a “cut-and-dried” meeting but were agreeably sur- 
prised when they learned that each session was to be a one-act 
playlet in which members of the Autopoint organization were 

to play the leading roles. Some idea of 











the convention may be gleaned from the 
various program headings which in- 
cluded the following: The Seeing Eye. 
Green Pastures, Order in the Court, El 
Sigadoro, Your Bread and Butter, Some 
Cutting Remarks, It's Good as Gold, I. Q. 
Test, Parade of Autopoint, Selling the 
Whang-Doddle Pencil, Annual Meeting 
‘39 Club, Price Objections and Round-Up. 
In the courtroom scene shown here 
“Duke” Strain, of New York, presided 
grandly as judge, Sales Promotion Man- 
ager Ray Potter was district attorney and 
Purchasing Agent Roy Leighton was 
court policeman. The “witness” is John 
C. McCarthy, regional sales manager of 
the company. 











CORONA FALL PROGRAM EXPLAINED TO DEALERS 

On the seventeenth of August torty-two meetings 
were co.ducted by L. C. Smith & Corona Typewriters, 
Inc., for the purpose of explaining fall and Christmas 
advertising on the Corona typewriter to dealers. These 
meetings covered the entire country, no dealer being 
beyond reasonable reach of one of them. They were 
well attended. 

The Chicago meeting, which was similar to the 
others, opened with a luncheon in the Palmer House 
This was followed by a talk by Branch Manager A. H 
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CHICAGO OFFICE OF SMITH-CORONA 
IS HOST TO LOCAL DEALERS.—Branch 
Manager A. H. Foxcroft of L. C. Smith & 
Corona Typewriters, Inc., was master of 
ceremonies at a meeting of Chicago deal- 
ers in the Palmer House on August 17. 
The meeting, which was one of forty-two 
being held simultaneously throughout 
the country, was held for the purpose 
of explaining fall and Christmas adver- 
tising plans for the Corona portable. 





Foxcroft, illustrated by charts on the screen. The 
first part of the talk showed a ten-year record of 
portable typewriter sales broken down in various ways 
which revealed the rate of Corona gain and the per- 
centage of gain compared to the industry as a whole. 
The advertising commitments of the company for the 
remainder of the year were outlined and dealers 
were shown how that advertising would help them in 
their fall and Christmas business. 

At the conclusion of Mr. Foxcroft’s address the deal- 
ers were presented with a Zephyr Autodex, equipped 
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A REVELATION 


OLD TOWN SABLE is the 
IN FINE CARBON PAPER 


hievement of three decades * 





ade of finest rag tissue, it is 
ated by an exclusive Old Town 
ocess which gives SABLE carbon 
iper brilliant life and lustre and 
nazing sharpness and durability 
ver before attained * Non-curl- 


J, clean to handle. Write for Samples. 
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BIG FALL AD DRIVE 


y 


GET THESE SALES HELPS 
In Time For School Opening 





Giant Window Window Streamers 
Display Card 
Envelope Stuffers Newspaper Mats 


Blond Mahogany Showcase Tray 


ASK YOUR DIXON or RITE-RITE MAN 
OR WRITE TO: 


RITE-RITE MFG. CO., 
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WITH THE (Crigé 
DIXON RUE-RUTE THINNER LEAD 


America's first and most popular 49c pencil with the new 
THINNER lead swings into a national sales drive for dealers 
this fall with ads in Collier's and Liberty plus double cards in 
streetcars and buses. Threadline is 39°/, thinner, stays fine 
pointed, has full strength. The public will want it when they 
read the ads. Make your store the focal point of this big 
drive. Send for the free display material now. 


Subsidiary of JOSEPH DIXON CRUCIBLE CO. 
Exclusive Canadian Distributors: DIXON PENCIL 
CO. OF CANADA, Ltd., Newmar ket, Ontario 
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with twenty-two major sales features listed on the 
top, an indicator and a button which when pressed 
opens the device to the particular feature to which 
the indicator is pointing. 

After the adjournment of the meeting Norman 
Saksvig, who won the title of world’s champion typist 
in Chicago last year, made a number of speed dem- 
onstrations on the Corona, 
140 words in one-minute tests. 

As each dealer left the room he was presented with 
a preview of the advertising on the Corona which is 
to appear in national publications during the re- 
mainder of the year. 

sins SMI i aa 


WEBSTER REPRESENTATIVES ATTEND 
HOME-COMING CELEBRATION 

Winners of the F. S. Webster Company’s “Home- 
Coming” contest, which recently drew to a close, last 
month gathered in New York as guests of their firm 
for a four-day holiday which will go down in history 
as one of the most successful home-coming celebra- 
tions ever held. 

The representatives of the company, from every sec- 
tion of the country, arrived in New York and registered 
at the Hotel New Yorker on August 24. After a brief 
period in which to brush-up, the men gathered for a 
general get-together and meeting, following which 
they were free to descend upon the World’s Fair in a 
body, an event of which they took full advantage. 

The second day was spent in sight-seeing in New 
York and at the Fair, the visitors doing that which 
most appealed to them individually and in groups. 
While many elected to re-visit the fair grounds and 
take in many attractions not seen on the previous day, 
others made a point of thoroughly exploring the many 
wonders offered by Manhattan. 

On the third day (Saturday) officials of the Webster 
organization met the visitors at an East River pier 
where, to their delight, they were taken aboard a ship 
of the Eastern Steamship Line for an all-night cruise 
to Boston, arriving there on Sunday morning. Trans- 
portation was waiting to take the travelers to Cam- 
bridge, home of the Webster Company, where they 
were installed in comfortable rooms in the Hotel Com- 
mander, near Harvard Square. 

Following breakfast the entire group was taken to 
the Mayflower hotel at Manomet Point, Mass., where 
an all-day Webster party was held, including swim- 
ming and, for those who desired it, a sight-seeing trip 
to Plymouth, the landing place of the Pilgrims. 

A typical New England dinner was held in the eve- 
ning and brought an end to a fine holiday which was 
followed by a three-day sales meeting at the company 
plant. 


_—-- 


MONROE’S HIGH POINT CLUB TO MEET AT 
SUN VALLEY, IDAHO 

The Monroe Calculating Machine Company, Inc. of 
Orange, N. J., has selected Sun Valley, Idaho, as the 
meeting place for this year’s convention of the High 
Point Club, their honorary sales organization. W. G. 
Zaenglein, president of Monroe, has sent out over 100 
invitations to the company’s sales representatives to 
be the guests of the company at the Sun Valley Lodge 
for the week beginning September 14. Directors, offi- 
cers, and executives will also attend the convention. 

A full program of recreational activity, including the 
annual golf and tennis tournaments, swimming, fish- 
ing, etc., is being planned and brief business sessions 
will also be held. H. W. Ryan, assistant sales manager, 
is in charge of the arrangements. 

Monroe sales representatives qualify for their invita- 
tions to a High Point Club convention by averaging 
their sales quota for a twelve months’ period. On this 
basis T. R. Kyle, manager of the Southern Sales Divi- 
sion, which includes all the territory in the south- 
eastern part of the United States, is a member of the 
club, his entire division having gone over quota for 
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Mail It To Vail 


Mail It To Vail is more than a slogan. 
It is sound business advice. Dealers 
know from experience that when they 
mail it to Vail they are assured of first 


grade merchandise and prompt service. 


The Vail line includes a complete assort- 
ment of 
Paper Clips 
Pins 
Brass Fasteners 
Staples 
and 
Thumb Tacks 


all made to fine precision requirements. 


The comprehensiveness of the Vail line 
is of distinct advantage to dealers, per- 
mitting, as it does, concentration of metal 
paper fastener requirements with a 
single satisfactory source, with resultant 
obvious economies in general handling 


costs. 


Try us on that next order. 


VAIL 


MANUFACTURING 


COMPANY 


900 E. 95th St. Chicago, III. 


"MAIR TO VA 
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Vacations are over, Fall’s in the 
offing, folks are settling down to 
serious business—and the old 
cash register begins to play pretty 
tunes again. Yes, these next few 
months will be Harvest Time in 
the Typewriter Business. 


And it promises to be a mighty 
fine harvest for those wise Dealers 
who have pinned their faith to 
Premier factory rebuilts, Monarch 
portables and Adders. These 
Premiers are fast movers—they 
look and act like new machines at 
’, new machine cost but with a 


sweet profit to you. 


Of course, if you’ve got the time and facilities and 
like to tinker, we have a choice line of “roughs” in 
all makes. 
€ _. And the Monarch line 

O of portable typewriters 
and adding machines 
give you further chance 
to reap a nice harvest 
this fall. Models for 
just about every = cus- 
tomer request. 


Since 1880 AWMCO 
has been providing 
Dealers with “tools” for 





~~ 

rebuilts reconditioned, supplies, 

in short everything 

you need. We want to number you among the hun- 

dreds of prosperous Dealers who depend on AWMCO 
service. Let’s hear from you. 


the harvest 
parts, platens and recovers .. . 


AMERICAN WRITING MACHINE CO. 


115-117 Worth St., New York 
EST. 1880 














OFFICE APPLIANCES 


the year. This is the sixth successive year in which 
Mr. Kyle’s division has made its quota. 

J. F. McAvoy, manager of the Monroe district at 
Hartford, Conn., is qualifying for the tenth year and 
therefore becomes a life member of the club. There 
are two other life members who attained this rank in 
1936: J. E. Ball, Jr., district manager at Washington, 
D. C., and S. L. Shanks, district manager at Baltimore, 
Md. c ram 


PROGRAM SET FOR AMA MEETING 


Delegates to the office management conference of 
the American Management Association, to be held in 
the Hotel Pennsylvania, New York City, on October 25 
and 26, will take part in the discussion of several im- 
portant phases of their profession. 

Under a heading of general organization the first 
session will hear “Status of Management in the Office” 
and “Your Office and the Public.” The remaining 
three sessions and the subjects involved are as follows: 
Personnel Yardsticks in Office Management, “Hidden 
Abilities in Office Personnel,” “Performance Standards 
in Office Operations,” and “Practical Applications of 
Job Evaluation and Salary Standardization.” Records 
and Equipment,“The Problem of Records,” ‘“What’s 
New in Office Machines and Appliances,” and “Human 
Engineering in the Office.” Question and answer ses- 
sion will be held during the last session after the fol- 
lowing subjects: “Paving the Way for Methods Im- 
provement” and “AMA Report on Current Office Prac- 
tices.” 

—<_- — 
N. Y¥. STATIONER-GOLFERS PREPARE FOR LADIES’ 
DAY, SEPTEMBER 12 

A special committee of the Stationers Golf Asso- 
ciation of New York has completed plans for the hold- 
ing of “Ladies’ Day,” scheduled for September 12 at 
the Westchester Country Club. 

The plans include lunch in the Sports House Ter- 
race, following which golf will begin on the South 
course with bridge in the main lounge for those who 
prefer. A famed orchestra will provide dance music 
during dinner in the evening. 

Meanwhile the contest for the season’s cups goes 
merrily on among the golfers, with the present stand- 
ing for points of the leaders of the two classes as 
follows: 

Class A: L. H. Tavernier, 10.50; R. J. Urmston, 10.50; 
A. Ficks, 10; R. A. Weissenborn, 8; D. A. Davies, 7.50. 
Class B: S. Kahn, 8:50; H. W. Bowman, 7.50; F. B. 
Leedom, 7.50; E. G. Geehring, 5.662/3; G. W. Fair- 
child, 5.50. 

— —_- —- 
BANQUET ENDS UTILITY SUPPLY SALES CONTEST 

A spirited July sales contest, in which salesmen, 
banded into three groups vied for honors, came to a 
close last month with a banquet staged by officials 
of the Utility Supply Company, Chicago. 

Supervised by Sales Manager William L. (Bill) Schus- 
ter, the three teams went to work with a will and set 
a series of fine records, with the winners, M. E. Saltz- 
mann and Edwin Byrnes, hitting 117 and 102 per cent 
of quota respectively. 

At the banquet the three teams were given a dinner 
in the following order: a regular dinner for the win- 
ners, pork chops and beer for the second team, and 
beans and coffee for the trailers. 

The teams were divided under the names of Byrne’s 
Bandits, first place winners; Saltzmann’s Terrors sec- 
ond place, and Willy Saunders’ Sure Shots. 

—>- 


MICHIGAN STATIONERS OUTING SET FOR 
SEPTEMBER 13 
The annual outing and golf game of the Stationers 
Club of Michigan will be held September 13 at the 
Green Lake Country Club, near Detroit. Committee- 
men appointed for the event are: T. Walter Bussing, 
Bussing’s, golf; L. C. BeGole, Richmond & Backus 
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IMPRESSIONS IN BOLD RELIEF ON HEAVY BOND PAPER 


The “OFFICIAL” Pocket Seal is a strong, sturdy 
Seal, easy to operate and capable of immense 
pressure. Particularly suitable for Seals with 
stock designs and special designs and for em- 
bossing heavy bond paper. All frames are 
pocket size. 


Used by notaries, commissioners, justices of the 
peace and other state, county, city, town and 
village officials, architects, engineers, survey- 
ors, weighmasters, and deputies, corporations, 


lodges, clubs and societies. 


3 SIZES—AIl Frames Are Small Pocket Size 








SIZE No. 1 
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SIZE No. 114 





SIZE No. 2 











Die 15,” Round 
Weight 10 Ounces 


This is the size generally used by 
Notaries and Commissioners 








Die 134” Round 
Weight 12 Ounces 


Most Corporations prefer 
this size 


Die 2” Round 
Weight 14 Ounces 
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SURVEYO 
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"SA Complele Fone — 6 tiem Policy 


Thumbs Down 
/ on Direct Selling... 


§ 


For FORTY YEARS the name Stationers Loose Leaf 
Company has meant just what it was intended to 
mean the day it was adopted . . . a company de- 
voted to the business of serving Stationers in the 
development of loose leaf equipment. 

















FAULTLESS “S-O” RING BINDER 


With the name was born a unique concept of busi- 
ness relationships. This concept recognized the 
importance of the dealer and put the manufacturer 
at his service. The complete line was part of this 
policy of service to Stationers and so was the leader- 
ship in design. Among other features introduced by 
Faultless are the Flexi-Post Binder, the Ring Type 
Visible Binder and more recently. . . the Slide Oper- 
ating Ring Book with the Automatic Sheet Lifter. 


The Policy of No-Direct-Selling was adopted in the 
beginning, as part of the original concept, because 
no business built to serve Stationers could go into 


ALUMINUM SHEET HOLDERS competition with them. 











Stationers in every section are invited 
to request a complete Catalog. 







FLEXI-POST 
BINDERS 





EXCELLO POST 
BINDERS 


FAULTLESS 
VISIBLE RECORD BINDERS 
ON MULTIPLE UNIT STAND 


STATIONERS LOOSE LEAF COMPANY 


MILWAUKEE 


aa 524 NORTH BROADWAY ia 
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Company, prizes; C. W. Leonard, Sr., Leonard & Com- 
pany, reservations; Fred Holmes, Prompt Press Com- 
pany, transportation; Howard Denomme, Lynn B. 
Emery, Inc., contests; Max Gale, General Office Sup- 
ply, music and dancing; Jerry W. Gruner, reception. 
A ladies’ committee will be headed by Mrs. Harry 
Koehn, Gregory, Mayer & Thom Company. 


— a? 


SPROTT ADDRESSES LIONS CLUB 

Condemning the practice of placing prison-made 
products on the market to compete with goods manu- 
factured by private business, J. S. Sprott, president of 
The Globe-Wernicke Co. of Cincinnati, told members 
of the Auburn (Ind.) Lions Club recently that Ameri- 
can business men were at fault. Mr. Sprott is chair- 
man of the committee on prison competition of the 
National Stationers Association. 

“Business men have had laws imposed on them 
through their own neglect and the same thing is hap- 
pening with prison-made goods,” he said. “Originally 
most prison labor was on contract, but now impetus 
is added by welfare workers advocating employment 
for criminals.’’—EB. 

a cine 
N. Y. FILING ASSOCIATION TO MEET 

The Filing Association of New York will hold a con- 
ference Saturday, October 14, at the Commodore hotel, 
New York City, for office managers, personnel man- 
agers, file executives, and all others interested in an 
opportunity to keep abreast of efficient record keeping. 
This conference will bring together a group of eminent 
speakers to cover such subjects as banking, investment. 
personnel, patent research, subject headings, micro- 
photography and intra-office functions. To extend an 
opportunity for additional personal contact and fur- 
ther exchange of ideas, there will be a dinner in the 
evening. Registration fee for the conference is $1.00; 
dinner is $2.50. 


<r © 


GLOBE-WERNICKE EMPLOYES HOLD OUTING 

The Globe-Wernicke Co., Cincinnati, on Saturday. 
July 22, held its annual outing and picnic for its 
employes and their families at Hoppe’s Island, near 
Cincinnati. In order that everyone connected with 
the company could participate in the event, the offices 
and factory were closed for the day. The program 
featured contests, games and a general good time 


with dance music by a well-known orchestra to bring | 


the day to a happy conclusion. 
—¢ 
HORDER’S BOWLING LEAGUE OUTING 
The annual golf outing of the Bowling League of 
Horder’s, Inc., Chicago, will be held Sunday, September 
10, at the Northbrook Country Club, Northbrook, IIl. 


<->? 


ROYAL METAL BUYS NEW CHICAGO HOME 

Located at 1140 South Michigan avenue, Chicago, 
for the past twelve years, the Royal Metal Manufac- 
turing Company, manufacturers of chrome and other 
metal furniture, last month announced the purchase 
of a modern, seven-story building at 173-175 North 
Michigan avenue as its future home. 

Although complete plans for the layout of the new 


home have not been made, it has been tentatively re- | 
ported that the company will remodel the main and | 


one other floor into showrooms and will use two other 
floors for general offices. The remaining three are to 
be rented to companies in allied lines, especially in 


the institutional field in which the Royal organization | 


largely operates. 

Discussing the new structure, Irving Salomon, presi- 
dent of the Royal Metal Manufacturing Company, said 
efforts will be made to occupy the building within a 
short time. 

“We plan to have the necessary changes made as 
rapidly as possible,’ Mr. Salomon said, “so that we 
can occupy the new home before the end of the pres- 
ent year. For quite some time we have felt the need 
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37% Anniversary 


Our Heartfelt 
Thanks to You 


—DEALERS AND 
MECHANICS! 


It was you who since the turn of the century 
raised the Ames Supply Company from an infant 
organization to the husky, internationally known 
business it is today. You have been our partners 
and, we assure you, that we value your con- 
fidence, friendship and loyalty as the greatest 


asset of our business. 


AMES SUPPLY COMPANY 


Manufacturers and Distributors of Type- 
writer and Adding Machine parts, tools, 
equipment, platens, ribbons, carbons, and 


supplies. 


Home Office: 
564 West Randolph Street 
Chicago, Hlinois 


Telephone Franklin 1946 


Foreign Office and Branches: 


ENGLAND—Longs, Ltd., 80 Queen Street 
London, E. C. 4., England 
Tel.—City 1621 
MEXICO—L. Gomez, Jesus Carranza No. 28 
Mexico City, D. F. Mexico 
Tel.—Eric 6-67-46 


Branches 
ATLANTA—II Pryor Street 
Tel.—Walnut 2443 
DALLAS—206 Lane Street 
Tel.—2-8894 

NEW YORK CITY—37 Murray Street 
Tel.—Barelay 7-2191 

SAN FRANCISCO—583 Market Street 
Tel.—Garfield 1264 


Offices and Agents 
Boston—Ames Supply Agency New Orleans—Peter Paul 
136 Federal Street Mech. Ser. 
Tel.—Hubbard 6895 509 St. Charles Strest 
Cincinnati—Peter Paul Service Tel.—Magnolia 1205 
808 Main Street 
Tel. Parkway 0866 
Cleveland—Typewriter & Sup- 
ply Co. 
1006 Superior Ave., N. E 


Philadelphia—Liberty Type- 
writer Co. 
132 South (ith St. 
Tel.—KIN. 0417 











Tel.—Main 0136 
Denver—J. S. Stahi & Co. 
926 Seventeenth St. 
Tel.—Main 1024 
Detroit—John J. Mooney Co. 
169 W. Jefferson Ave. 
Tel.—Cherry 0355 
indianapolis—King Typewriter 
Exch. 
207 Massachusetts Ave 
Tel.—Lincoln 9470 
Los Angeles—Ames Supply 
Agency 
524 S. Spring St 
Tel.—Michigan 0259 
Minneapolis—Precision 
Cc 


Pittsburgh—Standard Type- 
writer Co. 
129 Fifth Avenue 
Tel.—Atlantie 0342 


St. Louis—Fieteher Type- 
writer Co. 
806 Pine Street 
Tel.—Main 0843 


Seattle—Seattle Platen Mfg. 
Cc 


0. 
91 Spring Street 
Tel.—E.L. 1576 


Washington, D.C.— 
General Typewriter Co. 
806 F. Str.. N. W. 

Tel. NA. 2249 


Platen 


0. 
126 South Third Street 
Tel.—B. R. 6482 
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200 HUDSON $ 





of the finest and 
most complete line 


Inquiries invited 
from select dealers 


Write today... : 
(0. ne 
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for extra space and better facilities and believe that 
occupancy of the new building will furnish them to 
the extent where we can make a proper and adequate 
display of the entire Royal line.” 

The Royal Metal Manufacturing Company was 
founded in Chicago in 1897 and is one of the oldest 
leading manufacturers of chrome furniture in the 
trade. The company maintains factories in Michigan 
City, Ind., New York City, Los Angeles and Toronto, 
with display rooms in practically all the major cities. 

— 





WH; is: cee hs WAVY 


THE NEW BUILT UPON ASHES OF THE OLD!—This beautiful 
and well-appointed store is a monument to the enterprise and 
spirit of H. K. Schaefer, owner of Schaefer's, Flint, Mich. A 
former establishment was totally destroyed in a recent fire 
and stock, fixtures, etc., were completely lost. But Mr. Schaefer, 
without taking time to mourn his bad luck, set out to create 
a new place, bigger, better and more imposing than the last. 
The above pictures, taken on the opening day and showing 
the many baskets of flowers sent by well-wishers, aptly portray 
the result. Schaefer's is the Flint representative of the Yawman 
and Erbe Manufacturing Company. 


tes — 


SHAW & BORDEN CELEBRATES 50TH YEAR 

A processional of progress summing up a half cen- 
tury of advancement in the Pacific Northwest served 
as a background for focusing attention on the fiftieth 
birthday anniversary celebration last month of the 
Shaw & Borden Company, 325-27 Riverside avenue, 
Spokane, Wash. 

Serving its fifth decade of catering to the needs 
of business and professional men of the city, the 
Shaw & Borden celebration was held simultaneously 
with the state of Washington’s commemoration cele- 
brations held in Spokane and several other cities and 
towns.—CML 

—_-— —— 
ROYAL OFFERS CARD TRICK SOLUTION 

Maybe you saw that clever card trick with which 
the Royal Typewriter Company mystified delegates 
to the N.T.O.M.D.A. convention, and maybe you want 
to know how it’s done! Then just ask any Royal 
representative and he’ll be glad to show you. 

The trick appeared to be simple—so simple that 
nobody could work it. Three cards, one of them an 
ace, are placed face down on a table. Spectators are 
asked to select the ace, an apparently fool-proof 
action—but try to do it. 
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PLUS 


National Advertising in Color this Fall in these Magazines: 





For sealing all types For holding spap 
of packages. shots in albums. 


= 
A ple Jel 


O 


For holding labels. 
to jelly glasses 


For mending _ torn 
window shades. 





Minnesota Mining & Mig. Co 
Saint Paul, Minnesota 





Gentlemen: 
Please ship me the following stock: 


Displays No. 135 (12—25c rolls %” x 300 in.) 
Displays No. 144 (12—25c rolls 1/2" x 360 in.) 


Name * x 
Address ae as 
City & State sicsichesaniidicaansaael 


Your Wholesaler_____ SS 
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LATEST DEVELOPMENTS 


plus highest quality merchandise z 
gives Quality Park dealers a de- 














cided advantage over competitors 





We now give you the Newly Improved 


Seathowid Slide Fastener Wallet 


‘ 
Adjustable to any expansion, with new patented ‘ 
triple reinforced flap which increases wearing quali- 


ties and prevents ‘‘dog-ears.”’ 


The Executive Desk File 


Preferred over others because of the smarter 
appearance and heavy rigid cover which pre- 
vents warping. Available in black or gray 
covers with Aico-Grip celluloid tabs A-Z or 
1-31. 


: Also made with 8 or 12 insert- 
in able tabs with printed headings. 


Champion Clasp Envelopes 


Plated metal clasps with smooth edges will not “~<y —— 


injure fingers. L ~~ 


Made with extra well gummed, deep flaps and 
wide seams that give that added protection to 


heavy mail. £ rom aN cd 
(Ad, Your Supply Flow! ie AS eS 


It will pay you handsome profits! 


QUALITY PARK La fe 


11-116 Merchandise Mart 
CHICAGO 


Factory at St. Paul 
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M. E. ROBERTS 


Merritt E. Roberts, executive vice-president of 
Fox River Paper Corporation, died suddenly from 
a heart attack on Sunday, August 13, in Temple Uni- 
versity hospital, Philadelphia, Pa. He suffered an at- 
tack on Saturday evening, but was able to reach the 
hospital, where he had formerly been a patient. 

Mr. Roberts was born in Marinette, Wis., on 
September 23, 1883 and upon completion of his 
schooling followed a military career until 1908, 
when he resigned his commission and married Alice 
Callahan of Prince Edward Island, Canada, and en- 
tered the office equipment field as typewriter salesman, 
being first connected with the L. C. Smith & Bros. 
Typewriter Company, later with the Underwood Type- 
writer Company, which he left to become sales man- 
ager of Hooven Automatic Typewriter Company, fol- 
lowing which appointment he became western sales 
manager of Remington Typewriter Company. During 
part of the period of the World War, he served ir 
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the Military Intelligence Division in France. In 1928, 
he joined A. B. Dick Company of Chicago as general 
sales manager, and remained there until ill health 
caused his retirement in 1936. 

Improvement in his physical condition stimulated 
his desire to go back into business, and in 1938 he 
was one of the incorporators of the Fox River Paper 
Corporation, which purchased the assets of the Fox 
River Paper Company of Appleton. Assuming the po- 
sition of executive vice-president, he was intensely ac- 
tive until the day before his death. 

Mr. Roberts is survived by his widow, one son, Wil- 
liam Roberts, who is secretary of Fox River Paper 
Corporation, and two grandchildren, Peter and Michael. 


M. E. Roberts—‘Robbie” to friends and associates 
was a man of energy and enterprise plus. Large of 
frame and sturdy of build, he was charged with en- 
thusiasm for the thing in hand and with zeal for get- 
ting it done. In which, influenced by his military 
training, he spared neither himself nor his associates. 
His technique might have been based upon the defini- 
tion of a straight line—the shortest distance between 
two points. Be direct. Eliminate lost motion. Be up 
and doing. With less of that spirit he might have 
prolonged his life by retirement, releasing his energy 
in a milder way in cultivation of a garden. And re- 
laration at the piano, the keys of which he loved to 
finger before his favorite compositions. And have more 
time with his family, which was the controlling love 
of his life. For more than twenty-five years “Robbie” 
was friend-o-mine. Sometimes, off side, we talked 
about books and philosophy. And when retirement 
seemed necessary, about that. But “work is life and 
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Of course she does—and that is what every 
stenographer says as soon as she sees how 
DAWN LITE illuminates that most looked at 
part of her desk. 


DAWN LITE is not a “new fangled” idea! It 
definitely has ‘eye appeal’ through pro- 
ducing a soft light that is most natural to 
the eye. 

Can be used with or without a *Copyholder 
—easily installed, consuming no desk space, 
and folds away with the Typewriter in any 
style desk . . . Truly a stenographer’s light 
that sells on the spot... created a sensation 
at the N.T.O.M.D.A. Convention, and booked 
for a very fast selling item this Fall. Write for 
literature today! 


ALL MODELS #°7.29 


worth of concentrated 
light, saving costly 


overhead illumination. 


*Mokers of the famous ERROR-NO ond TURN-A-PAGE Copyholders 








The Dawn Manufacturing Corn 


| HALL-WELTER CO, INC. 


181 ST. PAUL ST. ROCHESTER, N. Y. 











HUPLICATING INKS 
of SUPERIOR QUALITIES 


made 
in 3 grades—Premium—Fast drying and Bulletin... 
establishes new high standards in inks for all stencil 
duplicators. 


A new, complete line of Duplicating Inks... 


Consider the following special features and the 
genuine sales advantages they present: 

@ Twelve to fifteen percent more copies per pound. 
Extreme sharpness of character on printed pages. 
Rich, Brilliant black color. 

Minimum penetration into the paper. 
Non-smudging. 
Non-oxidizing, doesn’t dry out in pad or drum. 


Perfect distribution in the pad. 


Minimum offset. 


Nouil for samples 


You will be interested in testing these inks—generous 
samples will be sent on request. 









These New CANODE 
Inks are priced right. . 
full information will be 
sent with the samples. 





MFRS OF 
QUALITY INKS 
FOR OVER 
45 YEARS 







INh SPECIALTIES CO., INC. 


525 S. LAFLIN STREET ....... . CHICAGO 
FRED B. CANODE, PRES. 
WESTERN DISTRIBUTOR: DUPLICATING MACHINE EXCHANGE 


421 Wall Street, Los Angeles, Calif. 
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good work is good life.” And there is joy in it. And 
“Robbie,” picking up a bit in health, would get in the 
harness. But with the thought he might reach journey’s 
end between the shafts, pulling for those he loved. And 
so it was. As he thought it might be. And all is well. 
Hail, Robbie! Paz vobiscum.—E. J. 
+t - + 
JOSEPH JOHNSON 
Joseph Johnson, for the past fourteen years presi- 
dent of the Johnson Chair Company, Chicago, and son 
of the founder of the organization, died last month 
in a Wisconsin sanitarium where he had been a patient 
only a few days. He was sixty-three years of age and 
had been in ill health for a considerable time. 
Although he maintained a home at 522 Hawthorne 
Place, Mr. Johnson had been spending several days 
at Lake Delavan when he was stricken with his last 
illness. The son of A. P. Johnson, founder of the 
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Johnson Chair Company, he assumed the presidency 
of the organization in 1925 and proved himself to be 
a far-seeing and capable executive respected by his 
associates and friends and viewed with affection by 
his employes. Although Mr. Johnson’s career in the 
industry was unusually active, it was inconspicuous 
in the trade due to the fact that he traveled very 
little in a business way, although keeping in intimate 
touch with conditions in the stationery industry and 
the affairs of the office furniture manufacturing field. 

For many years Mr. Johnson contributed much to 
the Chicago furniture industry. He was a past presi- 
dent of the Chicago Furniture Manufacturers Asso- 
ciation and an active factor in its affairs. 

In 1932, Mr. Johnson’s health gave way and he re- 
tired from active participation in the business to take 
a lengthy rest. A few years later, he returned to his 
desk, although not having entirely recovered his 
health. He carried on despite his condition until 
August, 1938, when he was forced to retire from busi- 
ness permanently. Upon the day of his last retire- 
ment, he was host at his home to Ivan Allen of the 
Ivan Allen-Marshall Company and other friends. Mr. 
Johnson had been a life long friend of Mr. Allen who, 
like others who knew him, entertained a deep respect 
for his sense of justice and fairness and unfailing 
loyalty to all his friends and associates. 

Mr. Johnson is survived by his widow and a daugh- 
ter, Marion, and his brothers, Arthur L. and Olaf B. 


Johnson. 
+t - & 
P. J. BRANCH 
Pearl Jenkins Branch, fifty-two years old, for 


twenty-five years connected with the Royal Typewriter 
Company at Evansville, Ind., died at his home in that 
city at 1206 East Iowa street on Saturday, July 29. He 
had been in failing health for the past year or so 
and his death was not unexpected. 

Born in Spencer county, Ind., near Chrisney, he 
went to Evansville when a young man and early in 
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THIS COMBINATION 
hits the Jack Pot? 


Texcel pressure-sensitive Tape and Texcel Dispensers are 
creating real profits—profits that are repeated over and over. 












Texcel is the sturdy, transparent 
adhesive tape that adheres in- 
stantly without moistening. It is 
one of the popular items in the 
MOISTENING Trade because of its hundreds 


REQUIRED of uses in industries, offices, 
ADHERES INSTANTLY 


TRANSPARENT 


OO ae ee 
INDUSTRIAL TAPE 


CORPORATION 
NEW BRUNSWICK,N.J 


stores, homes, libraries, drafting 





rooms, art departments, schools. 





TWO POPULAR PRICED TAPES 


Texcel in the |0c size, and 25c size with individual 
cutters are packed in counter display boxes. Fea- 


ture them and increase your unit sales. 


DISPENSERS FOR COM- 
MERCIAL AND OFFICE USE 


& 


Strong metal dispensers for convenient and rapid 

unwinding and cutting of Texcel Tape. 

Complete range of the popular sizes. No. | for Commercial Use (Holds 2592” rolls). 
Samples and prices on request. No. 2 for Office Use (Holds 1296” and 792” rolls). 


INDUSTRIAL TAPE CORPORATION 





CHICAGO, ILL. + NEW BRUNSWICK, N. J. - SAN FRANCISCO, CAL. 
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SWINGLINE SPEED FASTENERS SWINGLINE POCKET PLIERS No. 13 HEAVY DUTY STAPLERS COMPLETE LINE OF STAPLES 
= ; 
—_ 
SPEEDWAY FILE FASTENERS PARR RUBBER TYPEWRITER KEYS PARR RUBBER FINGER TIPS SPEEDO INDEX TABS & INDEXES 
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BRASS FASTENERS F. B. LOOSE LEAF HOLDERS PARR ERASING SHIELDS PARROT BINDER CLIPS 








With each addition to our growing line of up-to-date office specialties, the desirability of 
a firm name that would adequately embrace them all became more apparent. What to do 
then but cap our manufacturing progress with an equally comprehensive title. 

During the past few years we have referred to these office accessories as SPEED PROD- 
UCTS. And here we found the major portion of our new name—broad enough in con- 


notation to cover both present and future developments in the line, yet confining to the 





extent of suggesting the principle of faster operation upon which all our products 


are built. p SZEL 
That a note of complete harmony may exist between our signature and the diversity of 


our products, as announced by mail in August, 


PARROT SPEED FASTENER CORP. 


is now 


SPEED PRODUCTS COMPANY 


37-18 Northern Blvd., Long Island City, N. Y. 


Booth 41 at the Boston Convention 
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life started working for a typewriter company. He 
was a member of the Odd Fellow and Eagle lodges 
in Evansville. As a representative of the Royal Type- 
writer Company, Mr. Branch covered several counties 
in southwestern Indiana and became widely known. 
He had many friends who admired him for his hon- 
esty and integrity. 

Mr. Branch was a member of the First Baptist 
church in Evansville and always lived a consistent 
Christian life. Funeral services were conducted from 
the family residence on Tuesday morning, August 1, 
by the Rev. J. Frederick Rake, pastor of the First 
Baptist church. Burial was in Oak Hill cemetery. 

Mr. Branch is survived by his widow, Selma; two 
daughters, Mrs. Raymond Meyer and Miss Lorene M. 
Branch; a son, Richard T. Branch, and two brothers, 
James N. and John W. Branch, all of Evansville—WBC 

+ - + 
E. W. FINZER 

Dr. Elmer Wesley Finzer, retired president of W. E. 
Finzer & Company, Inc., Portland, Ore., died last 
month at the age of sixty-eight years. Prior to open- 
ing the stationery and office supply house he prac- 
ticed dentistry in Woodburn and Portland. 

A considerable time ago Mr. Finzer founded the 
stationery house with his brother, W. R. Finzer, and 
had been active in its affairs since 1925. He was an 
enthusiastic worker in fraternal organizations, holding 
membership in a number of them. He is survived 
by his widow, Mrs. Minnie Finzer; two daughters, 
Mrs. Beatrice Cashman and Mrs. Laura Leopold; two 
sons, Donald and Malcolm Finzer; three sisters, Mrs. 
Henrietta Stafford, Mrs. Elma Hall and Mrs. Alice 


Hyland, and two brothers, John A. and Phillip B. 
Finzer. 
ok 
HENRY CURTIS 
Henry Curtis, president of Curtis 1000, Inc., and 
one of the best known members of the industry 


throughout the Eastern and New England states, died 
suddenly at his home in Hartford, Conn., on July 22. 
He was forty-seven years of age. 

Mr. Curtis had been closely identified with the 
bank and office supply business from the time he 
joined his father in managing the Curtis Printing 
Company in St. Paul, Minn., until, in 1927, he took 
charge of the eastern branch of Curtis 1000, Inc., in 
Hartford. 

Graduating from Shattuck Military Academy in 
Faribault, Minn., Mr. Curtis attended Harvard Uni- 
versity. He is survived by his widow, Mrs. Buford 
Brice Curtis, and three sons who live at Sunset Farms, 
West Hartford, Conn. 

+  & 
T. A. HAYES 

Thomas A. Hayes, who retired a year ago as vice- 
president of the W. H. Kistler Stationery Company, 
Denver, Colo., died last month at the Porter sanitarium 
in that city. He was seventy-six years of age and had 
been in ill health since his retirement from active 
business. 

Born in Paris, Ky., Mr. Hayes had been a resident 
of Denver for nearly fifty years. Shortly after his 


arrival in the Colorado city he married Louise Vidal, | 


a member of one of Denver’s pioneer families, who 
died in 1900. 

Mr. Hayes was active in philanthropies sponsored 
by the Catholic church, especially the St. Vincent 
de Paul Society. He is survived by a son, Numa Hayes; 
a daughter, Mrs. William D. Rothwell, and two grand- 
children, all of Denver. 

+t | 
L. F. REYNOLDS 

Lawrence F. Reynolds, for many years one of the 
leading typewriter dealers of St. Louis, Mo., died at his 
home in that city following a heart attack on August 3. 
He was sixty-five years of age and resided at 5180 
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A Difference 





In Serateh Pads 


Pad is of UNIFORM 100-sheet 
chipboard of UNIFORM weight 


glued with a distinctive blue adhesive. 


e When Every count 
—hacked” 


thickness—neatly 


with and 


and super-reinforced. 


e When Every Pad is accurately cut to size—UNIFORMLY 
banded 12 pads to the package, and packed in UNIFOAM 


small shipping cartons for your convenient handling. 


e When the Paper Used is a white sulphite sheet, ALWAYS 
UNIFORM in quality, because it is made to our express 
specifications. 

it’s this attention to 


Just an every-day item, but 


that assures customer-satisfaction. 


detail 
e Two paper grades, regularly available in the following 
complete range of sizes, give you a double-barrelled shot 


at every scratch-pad order: 


3x5 2%,x4, 
1x 6 14, x5), 
5x8 54, x 8, 


8Y, x Il 


SERV-WEL PADS are watermarked for 
convenient and immediate identification 
of quality. 

CHALLENGE PADS 


marked, suggested for competition. 


are unwater- 


e Let us send you samples of pads, with quantity 
prices we know will interest you. 


e Scratch Pads in other qualities or colors, or in any 
special size, can always be furnished promptly, to order. 


ROCKWELL-BARNES COMPANY 


1515 West 38th Street Chicago 
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The COPY-HOLDER LAMP 


\ new, exclusive item that finds ready 
acceptance in any office. It combines a 
highly efficient stenographer’s desk lamp 
with a copy or notebook holder placed 
at the correct reading angle and perfectly 
illuminated by restful, glareless light. 
Prevents eye strain and fatigue—helps 
the stenographer turn out more and bet- 
ter work. Made in 4 models. Offers ex- 
ceptional sales possibilities. 


NATIONAL ADVERTISING 
HELPS YOU SELL THE FARIES LINE 
There’s a lamp for every portable light- 
ing requirement in office, store, or fac- 
tory. For 59 years, Faries Lamps have 
been leaders in style and lighting effi- 
ciency—your assurance that they'll make 
good with your customers. The Faries 
name on a lamp has come to mean some- 
thing. Advertising in such magazines 
as Time, Business Week, Forbes, Bank- 
ing—publications regularly reaching well 
over a million executives in all lines of 
business—men influ- 
ence the purchase of lightirig equipment. 
The Faries line is complete—and kept 


whose preferences 


strictly up to date. 


Get this CATALOG 
It shows 200 Models 


\ complete, fully illustrated reference to 
lamps for every requirement—from the 
President's office to the shipping clerk’s 
desk, the factory, or the showroom. Send 
for the Faries catalog—use it to sell more 
lamps. 


FARIES MFG. CO. 
1010 E. GRAND AVE., DECATUR, ILL. 
S. Rosert Scuwartz Drv. 





No. 2242 Guardsmar 


la, 





No. 2213 Guardsman 


—_ 


x ee 


No. 1561 Executive 


ae’ 
— ee 


| 
L w* 


No. 1989 Natural 
Light 


A 


PEE 
r] 


No. 2207 Guardsman 


cr 





No. 2231 Indirect 
Desk Lamp 





OFFICE APPLIANCiS 


Enright avenue. During his years in the business 
Mr. Reynolds is said to have been connected with all 
of the major typewriter agencies in St. Louis. He is 
survived by his widow, Mrs. Cora E. Reynolds, and six 
children, Mrs. J. B. Miller, Mrs. Orville R. Dresch, 
Mrs. Clark White, Marshall H., Lawrence F., and David 
F. Reynolds. 
| 


+ 
C. A. DONNELL 

News of the death in Los Angeles, Calif., of C. A. 
Donnell, who was well known among Texas and 
Oklahoma typewriter folk, reached friends in Okla- 
homa City recently. 

Mr. Donnell, who sold out his typewriter and office 
supply business in Oklahoma City in December, 1937, 
and moved soon afterward with his family to Cali- 
fornia, had been engaged in the transfer and storage 
business in Los Angeles for some time prior to his 
death.—EVH 

+t  & 


E. A. STOVER 
Edgar A. Stover, for more than thirty years con- 
nected with the stationery department of H. and W. B. 
Drew Company, Jacksonville, Fla., died in that city 
last month at the age of fifty-eight. A native of 
Hagerstown, Md., Mr. Stover moved to Jacksonville 


in 1905. Following services in the Livingston 
Memorial church interment was in Oaklawn cemetery. 
JHR 
+ + -& 
Cc. C. SPARKS 


Charles C. Sparks, 63, foreman of the service de- 
partment of the Royal Typewriter Company and an 
employe of the company at Cleveland and in Phila- 


| delphia for twenty-five years, died July 18 at Huron 


Road hospital, Cleveland. He was a native of Wil- 
mington, Del., going to Cleveland from Philadelphia 


| twenty years ago. He is survived by his widow, Bessie; 


a daughter, Dorothy; and a son, Charles.—AK 
+ i 
JOHN Q. SHERMAN 
On Thursday, July 27, John Q. Sherman, president 
of The Standard Register Company, Dayton, Ohio, 
passed away. Mr. Sherman, who was only fifty-seven 


| years old at the time of his death, was founder of The 


| Office Supply Company 
| high school_—EVH 


Standard Register Company, which was the first man- 
ufacturer to develop perforated business forms en- 
gaged by pin wheels to facilitate accurate handling in 
multiple. 
ol. ok wl 
R. E. HORTON 

Robert E. Horton, of 1308 North Dale avenue, 22- 
year-old clerk for the Standard Office Supply Com- 
pany, 315 North Broadway, Oklahoma City, Okla., died 
recently. 

Mr. Horton was a former Central high school honor 
student, and had been employed at the Standard 
Since his graduation from 


+  -f 
J. M. JONES 

Jesse M. Jones, 57, typewriter salesman with the 
Cleveland office of Remington Rand, Inc., fell to his 


| death from the Hotel Hollenden, Cleveland, July 25. 


Mr. Jones had been in poor health, suffering also from 
spells of dizziness. He had been employed as a type- 
writer salesman from 1904 to 1925, and returned to 
that field again in 1935. He was unmarried.—AK 
+t bt | 
G. M. CHASE 

Guy Marvin Chase, well-known in the office equip- 
ment business through his connection with the Nagel- 
Chase Manufacturing Company, Chicago, died August 
13 at Gloucester, Mass. He was s2venty-five years of 
age. 

Mr. Chase lived at the North Shore hotel in Evan- 
ston, Ill. For many years he was western manager of 
the Plume & Atwood Manufacturing Company and as 
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is illustrated catalog, price list 
and sales manual, completely indexed 
and cross referenced, and arranged 
in eight sections with thumb cut index. 


? y — 2 nen 
fe CB EP = LEAF BINDCL 
RULED FORM> 
AND INDEXE> 
é 


-QRULED BOUN 
% - 
ING FOLDER: 


DB CECE, 


EXPAND 
FILING SUPPLIE- 


CLASP ENVELOPE> 
9 


Dp a t . 
TY RECOR 
COUN ‘ 


. £nvuleP™ 
>} coRv eu” 
VISIBLE RE ’ pit 

y 74% 
A AtHINE BOOK™ 


EQUIPMEN! 
4 


All merchandise of our manufacture 
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a result of his many years in the field leaves hundreds 
of friends who mourn his passing. A great many sent 
messages of condolences to his widow, Mrs. Harriet 
B. Chase, who survives him. 
Following funeral services at a chapel at 1460 Sher- 
man avenue, Evanston. 
J ’ ’ 
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LOUIS CAMPICHE 
Through the columns of La Revue du Bureau, Paris, 
France, we learn of the passing of M. Louis Campiche, 
who died recently in his Paris home. M. Campiche 
was well known to the industry abroad as an early 
user of the Caligraph in 1892 and as founder and 
organizer of the Club Stenographique at Sainte Croix. 
tb bt + 
E. T. SCOTT 
Ezra T. Scott, 89 years old, pioneer office equipment 
and stationer of Laporte, Ind., died recently at the 
home of a granddaughter in Westville. Two grand- 
children and four great-grandchildren survive.—EB. 


—>-——__. 


HAZELL, WATSON & VINEY IN 100TH YEAR 

In the August issue of The British Stationer appears 
a lengthy review of a book entitled “A Century in 
Print: The Story of Hazell’s, 1839-1939,” which is an 
interesting ‘history of the 100-year-old English sta- 
tionery firm of Hazell, Watson & Viney, London. 

The story relates how William Paul, of Huguenot 
descent, rented space at 14 Kirby street, Hatton Gar- 
den, and started in business as a printer. It was in 
1839 when “ a very great part of the population could 
not write and at least a third could not read” and, 
therefore, not a particularly appropriate time for the 
launching of a printing business. Heavy taxes on 
paper and advertisements as well as a substantial 
stamp duty on newspapers were other setbacks await- 
ing the unwary business man. 

The book relates how William Paul was approached 
in 1843 by George Watson, a printer, who purchased 
the business which the original owner had maintained 
despite many handicaps. In 1863 Walter Hazell joined 
Mr. Watson and when the former retired soon there- 
after became a partner of Mr. Watson’s son, George, 
Jr. A branch was formed at Aylesbury and some 
monetary losses were experienced by the firm which 
was by that time known as Watson & Hazell. 

An articled pupil, J. Elliott Viney, who joined the 
firm in 1869 at a time when the company made the 
second move in its career and entered new premises 
on Charles street, was appointed a partner six years 
later. In 1880 Mr. Watson left the firm to become asso- 
ciated with Ford & Tilt, but was not destined to re- 
main away long, his original company being able four 
years later to purchase the Ford & Tilt organization 
and absorb it, the parent company then becoming 
Hazell, Watson & Viney, Ltd. 

Some time later the firm formed a connection with 
what is now Letts Quikref Diaries, Ltd.. and as year 
succeeded year increased its personnel, installed new 
and better printing machinery and expanded. An odd 
note is struck, however, when it is reported that in 
1898 the following announcement told of the discon- 
tinuance of the photographic department: “The ad- 
vent of picture postcards ruins the firm’s photographi 
business and it is closed.” 

Ralph C. Hazell, who has been chairman of the 


company since 1929, joined the firm as a director in 
1905. He succeeded as chairman W. Howard Hazell 
who, in turn, assumed the chairmanship upon the 


death in 1919 of Walter Hazell. 

The company had in 1896 taken over the agency for 
Esterbrook pens and nibs and by the end of the war 
these items, the book tells, had become a profitable 
and widespread business for the company. In 1927 
offices and a stationery warehouse on Shaftesbury 
avenue were opened under the direction of H. Evans, 

(Turn to page 195, please) 
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A complete 
variety of sizes 


CUSTOMERS COME BACK | *m.” 


CLIPS 


for the YELLOW BOX line! FASTENERS 





THUMB TACKS 


Stationers prefer to handle the Yellow Box Line for they STAPLES 
know from experience how it boosts repeat sales. Customers TAK-A-PINS 


have come to know — and remember — that quality fasten- lated i 
ing devices come in the familiar Yellow Box onwsnigsanee" and related items 
and successful stationers throughout the <4 


country are cashing in on this demand. 


i ba 
For uniformity of product, high sustained nero 
quality, full count, strong, effective pack- O A K WV | L L E 
aging, extra display value and a real profit, 


you, too, should feature the Yellow Box 
Line. COMPANY 

All dealers standardizing on the Yellow 
Box Line can obtain sales helps to assist in 
increasing their profit. Write us for details, Waterbury, Connecticut 
complete information. 
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Wear De! Hear Ve! 


YE STACYONERES OF AMERICA 


ARE SUMMONED 
> YE THIRTY -FOURTH CONVENTION 
AND 
FOURTH FIVE CENTURIES OF PROGRESS 
XPOSITION AND MERCHANDISE FAIR 
IN YE OLDE BOSTON TOWNI 
SEPTEMBER 18, 19, 20, 21, 1939 
HOSTELRY OF STATLER 


Now Therefore,--- 


YF STACYONERES OF BOSTON 
\WAIT YE STACYONERES OF AMERICA 
WITH GRATE ANTICIPATION 
FOR THESE TOWNE MEETINGS 
WILL BE OF.GRATE VALUE TO 
Yt STACYONERES 


VRITT 
| SCR URI BROTHER GARVIN 
ESTMENT BUILDING 


ASHINGTODS ' ri 


yoes Lithographing Co., Chicago 
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WELCOME TO BOSTON 


Special section for the Thirty-Fourth Annual 
Convention of the National Stationers Associ- 
ation and Fourth Five Centuries of Progress 
Exposition to be held in Boston, September 
18-19-20-21. Containing a welcome from sta- 
tioners and manufacturers of Boston and 
vicinity to the dealers throughout the United 
States. The order of the week's events, 
speakers, convention committees, and other 
convention information. Places to visit of his- 
toric and literary interest in Boston, which is 
also birthplace of the first stationers associa- 


tion, continuous through fifty-one years. 
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TATIONERS and manufacturers of historic Boston join in a cordial welcome 
to members and guests attending the Thirty-Fourth Annual Convention of the 
National Stationers Association. The mayor of the City of Boston presents a special 
message of welcome. Convention hosts for the third time, Boston members have 
left nothing undone to make this convention unusually profitable and pleasurable. 
On the program will be subjects of practical value and discussions of common 
problems, resulting in suggestions for charting courses for the coming year. The 
exposition will present displays in wide variety. Following Mayor Tobin are those 


who speak for the respective divisions of the industry. 


As Mayor of Boston, it gives me particu: lar pleasure to welcome you to our 


city jor your thirty fourth annual convention, for Boston and nearby cities 1s 


produced au ide variety of the manufactures around which the Stationery bust 
ness 1S built 

In Boston, | learn. was formed one of the first associations in your trade 
Along with its great ¢ comme rcial enterprise 5. Boston offers for your interest 11s 
Its uUniversitles, schools, MUSEUMS and churches Also its 





cultural institutions 
many famous historical places and Structures 
On behalf of our culizens | extend to all 0] you a very cordial greeting and 


the wish that your convention may be In every Wa) successful 








MAURICE J. TOBIN, Mayor of Boston 





MAYOR TOBIN 





As president of the National Stationers Association I extend to you the hand 
of fellou ship, indicative of the welcome you will receiwe mm Boston at the thirty 
fourth annual gathering of our membe ership 

From the day the invitation of Boston and Neu Eng gland stationers and man 
ufacturers was accepted last Fall, it has been apparent the 1939 conclave would 
be a success Subsequent events have Justified the optimism then a ressed 

Constructive and forward-looking, the program 1s designed to bring up for 
consideration the problems and opportunities fa cing Stationers He Your pres 
ence and active participation in the daily events o| the convention will add to the 
value and importance of proceedings. . . HAROLD J. HAMPTON, President, N. S. A. 





e | MR. HAMPTON 


It is guite fitting that we should meet from time to time in old “Bean Town’ 
because the first local association of our business started in Boston over fifty years ago 
One of our earliest conventions was held in Boston back in 1908 and we met 
there again in 1927 Now once more we meet in that historical city and every 
FO ot is that this will be an outstanding convention and the Boston folks say 
it is going to be a record-breaker. The program will be well worth the time of 
any man who 1s interested in any branch of the business Outstanding speakers 
fe r the general sessions—the first meeting of N.S.A’s Institute of Industrial 
Opinion. a 1 full day dealer conference a show which taxes the capacity of the 
exhibit Space and an entertainment program w hich will long be remembered by 
those participating in it 

And so we invite you to Boston to N.S.A.’s 34th Annual Convention and 


Fourth Five Centuries 0 { Progress Exposition. We include in our invitation ' 
in fact, 1 ve imvuite everyone who is interested im the MR. GARVIN 





our non-member Sisnds— 
good of this great business and Ww tho wishes to make its future even finer than its 


past CHARLES P. GARVIN, Secretary and General Manager, N. S. A. 
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On behalf of the commercial stationery dealers in Boston and vicinity, | have 
the privilege of welcoming you to the Thirty- Fourth Annual Convention of the 
National Stationers Aidiciation On two previous occasions—im 1908 and in 
1 927—historic Boston was host to sigmficant N.S. A. conventions. At the 1939 
assembly you will find agam, and in full measure, the spirit. of friendly welcome. 


As fellow merchants im a great business field, we bid you come and participate 
in the convention— -spend some time in contemplation of ‘the sacred places where 
history was made by the great men of our country's early years—visit our mu- 
seums of science and our ealleries of art—and fellowship ‘with us as we all work 
together for the advancement of the commercial Stationery industry. 








MR. CUSHING WALTER F. CUSHING, Adams, Cushing & Foster, Inc. 


On behalf of the stationery manufacturers of Boston and vicimty, I have the 
happy opportunity to voice a cordial welome 

Variety is the constant characteristic of a visit to Boston during convention 
time. At the sessions speakers will present tested ideas that need but little chang- 
ing to apply to individual problems; in —s lob by conversations, you will bene- 
fit fit further from the exchange of ideas; in leisure time you will find recreational 
and cultural attractions of every kind. 

We offer you all of the facilities at our command to make assurance doubly 


sure that your stay will be pleasant and profitable 
GEORGE F. MALCOLM, F. S. Webster Company 





MR. MALCOLM 


On behalf of the office furniture manufacturers of Boston and Vicinity, l am happy to extend the hand of 
warm u elcome to our city 

To first time visitors to those familiar with the charms of Boston either through actual Sojourn or by 
the magic of photograph) and the printed word to all, the city and environing communities are replete with 
fascinating attractions im the of religion, education, culture and entertainment. Whether you seek inspira- 
tion 1 church or 1 library, 0 r_ look for enjoyment on a golf course or ina theatre, Boston can serve your 
pied with perfect iti 

May your visit bring you a flood tide of satisfaction, based upon pleasurable experiences that will carry over 
in. the form of permanently graclous memories U hen you return to your homes 


KERVIN R. DUNTON, Doten-Dunton Desk Company 
x 


And all the manufacturers in Boston and vicinity listed below, whose adver- 
tisements are presented in this section extend welcomes individually. Members of 
the trade are invited to visit the offices and plants of these producers while in 
New England. 


‘The Bassick Company, Bridgeport, Conn. 116 George B. Graff Company, Cambridge, Mass. 80 
“Better Packages, Inc., Shelton, Conn. 241 Harriman-Welts Products Company, Boston, Mass. 80 
"as . Brown Paper Company, Adams, Mass 79 Hotchkiss Sales Company, Norwalk, Conn. 82 
_jhe Carter's Ink Company, Boston, Mass. 83 +4. W. Kellogg Sales Company, Waltham, Mass. 241 
Collier-Keyworth Company, Gardner, Mass. 174 National Mant! Book C cunts. ‘Biteatin tle 81 
The H. C. Cook Con Aneo Cons 83 Nationa an oo vompany, Molyoke, Mass. 
apany, Ansonia, Conn. : ‘ . 78 

Daco Card & Index Company, Boston, Mass. 80 Neva-Clog Products, Inc., Bridgeport, Conn. 
Doten-Dunton Desk Company, Cambridge, Mass. 82 “Oakville Company, Division of Scovill Manufactur- 
Eaton Paper Corporation, Pittsfield, Mass. 83 ing Company, Waterbury, Conn. 69 
Elliott Addressing Machine Company, Cambridge, Rivet-O Manufacturing Company, Orange, Mass. 80 

Mass 80 *F. S. Webster Company, Cambridge, Mass. 2 


. 


*‘Boston area manufacturers whose advertisements appear in this issue outside of the special section 














CHARLES P. GARVIN 


N. S. A. Secretary and General 
Manager, Washington. D. C. 





HAROLD J. HAMPTON 


N. S. A. President. Indianapolis Of- 
fice Supply Co., Indianapolis, Ind. 
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J. S. SPROTT A. R. SKIBBE 
The Globe-Wernicke Co.. Associated Stationers Supply Co. Westinghouse Electric Supply Co.. 
Cincinnati, Ohio Chicago, III. Boston, Mass. 





DR. ALLEN A. STOCKDALE 


The National Association of Man- 
ufacturers, New York, N. Y 





R. G. SLAUER 
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R. H. LLEWELLYN 


Governor Dist. 1; R. H. Llewellyn 
Company. Manchester, N. H. 








JOHN B. DWYER 


Acco Products, Incorporated. 
Long Island City. N. Y 


N.S. A. Convention Program 


- order of events scheduled 
for the 34th Annual Convention 
of the National Stationers Associ- 
ation, to be held in Hotel Statler, 
Boston, September 18 to 21, prom- 
ises one of the most profitable and 
interesting conclaves in the asso- 
ciation’s history. The diversified 
program—the 4th Five Centuries 
of Progress Exposition—the enter- 
tainment program and sightseeing 
tours about old Boston and vicin- 
ity offer an extraordinary com- 
bination of attractions. Each of 
which will alone be worth a trip 
to the famed New England city at 
this time. 

Sunday morning, September 17, 
will see the start of the busy week, 
when at 10:00 o’clock President 
Harold J. Hampton will preside 
over a meeting of the Executive 
Committee. Meetings of the con- 
vention committees with General 
Manager Charles P. Garvin will be 
held during the day, to add final 
touches to the arrangements 


so ably prepared by the hosts and 
national headquarters. 


Speakers Pictured Above 
To Address 34th Annual 
Meeting of the National 
Stationers Association in 
Boston, September 18-21 


Monday 


On Monday morning, at 8:30, 
President Hampton and his cabi- 
net will breakfast with the Board 
of Control, after which the Board 
will meet in executive session. 

The registration desks will be 
open for convention visitors from 
9:00 a.m. to 5:00 p.m. 

At 9:30 a.m., the Exposition will 
open its doors as a preview for all 
who are _ registered, remaining 
open until 12:00 o’clock noon. The 
great success of the Chicago ex- 
positions the past three years is 
expected to be duplicated at Bos- 
ton. Exhibit space is reported 
again sold out in advance. Here 


the manufacturers will display 
important lines and many new 
and improved products, enabling 
the dealer to make valuable con- 
tacts profitable to his business. 
Monday afternoon, at 1:30, 
President Hampton will sound the 
gavel for the first general session 
of the convention. The beautiful 
Georgian room of the Hotel Stat- 
ler will provide the setting for this 
stimulating joint meeting of all 
divisions of the association. 
Following appointment of ser- 
geant-at-arms, the president will 
name the convention committees. 
First speaker on the program 
will be Past President Woodson P. 
Waddy, Everett Waddey Com- 
pany, Richmond, Va. Addresses of 
welcome will then be made by 
George R. Hayes, president, Boston 
Stationers Association; and R. H. 
Llewellyn, governor District No. 1. 
The convention’s keynote speech 
will be given by Charles P. Garvin, 
general manager, N.S.A. 
The annual report of the presi- 
dent will follow. 
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R. A. MAISH 


V.-Pres. N. S. A.; Dennison Man- 
ufacturing Co., Framingham, Mass. 














GEORGE R. HAYES 


President, Boston Stationers Assn., 





Boston, Mass. 





HERBERT C. HOOKS 


Moore Push-Pin Company. 
Ph:ladelphia, Pa. 


Dr. Allen Stockdale, of the Na- 
tional Association of Manufactur- 
ers, popular speaker at last year’s 
convention, will then make the 
“Feature Address.” 

Next will come roll call of gov- 
ernors, colonels, and Board of 
Control; the treasurer’s report, by 
William E. Stockett, Jr.; and re- 
port of the auditor, Woodson P. 
Waddy. 

Session will close with dia- 
logue on the year’s work by Presi- 
dent Hampton and Manager Gar- 
vin 

At 4:30 P. M., the assembly will 
be led by the chief executives to 
the Grand Ball Room for the for- 
mal opening of the Exposition. 
Exhibits will continue open till 
10:30 P. M. 

Tuesday 

Tuesday morning the _ second 
general session will be held, with 
President Hampton in the chair 

Addresses on the following sub- 
jects will be presented: National 
Letter Writing Week, by Paul Bur- 
bank, Eaton Paper Corporation; 
Lighting—with demonstrations, by 
R. G. Slauer, Westinghouse Elec- 
tric Supply Company; Posture 
What It Means to the Office Work- 


MAX C. VAUGHT 


Gunn Furniture Company. 
Grand Rapids, Mich. 


WOODSON P. WADDY 


N. S. A. Auditor; Everett Waddey 
Company, Richmond. Va. 





©. H. JOHNSTONE 
Chmn. Field Division; Wallace 
Pencil Co., Chicago, Ill. 








er, by Ward Taylor, Walcott-Tay- 
lor Company, Washington, D. C.; 
Windows—As the Public Sees Your 
Business, by Alvin R. Skibbe, As- 
seciated Stationers Supply Com- 
pany. 

The session Tuesday afternoon 
will be the third joint meeting of 
all divisions, but for members 
only. 

A review of the year’s work and 
plans for the year ahead will be 
presented by General Manager 
Garvin. Report of chairman of 
the Manufacturers Division will 
be given by R. A. Maish, Dennison 
Manufacturing Company. Report 
of chairman of the Field Division 
will be presented by C. H. John- 
stone, Wallace Pencil Company. 

Prison Competition will be dis- 
cussed by J. S. Sprott, The Globe- 
Nernicke Co. After Mr. Sprott’s 
talk will come reports of the fol- 
lowing committees: Budget, Dec- 
larations, Necrology, Nominating, 
and special committees. 

Election of officers and unfin- 
ished business will conclude the 
meeting. 

The Exposition will open at 5:00 
and remain open until 10:30 p. m 

Tuesday evening there will be 


PAUL BURBANK 


Eaton Paper Corporation, 
Pittstield, Mass. 


W. E. STOCKETT 


N. S. A. Treasurer; Stockett-Fiske 
Company. Washington, D. C. 


the two-hour Sales Institute, 
which has become a regular event 
on convention programs of highly 
inspirational and practical value. 
Speakers will include: Herbert C. 
Hooks, Moore Push-Pin Company; 
A. R. Skibbe, Associated Station- 
ers Supply Company; John Dwyer, 
Acco Products, Inc.; Max Vaught, 
Gunn Furniture Company; Har- 
old J. Hampton, Indianapolis Of- 
fice Supply Company, Indianapo- 
lis, Ind.; and Charles P. Garvin. 
Retail salesmen in Boston and vi- 
cinity are invited. After the meet- 
ing they will be welcome to visit 
the exposition. 


Wednesday 


Wednesday will be devoted to 
dealer meetings. The sessions will 
be divided by subjects, with rotat- 
ing chairmen, and ample time for 
discussions. 

The Exposition will be open all 
day, but closed for the banquet. 


Thursday 


A meeting of the new Board of 
Control will convene Thursday 
morning, when President Hampton 
will turn the gavel over to his 

(Turn to page 85, please) 











L. to R.: Mr. Tehan, Mr. Hart, Mr. Llewellyn, Mr. Rebhan, Mr. Garvin, Mr. Hayes, Mr. Caswell, Mr. Little, Mr. King, Mr. Armington 


National Convention Committee 

Charles P. Garvin, General Chair- 
man. Harold J. Hampton, Hono- 
rary Chairman. 

George R. Hayes, Thomas Groom & 
Company, Inc., Boston, Mass. 

Arthur L. King, Ward's Stationers, 
Boston, Mass. 

Rhys Llewellyn, R. H. Llewellyn Co.., 
Manchester, N. H. 

Albert F. Rebhan, Blake & Rebhan 
Co., Boston, Mass. 

Guy W. Hart, Joseph Dixon Cruci- 
ble Company, Boston, Mass. 

R. A. Maish, Dennison Manufactur- 
ing Co., Framingham, Mass. 


National Convention Staff 
Officers 

Edward L. Little, Wabash Cabinet 
Co., Wabash, Ind. 

R. A. Maish, Dennison Manufactur- 
ing Co., Framingham, Mass. 

Harry Tehan, Chas. M. Higgins & 
Co., Inc., Brooklyn, N. Y. 

Miss Rose Cushman, N. S. A. Head- 
quarters, Washington, D. C. 


Convention Promotion Committee 

Arthur L. King, Ward's Stationers, 
Boston, Mass. 

Albert F. Rebhan, Blake & Rebhan 
Co., Boston, Mass. 


Boston Convention Committee 

George R. Hayes, Thomas Groom & 
Co.,Inc., Boston, Mass.,Chairman 

F. H. Caswell, F. S. Webster Co., 
Cambridge, Mass. 

Otto A. Cavanaugh, Plimpton’s, 
Hartford, Conn. 

Paul W. Cheney, Southworth Com- 
pany, West Springfield, Mass. 

Frank H. Fargo, The Frank H. Fargo 
Co., Bridgeport, Conn. 

James E. Feeley, Springfield Office 
Supply Co., Springfield, Mass. 

Richard Freeman, E. L. Freeman 
Co., Providence, R. I. 

Horton R. Frisbie, Roberts Office 
Supply Co., Portland, Me. 

Edward Gurley, L. E. Murran Co., 
Boston, Mass. 

Guy W. Hart, Joseph Dixon Cruci- 
ble Co., Boston, Mass. 


N.S.A. 


Convention 
Committees 


Arthur L. King, Ward's Stationers, 
Boston, Mass. 

Rhys Llewellyn, R. H. Llewellyn Co., 
Manchester, N. H. 

Wallace R. Lovett, Standard Diary 
Co., Cambridge, Mass. 

Francis B. Macmillan, Hobbs & 
Warren, Inc., Boston, Mass. 

R. A. Maish, Dennison Manufactur- 
ing Co., Framingham, Mass. 

John F. Molloy, Meriden, Conn. 

Elmer W. Pape, Adkins Printing 
Co., New Britain, Conn. 

Albert F. Rebhan, Blake & Rebhan 
Co., Boston, Mass. 

Roscoe P. Todd, Thorp & Martin 
Co., Boston, Mass. 

James T. Towhill, The Jas. T. Tow- 
hill Co., Boston, Mass. 

Walter F. Wyman, The Carter's 
Ink Co., Cambridge, Mass. 


New England Committee 


Rhys H. Llewellyn, Governor Dis- 
trict No. 1, Chairman. 

Colonel Otto Cavanaugh, Plimp- 
ton’s, Hartford, Conn. 

Colonel Walter R. Dolliver, Provi- 
dence Paper Co., Providence, 
Rhode Island 

Colonel James E. Feeley, Spring- 
field Office Supply Co., Spring- 
field, Mass. 


Colonel Arthur L. King, Ward's 
Stationers, Boston, Mass. 
Colonel Patrick McAuliffe, McAu- 


liffe Paper Co., Burlington, Vt. 
Colonel R. A. Maish, Dennison 
Manufacturing Co., Framingham, 
Mass. 
Boston Manufacturers Committee 
F. H. Caswell, F. S. Webster Co., 
Cambridge, Mass., Chairman 
Walter F. Wyman, The Carter's 
Ink Co., Cambridge, Mass 


Boston{Convention Ladies’ 
Entertainment,Committee 
Guy W. Hart! Joseph Dixon Cruci- 
ble Co., Boston, Chairman 

Harry L. Chandler, Adams, Cushing 
& Foster, Boston, Mass. 

William J. Driscoll, The Carter's 
Ink Co., Cambridge, Mass. 

Frank N. Fisher, Standard Diary 
Co., Cambridge, Mass. 

James Hobart 

George R. Hayes, Thomas Groom 
& Co., Inc., Boston, Mass. 

Roscoe P. Todd, Thorp & Martin 
Co., Boston, Mass. 

James T. Towhill, The Jas. T. Tow- 
hill Co., Boston, Mass. 


Boston Ladies’ Committee 


Mrs. Guy W. Hart, Chairman; Mrs 
John Brooks, Mrs. Samuel Groom, 
Miss Nelson, Mrs. Cortland Worth, 
Mrs. Paul W. Cheney, Miss Laura 
Adams, Mrs. Frank Horie, Mrs. A. 
F. Rebhan, Mrs. Waldo Rice, Mrs. 
James T. Towhill, and Mrs. Arthur 
L. King. 


Boston Golf Committee 
James R. Armington, Mohican Pen- 
cil Co., Boston, Mass., Chairman. 
Joe Bonney, E. L. Freeman Co., 
Providence, R. I. 
Steve Mason 
William Taylor, L. E. 
Co., Boston, Mass. 
Frank N. Fisher, Standard Diary 
Co., Cambridge, Mass. 


Waterman 


Exposition Committee 
Harry Tehan, Chas. M. Higgins & 
Co., Inc., Brooklyn, N. Y., Chair- 
man 
Joseph C. Strauss, Automatic Pen- 
cil Sharpener Co., New York, N. Y 


Banquet Seating Committee 
Edward L. Little, Wabash Cabinet 
Co., Wabash, Ind., Chairman 
Ray Eichenlaub, Service Steel Prod- 
ucts Corp., Chicago, III. 


Convention Publicity Committee 
C. H. Everly, ‘‘Office Appliances,”’ 
New York, N. Y., Chairman 
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EXHIBITORS AT N.S. A. EXPOSITION 


Acco Products, Inc. 

Ace Fastener Corporation 

Acme Visible Records, Inc. 
All-Steel-Equip Company, Inc. 
Allen Calculators, Inc. 

American Lead Pencil Company 
Art Metal Construction Company 
Art Specialty Company 

Art Steel Company 

Automatic Pencil Sharpener Co. 
Autopoint Company 

Bankers Box Company 

Boorum & Pease Company 

The Carter’s Ink Company 
Columbia Ribbon & Carbon Mfg. Co. . 
Corry-Jamestown Mfg. Corp. 
Cramer Safe & Office Equipment Co. 
Dennison Manufacturing Co. 
Joseph Dixon Crucible Co. 
DoMore Chair Company 

Eagle Pencil Company 

Eaton Paper Corporation 
Esterbrook Pen Company 

Ever Ready Calendar Mfg. Co. 
Eberhard Faber Pencil Company 
Finch & McCullouch, Inc. 

The Globe-Wernicke Co. 

George B. Graff Company 

Gregg Publishing Company 
Gregory Fount-O-Ink Company 
Gunn Furniture Company 

The Heyer Corporation 

Charles M. Higgins & Company, Inc. 
Hotchkiss Sales Company 

C. Howard Hunt Pen Company 
Invincible Metal Furniture Company 
Jasper Chair Company 

David Kahn, Inc. 

Kisco Company, Inc. 

Frank Mashek & Company 

The Meilink Steel Safe Company 
G. & C. Merriam Company 

Moore Push Pin Company 
National Blank Book Company 
National Vulcanized Fibre Company 
Norma Multikolor, Inc. 

Oxford Filing Supply Company 
Parker Pen Company 

Reyburn Manufacturing Company 
Robinson Manufacturing Company 
Rust Craft Publishers, Inc 
Sainberg & Company, Inc 

Sanford Manufacturing Company 
Security Steel Equipment Corp. 
Sengbusch Self-Closing Inkstand Co. 
W. A. Sheaffer Pen Company 
Southworth Company 

Speed Products Company 
Spencerian Pen Company 

S. S. Stafford, Inc. 

Standard Diary Company 
Stationers Loose Leaf Company 
Stein Brothers Manufacturing Co. 
Trussell Manufacturing Co 

Victor Safe & Equipment Co. 

The Wahl Company 

L. E. Waterman Company 

F. S. Webster Company 

Frank A. Weeks Manufacturing Co. 
Weis Manufacturing Co 
Wilson-Jones Company 


Long Island, New York, N. Y. Booth No. 64 
Chicago, III. Booth No. 29 
Chicago, III. Booth No. 28 
Aurora, II. Booth No. 9 
New York, N. Y. Booth No. 73 
Hoboken, N. J. Booths No. 67 & 68 
Jamestown, N. Y. Booths No. 56, 57, 58 
Chicago, II. Booth No. 44 
New York, N. Y. Booths No. 25 & 26 
Chicago, II. Booth No. 74 
Chicago, III. Booth No. 24 
Chicago, Ill. Booth No. 16 
Brooklyn, N. Y. Booth No. 30 
Boston, Mass. Booths No. 21, 22, 23 
Glen Cove, N. Y. Booth No. 65 
Corry, Pa. Booths No. 5 & 6 
Kansus City, Mo. Booths No. 34 & 35 
Framingham, Mass. Booths No. 49 & 50 
Jersey City, N. J. Booth No. 78 
Elkhart, Ind. Booth No. 69 
New York, N. Y. Booth No. 17 
Pittsfield, Mass. Booths No. 10 & 11 
Camden, N. J. Booth No. 66 
Jersey City, N. J. Booth No. 59 
Brooklyn, N. Y. Booth No. 86 
Aurora, II. Booth No. 80 
Cincinnati, Ohio Booths No. 32 & 33 
Cambridge, Mass. Booth No. 13 
New York, N. Y. Booth No. 51 
Los Angeles, Calif. Booth No. 84 
Grand Rapids, Mich. Booth No. 81 
Chicago, III. Booth No. 76 
Brooklyn, N. Y. Booth No. 48 
Norwalk, Conn. Booth “# 
Camden, N. J. Booth No. 42 
Manitowoc, Wis. Booth No. 14 
Jasper, Ind. Booth No. 15 
North Bergen, N. J. Booth No. 38 
St. Louis, Mo. Booth No. 77 
Chicago, III. Booth No. 75 
Toledo, Ohio Booth No. 43 
Springfield, Mass. Booth No. 7 
Philadelphia, Pa. . Booth No. 52 
Holyoke, Mass. Booths No. 19 & 20 
Wilmington, Del. Booth No. 31 
New York, N. Y. Booth D 
Brooklyn, N. Y. Booth No. 2 
Janesville, Wis. Booth No. 12 
Philadelphia, Pa. Booth No. 45 
Westfield, Mass. Booth No. 27 
Boston, Mass. Booth No. 70 
New York, N. Y. Booths No. 60 & 61 
Chicago, III. Booth No. 71 
Avenel, N. J. Booths No. 36 & 37 
Milwaukee, Wis. Booth No. 62 
Fort Madison, Iowa Booth No. 1 
West Springfield, Mass. Booth No. 55 
Long Island City, N. Y Booth No. 41 
New York, N. Y. Booth No. 3 
New York, N. Y. Booth No. 82 
Cambridge, Boston, Mass Booth No. 63 
Milwaukee, Wis. Booth No. 83 
Chicago, III. Booth No. 72 
Poughkeepsie, New York Booth No. 79 
North Tonawanda, N. Y.. Booths No. 53 & 54 
Chicago, III. Booth No. 8 
New York, N. Y. Booths No. 46 & 47 
Cambridge, Mass. Booth No. 85 
New York, N. Y. Booth No. 4 
Monroe, Mich. Booth No. 18 
Chicago, III. Booths No. 39 & 40 
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ow Neva-Clog J-60 Stapling Plier 


TEMPORARY PERMANENT 
FASTENING FASTENING 


ey me | 





A New 
NEVA-CLOG Owe 
STAPLING PLIER oy 


List Price $3.50 PERMANENT FASTENING 





WITH ANVIL OUTWARD 
TEMPORARY FASTENING 
This new NEVA-CLOG J-60 fills the demand 


in many offices for a temporary fastening device 
which is practical, efficient, portable and dur- 


or a permanent (clinched) staple. able. It has all the exclusive features of the 
The anvil is easily and quickly set at either famous NEVA-CLOG J-30 Stapling Plier, plus the 


desired position by slight pressure on a button temporary anvil. 
in the base of the lower jaw. It is simple and Order your stock supply and salesmen’s sam- 


fool proof, and remarkably efficient. ples now for quick delivery. 


NEVA-CLOG PRODUCTS, Inc., Bridgeport, Conn. 


After many months of development NEVA- 
CLOG now offers a dependable Stapling Plier 
that will deliver either a temporary (spread), 
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“To meet competing prices, 
I was tempted to recommend 
a lower grade paper on your 


last order.” 


L. L. Brown Papers 


Help Minimize 


rico (Competition 


\lert printers have long known L. L. BROWN 
papers as a way out of price difficulties. They don’t 
sell “‘the same record book, form or letterhead for 
less,” but better value for no more* . quality work on 
L.. L. BROWN papers. They have found that this 
forward-looking policy has always resulted in better 
service to their customers and better business for 


themselves. 


Since 1849, the unequalled resistance of these 
papers to time and hard handling has made them the 
standard of value, dependability and security. Skilled 
processing and exclusive formulas growing out of 
generations of specialized experience carefully 
selected new rags pure water from natural sub- 
terranean springs all these combine to make every 


ib. 3ROWN paper the best value in its grade. 


If you sell record books, forms, documents and sta- 
tionery, you'll profit by recommending L. L. BROWN 


Since 


1849 


Super 
Ou al , 





DISTRIBUTED BY LEADING PAPER 








MERCHANTS IN ALI 


79 








“If you had, it would have 
been your last order. The 
best way to hold my business 
is to give me dependable 


paper always.” 





Mey 





papers whenever permanence, durability, or 
prestige is a factor. Ask your regular L. L. BROWN 


agent or write for samples. L. L. BROWN PAPER 


COMPANY, Adams, Mass. 


“Despite their superior qualities, most L. L. BROWN papers 
add nothing to costs when compared with papers of their own 
grade levels increase total accounting and letter costs only 
a small fraction of 1% over inferior papers 


Rags 
L. L. BROWN’S Linen Ledger 100% 
ADVANCE Linen Ledger 100% 
RESISTALL Linen Ledgert 100% 
L. L. BROWN’S FINEt 85% 
GREYLOCK Linen Ledger 85% 
GREYLOCK Linen Ledger, HINGED 85% 
L. L. BROWN’S LINENt 100% 
ADVANCE BONDt 100% 
GREYLOCK BOND} 75% 
RESISTALL Index Bristol t 100% 


tEnvelopes to mat h tHydroil Process 


L.L. BROWN 


LEDGER, LINEN AND BOND 


OAS 


Lasting and Better 






Longer 


PRINCIPAL CITIES 
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“An Investment in Profit” 
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* Vise Signals 

* Viz Signals 

* Cellugraf Signals 
*x Vise Clips 


An “all-star lineup that scores heavily in 
your selling game. Graffco devices improve 
business routine, increase efficiency, and cut 
costs by making office work easier to do. They 


show a real profit to dealer and user alike. 


VISE SIGNALS Brilliant little signals that 
vitalize vertical card records. Essential fact 
instantly indicated by color and position of 

olors 


signal. Of plated stee! in 12 striking c 
many color combinations, and special p 


rint 


ings 


‘ 





VIZ SIGNALS Bring out the full value 
“4 any visible system, card or sheet. Non-pr 
| jecting, lie flat, do not bulk up the file 
[ ) Eleven styles and 12 smart colors 






CELLUGRAF SIGNALS They double the ef 
ficiency of visible index and record systems 





> 
[ Conceded the finest signals made. Trans 
— oto} parent celluloid in 6 colors and sizes 
~ ini +] f ) in 4 
Opaque (matte finish writing surface 
CELLUGRAF ‘ 
SIGNALS colors, 2 sizes 


VISE CLIPS Their double grip holds 
Will not slip even 







en 


papers firmly 


zy 
2 ofc? when papers are turned back for 
A ar 
< \ WI co reference. Made from non-rusting 
or » 
- “ost™ spring steel, so durable that they 
o can be used again and again 
= 3 sizes, to hold from 2 to 60 papers 


3 


———_ 
OTHER FAMOUS Graffco DEVICES 


Maptacks . . . Marking Tacks . . . Flathead Tacks 
Vise Index Tabs . . . Cellu-Vise Index Tabs 
Gummed and Transparent Cloth Tabs 


Write us for complete story, or visit us while you're at the 


Convention Booth 13—‘at the old New England 


Bridge.”’ 


Boston 


Covered 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. Cambridge, Mass. 








OFFICE 


that never wrinkles paper 


not eve 


papers 


penn 


Pri 


ed on immediat 


wit Story to Harrim 


tT; Cxeer 
\ 


in-Welts Products C. 


st tissue Scrapbooks [ 


ever bulge, tracing 
led charts and forms can be ty ped or 
. Write for Free Tube and 


200 Summer St., Bos 


smoothly 





APPLIANCES 














Really cleans typewriters 


and office machines. Re- 


moves spots from light 


clothing, gloves, shoes. 


Finger tip control gov- 
erns fluid used. No daub- 
ers; no dirt. Nothing else 


like it anywhere. 


Write for 


dealer offer. 


RIVET-O MFG. CO 


78 Jason St. 
ORANGE. MASS 


SPEED-MO 
FOUNTAIN BRUSH 
and CLEANER 
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GET 


THE ELLIOTT ADDRESSING MACHINE CO. 


' 
j 
' 


‘ se 

ita The 
4 4 

| x Is 


the 





DEALER PROPOSITION 


ELLIOTT ENVELOPE SEALER 
fastest office appliance in the 
world and easily automatically 
and delivers 400 
envelopes per minute with an 
thickness of 


feeds, seals 
average 
contents. It was greatl 
: or e . y 
4 ) 4 changed and im- 
{ proved in 1937 

and is a desirable 
| item 
, ery stores. 


for station- 


144 Albany St. 
Cambridge, Mass. 

















CARD INDEX AND FILING SUPPLIES 


created to meet dealer needs 
and satisfy customer demands 


A wide range’ of stock forms for record keeping in banks, insurance 


companies and 


pric 


No 


commerc 


es 
Send for 


al institutions. 


A complete line at attractive 


samples and prices on_your SPECIALS. 


Write for our NEW CATALOG. 


THE DACO CARD AND INDEX CO. 


9 Federal! Court 


Boston, Mass 
ESTABLISHED i919 
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This Catalog 


NATIONAL DEALERS 


get more business this fall 


RECOROS THaT 
SAVE TIME AND 
MONEY 














The 1939 National Consumers Catalog is something new in stationers’ sales- 
building equipment: a DEALER’S OWN CATALOG with merchandise and dealer’s 
service heavily featured, and the name of the manufacturer soft-pedaled. 
Full i” ss 81," sIze, handsomely printed by offset in color, it is now being 


shipped to co-operating dealers all over the country. 


Part of a PLANNED SALES CAMPAIGN 


The National Consumer Catalog isn’t just a random piece of “ dealer-help.” 
It is a part of the thoroughly-planned sales ampeige made availabie to 
co-operating National dealers. The campaign includes besides the catalog: 


Sales Contest Prizes which Nationa! gives free of charge to those 


participating for award to their own salespeople. 


Sales Contest Ideas by which National dealers can choose THEIR 
OWN KIND of contest and put it on in a way fitted to their own business. 


Window Displays, Newspaper Mats, Sales Letters, 
Radio Commercials and other aids to pepping up business for fall. 


National “ Feature Items,” of course, are the big advantage back of all this. They 
are items in each of the fastest-selling, most popular lines (such as ring-books, 
post binders, analysis pads, etc.) which have DISTINCTIVE, EXCLUSIVE FEATURES 
that lift them right out of the price-competition class, enable National dealers to 
do a FULL PROFIT BUSINESS on the merchandise for which there is greatest demand. 
Thatis why National dealers find itso easy to “gototown” with National merchandise. 


.o. and why not COME to town... our town? E145 SS 


W e mean Holyoke, the Paper City, home of a commodity 30 —=ZIN ATIONALS™ 
important to every stationer that he should see for himself how —— Sa 
~*~. 


modern paper is made. 4 









\ 


HOME, too, of National, with its fascinating factory, making the 
kind of thing you sell, in a generations-old tradition of fine craftsmanship. 


AN EASY, delightful drive over our State’s great Super-Highway, or a short train trip over the main 
express line of the Boston & Albany. If you come by train, let us know by “phone, wire or letter and 
we will meet you at Springfield. OL R latch-string is always out for you in genuine hospitality. 





NATIONAL BLANK BOOK COMPANY, Holyoke, Massachusetts 
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HOTCHKISS HEADLINERS 


Here are a few of the world’s finest stapling and tacking machines—all products of Hotchkiss 
of course. Keep stocked up on these dependable, business building leaders. Send for literature 


on our complete line and especially the sensational new Zephyr. 


ZEPIIYR—MODEL 101A 











Striking, Streamline design-—-extra strong 
welded steel throughout—Fast accurate 
front loading (see cut Holds 210 Hotch 
kiss Chisel Pointed Standard Staples 

Front Loading feature prevents Mapliag range fomporasy and Ferma 
nent Clinch 





overloading 











MODEL 122A MODEL 52 PLIER 
H.A.S.S. 
O f om f th Zephyr'’s little brother-—-A smart Takes the machine to the job. Per- 
e o severa aaa anions oO e - ‘ ? ; 

Hotchkiss long a machines = lent low price stapler that mits stapling of dozens of jobs the 
12”) range—Adjustable table for holds 125 Standard staples. Sta ordinary stapler won't do. Holds 70 
meg page Ag agg er pling range 25%” No. H 52 Genuine Hotchkiss Chisel 
akes 14” or %” leg length. Holds 
210 Standard Hotchkiss Chisel Point. hee Sapes. Hey senge 
ed Staples 


H O T C H K I S S C DpuMRE LICE T 
























We cordially invite the members of the 

National Stationers Association in at- 
tendance at the 34th Annual Convention to 
visit our Boston Show Room in the heart of the 
retail commercial stationery district. 


It will be a pleasure to have you actually see 
the dominant characteristics of Doten-Dunton Desks—a 
line that has been created through master craftsmanship 
in desk design and construction constantly developed 
throughout our many years of experience in desk manu- 
facture. You will find Doten-Dunton Products outstanding 
in the office furniture market. 


We are at your service to do what we can to make your 
stay in Boston not only enjoyable, but profitable as well, 
and we are glad to take advantage of the opportunity to 
extend a hearty welcome to New England. 


- as R - , oe PRESIDENT 


DOTEN-DUNTON DESK COMPANY, 32 FRANKLIN ST., BOSTON, MASS. 


FACTORY AT CAMBRIDGE, MASS. 
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NUMBERED LEGAL PAPER 
‘Sie 


~ 


ORIGINATED BY/EATON 


Here is an exclusive new item that 
you should be prompt to stock: Leggl 
Paper with numbers_printed on: the 
left and right hand édges of Ahe 
sheets in grey ink. These serve as 
margins in place of the usual ruled 
lines. The spacing between the num- 
bers is correct for double spacing of 
the typewriter. Invaluable for use in 
briefs, making it easy to refer to a 
particular line on a certain page, in 
court argument. 


IN: 8'/, x 11 Numbered | to 28, Both Edges 
8'/, x 13 Numbered | to 32, Both Edges 


ALSO: Testimony Paper—ruled grey, with num- 
bered left margin, | to 28. 
Legal Paper, grey-ruled 


WRITE US FOR SAMPLES AND PRICES 


oD 
ill Dy TYPEWRITER PAPERS 


EATON’S BERKSHIRE 
Pittsfield 
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“ONE HUNDRED PERCENT DEALER PROTECTION" 





"| like the extra strength of 
Carter's new Midnight Cor- 
respondence Weight. It's 
easy to handle and doesn't 
wrinkle or muss like ordi- 





“It makes second- and third-impression pages as clear as the 
original; really saves me copy time, and | find that even 
though it may cost a little more to buy, it's cheaper to use, 
for it lasts so much longer.” 





ARTER’S Midnight Correspondence-Weight 
Carbon Paper is identified by the midnight-sky 
design on the package and on the back of each sheet. 
It is the truly economical “luxury” carbon paper 
that more and more efficient secretaries are using. 
FREE folders that will bear your name have been 
prepared to promote Carter's new Correspondence- 
Weight Midnight to your customers. In addition, 
there’s Carter's special plan to build volume sales 
with minimum inventory, plus an introductory 
offer for dealers. For details, 
write The Carter's Ink Com- 
pany, Dept. I, Kendall 
Square, Boston, Mass. 


: Carter’s 
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Bunker Hill Monument 


ceron founded in 1630 by 
English colonists, scene of far- 
reaching events in the American 
Revolution, and where lived many 
of our greatest patriots and au- 
thors of renown—will greet mem- 
bers of the National Stationers 
Association when the convention 
opens this month. 

Boston! Now a great metropolis 
of more than two million popula- 
tion and 1,022 square miles of ter- 
ritory, but where the memory of 
the immortal Washington and 


other great American names re- 
mains always fresh. Where rev- 


State House 
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Paul Revere’s House 


Olutionary “burial grounds” are 
flanked on either side by modern 
office buildings of stone and steel. 
Where streets are narrow and 
crooked as those of old England. 
Where Summer street runs into 
Winter, and Milk street parallels 
Water. Where twentieth century 
theaters and other structures rub 
elbows with edifices hallowed by 
the ghosts of mighty patriots. 
Fortunate is the delegate to the 
convention and fortunate, too, are 
the members of his family who 
will accompany him. For in visit- 
ing the landmarks in Boston and 





HISTORIC BOSTON 
Welcomes Visitors 
To the Convention 


N. S. A. Delegates May Visit Many Places 
Renowned in U. S. History and Literature 


vicinity each will get a thrill out 
of mingling his footsteps with 
those who attained eminence in 
history and literature. 


Boston Common Beckons 

There is the great tract of land 
called the Boston Common, where 
the Soldier’s Monument crowns 
the spot where British artillery 
was stationed during the siege of 
Boston, and where the British 
troops mustered before the battle 
of Bunker Hill. And where gath- 
ered, also, contingents for colonial 
expeditions against Quebec and 
Louisburg. Nearby is the Old 
Granary burying ground where 
are interred most of the prom- 
inent residents of historic Boston, 
including nine early governors; 
Peter Faneuil, Paul Revere, the 
parents of Benjamin Franklin, 
Robert Treat Paine, one of the 
signers of the Declaration of In- 
dependence; Mary Goose (Mother 
Goose) and Thomas Fleet, who ar- 
ranged and published the Mother 
Goose Rhymes. Also buried there 
are five victims of the Boston 
Massacre and, with them, one 
twelve-year-old boy, Christopher 
Snyder, the only person to lose his 
life at the famous Boston Tea 
Party. Another famed cemetery is 
the King’s Chapel burying ground. 


Revere Home a Landmark 

Visitors will be stirred and 
thrilled by visits to the home of 
Paul Revere, hero of the famous 
midnight ride; and the printing 
office of Benjamin Franklin, lo- 
cated at City Hall Annex and 
Franklin avenue. At 28 State street 
is the site of the old Royal Ex- 
change tavern from which started 
the first stage coach to New York 
on September 7, 1772. At No. 30 
State street a circle in the pave- 
ment marks the spot where fell 
the first victims of the Boston 
massacre. At Atlantic avenue and 
Pearl street a marker on a build- 
ing indicates the mooring wharf 
of the three British ships which 
figured so prominently in the Bos- 
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ton Tea Party, having been sub- 
jected to a surprise raid and all 
their cargoes of tea pitched into 
the ocean by a party of ninety 
citizens disguised as Indians. An- 
other famed sight is the Old North 
Church from the steeple of which 
hung the signal lanterns of Paul 
Revere on April 18, 1775, warning 
of the march of the British on 
Concord and Lexington. 

Still other sights of deep his- 
torical significance to adults and 
children alike are the Bunker Hill 
monument and the United States 
Frigate “Constitution’”—Old Iron- 
sides—rebuilt and restored to her 
former condition by the _ school 
children of the United States. 

But modern Boston, too, claims 
its share of attention, with its 200 
universities, colleges and schools, 
including Boston University, Har- 
vard, Massachusetts Institute of 
Technology, Radcliffe, Wellesley, 
Tufts, Simmons, Boston College, 
New England Conservatory of 
Music, Northeastern, and Massa- 
chusetts School of Art. 

There are also 224 public libra- 
ries and five well-equipped mu- 
seums open to the public. At the 
Custom House visitors may take 
an elevator to the top of a 490- 
foot tower to view a wonderful 
panorama of the city and, on a 
clear day, obtain excellent photo- 
graphs, particularly of the State 
House and its golden dome. 

In the suburbs are more famous 
structures prominent in history, 
including the James Russell Lowell 
House in which Benedict Arnold 
made his headquarters, Mt. Au- 
burn cemetery the “Cemetery of 
Poets” in which are buried Henry 
Wadsworth Longfellow, James 
Russell Lowell, Oliver Wendell 
Holmes, Charles Sumner and 
many others. Cambridge Common, 
Christ Church, Harvard Univer- 
sity, Buckman tavern, where the 
Minute Men awaited the British; 
The Wayside Inn wherein Long- 
fellow wrote “Tales of a Wayside 
Inn”; the public gardens, Fort 
Sewell, the Old Witch House and 
a score of others. 


Boston Stationers Association 


With a history as honorable if 
not as long as Boston’s is the Bos- 
ton Stationers Association, found- 
ea on October 19, 1888. A printed 
notice was circulated among Bos- 
ton’s “stationery and _ kindred 
trades,” calling members to meet 
at Young’s hotel for the “organi- 
zation of the trade.”’ 

It is recorded that twenty-four 
men were present, among them 


being A. L. Delesdernier, acting 
secretary; M. R. Warren, George 
C. Whittmore, Samuel Ward, Ab- 
ner K. Pratt, W. F. Cushing, 
Francis Doane, and T. F. Martin. 

Through the following years the 
membership and meeting attend- 
ance fluctuated, but the formation 
of the national association in 1904 
gave new enthusiasm to the Bos- 
ton organization. In 1908 the Bos- 
ton stationers were hosts to the 
parent organization in its annual 
convention. Again in 1927 they 
entertained the national associa- 
tion. 

On February 15, 1938, the Boston 
Stationers Association celebrated 
its fiftieth anniversary. Guest of 
honor was Walter F. Cushing, last 
of the founders who successfully 
launched the association which 
stands today as one of the largest 
and best known organizations of 
its kind in the country. 

a ee 
N.S.A. CONVENTION PROGRAM 
(Continued from page 75) 
successor. Members of the retir- 
ing board and all past and present 
district governors are invited to 
attend. Thursday will be called 
‘Governors’ Day.” 
Entertainment Program 

The peak of the convention so- 
cial and entertainment program 
will be the annual banquet, 
Wednesday evening at the Copley- 
Plaza hotel. The theme is to be 
“The Stars and Stripes Forever.” 
Music by the Bostonia Band 
Dancing after the banquet. 

The ladies’ entertainment pro- 
gram will delight all who go to the 


Steeple of 
Old North Church 
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convention. Starting Monday 
afternoon at 2:00, they will take 
a bus trip about ancient and mod- 
ern Boston. Interesting visits will 
be made to Bunker Hill, Charles- 
town navy yard and the frigate 
“Constitution,” Old North Church, 
Paul Revere’s House, and the 
Mapparium at the Christian 
Science Publishing Company. Each 
group will be accompanied by an 
experienced lecturer. 

Tuesday, at 10:30 a.m., the ladies 
will make a tour of residential 
Boston and Cambridge, with a 
stop at the Agassiz Museum of 
Glass Flowers, then to Arlington 
and Lexington, stopping at Lex- 
ington Green and the Hancock 
Clark house, containing priceless 
relics of the Revolution. Thence 
over Old Concord road, passing 
the homes of Louisa May Alcott, 
Ralph Waldo Emerson, Hawthorne, 
old North Bridge and many other 
interesting places. The party will 
have luncheon at the historic old 
Hartwell Homestead. 

On Wednesday at 1:00 p.m., the 
ladies will have a luncheon and 
bridge at the University Club. 

The men are promised a great 
golf tournament on Thursday af- 
ternoon, at the Woodland Golf 
Club of Auburndale, Mass. The 
East and West will play their an- 
nual match for the Faber cup. 
Individual trophies will again in- 
clude the Buffalo stationers’ cup, 
for the stationer shooting the low 
net score, and the Wis-Ill Club 
trophy for the stationer with the 
low gross score. Many other valu- 
able prizes have been donated by 
the manufacturers. These will be 
awarded at the golfers’ banquet 
at the club that evening. 

Members of the golf committee 
will be at the Statler on Sunday to 
assist any golfers in making ar- 
rangements to play during their 
stay. Limited privileges have been 
arranged with many of the best 
country clubs about Boston to ac- 
commodate the conventionites. 
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For thirty consecutive years, the Annual Special Office Furniture Section has been 














presented. Its pagesand the corresponding departmentinthe 
eleven other issues of each year have long been a forum 
where all phases of office furniture marketing are 
discussed : Andwherevaluableideashavebeen 
and are being exchanged—to the benefit of 
all engaged in the business. For out of 
these ideas havecomenot only most of 
the sound policies under which the 
office furniture department is 
generally conducted but also 
many of the selling methods by 
which the success of the de- 
partment has been achieved. 

* On these pages are recorded 
office furniture developments 
through that long period. ‘All 


there preserved was written out 













‘ 


of practical experience by men 

engaged in the business. ‘When 
this journal, afew years before the 
appearance of the first special sec- 
tion first advocated inclusion of office 
furniture in the business of commercial 
stationers, some opposition to the idea was 
encountered. Space requirement was one of 
the objections. Substantial stocks of office furni- 
ture were handled by afew dealers. Here and there were 
others who carried limited lines. Some others made occa- 
sional sales by catalogue. But a great major percentage of office furniture was sold 


through other channels. Within the past thirty years, it has become the outstanding 


Pictured tree from photograph by courtesy of the Leopold Co 
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department of the commercial stationery store and has had great influence upon the 
expansion of the business. ‘| Other influences in that expan- 















sion are office machinery and system departments, 
long urged by this journal. To these three has 
been credited most of the advance made in the 
commercial stationery business through 
a quarter century: They have trans- 
formed the business, adding to its 

function of distribution of office 
supplies that of specialization in 


systems, equipment and atten- 


aw RRB ew» 


smeaeneo dant utilities which facilitate 





and economize office proce- 
dure.This new function of the 
commercial stationery busi- 


‘eas LUPE 
es ness not only demanded a new 
‘a | pee) | — 













order of merchandising but 
also a new order of selling be- 
yond merely convincing the 
buyer that price was as low as 
elsewhere for the same quality: 
a new technique applicable to 
the factors of system convenience, 
economy, dispatch, comfort and 
beauty. ‘ The new order and the new 
technique for specialized selling has 
enhanced the prestige of the business and 
made the commercial stationery establish- 
ment ‘‘the department store of general business’’— 
source of supply for most office requirements except highly 
specialized machines. But of all factors in the expansion and advancement of the 


commercial stationery business, the most influential has been office furniture. 


Glimpse of steel mill from copyrighted picture ‘‘Manufacturing’’ by courtesy of the West Virginia Pulp & Paper Co. 











LIBRARY OF THE UNITED STATES SUPREME COURT 


(Harris & Ewing Photo, Courtesy of the National Lumber Manufacturers Association) 


This Thirtieth Annual Special Office Furniture Section—an 
attention challenging presentation—was achieved by the inter- 
ested cooperation of the leading manufacturers and many dealers. 
The section is significant of the eminent position to which office 
furniture has risen in the stationery merchandising field, as well 
as in service to the business world. With the pictorial display 
is a compilation of valuable ideas and suggestions for developing 
sales and expanding the business of the dealer. 


THE CONTENTS 
What Some Stationers Thought About Office Furniture Thirty Years 


ago ..... eee . 90 
Dealer Advertising of Office Furniture.......... icimcnantecas 
Sales Methods That Build Office Chair Volume. REMOTE 
Separate Store for Furniture Trade-Ins... . tlenoe 
Layout of the Office Furniture Department Effects Sales a 
Wood Office Furniture Through the Centuries... 00. 120 
Steel Office Furniture Through Three Decades...... -=snidhige ie 
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THE ADVERTISEMENTS 


Augmenting the foregoing, and equal in value, are the impressive adver- 
tisements of practically all lines around which the office furniture business 
of the country has been built. In type and illustration, they bespeak the 
enterprise of the manufaturers who create the products by which the dealers 
thrive and prosper. Established lines—new products—dealer initiative and 
merchandising proficiency—motivate the office furniture industry’s progress. 
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outside of the special furniture section. 





HARMONIZED BEAUTY IN THE EXECUTIVE OFFICE.-—Furnished by W. & J. Sloane, this 

private office is typical of several maintained by the Sloane-Blabon Corporation, New York, 

N. Y. The general design treatment is Eighteenth Century with modern influence in blended 
mahogany finish. Walls are of Flexwood. 
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What Some Stationers Thought About 
Office Furniture Thirty Years Ago 


Review of the First Annual Special Office Furniture Section, July 1910 


THE CONTRIBUTORS 

H. F. Chapin, Kilham Stationery 
& Printing Company, Portland, 
Ore. 

R.L. Anthony, Anthony & Cowell 
Company, Providence, R. I. 

W.S. Cummings, Scruggs, Vander- 
voort & Barney, St. Louis, Mo. 

*L. T. Marshall, Marshall-Jackson 
Stationery Company, Chicago, 
Ill 


C. A. H. Thom, Gregory, Mayer & 


i- first Annual Special Office 
Furniture Section appeared in the 
July, 1910, issue of the journal. It 
consisted of forty pages, presented 
seventeen special articles on 
twenty pages, five pages of de- 
scriptions of new products and the 
advertisements of thirty - five 
manufacturers, the names of 
whom are appended. 


Mr. Dorsey, commenting upon 
competition with distributors in 
other fields, urged stationers “not 
to be worried over the question 
whether the Elite Department 
Store is selling filing cabinets for 
one-third less than he can afford 
to sell them, nor concerned about 
the competition of the Warped 
and Cracked Furniture Store, 
which is selling ‘strictly high- 
grade, solid (?)’ oak desks for 
$13.78." He recommended lesser 
priced lines be handled for meet- 
ing occasional demand, but not 
as standards to “set the pace of 
his furniture department”! And 
urged the dealer to make his 
“principal effort toward the sale of 
better grades throughout because 
therein you will build up both rep- 
utation and profit and lay a 
foundation for the correct prin- 
ciple of the best service to the 
public at large”. 


Mr. Coleman looked back over a 
period of ten years’ experience in 
office furniture selling and noted 
the improvements in quality and 
character of the furniture through 
that period. He mentioned a car- 
load purchase of desks shipped 
K.D. and the difficulties of setting 
them up; of how right and left 
pedestals were mixed and that 
“after about six months there were 


Thom Company, Detroit, Mich. 

*James A. Dorsey, The Dorsey 
Printing Company, Dallas, Tez. 

S. R. Coleman, Western Bank Sup- 
ply Company, Oklahoma City, 
Okla. 

J. M. Byck, M. S. & D. A. Byck 
Company, Savannah, Ga. 

*Isaac Wagemaker, Wagemaker 
Company, Ltd., Grand Rapids, 
Mich. 

*Fred S. Lincoln, Fred S. Lincoln, 


Note.—Readers of this review 
will be impressed with the initia- 
tive and enterprise by which deal- 
ers thirty years ago made a suc- 
cess of their office furniture de- 
partments and will observe that 
the sales promotion technique of 
that time employed practically all 
of the ideas advocated today—im- 
pressive showroom and window 
displays, model offices, drawings 
and paste-ups, illustrating the 
furniture in proper place in the 
prospect’s office, the importance of 
filing supplies, of accessories and 
helpful customer service, price 
maintenance, etc. 
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enough pieces to make _ several 
desks, but for the lives of us we 
could not get them to hook up 
right”. Reference was made to the 
company’s first venture with filing 
devices which consisted of a sam- 
ple each of a twelve and fifteen- 
drawer Globe special letter file 
Ten years later, when the article 
was written, carload lots of cabi- 
nets were frequently purchased. 
Mr. Coleman advocated “grouping 
the furniture as it would be used 
in the office of the customer”. He 
recommended window displays of 
the “best things in the line” on 
the ground that “cheap priced 
desks do not appeal to many. 
Those desiring cheap stuff will 
come in to get the prices’. He told 
of cut-outs and paste-ups showing 
the units properly grouped as an 
effective help in selling. And of 
including in the paste-ups illus- 
trations of accessories such as 
lockers, umbrella stands, ink-well 
sets, etc., of appropriate design. 


The article closes with a tribute 
to the Derby Desk Company: “It is 
needless to mention that the light 
golden oak known as_ Derby 
Golden is the preferred color and 
finish, likewise the Sanitary desks 
are extremely popular; in fact, we 
stock no other kind. Notwith- 
standing they were called kitchen 
cabinets at the outset. Due credit 
should be given the Derby Desk 
Company of Boston for being the 
originators of Sanitary desks, and 
the first to bring forth the light 
dull finish now known as Derby 
oak”’. 

Mr. Wray suggested that “in 


selecting office furniture, filing de- 
vices, desks and chairs, four points 
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should be considered by the dceal- 
er: First, the quality of the line; 
second, its publicity; third, its 
completeness, and fourth, the co- 
6éperation of the manufacturer”. 
The statement is as good today as 
it was thirty years ago. 

“For my desk lines I had one 
aim, namely, to obtain the agency 
for a good high-grade line and 
also a good medium line”. The 
writer then told of how in select- 
ing his lines he always made a 
trip to the factory to see and study 
for himself how the goods were 
made. “Having chosen my line, I 
am ready to stand by it and guar- 
antee every piece of furniture I 
sell.” 

“T never try to lead a customer 
up or sell him a $150 desk where 
a $75 desk is more appropriate. 
When a customer comes to me and 
explains his wants, I put myself 
in his place and try to interest 
him in the furniture that will not 
only be serviceable but a source 
of satisfaction. I would not have 
him feel when he enters his office 
that I have talked him into some- 
thing that cost more than his 
business could profitably afford. 
Big sales are a source of satisfac- 
tion, but a satisfied customer is 
of more importance” 

Mr. Wray then presses the im- 
portance of good displays fre- 
quently changed in both show- 
rooms and windows. 

Referring to a sale of filing de- 
vices which amounted to more 
than $3,500, Mr. Wray told of pre- 
paring illustrations of the com- 
plete equipment arranged in 
groups, all shown in place with the 
prices opposite each group so that 
the cost of equipping each depart- 
ment would be known. 

Good service, knowledge of the 
lines, uncrowded showrooms with 
’ the furniture well displayed, “so 
the customer can see it from all 
angles and not have to look over 
other goods to get the proper view 
of a particular unit”, chairs not 
lined up but arranged about the 
displays and model offices are rec- 
ommended. 

And finally the warning “Don’t 
neglect the supplies”. “Too many 
dealers’, said Mr. Wray, “exert all 
their efforts to sell the furniture 
and let their competitors sell the 
Supplies, which is the cream of 
Sales in filing devices”. 

Mr. Wray closes his article with 
the fine statement “in being true 
to the interest of the customer, 
one is true to one’s employer and 
to one’s self”’. 

Mr. Mullen wrote of “Sales That 


Were Lost—and Why”. One of his 
illustrations was “I remember be- 
ing for months next door to a 
large real estate office which 
looked from the outside like a 
prospect for systems and furni- 
ture. As I would pass the place 
every day, I would say to myself, 
I will run in and see them when 
I have a few moments to spare. 
Meanwhile, I was working on more 
or less precarious prospects some- 
what distant from the office. It 
was my joy (?) to come down the 
street one day and find a competi- 
tor’s wagon backed up to the curb 
with a few hundred dollars worth 
of cabinets aboard intended for 
the office I had slighted, but which 
my competitor had not. It does 
not make a desk man feel good to 
see a load of his rival’s furniture 
going into a new office, the tenants 
of which the aforesaid salesman 
did not take the trouble to look in 
upon”. 

Mr. Marshall wrote of his com- 
pany’s decision to handle furni- 
ture on a “commodity basis, a few 
samples of files and a small in- 
vestment” rather than as “a de- 
partment which would necessitate 
expensive floor space and require 
high priced experts to advise on 
methods, arrangement, systems, 
etc”. Substantial sales of cabinets 
were made, but their “greatest re- 
ward was the supply business”. 
Addition of furniture to the gen- 
eral lines had proved profitable. 

Mr. Lincoln directed his article 
to economies in the administra- 
tion of the dealer’s business. “Fig- 
uring profits is nothing more nor 
less than computing savings’. He 
warned against wastefulness, 
against becoming lax on checking 
expense, when business is_ in 
flourish. 

“Next to carelessness, the great- 
est opening for leaks is habit, 
losses from this cause are so diffi- 
cult to trace that we go on year in 
and year out, charging them up 
as necessary expense under one 
head or another without realizing 
they are eating up profits unnec- 
essarily”. The warning is as ap- 
propriate today as when it was 
written. 

Mr. Baer, thirty years ago (and 
always) insistent upon accuracy, 
wrote that the statement in our 
letter of request for the article— 
you have as complete a stock of 
furniture as can be found any- 
where—was as Mark Twain said 
about the report of his death— 
“sreatly exaggerated”. 

“We do carry a large stock for 
Canton, but in larger cities are 


Q] 


dealers who carry much larger 
displays”. 

“The best way to display office 
furniture is to use as much room 
as is available to have the desks 
look as ‘lifelike’ as you can; that 
is, show it so the prospective cus- 
tomer can see as nearly as possi- 
ble how it will appear in his own 
office”’. 

It has been demonstrated time 
and time again that selling furni- 
ture from photographs and cata- 
logues is not very successful. Some 
is sold thus, but the only way is 
to carry a representative stock. 
Office furniture aids in the sale of 
other goods. 

Mr. Breeden. The addition of 
office furniture and the develop- 
ment of office mechanical devices 
together with the development of 
expert salesmen in devising office 
systems is going to be the means 
of developing a new business of 
much larger production and of 
greater value than the term “sta- 
tioner” ever contemplated. 

(The above statements epitomize 
the arguments this journal had 
been presenting in its advocacy of 
office furniture in the commercial 
stationery store through a few 
preceding years before the first 
special section was published. And 
which have been repeated many 
times each of the _ succeeding 
years.) 

“T believe the office furniture 
department is the best business 
getting factor in my store. 


Office furniture is such a con- 
crete object that the buyer thinks 
it worthy of his most careful at- 
tention and when a stationer can 
offer him the newest style and 
handsomest arrangement at a 
price which does not appear ex- 
cessive, the stationer wins a place 
in his esteem at once that it would 
be hard to win by even years of 
right dealing in little items that 
pass by his attention without more 
than a passing notice. 

Mr. Chapin, in his excellent ar- 
ticle—‘A Dealer’s Suggestions to 
Manufacturers” —may have in- 
spired some of the fine “dealer 
helps” now provided by many 
companies. He compliments the 
manufacturers upon the qualifica- 
tions of their representatives, upon 
their catalogues and their experi- 
mental departments, but urges 
further cooperation for mutual 
advantage. 

The manufacturer could and 
should be a great teacher to his 
dealers and their salesmen. His 
office should be a Clearing House 

(Turn to page 95, please) 
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Sell the Super-Filer Five as the Standard Letter Unit 
of Today. Its “Unseen Sixth Drawer” pays all the cost 
of its greater advantages. Sell it on a FILEAGE basis. 4 
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METAL DESKS - ALUMINUM CHAIRS - FILING CABINETS - SAFES Mis 
BOOK SHELVING - STORAGE CABINETS - FILING SUPPLIES 


OF 57-INCH HEIGHT WITH FACILITIES 
FOR BOTTOM ANCHORING OF GUIDES 


















In keeping the Super-Filer Five within the accepted 
57-inch height for a five-drawer filing cabinet, GF 
f does not ask the user to sacrifice the advantage of 
bottom anchored guides. Neither does GF ask the 
user to accept an over-height cabinet in order to 


have bottom anchored guides. 


One of the important accessories of Super-Filer 
is the availability of the GF Roll-Bearing Guide, the 
use of which increases the benefits of Super-Filer 
Mechanized Filing in all Super-Filers ... Two-Drawer, 
Three-Drawer, Four or Five. Thus the Super-Filer 
Five not only gives the maximum Usable Filing Capacity 
per foot of floor space, the most Perfect Visibility, the 
| greatest freedom of Action and Accessibility, but adds 
the advantages of Bottom-Anchored Guides. 


| And, GF Roll-Bearing Guides have advantages 
other than bottom anchoring. For one thing they have 
greater freedom of action... they swing more freely... 


they have no eyelets to wear or break down... they 
) slide more easily .. . they can be removed or inserted 


without the inconvenience of removing and replacing 
| a guide rod. Metal 
reinforcement doubles 


the life of guides. 
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STEEL 


Posture - : 
- « Chairs 


With wood seat and back rest 


THE 


“ORIGINALS” 


The “PIONEERS” in 
Correct 
Posture 
Seating 


OUP INC 
FEATURES 


re i 
freedom O yf 
movement 


conserved energy 


improved health 
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Dealers! 


Why are thousands of dealers so eager 
to sell UHL Steel Posture Chairs? 


Because they are at ease when selling 





them; dealers are not afraid to stand 
back of anything 
said in our adver- 
tisements; there are 
no goods-returned- 
and - money - back 
jobs with UHL 


Steel Products. 


If you say that they 
are so well made of & 
good material that J 
some are still giv- J 





; ‘ No. 9606-17 
ing good service 


atter being in use 

for 15 years; that 

the broad, steady base is made of specially-stiff- 
ened, cold-rolled steel carefully set together by 
skilled workmen; that the wood parts are ply- 
wood, built up with moisture-proof casein glue 
which makes them far superior to the solid wood 
variety because they do not chip, warp or split, 
you are telling your customer the truth. 







It is indeed a chair that really pro- 
vides Healthtul Posture Seating. 


Send for 
Catalog 


THE 
TOLEDO 
METAL 
FURNITURE 
COMPANY 


1678 Hastings St. 
Toledo, Ohio 






sam No. 8500-17 
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WHAT SOME STATIONERS 
THOUGHT ABOUT OFFICE FUR- 
NITURE THIRTY YEARS AGO 


(Continued from page 91) 


office should be a clearing house 
for his dealers’ opinions, methods 
and experiences. A “correspond- 
ence school” to watch every dealer 
should be encouraged to submit 
his experience and his selling ar- 
guments; which, with the man- 
ufacturers’ notes, should be em- 
bodied in a bulletin sent to each 
dealer. The exchange of views and 
methods in the bulletin would 
prove of inestimable value to all 
dealers who are really the man- 
ufacturers’ salesmen. 

The bulletin should also inform 
dealers of new models in process 
and changes in older ones. Mr. 
Chapin also urged that manufac- 
turers keep informed upon freight 
classifications and notify his deal- 
ers immediately of any changes. 

Mr. Anthony was “not sure of 
sufficient experience to furnish 
helpful information to others.” 

The company had started the 
office furniture department with 
desks and chairs. The complete 
Globe-Wernicke line was installed 
in 1900. Other stationery special- 
ties were added. Desks were dis- 
played in arrangement by pattern, 
grade and size. Some “special of- 
fice interiors’ were arranged. 
Large stocks of all goods were 
carried. 

Office furniture was given the 
main show windows once in two 
months but smaller windows, 
opening out of the department, 
contained displays changed every 
two weeks. 

“We do not see how an office 
appliance store can afford to be 
without furniture,’ Mr. Anthony 
concludes. 


Mr. Byck. Two slogans of our 
Stationery business, through many 
years were: “If It’s a Good Thing, 
We have It,” and “There’s Noth- 
ing Used in an Office We Cannot 
Supply.” But occasionally a cus- 
tomer would remark that he had 
to go elsewhere for office furniture. 
A bit uncertain about the out- 
come, three roll-top desks, one 
“standing” desk, one typewriter 
desk and twelve chairs were ven- 
tured. But a few years later the 
cffice furniture department oc- 
cupied three floors. Complete 
stocks of a fine assortment of 
quality lines at fixed prices. Our 
office furniture brought many new 
customers for office supplies, sta- 
tionery and printing. Although 
having had such satisfactory ex- 
perience with office furniture Mr. 


Byck suggests that the dealer con- 
templating the inclusion of it in 
his stock should consider the 
amount of capital he has to in- 
vest, the place at his disposal, the 
number of “department” and 
other furniture stores in his town 
and the quality of goods they 
carry. “Still,” he concludes, “we 
candidly say there is good money 
in handling office furniture.” 

Mr. Thom looked back with 
pleasure at the fact that in less 
than a decade the office furniture 
department of his company, start- 
ed as a small venture, grew into 
“one of the most important and 
profitable features of our busi- 
ness.” The stationery store was 
the logical outlet for office furni- 
ture. “To sell a man the contents 
of a file and refuse him a file to 
hold them is not good business.” 
He recommends for stationers the 
courage of their convictions when 
considering the addition of office 
furniture to their stationery busi- 
ness. But a good, active depart- 
ment prepared to equip an entire 
office is a necessity. “The invest- 
ment of a man who sells from a 
catalogue is small, but so are his 
returns. An aggressively conducted 
office furniture department is a 
feeder for all the rest of the store 
just as the rest of the store is a 
feeder for the furniture depart- 
ment. Mr. Thom’s furniture de- 
partment started with filing cabi- 








CHARLES B. THOM 


As he appeared thirty years ago. Por- 

trait used with his article in the first 

Annual Special Furniture Section in 

the July, 1910, issue of Office Appli- 
ances. 
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nets but within a short time had 
included desks and chairs, in both 
wood and steel, and in a wide 
range of grades. 

Mr. Martin, in an excellent ar- 
ticle, stresses the fact that service 
(free advice and ideas), and not 
price is the chief factor involved 
in a sale of office furniture. And 
he illustrates his point with a 
story of a prospective purchaser of 
a table who, finding only luke- 
warm response to his queries from 
a local dealer goes to the city, 
twenty-five miles away. There he 
met an enterprising, progressive 
young salesman who translated 
the request for a table to “sani- 
tary flat top desk,” and asked per- 
mission to visit the customer’s 
place of business to ascertain 
whether or not a type of desk he 
had in mind would suit. 


Mr. Martin points out the dealer 
in the small town could have se- 
cured the same business by carry- 
ing a representative stock, taking 
the trouble to visit the customer’s 
office and doing a little work with 
a paste-pot and shears. 

Mr. Wagemaker in a capital ar- 
ticle on increasing filing equip- 
ment sales opens with the state- 
ment that the only right way to 
handle filing cabinets and sup- 
plies is to “secure one of the best 
constructed lines of cabinets and 
a complete assortment of sup- 
plies.” An incomplete line or one 
with faults — such as sticking 
drawers, etc.—will kill a _ sale 
quicker than anything else. Mr. 
Wagemaker tells of the necessity 
of keeping a good, clean line of 
samples on the floor instantly 
ready for demonstration purposes. 
A thorough knowledge of filing de- 
vices and systems is essential and 
a salesman possessing that valu- 
able knowledge might well be 
termed a “Business Doctor.” 


“T would never encourage a man 
to take on a line of filing devices 
who knows nothing about furni- 
ture, nor how to arrange the va- 
rious systems, and who is unable 
to secure the proper salesman to 
introduce the goods. To handle a 
line of filing devices in a hap- 
hazard manner would never bring 
results or credit to the man who 
handles them, nor to the man- 
ufacturer that makes the goods 
which may be of the highest qual- 
ity and of the latest methods.” 
Mr. Wagemaker emphasizes the 
benefits to a salesman of making 
calls regularly because “you can- 
not know their needs without 
visiting them nor can they know 
what you have to offer.” 





————E 
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Dealer Advertising of 
Office Furniture 


ls ADVERTISING our office 
furniture we use various media: 
newspapers, direct mail, and oc- 
casionally radio broadcasting. It 
may be of interest to discuss some 
observations from our experience 
in the use of these different meth- 
ods. 

Our newspaper advertising is 
usually confined to small adver- 
tisements, designed to keep before 
the business men of Toledo our 
firm as a source of office furniture. 
We run these advertisements regu- 
larly. Large space is used only up- 
on special occasions, in connection 
with special sales. 

We employ direct mail frequent- 
ly, and consider it most produc- 
tive. 

When we have promoted an 
extraordinary sa'es event, we have 
employed all the above advertising 
methods to give the sale as wide- 
spread publicity as possible. Such 
a sale was featured some time ago, 
resulting in considerable office 
furniture business. For this sale 
we used a big direct mail piece 
printed in two colors, showing four 
complete office outfits, as well as 
other pieces and accessories. We 
borrowed the plates for the broad- 
side from the manufacturer of the 
furniture. 

A three-column advertisement 
ten inches high was inserted in 
the morning paper on Tuesday, 
and the same copy placed in the 
evening paper on Wednesday. 

We also used a brief announce- 
ment between radio programs on 
the local station. 

Then, large posters made by a 
sign company were displayed in 
our second floor windows. And a 
big cloth streamer advertising the 
sale was suspended from our store 
to a building across the street. 

The sale comprised unusual 
values. We had bought some dis- 
continued lines from a high class 
manufacturer, and we marked 
down all old pieces quite radically. 

Total expenses of this sale were 
quite high, and as near as we 
could ascertain we made only a 
small amount over and above the 
extra expense. We sold several 
new accounts, however, and dis- 
posed of considerable old stock. 
Some of the firms we sold then 


Interesting Study of the 

Advertising Methods Used 

by This Dealer Who Also 
Tells His Results 


By J. F. BARTLEY 


President, 
The McManus-Troup Company, 
Toledo, Ohio 


have been steady customers ever 
since. 

More recently, we printed a 
smaller, less pretentious folder 
and mailed it unsupported by any 
other advertising, excepting our 
regular small space in the news- 
papers. Besides the message, this 
folder showed four groupings of 
executive office furniture and ac- 
cessories photographed on our 
floor. It also contained a repro- 
duction of a typical floor plan 
sketch, and the message stressed 
our willingness to make sugges- 
tions and floor plans without ob- 
ligation to the customer. Printing 
was in duotone brown and green 
on a white sheet, 11x15 inches, 
folded twice to make a mailing 
piece 514x7'% inches. 

The returns, while good, were 
less than when we put more 
money and thought into the cam- 
paign. Again profits on the sale 
just about covered the cost of 
printing and mailing. But in this 
case as in the previous one we 
added new customers. And people 
came in with the folder long after 
it was mailed, which indicates that 
some will keep an attractive mail- 
ing piece a considerable time until 
they get ready to buy. 

Another idea which we have 
used, with varying success, has 
been oversized post cards — size 
814x514 inches—advertising lounge 
chairs, bookcases, small desks, 
lamps, and other items that could 
be used in either office or home. 
We have mailed these to our regu- 
lar mailing list and also directly 
to the home. The expense on 


these campaigns has been small, 
and the returns quite good on the 
whole. 

After several mailings of this 
type of post card, it seemed clear 
that best results came from the 
one sent to the business list. Many 
of the sales that were made, how- 
ever, were for things used in the 
home. When we succeed in get- 
ting customers into the store we 
often sell items that are not ad- 
vertised. 

Whatever the mailing piece, our 
outside salesmen are always given 
a supply to leave with customers 
and prospective buyers as they 
make their calls. A supply is also 
kept on hand in a number of 
places in the store for the floor 
salesmen to give to those they wait 
upon. 

As another means of distribu- 
ting the printed message, we see 
to it that our statements and 
invoices are always accompanied 
by some envelope insert or blotter, 
and these have proven well worth 
while. They are perhaps more 
successful on the smaller supply 
items than on the furniture. 

Regarding our experience in 
radio advertising, we have used it 
to some extent, but feel that this 
medium has been of comparative- 
ly little value to us in selling office 
furniture. Possibly a well planned 
program, kept up, would be pro- 
ductive. But this would cost more 
than we could afford, and we 
doubt the returns would justify 
the necessary expenditure. 


Cashing in On the Ground Work 


Those who respond to our ad- 
vertising are at least interested, 
and—as all dealers know—creating 
interest is one of the most difficult 
steps to attain in selling. So that 
we may make the most of the op- 
portunity, when we have a sale 
we always try to offer some really 
good values, to have a good stock, 
and have it well displayed. 

When sales are made on the 
floor, we try to sell a complete 
office, rather than being satisfied 
with an easy sale of one or two 
pieces. 

Often it is necessary to visit the 
prospect’s office to appraise old 

(Turn to page 101, please) 
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MIM 


MEMBER OF THE 
WOOD DESK GUILD 


Yo —_ 


— 


“wooo! 


The Wood Desk Guild seeks, 
through a current program of 
consumer advertising, to pre- 
sent the many attributes of 
wood desks to the American 
business man, and _ thereby 
create ai larger and more 
profitable market for wood 


office furniture. 


No. 1767144-S—Flat top 
desk in genuine Wal- 
nut. 72” x 38” x 3014”. 
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wad .. PRESENTS— 


THE “CHANCELLOR” GROUP, 
STYLE LEADER FOR 1940 


BUSINESS wants beauty! 

In the products that they make and sell, 
business men demand _ sales-stimulating 
beauty. 

In the cars and clothes that they buy, 
business men demand good looks and good 
tasie. 

In their private offices, too, successful 
business men like to be surrounded by 
handsome furniture that reflects their per- 
sonality. 

Today. more than at any time in the past 
ten years, desk buyers are buying with 
their eyes. They are responding to beauti- 
ful styling and beautiful materials. 

Imperial has anticipated your customers’ 
demands for beauty in office desks. Its 
line for 1940 has been completely restyled 
to insure maximum “eye appeal” in every 
price bracket. 

Topping the Imperial line for 1940 is 


the handsome, impressive “Chancellor” 
Group. Inspired by the dignified lines of 
18th century masterpieces, the “Chancel- 
lor” Group interprets a beautiful design in 
beautiful woods. The desk tops are veneered 
with 8-piece, center-matched Butt Walnut. 
Knee and top drawers are veneered with 
Butt Walnut. All other drawers and panels 
are veneered with Quarter Stripe Figured 
Walnut. 

\ new Imperial catalog, showing the 
complete “Chancellor” Group and all the 
other eye-appealing grades in the line, will 
soon be off the press. Write for your copy 

today! 


* 


GREETINGS, N. S. A.—The entire Imperial 


organization joins in extending cordial 
greetings to the National Stationers Asso- 


ciation, assembled in convention at Boston. 


IMPERIAL DESH COMPANY 


EVANSVILLE, INDIANA 
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BOSTON BOUND! 


Visit Our Display of 
Jasper Chair Company 
Office Chairs 


at the National Convention 
September 18-21 
Boston, Mass. Hotel Statler 





We're looking forward with the keenest pleasure 
to meeting our many friends in Boston. We are 
proud of the ever growing group of satisfied Jas- 
per Chair Company dealers who look to this 
company as their source of supply on office 


chairs. 





There is always a reason for success. In our 
case, the reason rests upon our sincere con- No. 886 
viction that business men respond to the appeal 
of quality in office chairs. Jasper Chair Company 
office chairs have a record of over fifteen years 
among the trade for substantial construction and 


restful comfort. 


Those dealers at the Boston Convention who 
are unfamiliar with the service which the Jasper 
Chair Company renders, are cordially invited 


to visit our exhibit. 





No. 887 


JASPER CHAIR COMPANY 


JASPER, INDIANA 
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Lifetime service is the out- 
standing feature of Jasper Chair Co. 
Office Chairs. They are 


purchased and continu- 












ed in use because they 
don’t wear out or require 


repair. They are comely 








and pleasing to the eye 
and so genuinely com- 


fortable that users en- 






joy their use 
and are unwilling 


to change. The splen- 





did reputation of that 





service is of highest | 








value to the office furni- | 





ture dealer. Why not arrange 
now for that September display. 


JASPER CHAIR CO. 


JASPER, INDIANA 


REPRESENTATIVES: 


Geo. A. Litchfield, Sales Mgr. 

R. J. Freeman, (Eastern) James S. Fowls, (Southern) 
505 Fifth Ave., New York 3414 Euclid Heights Blvd. 
E. W. Thomas, (Southwest) Cleveland, Ohio 

3004 Mountain Ave., Apt. No. 2 S. H. MacDonald, (West) 


Birmingham, Ala. 405 Orpheum Bldg., Seattle, Wash. 
W. H. Brown, (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 
(Phone ROGers Park 3644) 
















No. 882 
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GLOBE - WERNICKE 
PRODUCTS INCLUDE 


A large variety of sta- 
ia ke} at-3o- Me ob cele hb Loh a wE-Bate 
filing supplies. 


Filing equipment with 
many exclusive, pat- 
Sabato Mb c-t-babba-t-e 


AVT-5 0 0) (-WD bate (-> aE} 4-34-3041 
and equipment that 
is the best yet de- 
veloped. 


oh a-1-) Ma bate MMR Zolole Mo} oa Cor-) 
abboabhabba- Mab aalolel-) oath bal 
re Ct le pale- bale Mole) atta ab lets 
tion. 


=) a:1-) Mb als MR Zolole MME ol-ba a te 
tions. 


Steel shelving. 


S) ol-tos t= 0-14-13 bate MR Zolele! 
equipment for 
libraries, schools and 
public buildings. 





ot -Ton eho) at- 1 E- bale ME -te) blo ME-S ale! 
bookcases. 


THE MOSTCOMPLETE 
LINE AVAILABLE 
FROM ONE SOURCE 
OF SUPPLY. 














CAN OFFER YOU THIS MONEY-MAKING 
PROPOSITION . . . GLOBE-WERNICKE 


1 The most complete line available from one source of supply. 


ZA reputation for merchandise of dependable quality, good 


3 A policy of selling our products through dealers. 
4 The exclusive sale of many lines in your territory. 


§ The cooperation of factory engineers, systems experts and 


6 National and local advertising 
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service and fair dealing for more than half a century. 


sales representatives in recommending equipment and 
methods for individual requirements—and, when neces- 
sary, help in landing the order. 







and sales promotion work. 











Investigate this challenging state- 
ment of facts and learn how your 
business and profits will steadily 
grow with the Globe-Wernicke 
franchise. Write for informa- 
tion about our attractive prop- 
osition for dealers and let us 
explain how we can go for- 
ward together. 

















Globe-Wernicke 


Orlaterlavar-lemmelalie 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Rervice Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions— Special Steel 
2 and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 


Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 
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DEALER ADVERTISING OF 
OFFICE FURNITURE 
(Continued from page 96) 
turniture that we are to take in 
traae. These calls give us a good 
opportunity to expand the sale by 


Then our salesman discussed win- 
dow and floor treatment. 

He did not mention furniture, 
but offered to select several sam- 
ples of carpet and drapery mate- 
rial that would harmonize with the 
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are spent in advertising by the 
larger firms in this country to 
create good will and confidence in 
their products. In a smaller way, 
the office furniture dealers whose 
advertising is intelligently planned 








and well printed creates these 
same business-building assets. If 
he keeps up this type of sales 


ouering to take in all the oid walls. When these were approved, 
pieces on the purchase of new he submitted floor plans and 
furniture for the entire office. In recommendations for the three 
any case, we Offer to go to the 
prospect's office and make sugges- 
tions or floor plans which might 
lend to improvement in appear- 

































































ance and efficiency. Tatras a Ot 

Prospects who come to the store (atte | se 
and who are not sold are always 7 VC | fed 
followed up if we know who they sine » = + 
are. The following actual happen- oa woe Fr | 
ing will illustrate how this follow- I aS] 
up practice will result in sales. LU a 

In one of our sales we offered as | a nes (‘eather \) I s | 

Are Char fira Che 7} | a | / a. 

a leader a carved oak desk at a | LS fe | (2) 
very low price. It had been dis- | = 
continued by the manufacturer bo"sa9" Vi 
and no more were available. It fenctvnt Oe / Flat Tap 
was sold quickly and several more l — 
could have been sold if we could ea vot PE ? b6°n96 Chair 
have obtained them. One man — (=) by folly | S$ Oramer | (Leether a 
brought the folder in and asked to [Pees | heyel Fils l \ —_ 


—— ES 


Floor plans, drawn to scale, enable you to visualize your office in advance. 


aren ~@ — 





see this desk. He was quite dis- a 
appointed when he found it had 
been sold. The salesman was un- 
able to interest him in any other 
pieces, so he said that he would 


try and get another desk for him 
—though he did not think he On the back of one of McManus-Troup’s mailing pieces was this sketch, enlarged, 
could of an executive office plan, drawing attention to the firm’s planning service avail- 
, Thr a lat th able through its office furniture department. 

ree ays iater e Salesman 
knew definitely that another of 
these desks could not be had, and 














rooms, and got an order to com- promotion, he will eventually cash 


he called in person to tell the pletely equip the offices. in on it. 

prospect. He was not at his office, Certainly the mailing piece did Note:—The broadside referred to was a very 
but his secretary said that she not make this sale. It took fol- impressive thing, printed in brown on india 
thought he was in a certain build- lowing through with hard and in- pens. or) oe “ Oe ae — te 

a \ a . eee completely ypene as 245%) > 
ing looking over his new quarters. telligent work, but the mailing neal ea be prin oP 
Our man found him there, and piece did get us the opportunity. 1 half inch silver strip printed at the fold. 
also found the walls being painted To sum up: We believe that di- Then it was folded 4% inches from each 
a gloomy shade of green. A talk rect mail sent to a well kept list is os : made it — : oa mp eter ® 
P : ss printed silve st ( ( "4 > ori- 
followed on the subject of walls, the most productive advertising aeesge err) pet told sa ay peste ‘to 
and the painter himself agreed method for the office outfitter. We 1 size of 9% x6% inches. The front had 
that the office would not be very think the dealer should not be dis- silver strips bleeding at top and bottom, with 
cheerful but said he was only fol- couraged if he fails to get many type imprinting. The upper line read, “A 
* : : ‘ : , Sale of Fine Office Furniture,” while the one 
lowing instructions. The outcome immediate orders as a direct result a the botecen’ gave thé aime et Gueueee 
was a decision to change the color. of his mailing. Millions of dollars pany. A reproduction of a fine walnut desk 
dominated the center, and on the sides 
were listed other items in the sale. An 
introductory message and list of users 
were presented inside, followed by illus- 





trations. 


WALNUT IN ABUNDANCE.—An 
installation of the Evansville 
Desk Company’s Futura group of 
walnut desks in the offices of the 
Bowersox Insurance Company, 
St. Louis, Mo. This capital job 
was performed by the Jordan- 
Scheid Company, Inc., St. Louis, 
whose efforts were praised by 
the insurance company officials 
for a good job well done. 
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Sales Methods That Build 
Office Chair Volume 


| ee is probably no piece of 
office equipment which contrib- 
utes more to the personal effi- 
ciency of the individual worker in 
operating other equipment and 
handling daily tasks than the 
office chair. To be sure, the other 
pieces of equipment are of great 
importance, but the chair contrib- 
utes in a significant way to effi- 
ciency in their use and in the 
performance of other functions of 
the seated worker. This is true for 
the most humble clerk and the 
highest executive. Also, the per- 
son who is comfortably seated 
produces not only better work but 
more of it. 

For these reasons management 
is more responsive than ever to 
the comfort appeal. Therefore, 
with a ready market awaiting the 
alert salesman, he may well be 
interested in the question as to 
how he ean take advantage of 
this market. 

In later paragraphs, we shall 
discuss selling chairs for the use 
of visitors, customers, and others 
than the office worker. 


Selling Posture Chairs 


As the furniture dealer knows, 
in the average office the clerical 
and stenographic forces use eighty 
per cent of the total chairs. Fur- 
thermore, the chairs which they 
use are most frequently the least 
conductive to comfort and effi- 
ciency. It is therefore logical for 
the salesman, in his initial at- 
tempt to get an order from a new 
chair prospect, to concentrate on 
interesting him in improving the 
seating facilities for these workers. 

A method we have found suc- 
cessful in securing business of this 
character is to contact the per- 
sonnel manager or the office man- 
ager, and sell him the idea that it 
would be to his advantage to con- 
duct a test with any one of the 
employes whom he might select. 
This test would consist of check- 
ing the time the employe was 
away from his work due to fatigue 
from incorrect seating posture, 
compared to what the same em- 
ploye could do with an improved 
posture type chair, adjusted to the 
user. 

A test of this kind will nearly 
always result in showing a reduc- 


Chairs for the Workers, 
Executives and Customers 


Sold by Different Means 


By JACK SHEEAN 


W. B. Read & Company, 
Bloomington, Il. 
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tion in lost time and increased 
efficiency during the period the 
worker used the posture chair. 

To give an illustration of how we 
applied this method of selling pos- 
ture chairs, we shall take the case 
of a newspaper office where thirty- 
five employes—stenographic and 
clerical—in one department were 
using improper seating. 

We selected two employes, and 
without their knowledge a check 
was made on the time they were 
away, or the time they were idle 
in their chairs, for three consecu- 
tive days. The average time lost 
because of fatigue and other rea- 
sons was thirty-seven minutes per 
day. 

One week after making this 
test, we submitted two aluminum 
posture-type stenographic chairs 
to these same two individuals for 
trial purposes, and without their 
knowledge we again checked the 
time lost by these two employes 
for a three day period. In the new 
posture type chair, the lost time 
averaged but twenty-three min- 
utes per day, a saving of fourteen 


minutes per day. This would 
amount to approximately one and 
one-half hours per week per user. 
These two employes were being 
paid at the rate of approximately 
forty-eight cents per hour, which 
meant that if this saving were 
consistent throughout the year, 
each employe would be able to 
average seventy-five hours more 
annually. Reduced to dollars and 
cents, that would amount to about 
thirty-six dollars. As the chair we 
were attempting to sell this com- 
pany cost less than thirty dollars, 
it meant that the company could 
purchase the chairs and pay for 
them through increased efficiency 
in the first year. 

At the conclusion of these tests, 
the office manager announced 
that he was in complete accord 
with our program. As a result of 
the tests, we sold this company 
thirty-five chairs, at a total ap- 
proximate price of $1030.00, which 
represented full list price. 

From this experience, which is 
probably typical of what some 
other dealers have done, we found 
that by approaching the customer 
from the angle of increased effi- 
ciency, plus a lower operating cost, 
we had an argument that was 
difficult for the buyer to overcome 
—in fact, an argument that he did 
not want to overcome. 


Executive Chairs 


In cultivating the executive 
chair market, we use slightly dif- 
ferent methods, for naturally the 
executive is not particularly inter- 
ested in his own loss of time, but 
he is interested in comfort, ap- 
pearance, and longevity. With this 
type of user we find it advisable 
to select a model of executive 
chair and put it in his office for 
two weeks on trial. If it is a chair 
that can be adjusted to the user, 
we make the necessary adjust- 
ments. This demonstration meth- 
od of selling has proved that the 
prospect purchases the chair more 
often than he returns it. 

Great emphasis should be placed 
on the matter of adjustment. We 
have had experience where chairs 
placed on trial and not properly 
adjusted caused an unsatisfactory 
reaction. To avoid such instances, 

(Turn to page 107, please) 
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In designing our new steel items 
instructions were ‘‘make them as 
good as can be made”. We think 
we have accomplished some sur- 
prising results, and now we want 
to ‘‘tell the world about it”. And 
you are part of the world - - 
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THE WEIS MANUFACTURING COMPANY 





MONROE, MICHIGAN 
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When a steel card tray user nicks 
his fingers on a sharp edge or 
‘annot make the covers jibe with 
the box, it nullifies satisfaction. 
Weis steel card trays create a 
pleasing environment because there 
are no sharp edges and the covers 
will fit perfectly - - - 





THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 
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If you have ever had an idea that 
real Quality could not be built into 
a steel card cabinet, you now have 
the opportunity of surprising your- 
self by comparing the new Weis 
steel line with one of the cheap 


lines now on the market. 


We don’t 


mean low priced—we mean cheap. 





THE WEIS MANUFACTURING COMPANY 
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There is something about a Weis 
steel box file that implies security. 
Once your customers have the op- 
portunity of examining a Weis steel 
box letter file, that same feeling of 
security will be their impression. 


An impression that will make sales. 


THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 
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SALES METHODS THAT BUILD 
OFFICE CHAIR VOLUME 
(Continued from page 102) 

the chair should always be ad- 
justed to the individual user, even 
though making the adjustment 
may require twenty to thirty 
minutes. 

We also find it advisable to 
check up on the adjustment 
after the second day of use, and 
make any corrections that seem to 
be needed. The reason for this is 
that some use of a chair is neces- 
sary before a person can be cer- 
tain that he has been properly 
fitted. 

Our slogan is “Correct posture 
and comfort for all office workers.” 


Selling Other Office Chairs 


When advancing the cause of 
correct chairs for the workers, it 
is a logical step to point out the 
importance of appearance and 
comfort in the other chairs used 
in the office: side chairs, chairs 
for reception rooms, show rooms, 
conference rooms, or any other 
places where the prospect may 
have special seating requirements. 

Of course, in the office furniture 
displays set up in the store chairs 
are shown as companion pieces to 
desks, conference tables, and set- 
tees for the executive office or re- 
ception room. When buyers visit 
the show rooms their attention 
may easily be directed to these 
attractive displays, which will 
help sell themselves. But when 
the salesman is calling upon the 
customer, consideration may not 
be given to this class of seating 
equipment unless he takes the 
initiative. With a tactful approach 
and resourceful presentation, he 
will often create the interest and 
desire for improved or additional 
seating accommodations. 

Attractive, comfortable, and ade- 
quate seating facilities in an office 
are important in creating a favor- 
able impression upon the cus- 
tomer or visitor. They help in- 
still confidence in the firm and 
express its interest in those whom 
it serves. Yet, many a _ business 
and professional office is greatly 
in need of new reception room 
furnishings and side chairs for its 
various desks. 

The chairs in so many offices 
have been acquired from different 
sources through the years, result- 
ing in a variety of styles. Hence, 
there is an opportunity for the 
salesman to stress the improve- 
ment in appearance that may be 
had by replacing these chairs with 
new ones—uniform in design and 


matching the style and finish of 
the desks and other furniture. 
The salesman must know his 
catalogue thoroughly and be pre- 
pared with a strong sales pres- 
entation. He may not only have 
to sell the buyer on the idea of 
purchasing new chairs, but must 
sell him on his particular line or 
lines. A visit to the store will en- 
able the salesman to point out the 
good values available and the spe- 
cial features in the chairs he 
offers. While the buyer may think 
only in terms of appearance and 
price, the salesman must sell him 
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on the other things to be consid- 
ered; such as quality of construc- 
tion and upholstery, and the years 
of service without trouble which 
he can expect from the carefully 
selected chair. 

We believe the office furniture 
dealer can well afford to give spe- 
cial attention to chair sales, for it 
has been shown over a period of 
years that the market for office 
chairs is a most lucrative one. 
Especially for posture chairs, there 
is perhaps the most rapidly grow- 
ing market in the office equip- 
ment field. 


Separate Store for Furniture Trade-Ins 


A SEPARATE sales room, a store 
in itself, a block away from the 
regular office supplies and station- 
ery store, has made the trade-in 
department a considerable asset to 
the business of the Moore Station- 
ery Company, Topeka, Kan., Mrs. 
Ralph Moore, owner and operator, 
reported recently. 

This isn’t to say, Mrs. Moore 
cautioned, that the separate store 
for trade-ins is any better than 
any other method of handling 
them. But to her store, it has 
meant an expansion in the amount 
of business done in used furniture 
and an increase in the number of 
sales in new furniture. 


Since the trade-in location is 
kept locked, with neither lights 
nor heat, and the customer goes 
into it only in company with a 
salesman from the regular store, 
its operating expense is low. But 
its show windows, and the general 
view of the interior from the 
street, have had advertising value. 

Close watch is kept on used fur- 
nishings “needs”, to govern both 
buying and selling; a surplus in 
one item of office equipment 
causes the store management to 
tighten up in taking in additional 
pieces of such used equipment; a 
deficiency in line has the opposite 
effect. —Bart 











NEW MARBLE & SHATTUCK DEALER AID.—Shown in the window of the Baker 

Office Furniture Company is a new display of the Marble & Shattuck Chair Company, 

Cleveland, Ohio. In the center is a revolving stand with Marble & Shattuck shields 

and cut-away section of the base showing the full bearing all steel mechanism. 

A cut-away posture chair seat shows the Latex foam rubber set on springs. Another 

upholstered chair cut-away shows construction features of Marble & Shattuck pat- 
tern No. 4923!/,.—SCL 
























































AT RIGHT.—Art Metal equipment in the Minneapolis 

Savings and Loan Association, Minneapolis, Minn. 

Another installation where the furniture matches per- 

fectly with the surroundings and stresses the twen- 

tieth century design of the entire room as well as the 
various pieces of furniture. 


ABOVE.—The Safety Car Heating & Lighting Com- 
pany. New Haven, Conn., goes Art Metal in a big 
wayl The picture shows only a part of the installation 
but enough to give a vivid idea of what new and 
modern furniture can do toward making business 
offices attractive as well as businesslike. 


Re 


Recent Installatioy 


AT LEFT.—This installation of beautiful and dignified 

furniture was made by the Art Metal Construction 

Company, Jamestown, N. Y., in the offices of the First 

Federal Savings and Loan Association, Atlanta, Ga. 

Rounded corners and high floor clearance add to the 

general attractiveness of the ensemble together with 
the indirect lighting and light walls. 


BELOW.—More Art Metal equipment in the Industrial 
Life and Health Insurance Company offices, Atlanta, 
Ga. Here every effort has been made to house 
thousands of filed documents without confusion in 
the smallest available space with complete success. 





Recent Installations 
Oj 


AT RIGHT.—Private office of Grover Whalen, presi- 
dent of the New York World’s Fair in which Mr. 
Whalen has chosen an executive posture chair manu- 
factured by The Sikes Company, Buffalo, N. Y. Mr. 
Whalen told Sikes Company representatives that the 
chair had afforded him considerable comfort and nat- 
ural posture support and praised the foam latex seat, 
back and arms of this piece. 





AT LEFT.—Sikes modern office furniture graces the 
director's room and lounge of the Philadelphia Sav- 
ings Fund Society, Philadelphia, Pa. The furnishings, 
made by The Sikes Company, are typical of German 
modern. Tables and chairs are of Macassar ebony. 
Each chair around the director's table bears a sterling 
name plate on which is engraved the names of 
present and past directors using the particular chair. 





See a athe ate a 





AT RIGHT.—GOING POSTURE WITH TOLEDO IN 
A BIG WAY.—A large installation of the No. 9000 
chair, built posture-style, of the Toledo Metal Furni- 
ture Company, Toledo, Ohio. This line, not to be 
confused with the regular Toledo Metal posture chair, 
was originally built for classrooms but became known 
as the posture-style chair when the various schools 
began placing them in their typewriting classrooms. 
A total of 922 chairs of this type were sold for three 
installations lately. The chairs pictured are installed 
in a large lunch room. 
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Layout of the Office Furniture 
Department Effects Sales 


| N THESE days of intensified ef- 
fort in business, it seems that man 
has the tendency to become a 
plodder, with little optimism and 
a lack of confidence in many 
methods that have withstood the 
test of time. Nevertheless, we 
know there are certain principles 
that were basic in successful bus- 
iness of the past and which are 
equally valuable now. 

Analyzing significant factors in 
operating an office furniture bus- 
iness, one finds that good lay- 
out of the display and adequate 
space for attractive arrangements 
are associated with successful sell- 
ing. Many successful office fur- 
niture dealers in days past main- 
tained large display rooms con- 
taining stock of wide variety. 
Here the customer was put 
promptly at ease, and impressed 
with the atmosphere of cordiality 
effective in reducing sales resist- 
ance. He could examine at his 
leisure appealing styles in desks, 
chairs, bookcases and other office 
furniture designed to fill all re- 
quirements. 

Are we today losing the appeal- 
ing impression of displays by re- 
ducing floor space, and massing 
our stock without regard to their 
designs and artistry, instead of 
presenting them in the groups in 
which they belong? Isn’t saving 
on floor space usually offset by 
deterioration in the salesmen’s ap- 
preciation of office furnishing 
possibilities and consequent re- 
duction in their sales? General 
observation indicates that those 
who have drastically reduced dis- 
plays are gradually dropping out 
of the field. 

Thirty years ago, the office fur- 
niture business was practically 
confined to the household furni- 
ture stores. Since then, dealers 
exclusively in office furniture 
have become established and 
commercial stationers have en- 
tered the field. Office furniture 
obviously is a logical line for the 
office supplier. Some, however, 
have hoped to enter this competi- 
tive business with but a small 
stock of inexpensive items. They 
have tried to _ sell furniture 
through their regular salesmen, 
who have been unprepared for 


Good Layout of the Office 
Furniture Display a Key 


Factor in Selling 


By R. L. SANFORD 


Sales Manager, 
The Brooks Company, 
Cleveland, Ohio 
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the task. The odds against suc- 
cess for these dealers are many. 

They have practically no dis- 
play floor to establish confidence 
and stimulate sales. Their sales- 
men have too limited understand- 
ing of the market for office furni- 
ture, and little knowledge of the 
products. Finally, their success- 
ful competitors are sending out 
trained, creative salesmen who 
function in the manner of mod- 
ern office architects, engineers 
and decorators. These salesmen 
are calling on the executives who 
have the authority to O. K. expen- 
ditures for improvements. Where- 
as, the representatives of the in- 
adequately equipped stationers are 
calling on just the people who 
are delegated to buy for con- 
sumption. 

Can a stationer in this category 
ever compete profitably with the 
dealer who is meeting the tech- 
nical requirements of office fur- 
niture selling? I say, yes, but he 
must install a suitable furniture 
department, and carry on an ex- 


tensive educational program for 
his salesmen. He must give them 
the proper training and the right 
mental attitude toward their pos- 
sibilities. Then the salesmen will 
be prepared to call on both types 
of buyers in an organization, ob- 
taining orders not only for sup- 
plies, but also for the equipment 
offering improvement and effi- 
ciency. The stationer’s salesman 
with such training is the ideal 
representative, as he is able to co- 
operate in the solution of prob- 
lems of office operation and sup- 
ply the customer’s complete line 
of needs. 


Arrangement of the Furniture 
Display Space 


We consider that the space 
necessary for adequate display of 
office furniture is between 5,000 
and 7,500 square feet. If possible, 
the display should be all on one 
floor. Such an arrangement is 
convenient for the buyer who is 
considering furniture for more 
than one department. For in- 
stance, he may be interested in 
executive or suite furniture as 
well as certain pieces for the gen- 
eral offices. With the different 
groups arranged on the same 
floor, selections for both pur- 
poses may be easily made. Also 
the customer intent upon but a 
single item may become interested 
in others when stimulated by the 
attractive groups near at hand. 
An expansive layout gives the im- 
pression, too, that units in all ma- 
terials and styles are available for 
his choice. In short, the cus- 
tomer will have confidence that 
here he can get everything in fur- 
niture that he wants. 

The majority of sales, we find, 
come from about two complete 
lines of a given manufacturer. 
While the manufacturer may have 
a number of groups in his line, 
we have found it advisable for 
general purposes to major in not 
more than two of these groups. 
Today they might be island leg 
patterns or colonial designs. 
Proper displays by groups in seg- 
regated locations on the floor in- 
clude all styles and sizes in these 
two lines, so that nothing is left 

(Turn to page 117, please) 
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GULF LIFE _-goee 
TEELCASE | 


More than ever before, the purchase of office equipment is being 
based on sound values. Poor design and shoddy construction 
show up quickly when office furniture is really put to work. 


Superiority of design, the finest materials and expert manufac- 
turing craftsmanship, properly give all Steelcase Dealers the 
“edge” on competition. Such built-in values mean steady sales 


for you. 


The beautiful home of the Gulf Life Insurance Co., Jacksonville. 
Florida, shown here is a striking example of Steelcase “on the 
job.” Here, where efficiency is paramount and pleasant working 
conditions prevail, Steelease desks, files, etc., are serving well. 
The list of concerns who have “gone” Steelcase, reads like the 
blue-book of business America. Such a record proves the value 
of the Steelcase selling franchise. 


METAL OFFICE FURNITURE CO. 


GRAND RAPIDS, MICHIGAN 
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Gulf Life Insurance Co., Jacksonville, Florida 
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Your Business With 
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OFFICE 


NOW ALL HARTER POSTURE CHAIRS 
FOR OFFICE USE ARE Self Yitting 





NO. 74R EXECUTIVE POSTURE CHAIR 





NO. 31C POSTURE CHAIR 
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NO. 35C POSTURE CHAIR 


SEAT HEIGHT — Adjustable 17 to 20! SEAT HEIGHT Adjustable 17° to 21 SEAT HEIGHT Adjustable 17°’ to 21” 
SEAT— Moulded Foam Rubber on Metal Grill SEAT 12° x 16° x 1% SEAT — 14!" deep x 16 wide x 234" thick. 
SEAT WIDTH iy’ x16: =3° BACK x 15” x 1” with rounded ends BACK . . 5.x 15x 1” with rounded ends. 
BACK — Self-Fitting . 13” x 16" x 243° BASI Q. D. Tubular Steel BASE ; 1° O. D. Tubular Steel. 
ARMS 13” overall wide CASTERS Diam. Adasite Wheel CASTERS — 158" Diam. Atlasite Streamlined 
UPHOLSTRY — Leather — Imitation Leather No. 31C-22—Seat height adjustable 22” to Hooded Wheel 

Frieze 26" with 19° footring No. 35C-22—Seat height adjustable 22” to 
CASTERS —1 Soft Rubber — Ball Bearing No. 31C-28 —Seat height adjustable 28” to 26" with 19” footring 
No. 74 Same as No. 74R except tilting seat 32° with 19° footring No. 35CA Same as No. 35C except with 

and rigid back No.31CA~ Same as No.31C except with arms arms 


ARTER REPEATS—with important 
news to office equipment dealers: 
Now, all Harter Posture Chairs for office 
use are self-adjustable. From the lowest to 
the highest in price these famous posture 
chairs for offices are self-fitting. This is of 
great dealer importance because the ad- 
justment feature eliminates the need for 
special fitting service. 
The back adjustments—vertical and hort- 
zontal—and the seat height adjustment are 
made by means of quick acting hand con- 


trols. The occupant of the chair makes each 
adjustment—each is simple and positive. 


Of further interest to dealers are the foam 
rubber cushions on ventilator rests. These 
special seats—insuring extra comfort—are 
an exclusive feature on Harter Posture 
Chairs. They are standard equipment on 


most of the chairs in the office line. 

Please note: If you are not a Harter Dealer 
perhaps you would like to know more 
about the Harter Dealer Plan. We invite 
alert dealers to write us. 


THE HARTER CORPORATION 


STURGIS, 


M 


ICHIGAN 
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ARTER now presents office equip- 
ment dealers a special opportunity 
to make money. With these new Uni- 
weld Steel Chairs—built the modern way 
for modern offices—a dealer can meet 





competitive prices and secure quick 
sales and profits. Indeed these chairs are 
often referred to, at the home office, as: 
“The Money Makers.”’ 

These new Uniweld Chairs combine 
beauty of design with true comfort. 
They are sturdy—all steel frame con- 
struction—built to endure. All joints are 


electrically welded—neither bolted nor 
riveted—and cannot loosen with con- 
tinued use. In these smartly styled steel 
chairs the leg stretchers are curved, con- 
forming to the symmetrical design. 


These new steel chairs are just the type 
that interest alert Harter dealers—they 
spell opportunity. We believe they will 
also interest “live” dealers not now on 
our list, who would like to know more 
about making sales and profits the 
Harter Way. Write us. 


THE HARTER CORPORATION 


STURGIS, 


MICHIGAN 


THESE NEW HARTER STEEL CHAIRS 
ARE Memey Maveers FOR DEALERS 





























AR: a J ES. « iD 
NO. 1400 ARM SWIVEL CHAIR NO. 1420 SIDE CHAIR NO. 1410 ARM CHAIR 
HEIGHT ~ Overall—34 “Seat to top 18% HEIGHT— Overall Seat to top 18” HEIGHT Overall 34 s"’ Seat to top 18%". 
SEAT — 18” wide, 17'2"" deep, 1” thick. Ad SEAT 18” high " wide, 15%" deep SEAT 18" high, 18” wide, 17 deep, 1 
justable 1642" to 19 ke” * thick —Curled Hair and Cotton Felt Pad thick — Curled Hair and Cotton Felt Pad 
BASI Sheet Steel. CASTERS 2” Soft GLIDES— Rubber cushioned, hardened steel GLIDES Rubber cushioned, hardened steel 
Rubber Ball Bearing WEIGHT — 18 Ibs. net — Shipping 45 Ibs ARMS 1%" wide — Padded — Width be- 
ARMS—1%" wide—Width between arms 20” Packed one to crate tween arms 20 
WEIGHT 43 Ibs. net — Shipping — 70 lbs WEIGHT 21% Ibs. net — Shipping 18% 


Packed one to crate 


Ibs. Packed one to crate 
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MAKE EXTRA SALES 
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Successful Dealers Know How 
to Pick the Winners 


The ability to select sales winners is one of the most important 
qualifications of modern merchandising. Magic words and high-pressure 
tactics are ineffective on today’s office equipment buyers, who “know what 
to look for.” 

The A-S-FE Aurora line contains genuine sales features and extra values. 
which are easily recognized by most buyers. The wide range of models and 
prices enables dealers to meet virtually every size and price requirement. 
Hundreds of aggressive dealers are protecting their interests for the imme- 
diate as well as the more distant future by selling the A-S-E Aurora line 
the line that is “moving up fast.” They have picked the winner and are 
taking full advantage of its outstanding sales and profit opportunities. 
You, too, can secure the benefits obtained by backing a winner. Get com- 
plete information about the A-S-E Aurora line—don’t miss this business 
building opportunity. Mail the coupon today. 


<\ Check these Profit-Builders 


<> 


Kach of the four full lines of A-S-E Aurora files is a sales-leader in 





its own right. Their wide range of type, size, arrangement and price enable 
you to meet the requirements of all your 
customers. The 5000 line (standard grade), 7000 
line (commercial utility grade), 8000 line (non-suspension 
erade) and 1400 line (junior non-suspension grade) are designed 
by experienced engineers and built by skilled craftsmen which assure 


durability, ease of operation and customer satisfaction. 58 Balanced 





Design features help you sell faster—more profitably. 


ALL-STEEL-EQUIP 


608 JOHN STREET 








SALES AND PROFITS, i 
Wedd 6 MMOUWG OP. 


Practically every business 


“4 





organization in your locality 
is a good prospect for A-S-E Dead Storage 


Files. Although costing less than cardboard 












boxes and shelving, they provide steel-file safety 
and space-saving advantages for permanent and inactive 
a“ records. Made in 2326 sizes to fit any business form. 
7 \ few phone calls, personal cal's, and demonstrations will 
start the ball rolling. First sales are easy repeat orders are assured. 


Be sure to mail the coupon for complete information. 


You can count on these 





year ‘round best sellers to 

keep your profit curve going upward. 
There are 57 models in the two com- 
plete A-S-E lines—a size and arrangement 
for virtually every need a price for every budget- 
You can sell the Master line to those who demand 
De Luxe cabinets—and the Popular line to the others 

who require maximum value at lowest possible cost. 

Let us send you the illustrated catalog describing A -S.E 


cabinets—no obligation. 


You, too, can cash in on 

the high salability of 

A-S-E Aurora Desks and Tables. 

There are now two sturdily built. 
exceptionally attractive lines. 

The new DIPLOMAT line is of strik- 

ingly modern design, available in Olive Green, 

\ Light Tan, Gunmetal or Black. Slight additional 

\) charge for Walnut, Mahogany or Bleached Walnut 

gw finishes. Tops of black linoleum. Pontoon bases, 

black trimmed with satin finish, stainless steel bands. 

The ST4NDARD line is of the attractive conventional 4-leg 

design specified by many concerns. 





The new illustrated catalog contains complete information—mail 
the coupon for it today 





BE SURE TO SEE THE A-S-E AURORA EXHIBIT AT THE N. S. A. CONVENTION 


itll pay you to make a note of thiss BOOTH Number 9 many customer convincing facts at the A-S-E Aurora exhibit. 
N. S. A. Convention, Statler Hotel, Boston. Massachusetts. If you're interested in profit-building facts, you won't want 
Sept. 18-21, an unusually interesting display-—presentation of — to miss it. 

_—— 





MAIL THIS COUPON TODAY! All-Steel-Equip Co. 


609 John St., Aurora, Ill 


Mail complete information about 


COMPANY, INC. i= 
AURORA, ILLINOIS . 
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You have h POWERFUL SALES STORY.. 


when you offer chairs equipped with 
Bassick 
FLOTILT CHAIR CONTROL 


2 Ss OP OS Ge OP Ge GD PGP 


Ke Modern / 


RIDE IN RUBBER 


NO SQUEAKS - NO OILING 
NO SPRINGS TO BREAK 









OU Tome atifeatti Mee) am allelelt ac 
tilting action is mounted 
in rubber—no metal to 


metal bearing contact! 





A VITAL FEATURE 
THAT sells NEW CHAIRS 


Here you have the only control where the encased in steel by hydraulic compression 

entire upper structure of the chair is suspended and protected against deterioration. 

in rubber... not just substituting rubber for Cannot squeak ... never needs lubrication ...neat in 
appearance... gives smoother, easter action. Flotilt 


old-fashioned springs, but an entirely new . 
, is now used as standard equipment by many lead- 


principle of tilting control. Live rubber is ing chair manufacturers. Write for information. 


THE BASSICK COMPANY «BRIDGEPORT, CONNECTICUT 


The world’s largest manufacturers of Casters and Floor Protection Equipment 
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LAYOUT OF OFFICE FURNI- 
TURE DEPARTMENT EFFECTS 
SALES 
(Continued from page 110) 
to the imagination of the cus- 
tomer. The trend in our territory 
is toward preference of the wal- 
nut finish, which makes only this 
one finish necessary in our two 

main lines. 

A suitable stock should be car- 
ried at all times, as delivery of 
office furniture is always desired 
promptly. A common example of 
this demand for immediate de- 
livery is the buyer who has a new 
employe that is waiting to go to 
work. The dealer’s ability to de- 
liver without delay the desk or 
file, or whatever else it may be, 
is the deciding factor in obtain- 
ing the order. 

Although the chairs and desks 
are made by different manufac- 
turers, they should be shown to- 
gether in position similar to nor- 
mal office arrangements. In plac- 
ing the chairs with the desks, it 
is best to make appropriate 
matches not only in style and fin- 
ish, but also in price. Thus, a 
chair selling for upwards to $25.00 
will be displayed with a $50.00 
desk. In the higher price brack- 
ets, the desk and chair prices 
should correspond proportion- 
ately. 

Side chairs should be included 
in their usual places in the desk 
and swivel chair groups. Experi- 
ence has also proven that it is 
wise to suggest these chairs in 
connection with the desk sale. 
They can be sold more easily when 
considered with the desk than if 
presented separately. 

Lamps, desk pads, and other 
furniture accessories are likewise 
important in the display groups. 
But it is advisable to omit them 
from the selling talk until the sale 
of the desk has been consum- 


PLENTY OF SPACE FOR INSPECTION. 
—One of the cardinal rules of success- 
ful selling is demonstrated in the dis- 
play room of the Brooks Company, 
Cleveland, Ohio, where the visitor and 
prospective buyer finds ample space 
between the various items offered and 
can examine the furniture from every 
angle. Other features of special in- 
terest are: 1: Abundance of daylight. 
2: wide aisle. 3: tasteful arrangement 
and 4: unlimited inspection space. 


mated. Then it is time to discuss 
improved lighting equipment, for 
efficiency in desk work and pro- 
tection of the eyesight. 

The general-line groups should 
be given prominent location on 
the display floor, as they consti- 
tute the bread-and-butter end of 
the office furniture business. 


Carpets in the aisles and rugs 
under the nicer groups enhance 
the favorable impressions made 
by the ensembles—whether they 
be for executive offices, directors’ 
rooms, customers’ rooms, or foy- 
ers. These carpeted places lend 
the effect of holding the respec- 
tive group displays together in 
pleasing units. They also enable 
the salesman to show the cus- 
tomer how various rug and furni- 
ture combinations may be worked 
out to produce the desired color 
scheme and atmosphere of the 
office or room to be furnished. 
Some dealers are operating profit- 
able floor covering and even drap- 
ery sections in conjunction with 
their office furniture departments. 

Pictures representative of Amer- 
ican industry, or the fine arts, 
add to the impressiveness of the 
department, especially when 
placed in pleasing relationship to 
the different groups. In order to 
provide their most discriminating 
customers with outstanding pic- 
tures, some stores are now Car- 
rying complete selections in etch- 
ings, prints, and oils, as well as 
tapestries, to furnish wall deco- 
rations for any kind of business 
or professional office. 
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In selling period and suite fur- 
niture, we try to help the execu- 
tive choose the style most suited 
to his background, or vocation, 
and personality. The higher 
business executives and profes- 
sional people usually wish the 
finer things of life reflected in the 
tone of their offices. And when 
they find the suite which appeals 
to their pride of possession, the 
cost is of secondary consideration. 


Model offices provide the best 
means of showing period furni- 
ture. These display spaces need 
not be closed, however, as port- 
able partitions can be employed to 
advantage. After developing a 
prospect’s interest in a _ specific 
suite, the salesman can use the 
movable panelled partitions to set 
up an office with the selected 
pieces. Assisted by a decorator, 
he can enable the buyer to visu- 
alize just how the newly furnished 
office will appear—if not in its 
entirety, at least sufficiently to 
create the desire of ownership. 


Working out the customer’s 
problems by demonstration on the 
display floor produces sales re- 
sults, although it may necessitate 
disturbing some existing arrange- 
ments. In the case of a large in- 
stallation, this method should be 
supplemented by scaled drawings 
of the office floor plan, with posi- 
tions of the suggested furniture 
indicated. 

A well planned, attractively laid 
out office furniture department 
often means the difference be- 
tween a sale made and a Sale lost. 











TWO NEW NUMBERS BY THE SECURITY STEEL EQUIP- 
MENT CORPORATION, AVENEL, N. J.—(Top) One of 
the new Administrator line of desks in which design, 
construction and appurtenances offer a new idea in 
office furniture. Many features of the desk are inbuilt 
including the pulls, suspensions and reference slides. 
Clever space planning is embodied in the design. The 
secretary or guest finds ample knee space underneath. 
Greater isolation of the executive and his guest from 
adjacent desks is afforded and at the same time a 
larger degree of privacy results for personal paper on 
the desk. (Lower) Here is the Security Secra-Type-File. 
an innovating solution to the housing of typewriter and 
supplies, all within a regular-width pedestal. The ma- 
chine and supplies are protected by control of the 
general lock. The operator, who remains seated, is 
afforded ample knee space and is fully guarded. There 
are no receding or swinging doors to be postioned. 
Any Administor desk can be converted into a typewriter 
desk by replacing regular drawers with this device. 
Conversely, a typewriter desk can be readily changed 
back into a regular desk. 


A NEW IDEA IN SECRETARIAL DESKS.—The Alma 
Desk Company, High Point, N. C., is introducing this 
number as a new idea in secretarial desks. Made to 
provide comfortable working space for the secretary 
where a saving in floor space is desirable. The large 
knee drawer and the large drawer at the bottom of 
typewriter pedestal give ample room for stationery and 
supplies. The 46 by 32-inch top affords plenty of work- 
ing space and the distance between posts affords com- 
fortable leg room. 








Recent Models 





TWO NEW OFFERINGS OF THE HARTER CORPORA- 
TION.—(Left) The No. 35-C posture chair recently pro- 
duced at the company’s plant at Sturgis, Mich. Like all 
Harter chairs, it is self-fitting and self-adjustable. The 
back adjustments—horizontal and vertical—and the seat 
height adjustments are made by means of quick-acting 
hand controls operated easily by the user. Another 
feature is the foam rubber cushion on a ventilated rest, 
insuring extra comfort. Two companion numbers, con- 
taining all the features of the 35-C are the 74-R, an execu- 
tive model, and the 31-C, stenographic model. (Right) 
One of two new Uniweld steel chairs made by Harter. 
These chairs combine beauty of design with real comfort 
and are priced for quick sales for the dealer. All steel 
frame construction and electrically welded joints are 
features. 


tured in walnut. 
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A NEW AND ATTRACTIVE 
END TABLE.—This number 
is the latest addition to the 
furniture lines of the Quig- 
ley Furniture Company, 
Whitesboro, N. Y., makers 
of a number of office furni- 
ture items including costum- 
ers, bookcases, wardrobes. 
umbrella racks, magazine 
stands, check desks, display 
tables, typewriter stands and 
tables. The end table 
listed as the No. 615, is beau- 
tifully carved and manufac- 





New Pieces 





FRITZ-CROSS’ No. 450-L FACILITY 
CHAIR.—This new de luxe posture 
chair of the Fritz-Cross Company, 
Saint Paul, Minn., is equipped with 
foam rubber padding, a highly-resili- 
ent cushion which furnishes a high 
degree of coolness and comfort. It 
is furnished with a formed metal seat 
perforated for free air circulation. A 
lever beneath the seat can be oper- 
ated from a sitting position to make 
the back rigid for perfect posture or 
release it for relaxation. It is known 
as the Lock “L” Spring back. 





A DIGNIFIED POSTURE CHAIR FOR 
THE OFFICE EXECUTIVE.—This is 
the No. 74!/,-UL manufactured by the 
Milwaukee Chair Company, Milwau- 
kee, Wis. In the design and pattern 
the manufacturers have combined all 
of the restful and necessary features 
of the posture with rich upholstery 
and handsome appearance. 
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ONE OF THE GLOBE-WERNICKE CO. LINE OF “STREAMLINER” DESKS. 
—In addition to conventional finishes of green, grained walnut and mahog- 
any, this beautiful desk is being featured in a new, seal-gray finish with 
white metal trim. Pedestals are securely attached to steel channel frame 
at top and supported by recessed base. Corner pilasters add strength and 
emphasize character and concealed leveling device makes it possible to 
adjust pedestals for uneven floors. Drawer pulls are an exclusive G-W 
design and drawers are interchangeable. Box drawers and center drawer 
move on steel channels welded to sides of pedestal. Safety stop prevents 
accidental complete withdrawal. Automatic device on flat-top desks locks 
all drawers and desks are furnished with full closed-in backs. Linoleum or 
glass covering on slide shelves at slight additional cost. This line includes 
seven handsome models. The company plant is at Cincinnati, O. 


THE NO. 555 STURGIS POSTURE CHAIR.—A 
new number being introduced to the industry 
is this posture chair of the Sturgis Posture 
Chair Company, Sturgis, Mich. It is featured 
by easy and quick adjustments plus the use 
of 1'/,” tubing in the base instead of 1” tubing. 
After main adjustments are made extra adjust- 
ments for the utmost comfort can be regulated 
to suit the user. The chair is also equipped 
with a popular double post back and the seat 
is upholstered in genuine leather or mohair 
frieze fabric in a variety of colors over either 
rubberized curled hair or the new Sturgis 
sponge air cushion. 


TWO MODERN FILES BY ALL-STEEL- 
EQUIP.—On the left is a fingerprint 
card system file in the moderate price 
range, and is the latest addition to the 
A-S-E 7000 line of Utility files. Inside 
drawer dimensions are 8!/,” wide by 
8%,” high, to accommodate F.B.I. card 
system. Drawers have flat bottom 
and no index rods. They are equipped 
with or without jimmy-proof locks. 
There are two styles—the five-drawer, 
which is 52” high, and the four-draw- 
er which is 42” counter height. The 
latter, placed in rows, makes a con- 
venient counter in police stations or 
detective bureaus. On the right is the 
A-S-E new “Tarif” file, which is one 
of three styles. Inside drawer dimen- 
sions are 9!/,” wide and 12” high with 
a clearance of 26!/,” in depth. It is 
made in four-drawer, three-drawer 
counter height and two-drawer desk 
height to meet the requirements of 
any office layout. Catalogue page fur- 
nished on request to All-Steel-Equip 
Company, Aurora, Ill. 
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SIDE from its service as fuel, 

man’s first important use of 
wood may have been when he 
bound a pointed flint to a sapling 
pole, but from wood came his first 
great invention, the wheel, the 
origin of which is lost in antiquity. 
From wood, too, was made man’s 
first shield and buckler. And ever 
since wood has been part of his 
shelter and defense. 

In wood, in its grain and sub- 
stance is a mysterious something 
that appeals to most persons: It 
is in the living tree, in the rough 
or finished board, in knot and 
gnarl. It is even in the curled 
shavings formed by the planes. 
The idler whittling the soft pine 
with pocket knife responds to the 
appeal: And so the farmer fash- 
ioning an axe handle from a 
prized piece of hickory; the boy 
cutting a shapely dart from an old 
shingle and men devoting recrea- 
tion hours to the creation of use- 
ful and beautiful things of wood. 

The beauty and adaptability of 
wood inspired a great artistry in 
which carvers and cabinet makers 
have created some of the finest 
expressions of the arts and handi- 
crafts. 

In an article on wood but on 
oak in particular, in the Novem- 
ber, 1931, issue of this journal, 
Sterling Lord, secretary of The 
Leopold Company, said, in part: 

“Seldom does one take time to 
muse on the multitude of parts 
that oak has played in the hewing 
out of the character of man 
through the centuries. 

“The artist, too, no other than 
an ordinary individual with an eye 
and a hand sensitized to form and 
proportion, beautified the cathe- 
drals of the Middle Ages with oak. 
For centuries it was the ‘bone and 
sinew’ of the ships that sailed the 
seven seas in the days of romance 
and adventure. On land and sea 
man used the oak for protection of 
his body and for expression of his 
soul. The art in oak, by man cre- 
ated, in turn raised him to higher 
understandings. The hands that 
chipped the wood to objects of 
beautiful proportion thereby 
chipped over the sturdy character 
of the mind conceiving the ideal. 

“In the Gothic, Tudor, Eliza- 
bethan and Jacobean or Stuart 
periods, ccvering approximately 


the two hundred year period from 
1485 to 1685—oak was preeminent 
and supreme. 

“In these five periods a full un- 
derstanding of the qualities of oak 
existed, expressed through its uses, 
designs and finishes. The skill of 
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the cabinet maker was developing. 
Their finer technique made possi- 
ble versatility in accomplishment, 
and walnut and later mahogany 
were employed as materials for 
the interpretation of their ideas 
in design”’. 

Of the beauty of wood another 
has written: “In the graining of 
wood nature expresses a beauty 
that can not be reproduced for 
application elsewhere. The charm 
of the grain is inseparable from 
the once living cells by which it 
was patterned. The lines may be 
copied by brush or reproduced by 
photography but only imitation of 
design is achieved. The subtle 
beauty with its ingratiating 
warmth is inherent in the sub- 
stance and cannot be transferred.” 

In furniture wood artistry has 
achieved many of its highest ex- 
pressions: Forms and finish which 
enhance the subtle charm of grain 
and fibre. One who enters a room 
containing furniture selected for 
harmony of design, properly 
grouped and supplemented with 
appropriate color receives a de- 
lightful impression difficult to de- 
fine but definite in ingratiating 
effect. 

Until comparatively few years 
ago furniture for the business of- 
fice was designed for utility with 
little or no consideration to ar- 
tistry or comfort. The long per- 
sistent notion that comfort pro- 
moted idleness and inattention, 
maintained the hard seat in office, 
church and school. Experiment 
proved the contrary and the old 
notion was discarded for the fact 
that comfort and beautiful sur- 
roundings promote efficiency and 
greater interest as well as health 
and happiness. 

Experience has also proved an 
additional psychological value in 








the beautiful executive office. For 
such, manufacturers of wood fur- 
niture present the claim that with 
wood furniture may be introduced 
in substantial measure the beauty 
of the well appointed living room 
or library in the home, a distin- 
guishing atmosphere appropriate 
to executive office and reception 
room. For these offices the man- 
ufacturers have drawn upon the 
models of master woodworkers of 
the past, reproducing the choicest 
designs in the history of wood 
furniture. Among them being the 
Jacobean, Queen Anne, Chippen- 
dale, William and Mary, Adam, 
Sheraton, Georgian, etc.. with 
matching desks and chairs. But 
creations of the older artistry 
share the market with modern de- 
signs paralleling the “streamlin- 
ing” of this era. In this latter 
group of desks for executive offices 
with matching chairs, tables, 
bookcases, cabinets, stands, etc., 
are included desks for special 
function—secretarial and drop- 
head desks—desks for typewriters, 
adding machines, accounting sys- 
tems, etc. 

Upon the subject of more at- 
tractive executive offices “The 
Story of American Walnut”, a cap- 
ital book on the subject of wood 
furniture, states: 

“The contemporary American 
executive and professional office 
aims at, and achieves, a new note 
in decoration. Designedly hand- 
some and impressive, it may be 
and often is luxuriously furnished. 
Even so, the first impression it 
creates is always one of simplicity, 
directness and efficiency. Ostenta- 
tion is tabu. The appointments 
may be costly but they will not be 
ornate. 

In one such Office is a fireplace 
with white marble mantle and 
supports and an inviting hearth. 
Above the mantle hangs a portrait 
in oil. Thick rugs carpet the floor 
On the desk placed with end to a 
side wall of the room is a beautiful 
writing desk and one or two ap- 
propriate ornaments. At the work- 
ing side of the desk is an arm 
chair of matching design. Near 
the end of the desk a comfortable 
chair at convenient distance for 
conversation. Along the opposite 
wall a bookcase with a comfort- 
able chair at each side. And an- 
other chair near the fireplace. The 
predominating color in the room, 
rich, darkish brown. Supplement- 
ing color, dark blue. In the en- 
semble, perfect harmony. An at- 
mosphere reminiscent of a library 
or living room in the home. 
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HE art of fabricating from com- 

mon steel beautiful and last- 
ing office furniture, with its sym- 
metry of pattern and twentieth 
century streamlined designs has 
been one of the factors in the 
evolution of the office equipment 
industry. 

In technology, in artistry, in 
utility, in functional excellence 
and in long service by which ad- 
vance art is measured, steel office 
furniture groups with the chief 
products around which the great 
industry is built. 

But, like other products of other 
industries, steel office furniture 
has had its share of prejudice to 
overcome. That it has made for 
itself a permanent and definite 
place in the office equipment 
world, and is day by day growing 
in favor the world over, is assur- 
ance of the permanence of its 
popularity. 

The first general acceptance of 
steel came with the manufacture 
of steel filing cabinets. Prior to 
this, however, steel equipment had 
been extensively used for vault 
equipment in government build- 
ings, banks, courthouses, etc. 


Entry of Steel Units 


Entry of steel commercial units 
in the field was without fanfare. 
They eased into position for con- 
test with the front line held by 
letter files, card cabinets, etc. And 
encountering but little resistance 
advanced rapidly, replacing wood 
cases in many offices as the 
change became economically ad- 
visable. 

But wood cabinets continued to 
be manufactured for those who 
wanted them to match their pres- 
ent wood suites. Steel, however, 
becoming accepted material for 
the manufacture of letter and card 
filing cabinets began to loom larger 
on the horizon with the result 
that by 1909 several types of office 
machine stands made their ap- 
pearance. 

Soon thereafter the industry 
was introduced to the “Safe-Cabi- 
net,” forerunner of the modern 
steel safe which has today re- 
placed the old-fashioned safe so 
long repository of accounts, rec- 
ords and daily accumulations of 
cash in business and of valuable 
documents in great variety. Many 
iron safes exist and are in opera- 
tion but are generally being re- 
placed when economic opportu- 
nity affords. 

Following in the wake of these 
Steel items and their acceptance 
by businessmen, manufacturers 
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“Through all ages, steel has 
been the material of accomplish- 
ment, the tool of achievement. 
There is nothing passive in its 
nature. It is, and always has been, 
a material of activity, of purpose 
and persuasion. 


“Known to the ancients, but its 
starting point unknown, Steel 
gleamed in the ever changing 
pattern of civilization, its many 
threads glistening in both the 
warp and woof of the modern 
social fabric. 


“Advancing now for good and 
now for evil according to man’s 
will, steel was in the snickersnee, 
the scimitar, the poniard and the 
rapier. It was in the helmet, the 
mailed shirt and the armor in the 
age of chivalry. It was in the rack 
and wheel of the inquisition. It 
was in the two barbs on the 
“witch’s halter” which brought 
confession in every case of witch- 
craft where the halter was ap- 
plied. It was in the “hammer” 
of Charles Martel, who beat back 
the Saracens on the plains of 
Tour. It was in the compass 
needle that guided intrepid navi- 
gators across uncharted seas. It 
was in the blade that Raleigh 
kissed and it was in the sharp 
teeth of “My Lady Guillotine.” 


“Steel has become man’s most 
useful metal. It is in his tools and 
instruments. In h’s house and 
many things therein. In pins and 
battleships. In the instrumental- 
it‘es of communication and trans- 
portation. It spans the streams 
and navigates the waters. Steel 
universal. In countless ways sat- 
isfying the wants of man.” 

From “The Romance of Steel,” 
by R. S. Gildart, advertising man- 
ayer, The General Fireproofing 
Company, Youngstown, Ohio. 
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and designers began to turn their 
attention to steel desks. In fact, 
it was possible to obtain metal 
desks as early as 1907, but these 
were known as “contract” desks, 
made only as “special” jobs on the 
buyer’s specifications. It was a 
crude and not entirely satisfac- 
tory piece of furniture, being a 
flat-top model entirely without 
the modern advantages known 
today. 


Improvements Continue 


But improvements were soon 
found and incorporated in steel 
desks so that by 1912 stock desks 
were being manufactured to meet 
the dealer demands everywhere. 
The demand for wood desks con- 
tinued, however, wood’s beauty of 
grain and adaptability to the 
cabinet maker’s artistry exerting 
a powerful appeal which coupled 
with tradition, kept the demand 
equally balanced between wood 
and steel. 

In this connection it may be 
pointed out that not all steel desks 
of today replace desks of wood for 
the reason that many types of 
steel desks are now manufactured 
for specific purposes in the busi- 
ness office for which there was no 
requirement prior to the advent 
of steel furniture and office ma- 
chines. For some of these partic- 
ular uses wood shares the market 
with steel. 

Indicative of this particular 
usage is a phrase coined by The 
General Fireproofing Company, 
Youngstown, Ohio, “Duty Matched 
Office Equipment,” which means 
steel desks designed and made for 
a specific purpose. As an example 
of this phase of the situation, 
General Fireproofing now manu- 
factures some forty types of desks, 
a great many of which are of the 
highly-specialized kind, such as 
transcriber desks, adding machine 
desks and billing machine desks. 
Several other steel furniture man- 
ufacturing companies are likewise 
making a great many models 
which are far removed from the 
ordinary business office desks. 

Thus it may be seen that many 
of the steel desks made today 
have been developed parallel to 
the development of office ma- 
chines no older, themselves, than 
steel furniture. It is obvious then, 
that these specialized steel desks 
do not replace wood and, in fact, 
there are specialized desks of wood 
manufactured at the present time 
for specific purposes. An out- 
standing fact of interest to the 
industry in general is that steel 
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furniture manufacturers have 
kept pace with the development 
of office business machines by 
furnishing the proper equipment 
for the operation of them. 


Improving Designs 


The improvement in design of 
steel furniture once formed “to 
simulate its wooden prototypes,” 
has brought it to appropriateness 
to its material. 

Out of steel have been produced 
many attractively designed suites 
for the executive office. Decora- 
tors have furnished some particu- 
larly interesting examples of beau- 
tiful private offices done with 
metal equipment. Large areas of 
solid color tones in the furniture 
have been harmonized with wall 
treatments, Venetian blinds, floor 
coverings and lighting fixtures to 
result in a pleasing, unified whole. 
The steel furniture has included 
all units—desks, chairs, cabinets, 
tables, costumers—in matched de- 
sign. 

At the third regional meeting of 
the National Stationers Associa- 
tion at Atlantic City in June, D. A 


Hillstrom, secretary and general 
manager of the Corry-Jamestown 
Manufacturing Company, spoke of 
the definite trend toward func- 
tionalisms in all steel furniture 
designs, employing the term 
“modern” to mean “a design for 
steel office furniture built entirely 
along functional lines.” “Nothing 
is added to the furniture that does 
not serve a useful purpose. There 
are no frills and furbelows.” “Fin- 
ishes,” said Mr. Hillstrom, “have 
come to be a big factor in deter- 
mining market value. And in their 
new modern lines many steel 
office furniture manufacturers 
have accompanied the trend in 
designs with new colors or com- 
binations of colors. ...” “Al- 
though we recognize the early 
French influence upon ‘modern 
office furniture, I am convinced 
that American designers have out- 
stripped their colleagues overseas 
Public demand for furniture of 
the functional type is definitely 


increasing Our designers are 


keeping pace with this demand by 
constructing office furniture that 
can give the most in service, oc- 
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cupy the least possible amount of 
space and provide the most in 
dollar value.” 

Chairs of steel and aluminum 
have recently made rapid strides 
as accepted office equipment. 
Straight chairs, executive chairs 
and posture chairs are available 
with or without upholstering 
Streamlining to a high degree has 
increased attractiveness, and 
manufacturers have succeeded in 
perfecting coloring so that steel 
articles may be purchased to 
match practically any color 
scheme desired. 

For a close we again call upon 
Mr. Hillstrom: 

“If I were called upon to sum- 
marize briefly the efficiency of 
steel office furniture during the 
past few years, I think I would 
tell the story that is told of Mark 
Twain’s first visit to the Atlantic 
Coast. As he stood looking out 
upon miles and miles of water 
before him, his host asked, ‘What 
do you think of our ocean, Mr. 
Clemens?’ to which Mr. Clemens 
replied, ‘It seems to be a huge 


success’.”’ 





REPUTED TO BE THE FIRST METAL DESK PUT INTO SERVICE.—This en- 
graved iron desk, first illustrated in September, 1934, OFFICE APPLIANCES, 
was made for the personal use of Charles I of Spain, who was crowned 
Emperor Charles V of the Holy Roman Empire in 1520. The desk is believed 
to be the work of Desiderio Colman of Augsburg, Germany, who was armor 
maker for Charles. The photograph was sent by Mr. Venancio Guillamet to 
The General Fireproofing Company, Youngstown, Ohio, for which company 


Mr. Guillamet is general distributor for Spain. 
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WHERE ELSE 


THE TRADE’S MOST VALUABLE FRANCHISE 


For a bird’s-eye view of this enormous franchise read the next three pages 
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ITEMS surrounded by flames bear 2-hour, 
1-hour or %-hour $.M.N.A. labels certifying 
that each will protect its contents against fire. 
There are 34 of these Fire-File items in this 





































































































































































































































































































enormous profit-making franchise. at 
Make 1940 Your Greatest Y ear 
A COMPLETE line of the record protection 
Oo products demanded by present-day business 
wo conditions is but one of the every-day office 
Lidia y-day . 
oO accessories available exclusively in this 8,000- e 
a item Shaw-Walker franchise. 4 
— t 
oO This four-page bird’s-eye view of the fran- RECORD PROTECTION id 
\ a chise provides only a sketch of its enormity and pigee Bag. sey a ee ner i 
. ‘ aia oS a See : Y, and l-hour labels. 34 stoc if 
eS opportunities for dealer profit. hid ay sincera NR oriirg ‘ 
UPRIGHT FILES A trained Shaw-Walker representative is § 
Seven grades — five heights, prepared to supply you with indisputable facts +5 toe é 
tA file in every price bracket. showing why you can do much better with ommd = — : 
this 8,000-item line containing so many exclu- “io [oo] é 
sive items. May we send him? —s= | [oe 3) : 
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a jo oj E 
HAW:WALKE oF} |= | 
(==) B=s : 
er ——S7 [Ee J E 
! Muskegon, Michigan a me fo ol ; 
| ee joe 2) 
UPRIGHT FILES FOR SPECIAL- 
FOR CARDS IZED RECORDS Y 
Two styles, four Tabulating, Fin- z 
grades, all sizes. gerprint, X-ray, | 
Ledger Sheet, etc. . 
; 
fe J 
FIRE-PROTECTED TRIPLE-DUTY COUNTER EQUIPMENT 
CARD FILES 186 stock counter file items with which you can assem- 
Fer card records of all sizes, ble any counter arrangement. Complete layout service. T 
Fire-Files carrying 1-hour label. —— ate 
il % =: 
B= | iE 
wsieigilin s eal | ir a-s 
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Re BOOKCASES — SECTIONAL 
Steel and Wood. 
=| Conte 
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LL 
UPRIGHT COMBINATION FILES SECTIONAL FILES TRANSFER CASES “ 
For all sizes of cards and papers. Single and double width for records of all sizes. Steel transfer cases for records of all sizes. 


é*) LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE 








WITH THIS 8000-ITEM 
SHAW-WALKER FRANCHISE 


sell on sight. 


BUSINESS FURNITURE 
Complete line of distinctive desks and tables that 













Also telephone stands, costumers, 


— waste baskets, bookcases and other accessories. 
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OFFICE CHAIRS 
Aluminum and Wood. 
Thirty-three stock chairs. 














STATIONERS’ ITEMS 
Complete line of fast selling over- 
Ss the-counter items, card cabinets, 
card trays, joggers, letter trays, etc. 





MACHINE BOOKKEEPING EQUIPMENT 
Twenty posting trays in four styles—all sizes. 
All other accessories for posted records. 


HI-LINE EQUIPMENT 
Eighteen different 
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STORAGE CUPBOARDS 
AND WARDROBES 

19 stock cupboards and ward- 

robes in single and double width. 




















— 
o |W o 
l 



















BANK SPECIALTY EQUIPMENT 

Everything for the Bank. — Vault 

Trucks, Bookkeepers’ Desks, Coun- 
ters, Cage Equipment, etc. 





































FIREPROOF SAFES 
Complete line of safes, 
single and double door. 








INSULATED LEDGER 
TRAYS 
Provides 24-hour protection 
for records of all sizes at the 
machine. 

















































y INSULATED BOOKKEEPER’S DESKS 
Fireproof desks for machine posted records of all 
sizes. Also non-insulated bookkeeper’s desks. 


MAP AND PLAN SECTIONS 
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INSULATED LEDGER DESKS 
For card records up to 10” wide carry 
1-hour and 2-hour labels. 






AND FILING EQUIPMENT IN THE WORLD ¢*) 
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CARD FILING SYSTEMS 


Three complete systems for card filing. 
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CARDS — PLAIN AND PRINTED 
Plain and ruled cards in six grades 
and four weights—-253 stock forms. 
Unequalled facilities for producing 
special forms. 
_ 
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FASTENER FOLDERS 
Corner-clip and two other types. 








MISCELLANEOUS ACCESSORIES 
Hundreds of fast-selling over-the- 
counter items, 





SPACE-SAVER GUIDES 
This new, patented guide in all sizes : 
and tab positions. 


Naggpant? satay ase” ‘ 


LETTER FILING SYSTEMS 


Six complete systems of Applied Indexing 


for letter filing. 
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YOU CAN earn these miss- 
ing profits with the 8,000- 
item Shaw-Walker franchise 
because: 

1. All filing supplies, systems 


and cards your customers use can 
be purchased from Shaw-Walker. 


2. By combining your require- 
ments you earn extra discounts. 

3. Selling is easier. You need 
learn only one sales approach. 

4. Inventories simplified. 

5. Easier for your employees to 
learn the stock. 


6. Line includes hundreds of 
fast selling, repeat items avail- 
able only from the Shaw-Walker 


dealers. 


Selling rights are obtain- 
able in many cities. Write. 


GHAW:WALKER 











Muskegon, Michigan 


J Ct BAM Re ew eck 
. Built Like a | 
Skyscraper” 




















CARD GUIDES 
221. Stock Numbers, Two Grades, Six 
Styles. 
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FILE GUIDES 
Two Grades — All Sizes — 10 Styles — 
Includes plain, celluloid, Space-Saver 
and metal tabs. 





FILE FOLDERS 
212 Stock items — Three 
grades — Four weights. 


Includes the famous 
FILI 
Be NorthKraft and Berkshire 
ACCESSORIES Manila brands. 


Everything for the 
filing department. 
Sorting Tray, File 
Shelfs, Stool, etc. 





MACHINE BOOKKEEPING 
SYSTEMS 
167 stock forms. Facilities for pro- 
ducing special forms. Five types of 
ledger indexing, all sizes. 


Yours may be one of the cities in which Shaw-Walker 
now wants to improve its representation maa \ (8 <0 6 Be ce AO) BY. @ & 
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TWO EXAMPLES OF EFFECTIVELY TREATED WALLS.—At the left is a private office in the headquarters 


building of the American Medical Association, Chicago. The wall panels are of bleached mahogany. At the 


right is an office in the Congoleum-Nairn factory at Kearny, N. J. Walnut patterned wall linoleum harmonizes 
with linoleum flooring and linoleum desk top of the same color tone as the inset strip of the floor design. 


Stimulate Sales With Office 


Backgrounds Suggestions 


OW 
HAT ideas have you got 


for our offices?” “What are some 
of the new developments in 
office backgrounds that we can 
make use of?” These need not 
be embarrassing questions to 
office furniture salesmen even in 
a field that is moving forward 
with such startling rapidity. Most 
sizable manufacturing concerns 
are doing intense research work 
in public demands and interior 
decorating trends, and the dove- 
tailing between related lines is 
more cooperative than has ever 
seemed possible in the past. En- 
semble selling, leading to the con- 
tracting for complete office lay- 
outs, from steel girder forward to 
desk, has gathered the varied 
fields into a single picture, and 
each unit is fitted into place with 
orderly precision—and each sec- 
tion is helping the other make the 
most of selling opportunities. It 
offers a wide-open and expansive 
prospect to the alert office supply 
house and salesmen, if they take 
the trouble to find out what is 
new in the various lines. 

When asked about the ma- 
terials being used for office walls, 


Working Knowledge of 
Wall Treatments Often 
Leads to Bigger Orders 


By ALICE FUNKEN 


these facts might be taken into 
consideration: The most common 
wall material is plaster, and where 
an unusual color scheme is de- 
sired this is often the medium 
chosen; but when a customer is 
looking for something newer, or 
something that will do a certain 
job of wall covering better, the 
Salesman needs to know about 
other materials. 

Beautiful paneling of bleached 
mahogany and other rich woods is 
one of the favorites for smart 
backgrounds, and the office shown 
is at the American Medical As- 
sociation in Chicago. Many in- 
teresting color combinations be- 
tween furniture and walls have 


been worked out with this me- 
dium. 

Another background, increasing 
in popularity, is the glass block, 
which was used effectively at the 
Campana factory in Batavia, Il- 
linois, and the new American Air- 
lines office in Chicago. 

There is also a_ leather-like 
product coming into favor, to- 
gether with smartly styled linol- 
eum and plywood. And in some 
instances porcelain enamel panels 
have been used for walls. 

To illustrate how a cooperative 
angle may be developed between 
furniture and “background” man- 
ufacturers to their mutual ad- 
vantage, the office illustrated, 
showing the linoleum wall, may 
be used as an example. This is 
an office in the Congoleum-Nairn 
Company plant at Kearny, N. J. 
The office supply house is the 
W. B. Wood Company at Newark, 

A color scheme of buff, light 
tan and brown was decided upon, 
and blond maple was chosen for 
the desks, chairs, tables and mis- 
cellaneous furnishings. The walls 
were covered with “walnut” wall 
linoleum, which closely simulates 
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a walnut paneling, and the doors 
were painted white—the white in- 
set border in the light green lin- 
oleum floor tying in with this. 
The W. B. Wood Company then 
provided specially manufactured 
furniture to fit this background. 
The chairs were made of blond 
maple and covered with light tan 
leather, and the blond maple 
desks were made with an inlaid 
linoleum top. In such designs the 
edge of the desk is raised above 


the center portion so that when 
the linoleum is installed it is flush 
with the edge of the desk. The 
linoleum is continued over the 
curved edge of the desk and com- 
pletely down the side, to accentu- 
ate the modern effect. 

The interesting angle of the 
installation with its joint research 
is that the new desk treatment 
proved so successful that the W. B. 
Wood Company is. considering 
stocking this type as a perma- 


Selling Office Furniture 


Rie sale of office furniture ac- 
cessories is sometimes overlooked 
by salesmen when making a new 
installation. Equally important 
as desks, chairs, files, etc., in 
equipping an office are wardrobe 
cabinets, waste baskets, chair 
mats to protect the new rug, 
matched desk sets, and even ex- 
ecutive type chair pads. Some 
of these items can be grouped to 
make an attractive and practical 
ensemble. They might include 
also a desk tray to match the 
desk in design, a linoleum desk 
pad, a desk lamp, pen set and 
desk organizer. There is always 
a question, of course, as to what 
can logically be grouped under 
the heading of office furniture ac- 
cessories. 

Other items can be sold indi- 
vidually to the customer. For in- 
stance, a purchaser of a chair 
with a wooden seat might be per- 
suaded to purchase an executive 
chair pad at the same time. The 
salesman might also be able to 
include a chair mat for the floor, 
both to protect the rug and to 
make the chair casters roll easier. 
It is often possible to sell the 
customer an electric fan for his 
desk, inasmuch as the manufac- 
turers of electric fans have 
brought out small and attractive 
designs for individual desk use. 


The combination storage and 
wardrobe cabinet should not be 
overlooked, as it keeps overcoats 
and rubbers out of sight and is 
a good place for the boss to keep 
his golf equipment. This cabinet 
also provides additional storage 
space in the office for supplies. 
There are people who prefer the 
use of a costumer, and these can 
be had at nominal cost in de- 
signs to match the desks. 


Wide Choice of Accessor- 

ies Offers Means to Addi- 

tional Volume in Selling 
Office Furniture 


By V.R. EVANS 


President, Vernon R. Evans 
Company, Utica, N. Y. 




















MR. EVANS 

To further the sale of office ac- 
cessories, it is profitable to em- 
ploy special advertising around 
Christmas time, when employes 
are looking for gifts for their em- 
ployers, and as suggested gifts 
for Fathers’ Day. Also there is 
wisdom in featuring special ad- 
vertisements on office accessories 
at intervals throughout the year, 
to stimulate interest in these util- 
ities and identify the company as 
a desirable source of supply. 
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nent part of its furniture line. 

In commenting upon the “lift” 
this type of remodeling has given 
their own business these points 
were brought out: “It helps ma- 
terially because it pays big re- 
turns in the stimulus it gives to 
general business activity; physic- 
ally, because of its permanent 
sanitary advantages, better light- 
ing and streamlined conveniences; 
mentally, because of its lasting 
beauty.” 


Accessories 


When these advertisements ap- 
pear, special window displays 
should be installed to tie up with 
the printed sales promotional 
messages. 


Means to Added Sales 


An extra commission may be 
paid salesmen on these items, but 
it should not be necessary, as most 
accessories carry a longer discount 
than office furniture, and the 
salesmen are usually rewarded for 
selling this type of merchandise 
by increased commissions. 

Generally, however, a sales con- 
test will produce additional sales. 
A successful plan is to base the 
contest on a point system, with 
so many points for the various 
items sold. Or the contest may 
be based on the dollar volume of 
sales. 

It is always obvious to the sales- 
man who goes into a_ poorly 
equipped office that there is an 
opportunity for furniture sales. 
However, when making his obser- 
vations he should look to see if 
certain office furniture accessories 
are likewise needed. If such is 
the case, he should make a spe- 
cial effort to interest his customer 
in these utilities, as well as in the 
various pieces of furniture and 
equipment for which there may 
be a more apparent need. 

Numerous prospective purchas- 
ers are unaware of the variety 
of fine and useful office acces- 
sories available today. Hence, 
many additional sales can be 
made by showing the employer 
how they will add to the com- 
fort, convenience and efficiency of 
both the executive in his private 
office and the workers in the dif- 
ferent departments of the general 
office. 
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These Features Create Sales For You 
KOOLCUSHION SEATING 
5-POINT PROTECTION 
FIXED-FLOATING PRINCIPLE 
REST-FLO SEATING 
They are fully explained and illustrated in our latest 


Catalog No. 20 . . called by many “the finest chair 
catalog on the market." Have you received a copy? 







COMPANY, Inc. 


20 CHURCHILL STREET, BUFFALO, N. Y. 
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¥.. little symbol . . . placed on a dealer's window . . . marks 
the beginning of a profitable partnership. It is our pledge of honest mer- 
chandise and wholehearted dealer cooperation. 








Corry-Jamestown is a growing organization. Young enough to be con- 
stantly on the alert for new and improved methods of meeting present 
day office equipment problems... yet old enough to back aggressiveness 
with years of sound practical experience in serving the office equipment 
field. Our stock line includes over 600 items of modern office equipment 
keynoted by the distinctive new Steel Age Executive Desk Grouping of 
desks and related pieces. 





If you are sold on the idea that your best interests are most profitably 
served by pushing a line you can sell with absolute confidence as to its 
quality .. . practical efficiency ... and dollar for dollar value, investigate 
Corry-Jamestown. We believe that we have a dealer proposition that will 
interest you. Why not ask us for the facts ... it may be the beginning of 
another profitable partnership. 


(amestown 


CORRY- JAMESTOWN MFG. Car. og. . CORP) 2a NRA. 
EXPORT ADDRESS: 1105 CHESTER AVE., CLEVELAND, OHIO 
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SINESS 
SHAPES 
DESTINY 









—around the 


COMPEREINCE TABLE! 


HERE’S a real opportunity to sell the CONFERENCE 
ROOM idea to Business. 


Important decisions necessitate a room designed for quiet, thoughtful deliberation. 
Moreover, the presence of a conference room pays dividends by encouraging careful 
analysis of situations that ordinarily might result in hasty decisions. Your customers 
will thank you for helping them eliminate “snap judgment.” 


Make your Conference Room presentation click by building it around a SAMSON 
TABLE—there’s a style for every purpose. 


The table shown is SAMSON 171 series foot size. The installation pictured 


MUTSCHLER BROS. CO. 


of genuine American walnut, charac- 
terized by smart styling, utility and 
extraordinary convenience. It is made 
in six sizes from 72 by 36 to 192 by 48 


inches. The illustration shows the ten 


NAPPANEE, INDIANA 


above the table is that of the $1,500,000 
Oklahoma County Courthouse in Okla- 
home City in which are included 
SAMSON Tables sold by Mutschler 


Bros. dealer representative. 





U.S. A. 








SEPTEMBER, 1939 - 








Wn. Dealer 
HERE'S YOUR LINE! ! 


You want a line that meets competition—gives 
satisfaction—and brings customers back to your 
store. A line easy to demonstrate—and easy to 
sell. A line that gives you a legitimate profit— 


and is backed by unfailing service. 


THIS LINE — OF COURSE — IS 


THE (COLUMBIA LINE 
COLUMBIA STEEL EQUIPMENT CO. 


LINCOLN-LIBERTY BUILDING PHILADELPHIA, PA. 
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THE SUR- 
ROUNDING 















CORRECT SEATING IN 
OFFICE, STORE AND 
FACTORY: BETTER 
HEALTH, LESS FA- 
, INCREASED 
EFFICIENCY GREATER 
ACCOMPLISHMENT 
WITH LESS EFFORT 









(Center pictures presented through courtesy of The Fritz-Cross Company, St. Paul, 
Minn. In the photograph, the operator on the right was seated in an ‘Eff & C’’ chair.) 


ENCIRCLING ILLUSTRATIONS PICTURE POSTURE CHAIRS ON TODAY’S MARKET 


Counter clockwise around the circle, starting at the 
top just left of the center: Goodform Posture Chair, 
The General Fireproofing Co., Youngstown, Ohio; 
Uhl Steel Furniture Posture Chair, The Toledo Metal 
Furniture Co., Toledo, Ohio; Posture Chair, New In- 
diana Chair Co., Jasper, Ind. (outside); Posture Chair, 
Royal Metal Mfg. Co., Chicago, Ill. (inside); Burns 
Office Chair, American Automatic Electric Sales Co.., 
Chicago, Ill. (outside); Posture Chair, The Marble & 
Shattuck Chair Co., Cleveland, Ohio (inside); Air 


Duct Secretarial Chair, Domore Chair Co., Elkhart. 


Ind.; Posture Chair No. 65!/,, The B. L. Marble Chair 
Co., Bedford, Ohio; Posture Chair, Johnson Chair Co., 
Chicago, Ill.; Posture Chair, Shepherd Chair Co., Chi- 


cago, Ill.; Posture Chair, Sturgis Posture Chair Co., 
Sturgis, Mich.; Posture Chair, Jasper Seating Co., 
Jasper, Ind.; Posture Chair No. 217-3-25, The Harter 
Corp., Sturgis, Mich.; Posture Chair, The Sikes Co., 
Inc., Buffalo, N. Y. (outside); Posture Chair, The 
Shaw-Walker Co., Muskegon, Mich. (inside); Posture 
Chair, Jasper Chair Co., Jasper, Ind. (outside); Air- 
Flow All Steel Posture Chair, Cramer Safe and Office 
Equipment Co., Kansas City, Mo. (inside); Posture 
Chair, High Point Bending & Chair Co., Siler City, 
N. C.; Posture Chair, Murphy Chair Co., Owensboro, 
Ky.; Posture Chair, Bright Chair Co., Inc., New York, 
N. Y.; “Eff & C” Facility Posture Chair, The Fritz- 
Cross Co., St. Paul, Minn. 
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Survey Reveals Increase in 
Posture Chair Sales 


oe facts presented by 
the posture chair manufacturers 
in a survey made for this issue of 
OFFICE APPLIANCES reveal a re- 
markable upward curve in posture 
chair sales, reflecting a growing 
market in which office equipment 
dealers will wish to participate 
with increasing activity. 

Twenty manufacturers of pos- 
ture chairs were invited to con- 
tribute factual information on 
their percentage of sales increase 
from 1920 to 1939. They were 
also asked to give their views on 
the reasons for the rise in vol- 
ume, and to present observations 
upon the receptivity of users and 
dealers. 

From the reports received, it 
was found that the period of 
greatest sales increase was in the 
past decade—from 1930 to 1939. 
Although in 1929 this division of 
the industry experienced a flour- 
ish—due partly to business con- 
ditions but probably, as one man- 
ufacturer said, “this rise was 95 
per cent due to the fact that the 
posture chair, being new and a 
good article, brought on a wave 
of popularity.” 

The progress of sales develop- 
ment was of course interrupted 
by the depression, but the past 
five years of recovery have seen 
the rise in volume of posture 
chair sales accelerated at a con- 
siderable rate. 

The accompanying graph indi- 
cates the average percentage of 
sales increase of posture chair 
manufacturers for the five-year 
period from 1935 to 1939. The 
year 1934 serves as the base year 
and the figures for that year rep- 
resent 100 per cent. For the year 
1939, figures reported for the first 
seven months were used to pro- 
ject an estimate for the entire 
year. 

With 100 as the base percentage 
for 1934, as above indicated, the 
general averages for each of the 
five years, over the base year, 
were as follows: 


1934—100% 1937—567 % 
1935—216% 1938—-410 % 
1936—395 % 1939—571% 


Detailed figures were unavail- 
able from a number of manufac- 
turers but the averages presented 
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POSTURE CHAIR SALES IN THE PAST FIVE YEARS 


SHOWING average percentage of sales increase of posture chair manufacturers 

for the five-year period 1935-1939, using 1934 as the base year and the figures for 

that year represented as 100 per cent. The point indicated on the chart for 1939 

is necessarily an estimate, being based upon figures reported to OFFICE APPLI- 
ANCES for the first seven months of the year. 


are believed fairly representative 
of the industry, to show the gen- 
eral trend. 


Rise to Importance Since 1920 


The development in sales of 
posture chairs in the past several 
years is one of the romances of 
the office equipment industry. 
Back in about 1920, an organiza- 
tion was formed in New York 
City called the American Posture 
League, Inc. Its members included 
physicians, surgeons, scientists, 
physical trainers, hygienists, wel- 
fare workers, and others inter- 
ested in emphasizing the impor- 
tance of correct posture. A metal 
office furniture manufacturer se- 
cured the American Posture 
League’s approval of a steel pos- 
ture chair which the company 
placed on the market. At that 
time the league also approved of 
wooden posture chairs. 


The idea of a chair designed to 
improve health, comfort, and effi- 
ciency of seated workers, through 
correct seating posture, met with 
favor in progressive business and 
professional offices. Certain deal- 


ers became receptive and started 
cultivating this new market. Many 
industrial concerns also recog- 
nized the value of this type of 
chair, and sales began to mount. 
In the succeeding years to 1930, 
as other posture chairs were put 
on the market, the posture chair 
division of the industry began to 
develop. One manufacturer sold 
over 35,000 posture chairs in 1929. 
Despite the acceptance of these 
new health chairs by many con- 
cerns, the office equipment indus- 
try could scarcely realize the im- 
portant position in sales which 
posture chairs were to occupy in 
the next ten years. Said a manu- 
facturer in the field at that time, 
“while we sold a _ considerable 
number of posture chairs prior 
to 1930, there was little reason to 
suspect that they would subse- 
quently become such a dominant 
factor in the office chair field.” 
“Today,” he continued, “a very 
substantial portion of our sales 
represents posture chairs for 
clerks and executives. Our dealers 
are constantly proving that it rep- 
resents one certain opportunity 
for sound, aggressive selling in the 
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office furniture field. It offers an 
opportunity to create business, 
rather than waiting for the de- 
mand to arise.” 


Views on Rise in Volume 


New models and new chairs 
have been introduced by various 
companies. First came the clerical 
or stenographic posture chair. 
Then the executive type, which 
has added to the rising posture 
chair volume. “If insurance 
against chair fatigue is important 
for clerical workers,” says a well 
known firm in its literature, “how 
much more worth while is it for 
executives. The swivel chair pro- 
vides such insurance in a style 
acceptable to the private office.” 

Other factors contributing to 
the constant increase in volume 
are development of specialized 
selling methods, including educa- 
tion of manufacturers’ and deal- 
ers’ salesmen, concentration of 
salesmen in certain markets, and 
repeat orders from satisfied cus- 
tomers. 

Some manufacturers have used 
mediums of general circulation 
for advertising their chairs. Direct 
mail pieces and literature fur- 
nished by practically all the man- 
ufacturers to the dealers for dis- 
tribution have also played their 
part. However, in the words of a 
posture chair maker, “it all re- 
verts to the product.” 


As though to supplement that 
statement, a fellow manufacturer 
said, “The acceptance and de- 
mand for posture chairs has 
steadily increased during the past 
ten years. Today most organiza- 
tions recognize the value of cor- 
rect posture, and as a consequence 
are receptive to a proposition on 
posture seating when in the mar- 
ket for additional equipment. 

“There is also a very large and 
almost untouched market,” he 
continued, “awaiting the aggres- 
sive posture chair salesman. I re- 
fer specifically to the replacement 
market. For many years it’s been 
the custom for business concerns 
to trade in their old adding ma- 
chines, typewriters, etc., for new 
model machines. Those same com- 
panies frequently continue to use 
seating equipment that not only 
is in bad physical condition, but 
is decidedly unsuited for the pur- 
pose intended. 


“Probably no piece of office 
equipment contributes more to 
the welfare, comfort, and effi- 
ciency of the seated worker than 
does his chair. I’m certain that 
if the average office furniture 
man were as aggressive in selling 
the need for better seating as is 
the average office machine sales- 
man in selling the need for im- 
proved machines, the _ posture 
chair business would grow by 
leaps and bounds.” 








OFFICE APPLIANCES 


If there is any doubt in the 
mind of anyone as to how users 
of posture chairs value them, it 
will be dissipated by knowing of 
the reluctance of a user to sub- 
stitute an old style chair for his 
or her posture chair. Chairs are 
tools of the workers. They have 
both physiological and psycholog- 
ical effects upon the individual 
and his efficiency and service to 
his employer. As we have said in 
the past, the keynote of selling 
posture chairs is to “drive home 
the economy of healthy nerves in 
sound bodies.” Medical authori- 
ties unanimously declare that 
continued slouching impairs the 
health of workers, and contributes 
to improper functioning of body 
and brain. 

This sales statement well sums 
up the benefits of posture chairs: 
“Correct posture chairs reduce fa- 
tigue, quickly pay for themselves, 
and continue to pay dividends in 
more and better work. They com- 
pel the typist or other worker to 
sit properly erect, in the position 
most conducive to healthful work- 
ing comfort and efficiency.” 


The record established by the 
posture chair division of the in- 
dustry indicates that dealers have 
taken these sales arguments and 
used them effectively to build 
profitably business for themselves 
and contribute to the total volume 
of the industry. 





ART STEEL SOLVES A FILING PROBLEM.—The Libien Press, New York commercial 
stationers were recently confronted with a filing problem on behalf of a customer, 
21 Brands, Inc., importers and distributors of Scotch whisky. This firm maintains 
offices in the heart of an expensive district where additional space was not available 
and floor space at a premium. Mortimer Libien found the answer when he recom- 
mended and installed the Art Steel Company's Asco Metropolitan progressive sus- 
pension “fives.” These filing uprights provided 25 per cent more filing space without 
taking addition floor room and were only 6!/, inches higher than the company’s 
previous filing equipment of four-drawer units. The Libien organization sold seventy 


filing uprights to this account. 
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Gor Todays Sales Opportunities .... 
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BUSINESS CHAIRS 
by 8. L. Martle 


% No matter what your selling problem 
may be, you’re sure to find the answer 
in the extensive B. L. Marble line. And 
the ‘‘plus values”’ of B. L. Marble quality, 
complete selling cooperation and ex- 
ceptionally prompt shipments will help 
you build profitable sales volume! 


Distinctive upholstered chairs in 
period designs for use with the finest 
Executive suites! Modernized commercial 
designs (upholstered as well as all- 
wood patterns) for every conceivable 
requirement of private and general office 
use! The most diversified line of Execu- 
tive and clerical posture chairs on the 
market, in which are incorporated the 
most approved principles of correct and 
healthful seating! 


It will pay you well to concentrate on 
B. L. Marble Business Chairs, the most 
complete line available from one source 
of supply. It means standardized and 
simplified selling ...lower inventories 

.. increased profits through quick turn- 
over! The services of our Designing 
Department and the personal assistance 
of field representatives are available 
on special contracts. Catalog and full 
particulars will be sent promptly on 


request. 









No. 40124 








No. 612 AF 





FOR SUCH AN INTIMATE PIECE OF FURNITURE AS A CHAIR THERE IS NO SATISFACTORY SUBSTITUTE FOR Wood 


THE B. L. MARBLE CHAIR COMPANY 


Geremosl Manufacturers of Wood Office Chairs 


BEDFORD, OHIO, U.S.A. 
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The Travel oF a Glider best Describes the 
Effortless Motion of the Drawers in the New 
Line of 4rowne- Morse ‘Filing EGuijzment 


Extension Slides—Full progressive type so quiet and silent—you have to use ear phones to hear it (not 
the noisy pick-up type). Plenty of free floating large steel balls, giving effortless drawer operation. Built in 
completely assembled units, instantly removed or replaced in the cabinet. Ball bearings so perfect and 
accurate that a file drawer on a testing machine, carrying a weight of eighty pounds, was pulled out and 
pushed in the full length 376,000 times with no appreciable wear. 


Drawers—Pull the drawer out full length—take hold of the front of the drawer—shake it sideways—up and 
down—impossible to carelessly pull it off the slides. Danger of unintentionally pulling drawer off the slides 


absolutely eliminated. 


Removing Drawers—With one hand in the hand hole at the back and one at the handle, raise the drawer 
off the slides. To put the drawer back pull the slides out and set the drawer on them and push the drawer 
into place—just as simple as that. A one-girl job, not a two-man job. 


Inserts—As extension slide units can be instantly installed or removed in any opening, inserts can be put 
in or taken out in the field by the file clerk. No tools necessary. No more of this answer—"'Tt has to be done 


at the factory.” 


Locking Device—The simplest and most positive locking device, locking all three members of the extension 
slide unit, thus positively locking the ensemble of slides and drawer. The entire mechanism at the front, 
easily installed in a few minutes time in the customer's office if desired. A hammer, nail, round file and pair 


of pliers the only tools necessary. 


Design and Trim—the line has been redesigned throughout and greatly strengthened. The hardware is 


new, of artistic design in Chrome Plated Satin Finish, in keeping with the modern trend. 


A complete line in 2-3-4 and 5 drawer heights and a complete line of inserts which can be installed 
in the field. 


Marvelous, you will say. Just let us prove what this new line can mean to you in 
profits and satisfied customers. Your city may be one of the few territories yet open. 
Send for circulars and prices—or better still, send your order for at least a sample file 








Browne-Morse Company 
Muskegon Michigan 
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Complete Ensembles—for More Sales 


_ There's a growing tendency among business men to combine comfort 


with efficiency in the furnishing of an office ... 


and retailers can create 


ensembles to meet most requirements from the varied lines of the 
Myrtle Desk Company and the High Point Bending & Chair Company. 
Chairs illustrated in the setting above are the No. 5610 swivel and the 
No. 5611 arm... with a leather sofa from High Point Bending & Chair 
Company's attractive selection of leather pieces. Desk, telephone stand, 
costumer and letter tray are from MYRTLE'S 4800 series . . . in genuine 


black walnut .. . the aristocrat of American hardwoods. 


HIGH POINT BENDING 
and CHATR COMPANY 


SILER CITY, NORTH CAROLINA 





MYRTLE DESK 
CUMPANY 


HIGH POINT, NORTH CAROLINA 
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GETS TH 


THE INVINCIBLE DEALER 


E ORDER 


BECAUSE INVINCIBLE 








A FEW OF THE FEATURES that give extra 
value . . . famous Iavincible free-floating 
roller, cradle-type drawer suspension—full 
92 in. standard height—full 28 in. deep 
outside;—rich hardware—easy-operating 
compressor—rugged construction. 


THE COMPLETE No. 1600 FILE LINE includes 
standard height letter and legal sizes—combination 
ecard insert and letter drawers—size 3 x 5 or 
4 x 6 card insert—Il11 drawer 3 x 5 card file—8 
drawer check——5 drawer bill—7 drawer 5 x 8— 
triple compartment 4 drawer documents—con- 
cealed safe compartment—and full range ef 
counter height files. Write for catalog and prices 
on this fast selling line. 


METAL FURNIT 





IS PRICED RIGHT 


BECAUSE INVINCIBLE 
IS THE OUTSTANDING 
FILE VALUE 


And because. for the first time, here is a 
“C” Grade file line which is COMPLETE 


having many units which have hereto- 





fore been available in “A” Grade only. 
The INVINCIBLE 1600 FILE LINE is 
28 in. deep outside—is in a class by itself 

for strength, durability, efficiency, ease 
of drawer operation, and modern design. 


Boost your sales with this great 
INVINCIBLE 1600 FILE LINE—prices 
are lower because of new and _ better 
manufacturing methods. Invincible dealers 
will always get the order because they have 
the advantages of both price and quality. 
For steady volume and profits, line up with 


INVINCIBLE today. 


Write for catalog and discounts now! 











SO UEREOUEAAEEEEEELEEETERAGTAGORERAEL ERT TELCOCEEEOEEEEPOOE EOE OOOEEOOTEEE EEE 
Visit the Invincible Exhibit at the 
Stationers Convention, Hotel Statler, 


Boston, Sept. 18-21—BOOTH 14 
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INVINCIBLE 


URE COMPANY 


FACTORY AND MAIN OFFICE e¢ 2609 FRANKLIN ST., MANITOWOC, WIS. 
































AT RIGHT.—This beautiful and impressive executive 
chair manufactured by the Johnson Chair Company, 
Chicago, Ill., was recently installed in the office of 
Howard Nugent, speaker of the house of representa- 
tives of Michigan. The chair, as can be seen, is 
equipped with a special base because the desk is 
higher than the standard models. The chair from the 
base up, however, is exactly the same as the Johnson 
regular model. The Office Equipment Company, 
Lansing, Mich., handled the deal. 


AT RIGHT.—ARTILITY ON PARADE!]—Installation of 
“Bodiform” chairs, made by Artility Metal Products, 
Inc., Elkhart, Ind., made in the offices of the Kansas 
City branch of the Creamery Package Manufacturing 
Company. The balance of the installation includes 
Art Metal desks and files and was made by the 
Myers Office Furniture Company, Kansas City. 

















AT LEFT.—Installation of Peerless Steel Equipment 
Company products in the offices of the Manufacturers — 
Trust Company, New York City. The installation 
included 10 six-drawer cross files and tables for the 
handling of checks in their bookkeeping department. 
In addition to these pieces a quantity of upright files, 
sectional equipment and special tables were supplied 
which, however, are not included in the picture. 
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AT LEFT.—DoMORE CHAIRS IN THE LABORATORY. 
—Nine!y of the No. 590 AirDuct chairs manufactured 
by the DoMore Chair Company, Elkhart, Ind., were 
in an installation made in the offices of the Miles 
Laboratories, Inc., Elkhart, Ind., by The Stationers, 7 
office equipment firm of the same city. The installa- 7 
tion also includes some executive posture chairs @ 
made by DoMore. 
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AT RIGHT.—An unusual installation of Globe- 
Wernicke roller shelf units in the Volusa County 
courthouse, Deland, Fla., made by the H. & W. B. 
Drew Company, Jacksonville, Fla. Only a limited 
amount of floor space was available in the vault 
so the dealer planned a double tier of roller shelves 
with a suspended platform permitting access to the 
higher shelves. Standard construction units were 
used, having bronze vertical rollers and battery ends 
fitted with finished end panels. Along the guard rail 
are book rests for reference purposes. 


BELOW.—Modern and attractive Globe-Wernicke Co., 
counter was installed in the offices of the Spring 
Greve Cemetery Association, Cincinnati, by the 
Kelsall-Voorheis Company. The finish is gunmetal 
trimmed in chrome. The modern effect is achieved 
by the use of standard equipment and special color 
combinations. Active records are instantly available 
to clerks who need not leave the counter or customer. 
























ABOVE.—Specially-designed directors table with 
beautiful walnut veneer was built by the Globe- 
Wernicke Co., for the Spring Grove Cemetery Asso- 
ciation offices. The top is constructed in one piece 
and is protected by a handsome rubbed finish to 
preserve the appearance for many years. 


AT LEFT.—Globe-Wernicke steel shelving in the 
storage vault of the Spring Grove association. A 
combination of steel shelving and specially-con- 
structed card drawer units permits instant access to 
all records and adds to the appearance of the vault. 
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Eight Model Office Displays 
Help Dorseys Sell Furniture 


4i 

= eight major display 
rooms have proven forcefully that 
model offices afford outstanding 
advantages in presentation of 
office furniture to the prospective 
buyer,” says Emile M. Louis, Jr., 
manager of the furniture depart- 
ment for Dorsey & Company, Dal- 
las, Texas. 

Display of office furniture at 
Dorsey's approximates an art. The 
potential purchaser of a suite— 
perhaps at first interested in only 
a chair—finds himself sauntering 
from one to another of eight 
model offices, all of them con- 
veniently on the ground floor, and 
each different from the others. 
Similarity has been avoided in 
arrangement of these displays, 
not even wall finishes being iden- 
tical in any two rooms. 

The theory of the Dorsey 
method of displaying office equip- 
ment for executives has been that 
the ensembles should be on hand, 
ready to be examined and pur- 
chased. Not something which 
must be sought out and “fetched 
in,” perhaps with a penalty in 
confusion and certainly one of 
waiting. Experience has shown, 
according to Mr. Louis, that not 
only has this method served to 
make sales more easily consum- 
mated, but as often as not entire 
ensembles are sold. 

Considering Dorsey’s volume of 
office furniture business, it is 
noteworthy that location of the 
store seems of secondary impor- 
tance. This store is not in the 
heart of the business district, 
where such elaborate displays 
would probably attract attention 
of the passer-by in goodly num- 
bers. 

“One of our methods of bringing 
in business of the desired sort is 
to keep constant contact with 
what is going on among those 
we seek to serve,” Mr. Louis ex- 
plains. “Our salesmen, who cover 
Dallas and adjacent territory, are 
alert at all times for news of 
changes being made in executive 
offices—the removals as well as 
new establishments being opened. 
Of course we also advertise. 

“The best advertising, however, 
has been the actual installations 
of complete ensembles in several 


Value of Fully Equipped 
Model Office Displays 
Outlined by Manager of 
the Furniture Department 
of Dorsey & Company at 
Dallas, Texas 


By A. H. HENTZEN 


offices of prominent executives. 
Other men who have seen them 
have inquired as to the outfitter, 
and have come to us for similar 
service. Only recently from such 
a lead, a complete installation sale 
was made to a new bank in our 
city. The executives visited our 
displays, and purchased the entire 
furnishings—from rugs to acces- 
sories—in one of the model 
offices.” 


Model Executive Offices Described 


The impressive main display 
floor of the Dorsey office furniture 
department is fifty feet wide. 
Along the side walls are the rooms 
devoted to fine model executive 
offices—four on each Side. These 
are the approximate size of the 
average professional man’s office. 
Their walls are ceiling high and, 
as indicated, are finished in dif- 
ferent treatments. Views of two 
of these rooms are shown in the 
accompanying pictures. 

Mr. Louis points out that when 
you take the time and spend the 
thought, care, and effort neces- 
sary in building these ensembles 
to appeal to men on the basis of 
their varied inherent preferences, 
you find that they respond favor- 
ably 

“We have in stock for display 
office suites complete from the 
floor up, chosen with the definite 
purpose of appealing to men of 
different personalities,” says the 
department manager. “Take the 
staid man, for example, the type 
to whom the fanciful lacks appeal. 
He responds to the settings and 


designs which are of simple and 
plain dignity. It is futile to try 
to sell him furniture of the other 
styles. Then there is the man who 
takes greatest pleasure from the 
opposite of what appeals to the 
former. Austerity has no such at- 
traction to him. So it goes. We 
take the customer into a room at 
a time, and show him everything 
requisite to a fine executive office 
in the various styles and periods 
of design. Usually he finds one 
suited to his liking.” 

In harmony with the splendid 
pieces of office furniture crafts- 
manship furnishing the Dorsey 
model offices are the pictures 
hanging on the walls. Most of 
them are copies of well known 
oils which are adapted to use in 
the offices and other rooms of the 
business executive and _ profes- 
sional man. Each picture is tagged 
with a small slip of paper, bearing 
its title and name of the painter. 

It is surprising, according to 
Mr. Louis, how many people will 
ask the titles of the pictures and 
the names of their painters. The 
little slips simplify the problem of 
giving correct answers on the 
many pictures we carry, and they 
also enable the customers to read 
for themselves. 

The company has found that it 
pays to change model office en- 
sembles frequently. How often de- 
pends more or less upon the state 
of the market. In any event, no 
display is permitted to remain 
unchanged for more than six 
weeks. 

When the executive suites are 
changed, not only is the furniture 
removed, but also the pictures 
from the walls and the rugs from 
the floors. Only the base carpet 
remains—that alone is not for 
sale in any of the rooms. 

Two of the main floor displays 
may be seen by pedestrians pass- 
ing in Jackson street. 


Fine Single Pieces Displayed 
in Central Section 


The space in the center of Dor- 
sey’s first floor furniture depart- 
ment is devoted to fine individual 
pieces. Along the walls separating 
this section from the model offices 

(Turn to page 147, please) 








Psd 


P 


HE | 
















Mainliner Desk 
with Fold-O-Way 
Typewriter Shelf 






Speedfile 
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Planfile 





HE COMPLETE LINE 





582” 5-Drawer 


File 


Art Mata 


OF STEEL OFFICE EQUIPMENT 


Copyright, Art Metal Construction Co., 1939 


Airline Desk 








KEYS TO NEW MARKETS 
FOR ART METAL DEA 


@ Again Art Metal has placed its dealers in the 
key’ position by creating new ideas in the office 
equipment field. They have added salability to 
utility an all-important factor to dealers and 
customers alike. 


The ultra-new AIRLINE and MAINLINER desks 
are a triumph of modern design. Most noteworthy 
among the MAINLINER’S many features is the ex- 
clusive “FOLD-O-WAY” typewriter shelf. It ac- 
commodates all standard-sized typewriters and 
brings a new convenience and smartness to the 
secretarial desk. This, together with its choice of 
four, six or eight legs, makes the MAINLINER one 
of the finest, most practical desks on the market. 


In files Art Metal offers the SPEEDFILE, the PLAN 
FILE and the FIVE-DRAWER FILE. Each is a 
champion in its class. The SPEEDFILE leads the 
parade with the exclusive Auto-Tilt Compressor 
The FIVE-DRAWER model is the handy 58'2-inch 
file that is tailor-made for girls of average height. 
This special full-capacity file comes in the SPEED- 
FILE and Standard models. The PLANFILE pro- 
vides the one practical system for vertical filing 
of plans, blueprints and drawings. 


There are still a few money-making Art Metal 
franchises available. For additional information 
write to the Agency Division, Art Metal Construc- 
tion Company, Jamestown, N. Y. 
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940 ROYALCHROME DELUXE 
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The Royal catalog in color ; e; 
process makes sales easy, J DISTINCTIVE FURNITURE t} 
and genuinely safe when you 
understand what a Royal d 
guarantee stands for. More than half of a man's daylight hours are spent in his office. Only a few tk 
Write for Catalog dollars will make the office his club as well as a place to work. u 
de 
Your salesmen will enthuse about Royalchrome attractiveness and talk eloquently a} 
about its low price, practical designs and long life. la 
: - R ‘ gy 
Royalchrome is specially designed for the office and many types of shop furnish- = 
ings. You can sell from the catalog—but will do far more business with furniture 
in stock. m 
Only Royalchrome Offers 
te ROYAL METAL MANUFACTURING COMPANY - 
@ Unrestricted utility 1108 S. Michigan Blyd., Chicago 4 
@ Structural soundness : 
| . ° 
2 Site flenbilt, New York Miami Beach th 
Los Angeles oa Pittsburgh on 
Toronto Boston in 
“Metal Furniture Since '97" 


ROYALCHROME QUALITY SELLS FAST AT ROYAL PRICES un 








Top, left: Model office with walls fin- 
ished in varnished wood panels. There 
is no actual window where the curtains 
and drapes are hung; but these acces- 
sories build up the display to maximum 
appeal and may be purchased if 
desired. 


Top, right: Here is a corner of one of 
the model offices. The rug seen in front 





of the costly desk, the tapestry which 
hangs on the foreground wall, as well 
as the lamp were chosen carefully to 
harmonize with the general display 
arrangement. 


Circle: The series of model offices on 
the main floor of the Dorsey store are d'- 
vided by this corridor—like display of 
high quality furniture and accessories. 


HOW DORSEY COMPANY DISPLAYS OFFICE FURNITURE 


EIGHT MODEL OFFICE DIS- 
PLAYS HELP DORSEYS 
SELL FURNITURE 
(Continued from page 144) 
on each side are desks of rich 
woods, and down the middle a 
series of ornate desks and a direc- 
tors’ table. See the accompanying 

picture. 

The walls of this central section 
are wood panelled, and finished in 
walnut. This panelling gives both 
a break in the expanse of wall 
space, between the model office 
entrances, and provides a desir- 
able background for the furniture, 
lamps, and accessories displayed 
there. Supporting pillars in the 
walls project slightly at intervals, 
each distance a little greater than 
the length of an average executive 
desk. The desks arranged along 
these walls are placed between 
the pillar projections. Above each 
desk hangs an appropriate picture 
and on the desk are desk pad, 
lamps, and other accessories. 
Thus, several attractive units are 
presented. 

Small circulating fans are 
mounted over head on the pillars. 
With a series of fans on both sides 
of the room, it is kept pleasantly 
“air conditioned.” 

While emphasis is placed upon 
the costlier equipment exhibited 
on the first floor of the building, 
in so doing the less expensive 
merchandise is not neglected. 

“We have six displays of model 
units on the second floor,” Mr 


Louis declares. “The policy with these displays up to date and rep- 
respect to their maintenance is resentative of the many choices 
identical to that pertaining to the available for the modern, efficient 
displays on the floor below. Fre- office. The selection includes both 
quent changes are made to keep wood and metal furniture.” 








BOARD OF DIRECTORS ROOM AT THE N. Y. WORLD'S FAIR.—The beautiful table, 

part of the installation by W. & J. Sloane, is of knotty pine with natural finish, forty- 

five feet, six inches in length and five feet, eight inches in width. It is of a modern 

classic design. The chairs are an innovation, being upholstered in the usual manner 

but covered with cane. In manufacturing and finishing the chairs it was necessary 
to thoroughly soak and then shape the cane before it was applied. 
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NEW OFFICE PERSONAL FILE PRODUCED. 
—Designed for the use of the executive or 
secretary with important papers in his or her 
possession, a new executive-secretarial per- 
sonal file has been introduced to the trade 
by White & Sons Manufacturing Company, 
159 North Racine avenue, Chicago, Ill. Made 
of the best grade of steel and designed to 
match practically any type of office furni- 
ture, the new number is available in four 
models, letter size, 12'/, inches wide by 18 
inches deep, desk height and 24 inches 
deep; legal size, 15'/4, inches wide and 18 
inches long, desk height and also in 24 
inches deep. Two shelves are available 
for books, papers, etc. The file is also 
equipped with a locking top which is put 
out of the way when not in use by an u 
ingenious system of clips. It comes in olive 
green, either plain or crackle finish. 











New Pieces 





JOHNSON’S “SUPER-CHIEF” POS- 
TURE CHAIR.—Listed as the No. 1740, 
this new chair of the Johnson Chair 
Company, Chicago, has the following 
dimensions: Depth of seat, 2034”; 
width between arms, 20!/,”; height of 
back from seat, adjustable from 21 to 


LIGHT AND SERVICEABLE.—That is a fitting 991, The arms are attached to and 


description of a new wire tray for the office 

recently introduced by the Massillon Wire 

Basket Company, Massillon, Ohio. In addition 

to being painted in an attractive shade of 

green lacquer, the tray is equipped with four 

rubber feet as a protection against scratching 
or marring the surface of furniture. 


tilt with back. Seat remains on even 
keel while the back and arms tilt 
freely. Back is designed to fit and 
support the body in all sitting posi- 
tions, and seat is a self-ventilating 
“Dunlopillo”, specially-shaped. All 
adjustments are easily made without 








SHEPHERD POSTURE CHAIR MAKES 
INITIAL BOW.—A newcomer in the 
field is this new posture chair recently 
introduced to the trade by the Shep- 
herd Chair Company, 3100 Carroll 
avenue, Chicago, which features the 
Orthoform back support and a new 
Airform cushion. The principal devel- 
opment of the Orthoform back is the 
unusually large support which, al- 
though generously proportioned to 
assure absolute comfort and body 
rest, is scientifically formed to assure 
the user of all the form-fitting and 
posture qualities. The Airform cush- 
ion, made of Goodyear sponge rub- 
ber, is of an entirely new design, be- 
ing so constructed that it forms a 
“bumper” all around the seat by a 
rolled edge which adds materially to 
the general comfort. The chair is also 
equipped with a removable cover, 
which is hand-tailored, and each leg 
has a substantial rubber bumper. Ex- 
tra sturdiness and long life without 
sacrificing light weight are assured 
by the 1!/4-inch tubing of which the 

legs are constructed.  f 





UTILITY PLUS.—The Efficiency Equipment Company, 360 West 
Superior street, Chicago, has recently produced this novel 
unit which is a combined telephone stand, safety compartment 
and waste basket. The safety compartment, protected by a 
lock, is useful for the storage of private papers and articles 
while the waste basket is in reach merely by pushing in a 
flap located near the top of the cabinet. The cabinet is 30 
inches high, 18 wide and 16 deep. The door has a continuous 
piano hinge and the lock of the safety compartment has two 
keys. An oven-baked hard krinkle finish in green is standard, 
but the cabinet is available in walnut and mahogany at slight 
additional cost. 


tools. A companion model has been 

named the Chief and is also an execu- 

tive posture chair. The company is 

located at 4401-4531 West North ave- 
nue, Chicago. 








THE HI-LO-TILT TABLE.—Manufactured by the 
Hollin Company, 12251 Coyle avenue, Detroit, 
Mich., the Hi-Lo-Tilt table was designed for 
use in the office or home. The table legs may 
be slid under a chair or seat so that the table 
tray is in any desired position for writing. typ- 
ing, drawing or similar work. It is equally 
adaptable for use in the sick room or in the 
reference room of a library. The tray measures 
24 by 15 inches, is adjustable to any height 
from 24 to 43 inches and may be tilted and 
locked at any angle or used flat. 








Recent Models 





A MODEL OF THE NEW “SIXTEEN CLEMCO GROUP”.—Here is the 72- 
inch desk of the group recently announced by the Clemco Desk Manu- 
facturing Company, 4405 West North avenue, Chicago. The desk was 
made to fit the wants of the business executive and possesses a number 
of notable design features among which are the pleasing effect created 
by the set of the back panel, the individual feet and the rounded corners 
which show a continuous panel. The “Sixteen Clemco Group” is walnut 
exterior and interior. Veneers, selected for fine texture and unusual figure 
are used. The application to the writing bed is of book match and butt 
match resulting in an attractive and beautiful design. The group also 
incorporates all of the patented Clemco utility features found in all of 
the other new suite groups. 
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DEALERS APPROVE.—Dealers who have ex- 
amined the new Weis Manufacturing Com- 
pany’s steel card trays, single and double 
card index cabinets, desk letter trays and 
box letter files have approved the design 
and workmanship of these new numbers. 
The order to the manufacturing department 
to “make them as good as they can be made” 
has produced some exceptional steel items 
at unusually low prices. The company plant 
and offices are at Monroe, Mich. 


TWO NEW B. L. MARBLE 
CHAIRS.—From left to 
right they are the Nos. 
69!/,-AF, and the 4088!/. 
Both chairs, manufac- 
tured by the B. L. Marble 
Chair Company, Bedford, 
Ohio, are made with per- 
forated, ventilated, leath- 
er-covered seats. Under- 
neath upholstering of 
both chairs is Foam Latex, 
and a special feature of 
the No. 69!/, is the re- 
cessed perpendicular 
groove (in the center) 
that is designed to re- 
lieve pressure on the 
spine. Both chairs have 
adjustable, spring-con- 
trolled backs and are req- 
ularly equipped with two- 





inch ball bearings. 





A HANDSOME AND USEFUL DESK 
LAMP BY MITCHELL.—The Mitchell 
Manufacturing Company, 1550 Dayton 
street, Chicago, has announced this 
new daylight, fluorescent desk lamp 
listed as the Model No. 2002. Using a 
T-8 15-watt Fluorescent daylight bulb. 
the lamp is beautifully styled and 
quality constructed. Its controlled 
brilliance brings out colors in their 
true shades, and it delivers an abun- 
dance of non-glare required for eye- 
comfort. The lamp is 14!/,” high and 
the shade is 18” long. Built within 
is the approved thermal auxiliary and 
an efficient reflector. A streamlined 
base, convenient switch and a lac- 
quered English bronze finish com- 
plete the picture. 





ONE OF NEW JASPER SEATING 
COMPANY LINE.—lllustrated is a 
new number recently designed by 
the Jasper Seating Company, Jasper, 
Ind., for those desiring to dress up 
an office at nominal cost. The chair, 
as are others of the line, is uphol- 
stered in imitation leather made of a 
new type of synthetic leather fabric 
developed in recent months. It wears 
well and adds attractiveness to the 
smart design of the chair itself. 
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OFFICE APPLIANCES 


Gunn Ridgewood Desks Offer 
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(Patent No. 2155048) 






















Pertinent 
Points of 
Profits for You! 








No. R660R with 
Ridgeline Base 

1. Instantly interchangeable drawers. 

2. Adjustable drawer partitions, streamlined efficiency. 

3. Extra wide knee space without sacrifice of drawer width. 


1. Fully automatic locking device, a turn of the key instantly and silently 
unlocks all drawers. 


5. Inset back panel for use of customer or stenographer. 
pene i cas: 6. Extra deep drawers permit filing 5 x 8 cards. 

7. Man-size wood pulls, accessible from top or bottom. 
8. Genuine YALE lock on center drawer. 


9. Four leg construction, unobstructed foot room. 


10. Not “cut off center legs, but designed without the necessity of cen- 
ter legs. 


11. Does not depend on top for support, but upon patented construction 
(patent No. 2,155,048)—a stronger, more rigid desk than the old 
style six leg desk. 


No. R660 . . ° . 
ere 12. Smartly rounded edges and corners for protection and comfort. 


13. Complete line of RIDGEWOOD accessories available for rear knee 
space. 

14. RIDGELINE base available on all Ridgewood desks. 

15. A strict dealer policy offers complete protection to the legitimate 
OFFICE FURNITURE DEALER. 

More and More Dealers are Using RIDGEWOOD to 

stimulate their sales and Increase Profits. You, too, can 

get out of “price chiseling”’ by selling RIDGEWOOD! 


No. R560 


Write today for our DEALER PROTECTION POLICY 


Gunn Furniture Co. 


GRAND RAPIDS, MICH. 









Ne. R636 






Be Sure to See the Big 


SURPRISE DISPLAY 
BOOTH 31 


FIVE CENTURIES OF PROGRESS 
EXPOSITION 
PLAN NOW TO ATTEND! 
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IMPGRTANT ANNOUNCEMENT! 


JASPER SEATING CO. 


presents an outstanding 
line of Imitation Leathor 


UPHOLSTERED OFFICE CHAIRS 











Combining quality and moderate price, this new line 
offers value comparable only to our extensive series of 
all wood office chairs. The trade will find compelling 
sales appeal in this new department. Here is the answer 
to the business man who wants to dress up his office 
yet does not feel justified in buying genuine leather 


upholstery. 


The same sturdy construction always a part of our chairs 
is now combined with greater comfort and luxurious 
appearance. Imitation leather fabrics in an extensive 
variety of grades and colors are available. Rubber 
cushion irons assure smooth, gentle action of pedestal 


chairs and large, quiet casters provide easy movement. 


Illustrated folder and full details on request. 


JASPER SEATING CO. 


CHICAGO: L. H. Farber 
529 S. Wabash Ave., 
Phone WEBster 3217 


JASPER, INDIANA 


NEW YORK: 
Office Furniture Warehouse Co., 
573 Broadway 


























OFFICE APPLIANCES 


SOLD 


by ASCO Dealers 


created by 
ART STEEL Planning Dept. 


CO-OPERATION 


instead of 


COMPETITION 
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Above—in the foreground 
I—No. 1840 and 3 No. 3640 
ASCO Storage Files cov- 
ered with a linoleum top 
plus the Swinging Gate 
made an attractive division 
of a small office as well as 
providing needed storage 
space. At the far wall are 
2 ASCO Metropolitan Sus- 
pension Files and 2 ASCO 
Storage Cabinets grouped 
under a linoleum top. 


Below. 70 ASCO Metro 
politan Fives’ (2605) 
proved the answer to an 
overcrowded file room 
which could not be ex- 
panded. The 25%, additional 
filing space was just what 
was required. 





Above. 800 No. 112 ASCO 
Legal Size Transfer Cases 
were used to house plans 
prepared by one of the 
World's largest Nava! Arch 
itects in their permanent 
record room. 


We Invite You, too, 
to call on our Planning Department to help 
you plan prospective installations to solve your 
customer's problems. These facilities are open 
to all ASCO Dealers. You can get this type 
of business too. 





ART STEEL COMPANY, INC. 


300 E. 145th ST., NEW YORK, N. Y. 
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Two New Prorit LINgEs 
by MARBLE AND SHATTUCK 
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S-2724 

















These chairs in the popular price field are profit producers. 
They are made with full dowel construction with double dowels 
at all primary joints and leg chairs are rigidly corner blocked. 
The spindles are posture shaped for comfort and are steam 


bent to insure strength. All seats are deeply scooped. 

The S-2723 and S-2724 are constructed with full length 
steam bent back posts. 

All edges are carefully rounded. 

The rotary chairs are equipped with the M&S new improved 
No. 595 all steel mechanism with ball bearing and durex bronze 
bearing swivel action— 

GUARANTEED AGAINST BREAKAGE 
If you are not an M&S dealer, write now to see if the dealer 


franchise 1S available in your city. 





S-2703 42 


THE MARBLE AND SHATTUCK CHAIR CO. 
Cleveland, Ohio 
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And when you sell ‘Y and E"’ Visible Records, you have thousands 
of ideas to sell, for that's the number of separate and individual 
system forms on file in our Systems Service Department—each a 


source of business for you. 


Y and E" helps you sell. Sales Bulletins and sample Visible index- 
ing forms are available for Purchase Records, Inventory Control 
Records, Sales Records, Professional Records, and many other 
applications. In addition, you receive the help of the ‘‘Y and E”’ 
Visible Index division with trained field representatives. To this is 
added the mechanical operating superiority of ““Y and E"’ Visible 
Index equipment which enables you to meet every requirement. 


Remember, this is just one of the many sales making items that make 
the ‘‘Y and E"’ exclusive franchise so valuable. Your written request 
brings the complete story. 


YAWMAN»"? FRBE MFG.(. 


FACTORIES AND EXECUTIVE OFFICES, 1099 JAY ST., ROCHESTER, N. Y. 
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Style-Master Steel Desks —Empire Steel Files—Storage Cupboards and Shelving —Direct Vision and Direct Name Filing Systems 
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® You can now offer your trade TROY Tubular I Park Avenue ....... New York Chy 
; : 666 Lake Shore Drive ....... Chicago 

Stainless Steel Furniture at prices only slightly 2155 E. Seventh St....... Los Angeles 
° ° 110 No. Biscayne Blvd. ..... Miami, Fla, 
higher than Chrome-plated Metal Furniture. ee tae te Puta 
Write for price list and complete information 1004 S. Michigan Ave........ Chicago 
JU PUNE Ble 6s s. 6 0 0 ok ae ee Boston 

today! 1136 Prospect Ave......... Cleveland 
209 Mills Bldg...... Washington, D. C. 


THE TROY SUNSHADE CO., Dept. P-99, TROY, OHIO 





RecenjRe 
Installation !n 


AT RIG 


AT LEFT.—General Fireprooting Company Telefy eo 


installation made recently in the Bank of Manhaty anufact 
New York, N. Y. These fine units were placed Fy owa. Pi 
operation to speed up the daily work of the inst) odern 4 
tion and a short time after their installation won§ the i 
enthusiastic praise of bank official and employe al} 


BELOW.—Another General Fireproofing Company; 
stallation in the offices of the Firemen’s Fund } 
surance Company, (automobile claims departme 
Los Angeles, Calif. The Telefacts units, placed ) 
side each desk are handsomely made and finish 
and form a pleasing ensemble with the posture cha 

and modern desks. ; 








> /ATRIGHT 
Hof the Co 
"was made 
"Century s 
Srainbow s 


ABOVE.—Battery of General Fireproofing Company 

files in the tabulating department of the Firemen’s 

Fund Insurance Company, San Francisco, Calif. In 

the center of the large room are the tabulating ma- 

chines with the orderly array of the General Fire- 

prooting tiles beyond them and easily accessible 
to the workers of the office. 


AT RIGHT.—Going for General Fireproofing equip- 
ment in a big way. Offices of the Commercial Trav- 
elers Mutual Accident Association of America, Utica. 
N. Y. An entire office outfitted with GF equipment, 
this installation is a capital demonstration of the 
orderliness which prevails through the use of 
matched furniture with desks and chairs standardized 
and systematically spaced to the best advantage. 





n Recent 
Installations 


AT RIGHT.—General offices of the Queens County 
courthouse, Queens County, N. Y., in which was re- 
eletag cently made an extensive installation of furniture 
anha manufactured by The Leopold Company, Burlington, 
laced lowa. Pictured here are the beautifully-lined and 
> insti .odern desks giving a twentieth-century touch with 
eel the indirect lighting fixtures and light walls. 
ye al} 


ni 


AT RIGHT.—Another Leopold installation in the offices 

{ the Coca Cola Company at Laredo, Texas, which 

was made by the J. C. Netzer Company. This is the 

sCentury suite, simple in its modern design, with 

Merainbow striped veneers carefully chosen for color 
and for figure. 








AT LEFT.—Unsurpassed dignity is achieved in this 

courtroom of the Queens County court house with 

Leopold furniture playing a major part. The attorney's 

table, chairs, witness chair, clerk and jurors’ chairs 

and judge's chair on the bench match to perfection 

the architect's beauty and simplicity in pattern of 
the courtroom walls. 








P ys 


AT LEFT.—The Pacific Desk Company. Los Angeles, 

recently made this installation in the Women’s Travel 

department of the Union Pacific Railway at Los An- 

geles. After the interior was finished with every move 

planned for the customers’ comfort Leopold furniture 

was chosen because of its graceful qualities and con- 
temporary lines. 
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HANDSOME GENERAL OFFICE OF THE MORRIS PLAN BANK, KNOXVILLE, TENN. 





—The remodeling and refurnishing contract for this branch of the bank came as 
the result of satisfactory service of a similar nature for the Morris Plan Bank in 


Washington, D. C. 


Remodeling Offices Is a Profitable 
Type of Specialization 


ae job frequently leads to 
another, and what one business 
executive sees in another office 
and likes, he will want for himself. 
Acting on this premise, the Vir- 
ginia Stationery Company, Rich- 
mond, Va., has had _ unusual 
success in the specialty of remod- 
eling offices. (Naturally, the con- 
tracts included all office furniture 
too with each remodeling job.) 

For instance, one job alone in- 
volved $15,000 worth of office 
furniture. One executive office 
bought $5,500 worth. Furniture 
for a directors’ room cost the cus- 
tomer $3,000, each chair repre- 
senting an investment of $120. 

While the company has been in 
the office furniture business for 
more than thirty years, only dur- 
ing the last five years has par- 
ticular attention been given to the 
field of remodeling. Sam Iseman, 
Jr., whose father is secretary and 
treasurer of the company, han- 
dles all remodeling business. 

The company did a fine job of 
remodeling and refurnishing for 
the Morris Plan Bank in Washing- 
ton, D. C., not so very long ago. 
The president of the Morris Plan 


Planning Service Offered 
Customers by the Virginia 
Stationery Company Earns 
Favorable Reaction and 
Includes Big Orders for 
Office Furniture 


By FRED E. KUNKEL 


Bank in Philadelphia saw it and 
wanted the same thing. The re- 
sult was that he spent nearly 
$50,000 on improvements in ac- 
cordance with the suggestions and 
plans laid down by the Virginia 
Stationery Company. 

The Morris Plan Bank installa- 
tion in Knoxville, Tenn., came 
about in the same way. All of 
these jobs sold substantial instal- 
lations of office furniture to go 
with the remodeling plans. A re- 
cent contract was secured for a 


bank in Petersburg, Va., which 
was completely refurnished with 
office equipment. 

As the foregoing paragraphs in- 
dicate, the company does not 
limit its activities to the sale of 
office furniture. The organization 
is equipped with trained man 
power and facilities to go into a 
business man’s office and prepare 
floor plans for completely remod- 
eling his establishment. 


Redecorating Service Included 


The firm does redecorating too, 
including repaneling walls, pro- 
viding Venetian blinds, floor and 
table lamps, carpets, rugs and lin- 
oleum. Salesmen are trained to 
be able to recommend floor cov- 
erings appropriate to the charac- 
ter of the office. They know when 
they should suggest carpets in- 
stead of rugs or asphalt tile in- 
stead of rubber tile. Recommend- 
ations are made in consideration 
of the job to be done, always try- 
ing to give a man something in 
keeping with his business. 

In Richmond alone, the Vir- 
ginia Stationery Company has re- 


(Turn to page 165, please) 
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SECURITY has created a new objective for the industry . . . products 
that truly bespeak the era in which they are a part . . . and the modern 
materials of which they are made . . . Progressive in concept, daring 
in line, breath-taking in beauty, forward-looking in efficient service, 
storage and reference facilities . . . in tune with the tempo of modern 


RITE TODAY FOR BOOKLET ae 
the complete story of the most amazing desk ever times... Though contemporary in spirit—they are entirely conserva- 


é T » bh 
- net ess world needs them, awaits them and 
ng to 


A dealer trenchies may be open in tive masterpieces in enduring steel and moderately priced. 


buy ther 
ry. It is doubtful whether at any time in his 
your opportur ty r urs has been more magnificent 
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No. 26 POSTURE CHAIR No. 28 POSTURE CHAIR 


RAPHAEL 
SHOPS 


These new posture chairs have been de- 
signed to produce the maximum comfortable 
"'sitting''—adjustable to the exact contours 
of every individual. RAPHAEL designers 
combine these fine leathers, fine woods and 
fine materials with honest craftsmanship and 


expert styling. 


This new club chair is another example of 
RAPHAEL styling and craftsmanship of 
beautiful, luxurious and enduring leather 
which creates that impressive atmosphere 
of .stability and dignity so keenly sought. 


RAPHAEL dealers like this popular priced 
line because it brings them within the 
reach of every man's pocketbook. 


Write for our catalog. See for yourself. 


RAPHAEL SHOPS, !nc. 


125 PRINCE ST., NEW YORK, N. Y. 







RAPHAEL 
No. 905 CHAIR 
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E APPLIANCES 


EVERYTHING 


YOU NEED 
FOR QUICK STAND PROFITS 


Ideal stands give 
you a type and size 
for every need. You 
can pick the right 
stand for every job; 
for every style of 
typewriter, adding 
machine, calcula- 
tor, etc., light, 
medium, or heavy 
duty. 


Dealers every- 
where find the 
ability to meet 
customers’ needs 
brings quick, prof- 
itable sales volume. 
Are you getting 
your share? Write 
for literature and 
prices. 


We sell through 
dealers only 


SHERMAN-MANSON 
MFG. COMPANY 


625 South Kolmar Avenue 
Chicago, Illinois 

















Model 23A 


Tubular Steel Stand 








| 
te | 


with 1 shelf 





Model 41C 
All Metal Stand 






= Mode! 33AA 
Tubular Stand with 
stationery cabinet 

and 2 shelves 


IDEAL 


STANDS and STOOLS 
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PROTECTION — CONVENIENCE 
for your 
FRIENDS and CUSTOMERS 


A safe in the home gives adequate protection for all valuables 
and records with the convenience of being able to obtain 
or refer to them whenever desired. 


The Need and Market Is Great 


People are becoming more conscious that fire is a ruthless 


destroyer and are seeking protective equipment. 


Supply This Demand and Profit 
FURNACE TESTED SECURITY CHESTS 


Have resisted heat in test furnaces 
that will seldom if ever be encoun- 
tered in an actual fire. 


Finish is attractive and durable 
black pin seal wrinkle with silver 





trim. 

STOCK NO INSIDE DIMENSIONS WEIGHT PRICE 
*FC3 i 9/2” 3%,” 35 Ibs. $12.00 
*FC4 w= 9/2” 5%,” 45 Ibs. 14.50 
tFCS : 9/,” 3%,” 55 Ibs. 13.50 
tFCé 3? ” 9,” 5%,” 65 Ibs. 15.50 
+FC7 14," 13'/,” : fills 90 Ibs. 19.00 
* Half Hour Test. t Standard One Hour Test 


Bear Safe Manufacturers National Association Labe's of Certification 


MEILINK SAFE DRAWERS 
Every Office Needs This Protection 





LETTER, LEGAL AND LEDGER SIZES 


May be equipped as combination posting tray and safe at 
great savings over similar equipment. 


S. M. N. A. ONE HOUR LABELED 
The MEILINK Line Is the 
“COMPLETE DEALERS LINE” 


Protective Equipment From the Small Home Safe Deposit Box Listing 
at $7.50 to the Largest of Underwriters’ Labeled Office Safes. Write 
for Catalog and Discounts. 


MEILINK STEEL SAFE CO. 


TOLEDO, OHIO 
Chicago New York 














THE CHIPPENDALE SUITE 


Now 


STOCK OFFICE FURNITURE 
BY 
CUSTOM-MAKERS 





BUILDING FINE executive furniture toorder has gained 
for Sloane one of the proudest reputations in the field. 
NOW SLOANE PRESENTS a group of ten executiv« 
suites...ready for immediate shipment...that bring 
fine design and workmanship within the reach of 
every one of your customers. 

THE SUITES are based on authentic designs. The ma- 
terial and workmanship are top quality. Sloane-made, 
they have the new Permo-Weld panels that are proof 
against checking, climate, age, warping. The range 1s 
sufficiently wide to fit into every decorative scheme. 
SLOANE QUALITY is casicr to sell. This new line fills 
a long-felt need for fine furniture that is available 
immediately at moderate prices. 

DETAILS about handling the Sloane line are yours for 
the asking. 

Illustrated: Sloane’s Chippe« ndale executive suite. Desk, 
$335. bookcase, $263; swivel chair, $104; armchair, 


$96; wastebasket, $32. 


All prices list, sut t to a liberal dealer discount 


Wholesale Office Furniture Division 


~s1 Sloane 


575 FIFTH AVENUE - NEW YORE 
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For More Office Efficiency ! 
INTERSTATE 
-Metal Products - 


Modern Equipment for Modern Offices 
Adds Beauty—Comfort—Utility 


All steel constructed cabinets for 
wardrobe, stationery and general 
purposes ... built for lifetime ser- 
vice ... beautifully finished in green, 
mahogany, oak or walnut wood 
grains... cabinets of every size... 
Also Metal furniture for directors’ 
room, private offices and reception 
halls .. . upholstered top tables and 
chairs made in the modern manner 
with chrome tubular frames... and 
many more metal items. 


Send for Catalog 


Profit For You! INTE RSTATE 


It's just a matter of good business for 


you to let your customers know that Metal Products Co. 


you can furnish INTERSTATE METAL 











ann aeeree orem manera 


Chrome 
Tubular 
pholstered 


Chair 
































PRODUCTS. 4401-4459 Ogden Ave. 
Write today for our latest catalog. CHICAGO ILL 
i Adjustable Shelf Cabinet 
(< 
q 
% 


Os 


No. 860-C Top 60x32 
Walnut Finish 





The 860-C is now made with door hinged to post and extra strong mechanism sup- 
porting platform. May be had with or without tray underneath typewriter platform. 


ALMA DESK COMPANY nosh catotins 
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UAPHY CHAIR 





for the 
EXECUTIVE 


No. 7287 
The last word in 


swivel chair comfort. 


Made of pecan for extra 
strength—finished in wainut 


A STANDARD OF QUALITY 


Maintained for 66 years! 


Into every Murphy Chair goes the accumulated 
experience of making a quality product for 
more than half a century. Skilful hands con- 
tinue to turn out Murphy Chairs that are out- 
standing in appearance, construction, comfort 
and value. The Murphy line makes a profitable 
ally for those dealers who seek to secure their 
share of the commercial chair volume in their 
communities. Unlimited in sales appeal—and 
variety of style, Murphy Chairs go far in 
clinching office furniture sales. 

A guarantee of satisfaction goes with all 
Murphy Chairs. They must make good or we 
will. Dealers are invited to write for catalog 


and complete facts. 


MURPHY CHAIR COMPANY 


INCORPORATED 


OWENSBORO, KENTUCKY 











CURMANCO 


Steel Office Specialties 
Letter Racks 


CLEARS YOUR a FOR AC- 
N. Sorts, Clas: s and Distrib- 

ites the papers of your daily work. 
Sloping Tr ays Catch and Hold the 
papers NO ‘CORNER POSTS TO 
DODGE. Can't Scratch the Desk. 
ioes not count as a tray. 

Green Art Steel 


No. 103. Letter Size, Olive Green $4.00 





Stationery Rack 


Holds Letter Heads, Second Sheets, 
Copy Paper, Carbon and Forms. 
Has both short and long enve- 
lopes, trays inch apart and enve- 


lopes 3 in. Finish Olive Green 
with rubber feet 


No. 108. Letter Size, 83, x 9 x 11'/ $4.00 





Sorting Tray 
For ready reference. Opens like a 
book. Instant contact with 1-3], 
A-Z Monthly, or Tab Indexes. 
: Corrugated bottom. Rubber feet. 
No. 115. Letter Size, Without Index, Olive Green $2.50 
No. 116. Legal Size, Without Index, Olive Green... 3.00 





Correspondence Separator 
A HANDY MEANS OF CLASSIFY- 


rAIS 


IG Corre: spondence Price Lists or 





Catal for Immediate Reference 

Not ‘Kd ustable Special Sizes 

Mad je to Or der. Many firms have 

plified sorting routine by pur- 

thasing special Separators with 4” 

12” etre and from four to 

tk *kets. Olive Green Art 

No. 105. Letter Size, 5 Pocket, 154” Wide $3.00 


emanated Separator 





esk drawer. Holds let- 

h and copy paper 

P Saves time pace and stationery 

No. 310. Letter Size, Olive Green $2.50 
Pigeon Hole File 

tages of Having All 


For rm awed is in One Convenient 
Rack are Obvious. For Office or 
5 ing Room. Special Require- 
ments may call for Special Sizes. 
Any Size may be Made to Order 
Diive Green Art Steel 

No. 106—6 Pockets, 113/,x6!/,x8%. Ship. wt., 8 lb. $3.50 
No. 107—12 Pockets, 1134,x12'/2x84%,. Ship. wt., 16 lb. 6.50 





QUALITY TIME AND LABOR SAVERS 
BUILD STEADY PROFIT 


Currier Manufacturing Co. 


N. W. Terminal Minneapolis, Minn., U. S. A. 
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A NEW LEADER 
AMONG POSTURE CHAIRS 


We invite comparison with any posture chair at any price. All new 
} 

features including 114-inch tubular base and 2-inch ball bearing, nickel- 

plated casters, standard equipment without extra cost. Speedy adjustments 


without tools or keys. Positively the biggest posture chair value in America. 


Exclusive sales rights to alert dealers. 


SHEPHERD CHAIR COMPANY 


3100 CARROLL AVE. CHICAGO, ILLINOIS 
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REMODELING OFFICES IS A 
PROFITABLE TYPE OF 
SPECIALIZATION 
(Continued from page 158) 
furnished over 150 offices. One of 
them is a law office said to be 
one of the most finely equipped in 
the South. A large volume in this 
type of business has also been se- 
cured out of town. The quality 
and extent of the firm’s service 
has resulted in enough word of 
mouth advertising to keep several 
salesmen busy following leads 
turned in by satisfied customers. 

Five salesmen now cover Vir- 
ginia, West Virginia, North and 
South Carolina, and Tennessee. 
The salesmen work with archi- 
tects and make floor plans with 
suggested furniture arrangements. 
Each salesman has an album of 
pictures to show prospects. Photos 
of various jobs are made and then 
colored to bring out the exact 
effect obtainable and to show ac- 
curately how each installation 
was set up. All pictures are kept 
covered with cellophane to pre- 
vent wear, tear and soil in han- 
dling. 

The trouble taken to prepare 
the demonstration material has 
proved worth while. Prospects are 
interested in visual presentation 
of jobs done for others. The pro- 
cedure often engenders a desire 
on the part of the prospect to see 
sketches and floor plans revealing 
what can be done to improve his 
office. 

The first step after interest is 
aroused is a conference between 
the salesman and the prospect. 
From the facts and ideas gathered 
a layout is prepared. Armed with 
this specially developed material, 
the salesman calls on the pros- 
pect and tries to sell him on the 





idea of remodeling his office in 
accordance with the plans. One 
man said he had been figuring 
for a couple of years to do some 
remodeling, but local office furni- 
ture dealers were only trying to 
sell him new furniture instead of 
a modern office. He said that he 
couldn’t get anybody to give him 
worth while ideas or suggestions 
until a Virginia Stationery Com- 
pany salesman contacted him. 

Because of the method of op- 
eration of its office furniture de- 
partment, the company doesn’t 
encounter much keen competition. 
Remodeling jobs are sought and 
secured, accompanied by orders 
for all office furnishings and 
equipment. If the prospect starts 
shopping around, little further ef- 
fort is expended to get the con- 
tract. If he wants to buy furni- 
ture only it will be sold to him, of 
course, but an attempt is always 
made to sell a complete installa- 
tion. 

“One man,” remarked Mr. Ise- 
man “said, ‘I don’t know whether 
I want to spend any money with 
you or not, but give me some 
ideas.’ Well, we will gamble on 
that and when we go ahead with 
the plans we seldom lose a job. 
If we do lose it, it is because of 
price. But we have gotten ninety- 
nine per cent of the jobs that we 
have worked on so far.” 


Attractive Display Room 


The company’s display room is 
on the second floor. It is covered 
throughout with broadloom car- 
peting, in keeping with what is 
done for others. Here will be 
found walls plastered in twelve- 
foot panels covered with Celotex 
or walnut veneer, with a set of 
furniture under each panel. 
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Venetian blinds (four in front 
and four in back) cover the win- 
dows. On the walls hang framed 
enlargements picturing various 
offices that have been furnished 
in the city. Indirect lighting is 
provided by five different types of 
fixtures, all of which are available 
to Virginia Stationery Company 
customers. 


There are many different types 
of floor and table lamps on dis- 
play. The more expensive furni- 
ture is shown up front, being 
grouped according to type of chair 
with each desk, making it easy 
for the customer to select a chair 
because nine of ten won’t know 
what will match a desk. 


Each setting is complete with 
desk pads, lamps and shades, and 
in some cases telephone stands, 
ash trays, smoking stands, etc. 


The third floor is used for less 
expensive furniture and for used 
equipment. 

The firm gets out an occasional 
direct mail piece to feature its 
remodeling business. A particu- 
larly effective four-page folder 
featured radiator covers on the 
inside spread and carried a large 
illustration of a well appointed 
office on the back page. 


Whether calls are made by mail 
or in person, the objective is al- 
ways a complete refurnishing con- 
tract. It is not the easiest way 
to get business, but it is ultimately 
the most profitable. It involves 
special services, special training 
of salesmen, special display facili- 
ties and special relations with 
sources of supply. The extra time, 
effort and skill required for ade- 
quate preparation are much more 
than offset by the increase in 
profitable sales volume. 





a: 


JASPER OFFICE FURNITURE COMPANY DESKS IN BIG ST. LOUIS OFFICE.—This 


recent installation is in one of the most up-to-date, air conditioned offices in the 


St. Louis area. 
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Recent Installations 


AT LEFT.—When the Abbott Laboratories, Chicago, e R 

decided to refurnish its directors’ room the choice of 

furniture was that of the Stow-Davis Furniture Com- 

pany, Grand Rapids, Mich. Perfect symmetry was 

attained by the matched table and chairs, wall pan- . n 
elling and row of lights above the table. 


BELOW.—An installation of Stow-Davis Furniture AT RIC 
Company equipment in the offices of the Los Angeles ; equipm 
(Calif.) power and light department. A special fea- | Compa: 
ture of this group was the design of the desks which E of Maric 
allowed a generous portion to overlap so that persons i} old loo: 
being interviewed on power installations could move p cabinet 
their chairs up in such a manner as to allow the pro- f siderabl 
truding edge of the desk to form a convenient writing i records, 


surface for them. 
E 








AT LEFT.—Exterior and interior vie 
of two field laboratories of the State 
sylvania recently equipped with fili 
inets of the Columbia Steel Equipm 
pany. Because of the necessity 
access to a large number and vai 
scientific instruments and the impe 
safeguarding original records the 
of suitable equipment was given ¢ 
able attention and finally ended 
order being placed for Columbia. 
laboratories are used throughout tf 
for analyzing drinking water. 





ee ae 
Sibecase 


AT RIGHT.—An installation of 4000 chairs and tables 
recently made in the Ballantine's Inn, World's Fair, 
by Max Blau & Sons, Newark, N. J. The chairs are 
of special design in keeping with the Ballantine 
trade-mark and were built to a rigid specification 
made by engineers of Ballantine's brewery which 
called for proper balance pitch and ruggedness. The 
chairs were designed to match the rest of the room 
which is modeled after a Swiss chalet. 
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Among the 


‘Recent 


Installations 


[ AT RIGHT.—Partial view of the “YandE” visible 


| equipment of the Yawman and Erbe Manufacturing 


4 Company, which houses the delinquent tax records 
. of Maricopa County, Ariz. In the foreground are the 
| old loose leaf books which were replaced by the 
) -abinet equipment. The new installation, which con- 
) siderably speeded up the daily search for individual 
records, was made by Millam & Wikle, Yawman and 


Erbe agents in Phoenix, Ariz. 


AT RIGHT.—General office of the Stromberg Time 
Corporation (formerly the Stromberg Electric Com- 
pany) recently equipped throughout with products of 
the Yawman and Erbe Manufacturing Company. The 
fumiture installed included “YandE” Style Master 
Associate and Executive desks finished in No. 640 
gray, and Harter chairs with green frieze upholstery 
and gray metal parts. 





ABOVE—An executive office of the 
Stomberg organization furnished by 
Yawman and Erbe. Beautiful in appear- 
aice and design, the desk matches per- 
fectly the general air of dignity and mod- 
#m appearance of the office with its light 
Walls, venetian blinds and built-in book- 
shelves. 


AT RIGHT.—Another view of the Stromberg general 
in which Yawman and Erbe equipment is in- 
Salled. This picture shows the air of efficiency and 
"Pace created in any business office by the use of 
matched furniture and equipment. 


Creieetigatuse 
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Suggesting Index Plans 
Helps Sell Files 


a a plan of index- 
ing adapted to the user’s needs 
often elevates the filing cabinet 
sale above price competition. The 
appeal of the filing equipment 
thus becomes personalized 
through the indexing plan sug- 
gested by the salesman. 


A recent experience will illus- 
trate the effectiveness of this 
method of selling filing equip- 
ment, which also includes the ad- 
vantage of creating sales of the 
filing supplies. 

We received an inquiry in the 
mail from the manager of a 
country club regarding a letter 
filing cabinet. With the quota- 
tion, we sent him a sample of our 
angle tabbed guide in full letter 
size, in which was inserted the 
title, “Building & Grounds Main- 
tenance.” Not being able to close 
the sale by long distance ‘phone, 
the salesman drove out to the 
club. The prospect stated that 
he could purchase a file of the 
same quality from a competitor 
for $12.00 less, but the salesman 
noticed that the club manager had 
the sample letter guide laying on 
his desk. Conversation soon re- 
vealed that he was already sold 
on the idea of the indexing, and 
with little urging readily placed 
the order for the file at the higher 
price. He also ordered adequate 
guides and folders. The file was 
Grade A, walnut grained, with a 
card file drawer insert, automatic 
lock, and a leg base. 


Carry Sample Demonstration Kit 
to Show Filing Plan 


To fan to a flame the customer’s 
interest in letter filing, it is always 
best to carry a demonstrator, or 
sample guides and folders, and 
show them at every opportunity. 
Don’t make the mistake, however, 
of always carrying an alphabetic 
set. Show a sales manager part 
of a set of geographic guides. To 
the office manager, show a set of 
business control guides, and to the 
advertising manager a few special 
lettered guides with such titles 
as Media, Closing Dates, Rates, 
etc. 


Care should be taken in pre- 
senting a filing plan to a prospect 
to keep the plan from appearing 


Filing Equipment Appeal 
Becomes Personalized by 
Showing Plan of Indexing 


By W. Lee Fergus 


Globe Furniture & Stationery Co., 
Chicago, III. 





MR. FERGUS 


complicated. To avoid this, a 
company manufacturing filing 
equipment presents in its cata- 
logue the details.of its plan by 
revealing them step by step. The 
explanation begins with the sim- 
ple A-B-C main guides, and pro- 
ceeds unit by unit unfolding the 
entire plan. A prospect is apt to 
shy at anything which appears 
confusing. 

Some file salesmen even avoid 
using the word “system” in con- 
nection with filing and indexing. 

To keep the presentation of his 
filing plan from appearing com- 
plicated, one salesman has ar- 
ranged his demonstrator so that 
at the first showing only the 
main A-B-C guides are visible. 
He takes the demonstrator from 
his kit firmly in his hand and 
shows the prospect the simple 
main guides. By loosening his 
grip as he holds the demonstra- 
tor in both hands, the special 
name and miscellaneous alpha- 
betical folder tabs appear. By 
setting the demonstrator down on 
the prospect’s desk or file cabi- 


net, the expansion guides appear, 
which completes showing the 
plan. 


Getting Prospect to Open and 
Discuss His File 


Aside from showing the sample 
demonstrator of his filing plan, 
there are other ways by which 
the salesman can get the prospect 
to open his file drawers and dis- 
cuss his problems. One is to ob- 
serve the arrangement of the fil- 
ing, as indicated by the labels on 
the drawer fronts. If the filing 
runs vertically, with A-B in the 
top drawer and X-Y-Z in the 
bottom drawer, with a vertical 
cabinet for each year, the sales- 
man can show the advantages of 
a horizontal arrangement by using 
the top row of drawers of a bat- 
tery of files for the current year; 
beginning with A-B at the left and 
proceeding on the same easy level 
to X-Y-Z on the right. Thus, 
using a horizontal row for each 
year, and reserving the row most 
easily reached by the file clerk 
for the material to which refer- 
ence is made most frequently. 
Girls who cannot easily reach the 
top drawer prefer to use the hori- 
zontal tier of drawers second from 
the top for the current year, keep- 
ing the lower and top tiers for 
the filing to which they refer 
least often. Discussion of the 
drawer arrangement should eas- 
ily lead to an inspection of guides 
and folders, usually resulting in 
rendering the prospect service in 
this connection. 

Such trivial items as a broken 
drawer handle, a _ loose label 
holder, or a bent or broken 
drawer front, are often openers 
for a filing cabinet sale. By switch- 
ing a defective drawer from the 
top to the bottom of a file cabi- 
net, a temporary relief can be 
given and an opportunity gained 
to have access to the filing and 
to note the arrangement of the 
guides and folders. From there 
must begin the build-up for a 
new and comprehensive filing 
plan in which would naturally be 
included the necessary new cabi- 
nets. 

A successful sales manager for 

(Turn to page 175, please) 
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SECLHA-TY PE 


The Modern Typewriter 
Device for All Sizes of Desks 














All in a Narrow Pedestal 


The Secra-Type 


Makes possible the popular 42 in. secretarial. Re- 
duces the double pedestal secretarial to from 50 to 54 
inches. Holds the stationery and equipment where it 
belongs releasing the top drawer for other use and 
thereby permitting a file drawer arrangement when 


desired. 


Naturally it is being adopted by an increasing 
number of concerns, including many of the largest 
in the country: who will continue to demand this 
floor-space-saving compactness, and convenience: and 
the solid vibrationless support essential with the new 


heavier machines. 


In addition to the full office sizes 42, 54 and 
60x32 inches, we now have 36 and 50x26 inch sizes, 
both plain and turned legs, in Oak, Mahogany and 


Walnut finishes. 


Patent No. 2133807 


GRAND y 
— Sly: MICH. 
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No. 1100 Sofa 


BEAUTIFUL DURABLE LEATHER 


Styled by Brught 


for the luxurious comfort of 
the lounge or 
for the invigorating comfort of 
correct business posture 


Satisfying individual tastes is an every- 
day job with our organization. From fine 
leathers and materials our skilled crafts- 
men supply that personal touch leather 
furniture buyers want. Our customers, 
office furniture dealers, know we are al- 
ways ready to serve them—whether it be 
a stock item from our extensive line or a 
special—whether it be an ultra luxurious 
lounge or an ultra comfortable posture 
chair, They profit by it. 


Write for our catalog of 
BRIGHT styled leather office 
furniture. You will profit, too! 





j No. 61 : No. 58 No. 59 , 


BRIGHT CHAIR CO., INC. 


127-133 Bleecker St. New York, N. Y. 
Bey Weer es eer eee es ere 
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Two New POSCHAIRS for Executives 
the CHIEF and the SUPER CHIEF 


Wr the new, patented POSCHAIR features—’’back 
hinged in center” and “arms attached to, and tilt with 
the back’’—the CHIEF and SUPER CHIEF POSCHAIRS 
now give executives the four essentials: Good Posture— 
Comfort—Dignity—Practical Utility. 






This exclusive ‘arms attached” feature allows the user 
to lean back without an unnatural change of arm 
position. And no objectionable “rowing action’ as 
when arms are attached to seat. 


ALL JOHNSON POSCHAIRS ARE ADAPTABLE TO THE 
PHYSICAL CHARACTERISTICS OF THE USER. They pos- 
sess four adjustment features which allow: 1—Exact seat 
height. 2—Chair back raised or lowered to fit users back. 
3—Chair back may be adjusted to natural sitting position. 


Illustrated 4_-Chair back tension adjustable to user comfort. 


No. 1740—SUPER CHIEF 


No. 1737—-CHIEF—same, but 
without pleated back. 


yas go Write for NEW ILLUSTRATED FOLDER—available to 


Patent RE 18913 Office Furniture Stores and their customers. 


JOHNSON CHAIR CO. s401-s537 Wert North Avenue, Chicago 


Canadian Representative, Preston-Noelting, Ltd., Stratford, Ontario, Canada. 












Announcing — ‘‘WHITECO” CUSTOM-BUIL 


STEEL OFFICE EQUIPMENT 
Moderately Priced 


EER 


Grrr 
. — 


® General Purpose 
OFFICE TRAYS 
@ General Purpose 


PORTABLE 
SHELF TABLES 


@® Executive and 
Secretarial 


PERSONAL FILES 








@ Desk Drawer 





UTILITY TRAYS ¥ Py 
Portable Shelf Table for 
@ And other allied General Use. 9 sizes from Personal File for Secretary or Shelf Table and Office Tray, 
7 $3.50 to 85.50 Executive. Letter size, less index, four sizes, letter and legal, 
products 812; also made in desk models, from 86 to $8 


8&8 


WHITECO 
PRODUCTS 


General Purpose 
Office Trays —» 


Made in 6 models 
Single or double com- 





are finished in olive green 


color. A wide variety of . : partments. Letter, legal 
- 7 Desk Drawer Utility Tray. Made in perma- eee lawetee sises from 
sizes and styles in every nent and expanding models. 4 styles from $2.25 to $4.00 





model. $1.50 te $2.50 


- 
WRITE TODAY for complete information and very liberal discounts on this new quality line. 


Territories available for representation. 


WHITE & SONS MFG. CO. thick i” 
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THIRTEEN CLEMCO GROUP 


No. 13—160 WE 


(QLEMCO 
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agus, 











171 


“I HE BEAUTY of design of this 
new Simplified Modern Junior Ex- 
ecutive Office Group is true to the 
CLEMCO tradition of Fine Office 
Furniture. 


It has the characteristic CLEMCO 
“eye appeal,” it is outstanding in 
construction and workmanship, and 
it possesses the well-known, pat- 
ented CLEMCO convenience fea- 
tures. 


The “THIRTEEN GROUP” fea- 
tures the “Island” .support desks 
which afford more foot room and 
aisle space. This group also in- 
cludes typewriter and secretarial 
desks and chairs. The companion 
design “ELEVEN GROUP” provides 
tables, bookcases, and telephone 
stand, and with these two groups 
you can provide furniture com- 
binations necessary to equip small 
offices, the better general offices, 
and junior executive offices. 


The THIRTEEN CLEMCO GROUP is 


but one of our many new lines now 


being shown in Catalog R. 


CLEMCO DESK MANUFACTURING COMPANY 


4405 West North Avenue — 


Chicago, Illinois 








CAPACITY 
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SOLID BRONZE HARDWARE. 

TRIPLE SLIDE FOLLOWER BLOCKS. 

TORQUE PLATE CORNER CONSTRUCTION. 
REINFORCED CHANNEL DIVIDERS. 

HEAVY GAUGE U-CHANNEL REINFORCEMENT. 


TURNED EDGE ON BOTTOM. 


and many other superior features of construction which 
make our FOUR GRADES of uprights an ideal dealer 


product. 


Unruh and Hasbrook Sts. 
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PEERLESS STEEL EQUIPMENT CO. 






























































Philadelphia, Pa. 
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ELEGANCE 


IS DEFINED AS —‘STUDIED REFINEMENT” 


Certainly Indiana's 2900 Line (repre- 
sented here by the No. 2913) reflects 
studied refinement. Every detail of its 
distinctive design was worked out to 
create refinement. The finest craftsman- 
ship known to the cabinet makers trade 
is employed in this suite. Rich, mellow 
toned, quarter striped black American 
Walnut of the finest grade adds much 
toward it’s modest beauty. The smooth 
satin like finish is thoroughly hand 
rubbed making the completed piece a 
study in elegance. 





The desk illustrated is manufactured in four sizes ranging in size from 66” by 36” to 50” by 32”. 
The line further includes 4 drawer executive type, clemco, drophead and single pedestal desks. 
Various sizes in office tables, phone cabinet, costumer and waste basket to match complete 


the line. We earnestly invite your inquiries. 


INDIANA DESK CO. oikprans 























New Indiana 
Chair Co. 
Better 
Value 








THE MARK OF QUALITY 
UNIVERSAL 
The Choice of 
Office Machine 


Manufacturers 





Suppose you were putting a new accounting or 
writing machine into service—wouldn’t you 


select the most dependable stand you could 50 
find? Well, that’s just what a number of of- 
fice machine manufacturers did when they se- 


lected TUSCO. They tested for convenience. 





structural strength, stability and adjustment. retail with 

Their findings are your assurance of top notch drop leaf. 

service. 

TUSCO Universal is mounted on 3-inch rubber tired noiseless 

asters, locks rigidly in position and adjusts for any unevenness 
floor. Side leaf measures 16x18%%4 inches, and top is adjust- 

ble for practically every office machine in use Stand weighs 

42 pounds packed for shipme 

We also make TUSCO 1 ne, a lighter weight low cost stand 

made with welded joints and bolted cross tubes It is fitted 
h two cadmium plated casters and two rubber feet, and foot 


K IS aval t 
f Masonite 





red Top 16x18” and drop leaf 12x18” 
r Presd wood Descriptive folders sent on request. 
More business fer office furniture dealers is being built on the 
better values of New Indiana Chair Co. leather upholstered execu- 
tive office chairs Durable, comfortable, of graceful design, their TUBULAR SPECIALTY MFG CO 
cost is in line with the bie, medium grade demand See our . . 


es 2 ain age ar 1940 Stanley Ave. Detroit, Michigan 
New Indiana Chair Co. Jasper, Indiana C. EB. Ritter, 2451 E. 78th St., Chicago Representative 
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It's a BEST SELLER 


THE PETERSON 3U RACK—the an- 
swer to all “‘wraps’ problems in the 
office. Rapidly replacing locker 
rooms, saves space and ends locker 
room evils. Complete facilities for 
3 persons per running foot——coats, 
hats, lunches, rubbers, umbrellas, 
ete. Comes in standard length or by 
the foot—fits in anywhere. Rigid, 
square tubular construction, equipped 
with vacuum cup base, or rubber 
tired casters for portable use. Mod- 
ern offices everywhere are buying 
these patented units in quantity. 


THE PETERSON 3-IN-1 RACK, a 








versatile unit, serves a dual purpose. 























every “‘wraps” emergency. 


sanitary checkroom-type 





factured Write for catalog 


proposition. 


OGEL-PETERSON CO., 
“The Checkroom People” 
1823 N. Wolcott Ave., 





equipment for offices and stores. 
in on the checkroom jobs at churches, 
schools, theatres, hotels—all the finest 
checkrooms have ‘‘PETERSON"’ Equip- 
ment—the most complete line manu- 


Consists of two non-tipping steel 
costumers that take an inter- 


locking hat shelf which holds 


44 hats and coats .. . for 
sales and directors meetings, 
show rooms, conferences, etc. 


Shelf may be stored in closet 
when not needed and costumers 
used individually. A valuable 
asset to any office for it meets 


Cash in on the trend to space saving, 
wardrobe 
Get 


and 





INC. 


Chicago, U. S. A. 








“KREILTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
S. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) 
All parts machined from bar stock and heat-treated, 

iter races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 
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00d Newb... andir's 


traveling fast! 
The Fritz-Cross Company 


4IDYD MON D sodunOoUUY 





Our new luxury model equipped with Royal Foam 
cushioning ... the newest discovery in seating com- 
fort ...is bound for popularity. Significant of Eff 
& C quality this chair is also provided with top grain 
leather—ball bearing swivel—ball bearing casters and 
our new Spring Back with novel Locking Device. 


Here is a 
cross sec- 
of new La- 
tex cushion 
- +» Mount- 
ed on a 
multi - per- 
forated 
metal seat 
— 2 co m- 
bination 
that sets a 
new high in 
coolness and 


comfort. 





Dealers: Send for new literature just off the press. 
If you are not now selling Eff & C chairs, it will be 


worth your while to investigate our line. 





THE FRITZ-CROSS COMPANY 


ST. PAUL. MINN 


304 E. 4TH ST. 

















OFFICE APPLIANCES 


AUTOMOBILE (CK) 
C OMFS said BALANCED ACTION 
OFFICE CHAIR CHAIR IRONS 


Unmatched comfort will be found in chairs equipped 
with rubber cushioned irons. These cushions are not 
merely substitutes for springs, but are shock ab- 
sorbers on which the weight of the occupant in any 
position is evenly distributed. The ball bearing 
swivel is a feature of this fixture and together they 
provide the utmost in comfort. 









































A COMPLETE LINE OF OFFICE 

POSTURE AND STOOL IRONS. 

EQUIPPED WITH EITHER RUB- 
BER OR STEEL SPRINGS. 
























PATENTED We dears CATALOGUE ON REQUEST 
Collier-Keyworth Co. 
Ls. Gardner, Mass., U. S. A. 











GREETING Extipment Dealers 


to the National Stationers Convention, in Boston, September 18 to 21 











Bentson Steel Files and Desks carry grade 
labels of quality and workmanship. 


EXCLUSIVE DEALERSHIPS AVAILABLE 


Write for latest catalogs and price lists. 


The Bentson Manufacturing Company, Aurora, Illinois 
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SUGGESTING INDEX PLANS 
HELPS SELL FILES 
(Continued from page 168) 

a desk manufacturer once stated 
that the way to sell a desk in 
competition with others was to 
sell it “upside down.” Following 
the same line of reasoning, one 
could say the way to sell filing 
cabinets is to sell them inside 
out. More important than the 
structural strength and mechan- 
ical operation of the cabinet is 
the filing plan—the arrangement 
of the guides and folders in the 

drawers. 


Every progressive dealer has 
one or more of the standard filing 
plans made available to him by 
his filing equipment manufac- 
turer.* All of these plans have 
merit, and any of them is greatly 
to be preferred to the ordinary 
straight or miscellaneous method 
of filing, which is to be found 
where the prospect has not been 
instructed or aided in his filing 
arrangement by an alert filing 
equipment salesman. These mis- 
cellaneous methods usually con- 
sist of several sets of 1/5th cut 
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alphabetical guides, with a quan- 
tity of 1/3rd cut folders inter- 
spersed at random among the 
guides. 

Such miscellaneous assortments 
comprise a gold mine from which 
can be unearthed a continual suc- 
cession of profitable business: new 
guides, special name folders, mis- 
cellaneous folders, transfer cases, 
folder labels, inserts, special let- 
tered guides—season after season. 


*A complete chart of the various standard 
filing plans was presented in Orrice APPLi- 
ANCES on page 42 of the January 1938 issue. 


Suicide Competition 


Note.—Mr. White covers an in- 
teresting point of a very much 
discussed subject. In a recent con- 
versation upon this price-cutting 
aspect of competitive selling, it 
was concluded that the solution of 
the problem was, in the final 
analysis, up to the management. 
Mr. White declares that his article 
is “not intended to be an attack 
on the city salesman, but a warn- 
ing to the salesman, the dealer, 
and the manufacturer.” 


5 this period of suicide competi- 
tion it seems that the office sup- 
ply and equipment dealer has 
been singled out to lead the pro- 
cession, allowing his investment to 
show little or no profit, and gen- 
erally a loss; so any suggestions 
to remedy this condition should 
be entertained by all office supply 
dealers. 

The dealer is sandwiched be- 
tween the consumer and the 
manufacturer, and upon these two 
factors hinge the success of the 
office equipment dealer or any 
other enterprise. 

The consumer, God bless him, 
will do his part willingly if allowed 
to do so, at least until he is taught 
to believe that there is no bottom 
to the prices of office supplies and 
equipment. 

Although the manufacturer oc- 
casionally deprives the dealer of 
his rights with very large con- 
sumers, and especially government 
contracts, this is of no conse- 
quence, as there is no money in it 
for anybody. The practice does 
not affect the daily business, “the 
bread and meat” of the dealer, 
with which the manufacturer has 
no contact. 

The manufacturer realizes the 
increased volume price cutting 


Dealer Suggests Remedies 
for the Office Supply and 


Equipment Firms 


By J. FRANK WHITE 


George G. Fetter Company, 
Louisville, Ky. 





will produce for his dealer, but he 
knows that additional business 
from an agent who distributes his 
merchandise at a figure less than 
the cost of the product, plus the 
cost of doing business, will even- 
tually place that dealer in the de- 
linquent column; hence he frowns 
upon this method of getting busi- 
ness. 

The manufacturer is generous 
with expensive catalogues, national 
advertising, bulletins, and other 


trade helps and uses every effort 
to persuade his dealer to conduct 
a profitable business. Therefore, 
in behalf of the manufacturer, we 
must render a verdict of not guilty 
of any blame for the cause of the 
dealer’s predicament. 


Dealer an Unwilling Victim 


The dealer knows he must profit 
in order to give his salesmen and 
other employes a living wage, pay 
the manufacturer for his mer- 
chandise, and have something left 
as compensation for his time, ef- 
fort, and investment. So, it is 
hard to believe that a dealer 
would voluntarily price his goods 
to sell for less than the purchase 
cost plus the cost of doing busi- 
ness, but he does do it—reluc- 
tantly, of course—notwithstanding 
the fact that his own figures prove 
to him that he is inviting a loss. 
Since he does this knowingly, 
there is a reason. 


For instance, an item appears 
on the market, a useful and popu- 
lar one with a suggested or list 
price of $25.00. It is worth all of 
this to the consumer and is in big 
demand. The dealers send forth 
their many salesmen and in one 
short month the price of the ar- 
ticle, instead of being $25.00, is 
reduced to $22.50, $20.00, and per- 
haps down to $17.50, becoming an 
unprofitable piece of merchandise. 


The dealer does not make this 
price deliberately or willingly. Al- 
though under protest, he commits 
the crime of allowing a sale to be 
made for less than it should be, 
condemning his competitor for his 
action; and all of the good resolu- 


(Turn to page 178, please) 























ABOVE.—This beautiful office suite, named the Ca 
valier, was recently installed in the offices of the 
Southern Indiana Gas & Electric Company officiak 


ABOVE.—The Imperial No. 2300 desk series of the of which chose products of the Imperial Desk Com. 
Imperial Desk Company, Evansville, Ind., was used pany, Evansville, Ind., after considerable though! 
to equip the new municipal building. Quakerstown. The installation was made by Smith & Butterfield, In 


Pa., recently. The installation, which won enthusias- 

tic praise from court officials, city government offi- 

cials and the public, was made by the Business Sup- 
ply Company, Philadelphia, Pa. 





LEFT. Installation of tabulating card files of th! 
Corry-Jamestown Manufacturing Company mat/ 
recently in the offices of the Massachusetts State Ur/ 
employment Compensation Commission at Boston’ 
The files are regular stock units, each drawe/ 
containing two removable trays for housing standan? 
tabulating cards. There are approximately eleva 
mill cards already stored in these files. 












BELOW.—Another battery of Corry-Jamestown taby 
lating files installed in a St. Louis insurance com 
pany office by Skinner & Kennedy Stationery Com! 
pany. 
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ABOVE.—This installation of All-Steel-Equip “Aurora 
DS” (dead storage) file was made in the vaults of 
the Manufacturers’ Bank and Trust Company, St. 
Louis, Mo. The installation occupies only about one- 
third of the space formerly taken by previous equip- 
ment and created new economies in space and time 
saving, officials of the bank reported. The All-Steel- 
Equip Company plant at Aurora, Ill., makes 2326 file 
sizes on which information is available to dealers. 


AT RIGHT.—Posture chairs in the office of the Citi- 
zens Gas & Coke Company, Indianapolis, planned 
and installed by the Office Planning Service of The 
Shaw-Walker Company’s Indianapolis branch. Each 
worker is provided with the correct seating to add to 
comfort and efficiency throughout the working day. 
Shaw-Walker desks are completely organized to fur- 
ther facilitate efficient office work performance. 








ABOVE.—Another installation of A-S-E dead storage files in the 

Lincoln National Bank & Trust Company, Fort Wayne, Ind., which 

brought a solution to a problem of overcrowding in the vaults of the 

institution. This picture shows a battery of the files which, despite 

its great size, is easily available and can produce any record at an 
instant's notice. 













AT LEFT.—This beautiful office of the Owens Illinois 

Glass Company Boston branch was recently modern- 

ized with Shaw-Walker office equipment as part of 

the firm's standardization on Shaw-Walker products. 

The handsome desks overcome wasted effort and lost 

time and the aluminum chairs add to the comfort 
and efficiency of the office force. 
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SUICIDE COMPETITION 
(Continued from page 175) 


tions and friendly talks heard at 
the organization meetings are for- 
gotten. 

The disruption in this unfortu- 
nate event may be due to the re- 
port of a salesman who accepts a 
rumor as the truth, without in- 
vestigation as to whether it is a 
fact. It may be due to a misstate- 
ment by a prospective buyer, or 
an alibi of the salesman himself. 

One unscrupulous salesman can 
demoralize the organization of an 
entire community, using his fel- 
low competitor for the excuses: 
“T had to hold a good customer,” 
“IT had to meet competition,” “I 
had to save the order,’ when the 
other fellow to whom he refers 
may be a myth or at least not in 
on the deal. 

Office supply salesmen generally 
are a fine body of men: honest, 
industrious, and educated —re- 
quirements necessary for success 
in the equipment business—and 
these salesmen should be highly 
rated as a whole. But in every 
group of men there are some who 
do not believe in the principle 
“live and let live,” and would 
rather collect a sure, small com- 
mission than risk their sales abil- 
ity against the price that allows 
adequate profit. 

We acquit the manufacturer of 
any blame for the dealer’s trou- 
bles, and vote the dealer guilty 
but an unwilling victim. 


If the dealers with their local, 
regional, and national organiza- 
tions, aided by codperation of the 
manufacturers, are unable to cope 
with this suicide competition, we 
must consider the salesman as the 
missing link and seek the remedy 
through him. 

The salesman might be called 
the keystone of any organization 
in business to market goods, and 
upon him—to a large extent—de- 
pends the success of himself, his 
firm, and the community in which 
he lives. 

The salesmen contact the cus- 
tomer, make the quotations, and 
to a great degree control the price 
situation. They are in the field 
and could spot the trouble mak- 
ers, and as it is to their financial 
interest to discontinue suicide 
competition, they should use every 
effort to stop the evil. 


Larger the Sale the Smaller 
the Profit 


The following is an illustrative 
transaction of this kind of com- 
petition and its effect upon profit: 

A customer, out to buy an article 
which should have been sold for 
$51.00, shopped at several places. 
Fifty-one dollars would have been 
a fair price for the article. It 
would have been a good purchase 
for the buyer, as he would have 
gotten that value and more out of 
it, and everybody along the line 
would have fared reasonably well. 








OFFICE APPLIANCES 


In the buyer’s shopping tour 
various quotations were made. He 
finally purchased at $30.60. When 
all of the costs which entered into 
the sale of the article were de- 
ducted — including  salesman’s 
commission, freight expense, and 
delivery to the buyer—the trans- 
action showed a profit of $3.27 
with which to pay overhead. 

Incidentally, the same customer 
required a related item. He se- 
lected one for $10.00, at the list 
price. After deducting costs, the 
dealer’s profit was $2.09, with 
which to pay his other overhead. 

On his investment for the first 
article, selling at $30.60, the dealer 
earned a profit of 10.5 per cent— 
after his salesman had made two 
or three calls in competition with 
three or four competitors, who 
made the same number of calls. 

However, on the sale of the re- 
lated item at $10.00, his profit was 
20 per cent, and little time and 
effort were required to make this 
sale. 

Transactions like these seem to 
indicate that in the game of sui- 
cide competition the larger the 
sale, the smaller the profit. 

If salesmen in certain com- 
munities would appreciate the fact 
that this cutting down robs them- 
selves of a fair return, and if con- 
tinued will make it more difficult 
to earn a living, they could be 
helpful in aiding the dealer main- 
tain profitable price levels, to their 
mutual advantage. 





ART STEEL SHOWS HOW TO FILE BULKY DOCUMENTS.—A dealer learned that a 
prospect was seeking permanent storage for bulky blueprints and statistical records 
and wanted a transfer case which would withstand extremely heavy weights and 
still glide easily after protracted periods of idleness. The dealer knew that a previous 
store had offended the customer by lack of cooperation and had lost the business. 
After hearing the various specifications the dealer sent down a sample of the Art 
Steel No. 112 transfer case with the result that the buying organization standardized 
on that number, not only for its two New York offices but also for several drydock 
and shipping firms with which it was connected. The illustration shows a partial 
view of the permanent record room of the New York office. 
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Starges 
POSTURE ,.CHAIRS 


The favorite o 
outstanding offic 
dealers becaus 
éxcellent features 
@ Easily and qu 
by hand no t 
keys required 
@ No metal aroynd se 
furniture lemme tiel 
catch n cloth ng 


@ Resilient, comfort 


berized hair seat 
sme lete arr y 
ring back and r 
adjustable posture 


@ Easy ¢ demonstrate easy 


fo sel 

WAREHOUSE STOCKS 
Wholesale Office Equipment ¢ 
39 Stevenson Street 

in Francisco, California 

flice Equipment Distributing 

> Third Avenue 

tle. Washinat 

Sturgis Posture Chair ( 

o Cal Camero 
2-114 W 

k 


Ye New 


SOLD EXCLUSIVELY THROUGH DEALERS 


IN REOL 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 





No. 2004 Desk—74""x42” 
The Superlative Elegance 
# 
of the Georgian Period 
4 


~ 


in Genuine American Walnut 


. combining the rare beauty 
of American Butt Walnut, Ameri- 
can Burl Walnut and Artistic Carv- 


ings. 


J.K Rishel 


Furniture Company 


WILLIAMSPORT, PA 


















AN ENGINEERING TRIUMPH THAT 


Defies 
Comparison 


THE AUTOMATIC 5 DR. FILE! 






> 










“7 Drawer Capacity 
—4 Drawer Convenience” 










COMPARE these facts with your pres- 
ent line, or with the claims of other 
manufacturers:— 






1. Cabinet height 5714 inches. 
2. Height to top of top drawer side 5114 inches. 
3. 


Height to guide tabs in top drawer 55 inches. 





PLUS:— 


1. Guide rods in each drawer! 






». Dual Expanding drawers — both drawer front 
and follower expand in coordination. 





6. Dual Compressing drawers — compression by 
drawer front and follower simultaneously. 








No greater cost than ordinary files. 






> 


Write for complete information on this 





remarkable file now! 












7 





AUTOMATIC FILE & INDEX CO. | 


629 W. Washington Bivd., Dept. 799, Chicago, Ill. | 
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METALSTAND 


Feature this Extraordinary Value! 


Makes the typewriter as handy as a desk pen! Sturdily built, 16-gauge legs 
and 8-gauge frame, with positive locking device that moulds the top, legs 
and bracket into a solid frame. Top and shelves are fine quality plywood, 
finished olive green, walnut, mahogany or oak finish. Shipped K.D. subject 


to dealer's approval. 
Sold Through Dealers Only 


$500. 


Side leaves at 
slight additional 


OFFICE APPLIANCES 





o. b. Phila 


cost 





METALSTAND CO. 


135 N. 22d ST. 
PHILADELPHIA 











Cig ey 


THE ONLY EXCLUSIVE MANUFACTURER OF WOOD 
OFFICE ACCESSORIES IN THE COUNTRY 


COSTUMERS TELEPHONE TABLES 
WARDROBES HAT & COAT RACKS 
BOOKCASES CHECK DESKS 


UMBRELLA RACKS DISPLAY TABLES 
MAGAZINE STANDS TYPEWRITER STANDS 
TYPEWRITER TABLES 


Quigley Furniture Company 


WHITESBORO NEW YORK 
Write For Catalogue 


ROLLING UP PROFITS FOR YOU 











) and facts about this profit-earning line 
N 




















No. 2479 Double Ball Bearing Caster is in 
use in most of the country’s leading indus- 
trial and professional offices and institutions 
It is a leader to sales of other Faultless floor 
protection equipment shown. Write for Cata- 











FAULTLESS CASTER CORPORATION 
Evansville, Indiana 





(above) Fauleless Unbreakable Rockite 
and Ruberex Cups. Round or Square. 
Ufo) Faultless quiet Cushion Chair o 
Ghides are mounted in live rubber. os 





FAULTLESS CASTERS 
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AN OFFICE DESKfor More Effective Days 


Built for successful executives, the Zephyr Office Desk stimulates 
purposeful thinking because its design eliminates the distrac 
tions of the ordinary office desk in common use. The wide knee 
space and beveled corners permits you to swing into or out of 
your chair practically at working position. There is unlimited 
footroom with a comfortable rest and no obstructions to a 
clean sweep. 

Patent drawer design assures smooth, fast action. Stops pre 
vent accidental removal and felt buffers make for quiet opera 
tion. Levelling device compensates for any unevenness of floor 

Besides the 4-drawer double pedestal type shown here 
ZEPHYR comes with 3-drawer pedestals 60 by 34 and 55 by 34 
single pedestal desks 45 by 34 with narrow wing end com 
partment convenient for extra storage, personal effects, etc 
Dealers who concentrate on the ZEPHYR demonstration, increase 
their sales. Catalog with full details on request. 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 





300 New ITEMs 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 


items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 


if you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


20 North Wacker Drive 





Chicago, U.S.A. 
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Extraordinary Value 





Value and price do not mean the same thing 
T ften a ] °) in gc ral 
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values in the St. John: 
Write for the new 1939 St. Johns catalog showing these 
and the many other distinctive tables in the St. Johns line. 














ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 
Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 








OUR IMPROVED 
SOLID STEEL 
TRANSFER CASES 
Just Out! 
Sep 40 
éeed LIST 


Most Liberal Dealer 


Discount 25” Deep 


Makers of the Sensational Filing Secretarial 


360 W. Superior St., Chicago, Ill. 
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THIS FEATURE! 





Sanymetal 


STEEL COSTUMERS 


CAN'T TIP OVER 


Nothing is more of a bugbear in restaurants, 
hotels, business and professional offices than 
ostumers that are continually toppling over. 
Keep your costumer sales on the up and up 
with Sanymetal ‘‘Untippable"' Steel Costumers 
. . the costumers that are guaranteed to stay 
upright, even when the load is all on one hook. 


That Sanymetal Costumers never loosen or 
warp—have no rough edges to catch and snag 
clothes—are other features that have instant 
appeal. Enduring wood finishes make these 
costumers ideal appointments for modern busi- 
ness environments. 


Write for dealer discounts and descriptive 
folder—today. Being regularly moving items, 
with a larger margin of profit, Sanymetal Cos- 
tumers cost no more to handle. 


List prices f.o.b. Cleveland, Ohio: 


Green or Gray $10.00 
Mahogany, Walnut or Oak . ..$1 1.00 
White Enamel Nianceaae 


THE SANYMETAL PRODUCTS COMPANY, INC. 


CLEVELAND, OHIO 


1681 URBANA ROAD 














EFFICIENCY EQUIPMENT CO., INC. 








Vita! PROFIT MAKERS 
0 ——— . 


and Noiseless ‘ ; 
Products is a Profit Line in more ways 


C iF | D E S than one. Their high quality assures re- 


peat sales and customer satisfaction— 
your most important consideration in 


accepting any line of merchandise 
Offer your clients DARNELL—you offer 
the BEST! Write for special proposition. 


DARNELL CORPORATION, LTD. 
BOX 4027, STAB. LONG BEACH, CAL 
36M. CLINTON, CHICAGO — 24E 22nd, NEW YORK 
DARNELL COMP. OF CANADA, LTD. TORONTO, CANADA 











DONNELLY’S vit Haadcadl 
CHROMSTEEL OFFICE FURNITURE 


Better Quality . . . Smarter Styl- 
ing . . . More Customer Appeal 
..« MORE PROFITS 


@ Sturdy 
Chromsteel 
construc- 
tion with cor- 
rect posturiz- 
ing. 

@ Super Ar- 
mour Fabric 
Leather with 
18 months’ 
guarantee. 

@ Easy Roll- 
ing Rubber 
Casters . ° 
or Glides, as 
preferred. 






SWIVEL CHAIR 

No. 647 
No-Sag spring seat 
with padded back. 
Wood arms. Super- 
Armour Fabric Leather 
upholstering in colors 
to suit. Raises and 
lowers 8 inches. 


Be the first in your territory to take on the profitable 
Donnelly line. Send now for new catalog. 


THE DONNELLY MFG. CO. 


RAVENNA, OHIO 


























Securing the Big Contract 


quainted with all proven economy 
factors. (3) Relieves busy execu- 
tives of unfamiliar, often unpleas- 
ant, duties. (4) Ensures systema- 
tized coordination of departments, 


‘i 

; = transformation that ap- 
pears when a well ordered office 
emerges from the comparative 
confusion of a major building 
operation demonstrates the value 
of careful designing and plan- 
ning.” 

The preceding paragraph, 
quoted from an advertisement of 
the office planning division of 
Grand & Toy, Ltd., Toronto, Can- 
ada, epitomizes the service given 
by the company in handling the 
second largest contract secured in 
the fifty-seven years it has been 
in business. 

“The order was obtained,” says 
Ross H. Helwig, manager of the 
office planning division, “entirely 
through the fact that we had a 
staff employed in our office plan- 
ning division which was fully ca- 
pable of studying every need of 
the customer and supplying the 
equipment to suit these needs.” 

The contract referred to was 
placed with Grand & Toy by the 
publishers of The Globe and Mail, 
famous Toronto newspaper. 

“Shortly after construction work 
was started on the William H. 
Wright building, which was to be 
the new home of The Globe and 
Mail,” reports Mr. Helwig, “we 
approached the general manager 
and the publisher offering to act 
as their assistants and relieve 
them entirely from the responsi- 
bility of codrdinating all their 
office units. The offer included 
submitting all their systems, 
equipment, furniture, lockers, 
shelving, partitions, etc., to study 
by experts and obtaining approval 
of all recommendations from the 
architects, the contractor and the 
engineer before final submitting 
of the plans to the publisher and 
general manager of the news- 


paper. 


Advance Knowledge of Details 

Takes Job Out of Competition 

“Through this procedure we 
were able to eliminate competi- 
tion in practically all cases, be- 
cause by the time the complete 
plans on the building interior 
were drafted in detail, we were 
the only firm in a position to keep 
track of the myriad factors in- 
volved. Our method inspired con- 
fidence, so that the owner felt 
under our guidance he would be 
making wise choices in the selec- 
tion of equipment we specified. 


Effective Methods Used by 
Office Planning Division, 
Grand & Toy, Ltd., Toronto, 
Canada, to Sell the Large 
Installation 


“To assure close cooperation, we 
were given a suite of offices in the 
newspaper’s old building con- 
venient to the executives of the 
company. Consequently, regard- 
less of the time of day or night 
that an answer was wanted re- 
garding floor plugs, under-floor 
ducts or pneumatic tube systems 
and how they affected office 
equipment and its layout, we 
were at hand to give accurate 
information from our plans. 

“The campaign method followed 
in obtaining and handling this 
contract was new to us. And be 
assured that it took months of 
Study and thought on our part 
before we were ready to approach 
the newspaper executives with our 
plans. The method necessitated 
almost daily visits with the archi- 
tects to check revised drawings 
for the purpose of making sure 
that no errors would be made in 
the placing of our equipment. It 
is noteworthy that in the entire 
installation of over 1500 pieces of 
equipment, after the building was 
officially opened for service, it 
was necessary to move only one 
desk approximately four feet 
from its original location.” 

Quoting the Grand & Toy ad- 
vertisement again, “The skill and 
experience of our executives, com- 
bined with special research and 
visits of inspection to several 
United States cities, made certain 
that the resulting plans and ap- 
pointments for The Globe and 
Mail’s new home were in keeping 
with the practical requirements 
of a modern publishing house, 
and were the best that could be 
devised.” 

In referring to the office plan- 
ning service, Grand & Toy say 
that it (1) Anticipates and solves 
office problems before they de- 
velop. (2) Prevents costly con- 
struction errors through the serv- 
ices of highly trained minds, ac- 


workers and equipment, with 
greater resultant efficiency. (5) 
Saves time and money in organiz- 
ing and equipping for most effec- 
tive office management. 

To celebrate official occupancy 
of the new building, The Globe 
and Mail published a special issue 
illustrating and describing its new 
home in detail. Naturally the 
office equipment installed by 
Grand & Toy received its share 
of attention. 


Newspaper Man Describes 
Office Equipment 

Under the heading, “Office 
Equipment Sets Highest Standard 
in Utility and Charm,” Hal 
Walker, a _ special writer, said, 
“Appearance, durability, original- 
ity, comfort and efficiency are the 
keynote of office furniture in the 
new building. Desks, chairs and 
filing cabinets, to mention the 
major furnishings, are of the lat- 
est design and 100 per cent Cana- 
dian in manufacture. A conserva- 
tive estimate places the units of 
equipment at a figure between 
1,200 and 1,500, and it is the finest 
order ever placed with one of 
Canada’s leading office furniture 
concerns. 

“Everything calculated to give 
the workers the greatest satisfac- 
tion was put into the work on 
these new streamlined models... . 

“The beauty and comfort of the 
desks—gray-green in color, is a 
source of great happiness and 
pride to the office workers and 
wonderment to visitors. The color 
was chosen to blend with the 
room panels and because it was 
the hue which lends itself most 
pleasantly to the eye. The gray- 
green was chosen by the manage- 
ment from fifteen color samples 
submitted. 

“The desks were especially de- 
signed to meet the needs of this 
newspaper and are not standard 
equipment. Each one weighs 325 
pounds and has a lasting quality 
second to none because steel was 
used in the manufacture wher- 
ever possible. . 

“Metal posture chairs were se- 
lected for use of stenographers 
and bookkeepers because of their 
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health features and lasting quali- 
6: a as 

“Filing cabinets, which have 
such an important part in the 
conduct of newspapers, are of the 
heaviest grade in the market and 
like the desks are fitted with case 
hardened ball bearing rollers. 
The rollers operate on what the 
technical minded refer to as 
cradle suspensions. They are in 
general use throughout the build- 
ing. 

“Special attention was _ given 
the library filing cabinet equip- 
ment. In this spacious depart- 
ment of the editorial floor the 
equipment and a filing system of 
the latest origin work hand in 
hand to provide pictures, cuts or 
matrices in a minimum of time. 

“It is possible in most instances 
to uncover what you want in from 
seven to ten seconds, whereas be- 
fore it took two or three minutes 


when the antiquated system in the 
old ‘Morgue,’ as libraries are 
known to newspaperdom, outlived 
its usefulness.” 

Walls of the business office are 
sound proofed. Indirect lighting 
fixtures provide subdued yet ade- 
quate artificial illumination. Dur- 
ing the day, natural illumination 
is admitted through three sky- 
lights. Desks are spaced to allow 
plenty of room for pedestrian 
traffic. Two large fireproof vaults 
are built into the walls of the 
main office. 

Equipment in the editorial de- 
partment is modern in appearance 
and efficient in service. Intercom- 
municating phone systems make 
it easy for the various editors to 
keep in touch with staff members. 
Pneumatic tubes carry copy to the 
composing room. Typewriters are 
kept uncovered, ready for instant 
use. An air conditioning system 
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keeps the office atmosphere clean 
and healthy. Battleship linoleum 
of a gray-green color slightly 
darker than the desks and files 
covers the floor. Walls and ceiling 
are tinted cream. The editorial 
room measures 184 feet by 110 
feet. The general news room is 
140 feet long by 68 feet wide. 

A special room is available for 
visitors desiring to type informa- 
tion for the news department. It 
is equipped with a couple of 
tables, two typewriters and two 
telephones. 

The accompanying illustrations 
give some idea of the extent and 
quality of the service rendered by 
the office planning division of 
Grand & Toy. They were selected 
as representative of the entire in- 
stallation, the extensiveness of 
which gives it high ranking in the 
annals of the industry. 





GLIMPSES OF THE GLOBE AND MAIL OFFICES EQUIPPED BY GRAND & TOY, LTD. 


Upper left: Main entrance lobby where apparent beauty 
is augmented by efficient lighting and pleasant acoustical 


conditions. 


Upper right: An executive office fitted with furniture and 
accessories offering maximum utility in combination with en- 


semble harmony. 


Lower left: Systematically laid out city room, headquarters 
for the paper's large staff of reporters. Wide aisles permit 
easy, rapid movement. 


Lower right: Circulation department, equipped with a posture 
chair at each desk to help the employee sit comfortably erect 
during working hours. 
































Furniture for Office in the Home 


a RECENT years there has been Home Offices Become 
an increasing trend in selling of- 


fice facilities for use in the home. Popular, Inviting More 
Both the manufacturers and deal- 

ers have begun to cultivate this Dealer Sales Effort 
field. But the average office 

quipment dealer could do much 

pat By CY HERREMA 


more toward obtaining the sub- 

stantial volume of business avail- 

able from sales for the office in Sales Manager, 
Economy Office Supply Company, 


a ; Grand Rapids, Mich. 
The average dealer is selling the 


smaller units—such as desk acces- 
sories, pen sets, lamps, pressboard a 
files, and expense books—but, 
with the exception of portable 
typewriters, it is believed he is 
not pushing the larger units com- 
mensurate with the opportunity. 
Doubtless this is because his at- 
tention is being engaged by other 
lines for commercial use which of 
course offer a greater potential 
sales volume. Nevertheless, some 
office equipment stores are finding 
it profitable to feature the home 
desk, suitable desk chairs, letter 
files, book cases, small safes, and 
other furnishings for the office in 
the home. 
Market Established 


The home office market has be- 
come definitely established in the 








SUGGESTIONS FOR OFFICE IN THE HOME.—Equipment such as the above, with 
other furniture pieces added, suggests displays which can be featured by the office 
equipment dealer to exploit the market for the office in the home. This group 
was shown in the gift catalogue of Koch Brothers, Des Moines, Iowa, issued for the 
last holiday season. The items numbered are as follows: (1) Aluminum pitcher set. 
(2) jade bronze vase with silver trim, (3) executive's desk calendar, (4) personal 
scale, (5) loose leaf address book, (6) etched bronze finished vase, (7) bronze ash 
tray, (8) Corona Zephyr model portable typewriter in carrying case, (9) mahogany 
home desk, (10) six-piece set, (11) eight-day clock, (12) bronze book-rack. 
(13) student’s desk lamp, (14) Corona Sterling model portable typewriter and 
carrying case, (15) boudoir waste basket. 





last few years, and it is a field 
to which the office outfitter 
should give no little consideration. 
Discussions on this subject have 
appeared in OFFICE APPLIANCES 
from time to time. 

People have always been ready 
to make use of things which 
would afford greater convenience 
and appeal to their pride of pos- 
session. Thus, as the many util- 
ities were developed for the mod- 
ern business office many of them 
found their way into the home. 
Manufacturers saw the opportu- 
nity and developed items espe- 
cially for home use. 

The office in the home has 
therefore evolved through the 
adoption of these things by vari- 
ous members of the family for 
use in carrying on certain of their 
respective interests. Whether it 
be a simple arrangement in the 
corner of a room or a more elab- 
orate layout, it provides facilities 
for the business person who takes 
work home, or for the one who 
wishes to devote some of his spare 
time to pursuit of studies. It 
serves the person who has private 
business problems which need or- 
derly handling, and it affords a 
convenient place for making and 
filing records of household busi- 
ness transactions. 

The home office may be the 
man’s private domain of some- 
what the nature of the “den” of 
@ generation ago. It may be a 
partnership office for husband 
and wife, or it may be a family 
office which includes facilities for 
the children. 

Also, there is marked growth 
in the provision of separate fa- 
cilities in the home for the use of 
students; including desks, type- 
writers, filing equipment, book 


Office Equipment Dealer 
Logical Source of Supply 


The stationer or office furniture 
dealer who thinks the home desk 
should be sold by the household 
furniture and department stores 
is overlooking an opportunity to 
build profitable business. It is true 
that these stores display a greater 
selection of this type of desk than 
perhaps is feasible for the station- 
er or office supply house to carry. 
However, since the office equip- 
ment concerns supply most offices 
with their desks, why then, should 

(Turn to page 187, please) 
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Pe force and dignity of character, 


the 2700 series is the choice of many engaged in public 
ife and in duties which put them in continual contact 
with the business public. It is made with four or three 
drawer pedestals in the 66x36 size, and also 60x34 and 
55x32 in the three drawer pedestal. Sturdy of construc 
tion and conventional in design, the series includes desks 
and tables of all standard sizes, with phone cabinet, 
waste basket and costumer to match. Full details of 


material and finish are given in our catalog. 


TELL CITY DESK COMPANY 




















Tell City, Indiana 
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SUCCESS 


We Invite All Dealers to Visit Our Displays in Booths 
34 — 35 


| 


At Boston Stationers Convention 


131% 


Gain in Our Business Since 1934 








YOU CAN DO THE SAME 


Ask our Representative 


to explain the method. 


Cramer a Posture Chairs 


1417-19 McGee Street Kansas City, Missouri 





A complete selection of files in all sizes and com- 


binations. Write for catalog and further details. Sold 


through dealers only. 


Drop in and say “hello” when you are near Geneva. 


Everything in STEEL... from 
Filing Cabinets to Storage Cabinets! 


The “Andy Units of Steel” are available 
in a price range to satisfy every one of 
your customers. You can easily supply 
any demand of filing or storage cabinets 


by tieing in with this all-inclusive line. 














ANDERSON-HICKEY COMPANY, ING. 2&2 
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ARTILITY 


METAL OFFICE CHAIRS 
A MODEL FOR EVERY PURPOSE 





EXECUTIVE MODEL No. 532 


DISCRIMINATING BUYERS CHOOSE 


DO/MORE 


SERVICE MINDED DEALERS SELL THEM 


BOTH PARTIES PROFIT 
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FURNITURE FOR OFFICE 
IN THE HOME 


(Continued from page 184) 


they not feature the home desk 
and other requirements for the 
office in the home? 

Cannot this business be brought 
to the stationer by advertisements 
in the local newspapers? Direct 
mail pieces and suitable stuffers 
can be employed, as well as at- 
tractive window and store dis- 
plays. 


The stock does not necessarily 
need to consist of many desks, so 
the cost outlay is very small. 
These desks can be shipped by ex- 
press within two or three days, 
anc most people will wait if the 
dealer stresses the advantage of 
getting a sparkling new desk from 
the factory. 

Several manufacturers are now 
showing various home desks, and 
the commercial types can also be 
had in sizes 20x36 inches, single 
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pedestal, and 22x45 inches, double 
pedestal. Sizes most suitable for 
the home are 18x32, 20x36, 22x45, 
28x40, and 30x42 inches. 

The dealer will do well to add 
a few sizes of these desks to his 
commercial desk line. By putting 
some selling and advertising effort 
behind this type of desk, the sta- 
tioner can cash in on this addi- 
tional business. Sales of the other 
equipment and supplies for the 
office in the home will follow. 


Factors Determining Who Gets 
Office Furniture Order 


Maxy books have been writ- 
ten on why people buy, the mo- 
tives that control their actions, 
and the hurdles which the sales- 
man has to overcome in his ef- 
forts to make a sale. But, in the 
eyes of the buyer of office furni- 
ture, what is the most important 
consideration in making a pur- 
chase? 

Is it a low price? According to 
many salesmen I know, price in- 
variably determines who shall get 
an order. To them, no sale can 
be made unless a lower price is 
quoted than has been submitted 
by the other fellow. 

Is it the size of the discount? 
Some salesmen think the buyer is 
more interested in the rate of dis- 
count than he is in the resultant 
net price. 

Is it pride of possession? Well, 
if the purchase is being made by 
the man who will use the furni- 
ture, pride of ownership certainly 
does enter into the picture in a 
big way. 

Is it quality? Nearly all deal- 
ers have furniture of different 
grades, and the product of one 
manufacturer of a certain type of 
desk or chair can usually be al- 
most duplicated in another fac- 
tory’s line. 

Does delivery service have any- 
thing to do with the placing of 
an order? 

Is it the responsibility of the 
salesman, or friendship for an of- 
ficer of his firm? Only medi- 
ocre results can be secured by the 
salesman who lacks personality 
and certainly every salesman’s job 
is made easier if friendly relations 
exist between buyer and seller. 

The reputation of the house— 


Preparation, Presentation, 

Determination Called Main 

Factors in Influencing the 
Furniture Order 


By P. T. PEARCE 


Vice-President, 
The Cargill Company, 
Houston, Texas 
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does that have any bearing on the 
subject? No salesman can hope 
to do a good job if the reputation 
of his house is questionable. 

Is reciprocity responsible? Some 
firms attach great importance to 
“You tickle me and I tickle you,” 
and many salesmen are frequently 
defeated before they start, 
through fear that no matter how 
much effort is put forth—in the 
final analysis, the other fellow 


will get the business because of 
reciprocity. 

Each and every one of these rea- 
sons or excuses, or whatever else 
you may choose to call them, does 
have something to do with de- 
termining who shall get a certain 
order for office furniture. 

But are these the real reasons 
why some salesmen get plenty of 
business and others bring in very 
little? Is there not something 
else? What is it that causes the 
buyer to be attracted to one man’s 
proposal to the detriment of all 
the others? It seems to me that 
the amount of intelligent prepa- 
ration engaged in by the sales- 
man before he attempts to make 
a sale really has more to do with 
getting him into a position to sell 
than any other one thing. Let 
the salesman study the customer’s 
requirements; have him check up 
on his financial set-up; ascertain 
by whom each piece of furniture 
will be used; make a floor plan 
of the office or suite of offices, 
have it drawn to scale, cut out 
templates and set them in posi- 
tion with map tacks. Then, when 
he goes to the buyer or before a 
committee to talk about the prop- 
osition, he has something to sub- 
mit other than just conversation. 

Every buyer likes to have pic- 
tures and drawings and other 
helps submitted whereby he can 
visualize more readily just how 
the furniture will look when it is 
in place. A floor plan drawn to 
scale, with templates attached, 
also enables the buyer to see just 
how much space each piece will 
occupy and its relation to every 
other piece. 

Then, too, if the buyer has to 
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submit the bids to someone higher 
up, or to a committee, the house 
that has presented a floor plan 
layout, in addition to pictures of 
the furniture and complete speci- 
fications, has a decided advantage 
over the salesman who did not go 
tc this trouble. 

Of course, it takes time to get 
up a proposal in the way I have 


outlined, but it is worth the effort, 
for not only does it make the 
whole proposition clearer to the 
buyer, but it also has the same 
effect on the salesman. When a 
salesman makes a complete survey 
before preparing a proposal, he 
himself becomes equipped to bet- 
ter present the matter in an in- 
telligent manner to the buyer and 
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any others who may be drawn into 
the picture. 

Intelligent preparation on the 
part of salesman, plus a gentle- 
manly presentation, plus determi- 
nation to get the order, will, in 
my opinion, have more real 
weight in influencing an order 
than all the other reasons put to- 
gether. 


Creating Safe’ Business 


Dewars SAFES, unlike many 
other large and small items in 
the office equipment dealer’s 
stocks, do not sell themselves— 
they must be sold! 

I have learned by “safe” experi- 
ence that a man who is furnishing 
a new office buys certain articles 
simply because of habit. He may 
purchase other articles because of 
his own ideas about how an of- 
fice should be operated, but al- 
most invariably he either forgets, 
or deliberately neglects, to buy a 
safe—one of the most valuable 
units of an office. 

At the time he is reminded that 
he needs a safe, he has to be 
sold on the idea of getting one. 
Despite which, safes can be sold, 
thus bringing both satisfaction to 
the customer and profit to the 
seller. 

Of course, this observation rep- 
resents only one small angle of 
safe selling. There are many 
other factors to be considered. 

In the first place, in attempt- 
ing to sell a safe, the office equip- 
ment salesman must take into ac- 
count the nature and size of the 
prospect’s business. Some offices 
naturally need larger and better 
equipped safes, while there are 
others that need only small 
strong-boxes in which to keep 
money and records. Yet, it is a 
fact that practically every busi- 
ness man is a safe prospect at 
ene time or another—unless, of 
course, he has been recently sup- 
plied. 


Sales Appeals 


There are various appeals by 
which salesmen may get a pros- 
pect into a favorable frame of 
mind. Foremost among these ap- 
peals must be the one of need. 
The salesman must convince the 
office manager that a safe is a 
necessity, as it is today in prac- 
tically all offices. Time was when 
safes were purchased primarily to 


Methods Used by This 
Dealer in Aggressively 
Merchandising Safes 


By C. GUY LOWE 


Manager, 
The Office Supply Company, 
Jackson, Mississippi 
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protect money, but I dare say that 
today few safes are purchased for 
that reason. Strong banks, a 
steady drop in safe “crackings”’ 
and burglaries, and closely- 
guarded office buildings make 
most office men very sure that 
their money is safely protected 
from yegg-men, whether the firm 
owns a safe or not. Moreover, 
today cash may be insured. 

The strongest appeal by which 
safes can be sold now, I have 
learned, is the ever-present fear 
of fire. Our safe selling plan is 
built almost entirely on the fear 
of office managers that some day, 
somehow, a licking flame may de- 
stroy valuable office records, leav- 
ing the business “high and dry” 
in its demands on debtors. This 


is a reasonable fear, for no type 
of building or office constructed 
today can be wholly fireproof in 
every sense of the word. (It would 
have to be “foolproof” to be en- 
tirely fireproof.) Neither can of- 
fice records be insured as thor- 
oughly as can savings accounts, 
office furniture, or one’s life. 

However, there is another argu- 
ment besides those related to fire 
and theft protection which may 
be used in selling safes. It is the 
point that all office information 
should be kept as confidential as 
possible, and that a good safe 
helps serve this purpose. Since 
in most businesses, it is almost 
impossible to keep all information 
from going the rounds of gossip 
in the office, it is a good idea, 
many business men have learned, 
to guard the most confidential 
records either under lock and key 
or behind a combination known 
tc only one or two selected per- 
sens. 

While the replacement market 
in safes naturally is not a large 
one from the standpoint of vol- 
ume, there are also various ap- 
peals by which men may be per- 
suaded into buying new safes, al- 
though they may have an old one. 
For example, the salesman may 
remark casually that a new safe 
would outshine the old one in the 
back corner—putting new beauty 
in the office. Incidentally, beauty 
is a growing factor in modern of- 
fices. Also, having sold other new 
equipment to a customer, the 
salesman may add that he has a 
safe which was built to protect 
the records which will be made on 
the new equipment. The sugges- 
tion may finally result in increas- 
ing the order to include the safe. 

A growing business without a 
safe is a particularly good pros- 
pect, for nothing adds to the psy- 
chological strength of an office 
more than an impregnable, beau- 
tiful safe that need not be shoved 
into a small back room because it 








0 NE RC - — 





PEEP AOE ETA NF nS me 














eae aR ESE 





oR, 


SEPTEMBER, 1939 


is out of harmony with the re- 
mainder of the office furniture. 


Finding safe prospects is not 
easy. In effect we “chase” fire en- 
gines in finding prospective cus- 
tcemers for our safes. We go either 
to the offices affected by the blaze 
or call upon the offices in the 
neighborhood, emphasizing the 
value of having a fire-resisting 
safe, so that office records will be 
adequately protected and _ safe- 
guarded, although all other equip- 
ment might be lost, in the event 
of a future fire. 

Sometimes, we take along a 
photographer and get pictures of 
particularly disastrous fires in 
which offices without safes were 
burned, resulting in the loss of all 
records. Also, we keep a sharp 
lookout for news items relating to 
such losses. Almost needless to 
say, we find many instances which 
prove our point that a fireproof 
safe is the only sure method of 
safeguarding office records. 


These clippings and _ photo- 
graphs are used, as a rule, in our 
direct-mail campaigns to prospec- 
tive safe customers. Each photo 
or news items is attached to a 
brief personal letter from either 


the salesman covering the terri- 
tory or myself. 

The safe selling season usually 
begins to be most active in the 
fall, and it continues to hold up 
throughout the winter in our ter- 
ritory. We have discovered that 
the first of November is the best 
time of the year to “push” safe 
sales with the expectation of 
greatest results. Here, as you 
may guess, the biggest reason is 
that this is the beginning of the 
fire season. 

As I have pointed out, we watch 
for fires or “safe-crackings,” and 
consider each victim a ready pros- 
pect when he opens or remodels 
his new place of business. Like- 
wise, we watch for news of new 
construction jobs, notices of re- 
movals, notices of renovations by 
businesses, or opening of new 
branch offices. Our salesmen, who 
aitogether call on an average of 
450 customers each week, are 
urged to be on the alert at all 
times for any safe prospects. Of 
course, they uncover many pros- 
pective buyers simply by persist- 
ent observation and questioning. 

We have discovered that safes 
are not sold by carrying samples 
around to offices, as you may 
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guess. While we keep one or two 
small safes in stock, where the 
customer may see them if he 
wishes, as a rule we sell from cata- 
logues, or booklets, since our cus- 
tomers have confidence that we 
will deliver the article they choose. 

Delivery is a problem which 
must be watched so that costs of 
transportation will not eat up the 
profits, or boost the price for the 
customer. It has been our prac- 
tice to have all safes consigned 
directly from the manufacturer to 
the purchaser, insofar as this has 
been possible. Since the railroads 
have instituted their “store-to- 
coor” delivery service throughout 
the nation, this is much easier to 
arrange than formerly, when we 
sometimes had to arrange for de- 
livery from the warehouse to the 
customer’s office. 

Taken all in all, the methods of 
merchandising safes are basically 
no different from the methods 
used in selling most other heavy 
office equipment. The customer 
must see the need, want the item, 
be shown how and why it will 
pay him in the long run to make 
the purchase, then say the word. 

He has to say “yes” only once 
to us. 


Decorating Today's Office 


Leon entering the reception 
room of a suite of offices, one 
forms an impression of the qual- 
ity of that office. Whether -or 
not the impression is good de- 
pends upon the general atmos- 
phere of the room. Naturally, the 
quality of the furniture is evi- 
dent; but more important is a 
subtle emanation that expresses 
feeling of harmony and good 
taste, or the lack of those two 
essentials to a pleasing whole. 
Many firms today are convinced 
that good appearance of the en- 
trance or reception room is as 
necessary as fine decoration in the 
private offices. Here, in the outer 
room, is where a client waits. At 
no time is waiting enjoyed and 
it is not made more endurable 
by uncomfortable furnishings and 
poorly decorated walls and floors. 
It is so easy to have a well done, 
impressive reception room that it 
seems ridiculous not to have one. 
In the larger cities where good 
offices are commonplace, one is 


Factors Involved in the 

Process of Merging Beauty 

With Efficiency in the 
Modern Office 


By ELIZABETH HELDERLE 


Interior Decorator, 
Mead & Wheeler Company, 
Chicago, Illinois 


really shocked to find an old fash- 
ioned office with the homely at- 
mosphere which prevailed twenty 
years ago. In the smaller cities 
and towns, however, good office 
decoration is not the rule. The 
doctor, lawyer, dentist or business 
man who employs a professional 
office decorator is indeed unusual. 


Yet, how very simple it would 
be to do those offices in plain 
modern instead of permitting 
them to carry on in the usual 
country sitting room atmosphere. 


Elements of Correct Office 


A correctly furnished office can 
be described in three words— 
Efficiency, Quality, Simplicity. 

However finely furnished, no 
office achieves its purpose unless 
it meets the business requirements 
of the firm and reflects its char- 
acter This makes it necessary 
for an office decorator to be more 
rr less an office engineer as well 
as being thoroughly versed in the 
irt of color, design, harmony and 
lighting. Knowledge of quality in 
leathers, fabrics and other up- 
holstery materials is most impor- 
tant. Acquaintance with the char- 
acteristics of cabinet woods and 
their potential durability and 
beauty is essential. Complete re- 
furnishing of an office is not re- 
peated nearly as often as in a 
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home. Hence one looks farther 
ahead and plans for this longer 
usage and possibly for expansion. 

It is well to remember that the 
background of an office is very 
important. As the setting for the 
equipment it makes or breaks the 
finished effect. Unless the furni- 
ture and background are properly 
integrated, the visitor and the 
worker are negatively impressed. 

Most business executives have 
lovely homes, decorated and fur- 
nished in good taste. Yet in many 
instances they spend forty per 
cent of their time in offices which 
can be described only by the 
word horrible. These men are 
financially able to have appropri- 
ately furnished places of business, 
but for some reason (probably the 
lack of an intelligent and in- 
formed office decorator to present 
the story adequately) they have 
continued using outmoded fur- 
nishings. This comment is not 
intended to imply that offices 
should be furnished like homes. 
On the contrary, the home atmos- 
phere should not be permitted to 
invade the business office. The 
home is a place for rest, relaxa- 
tion and recreation. In the office 
efficient productive effort is the 
criterion. If efficiency clashes with 
style in an office, efficiency should 
win. The clash is unnecessary. 
The two elements can be com- 
bined easily, to the benefit of both. 


Do the Whole Job 


Our plan of operation aims at 
a unified whole. We start model- 
ing offices from scratch, often 
working with building architects 
and construction engineers. A 
splendid exdmple of poor taste 
is to beautify only the room oc- 
cupied by the chief executive and 


to leave his assistants’ offices and 
the general office poorly and in- 
efficiently furnished. Our plan of 
operation aims to graduate the 
scale of decoration from the high 
executive office down to the mail- 
ing desk. 

Permission to analyze an entire 
office set-up for the purpose of 
making recommendations con- 
cerning decorations and equip- 
ment is sought. Then we start 
with the president’s office, search- 
ing for a decorative theme that 
will express the business and the 
man. Based upon this general 
theme, we evolve related back- 
grounds which can be used in the 
junior executive offices and on 
into the general offices. Major 
items throughout the _ offices 
should reflect the firm. Smaller 
pieces and accessories of a more 
personal nature can be used in 
the executive rooms. 

Included in the scope of our 
suggestions are floor coverings, 
draperies, wall treatment, lighting 
fixtures and air conditioning 
equipment in addition to desks, 
chairs, cabinets and accessories. 
A principle we keep constantly 
in mind is the relation of the 
furniture to the size of the room. 
Smaller pieces with lighter feel- 
ing for small rooms. The more 
pretentious pieces for larger 
rooms. 

In the general office, we make 
a study of the progression of the 
work and endeavor to offer plans 
for increasing efficiency through 
proper placement of carefully 
selected pieces. We prepare and 
present complete floor plan lay- 
outs and charted color schemes. 
Actual photographs of suggested 
furniture pieces are submitted. 
The customer is invited to visit 
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our store and see the furniture 
itself on display. Seldom is such 
an invitation declined. The ex- 
ception to this rule is, of course, 
where we use specially designed 
pieces which are chosen from 
drawings. 


Well Made Furniture Justifies 
Cost 


Because the interval between 
the original furnishing and the 
refurnishing of an office is so 
long, it is wise to use only well- 
made furniture. So little differ- 
ence in price exists between furni- 
ture made of genuine mahogany 
or walnut and the cheaper woods 
which are finished to imitate 
them that a five year period of 
use reveals a Satisfaction which 
more than compensates for the 
increase in first cost. Long after 
price is forgotten, quality, good 
or poor, expresses itself. If an 
item purchased at a low price 
does not afford satisfaction in 
service, the purchase is regretted 
no matter how low the price. 
Conversely, a slightly more costly 
product that serves with adequacy, 
is a source of growing satisfac- 
tion, regardless of the purchase 
price. 

Simply expressed, our _ sales 
technique is summed up in the 
abjective—satisfied customers. In- 
dividual orders are welcome, of 
course, but always we think of 
each buyer as a permanent ac- 
count. As such, we strive to serve 
him in a way that our business 
relationship will remain unbroken. 
This policy has paid dividends in 
the form of recommendations of 
satisfied customers to prospects 
who also become satisfied cus- 
tomers. 


Here endeth the Thirtieth Annual Special Office Furniture Section. To any dealer in office 


furniture who may have turned its pages casually, we suggest re-reading. 


In some articles and in some pictures of installations enterprise 


will discover ideas of positive value: and find in new 


numbers pictured and in the impressive adver- 


tisements a suggestion for 


fitable additions to lines 


carried. 


pro- 
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Victor showed the dealers of the nation the way to more volume and 
greater profits by introducing the original $100 Adding Machine in 1918. 


Now for 1939—Victor’s 2lst birthday—is even greater profit news! 


The new Victor Line is filled with many sales-building surprises. Three 
models of the new Victor 600 Portable—a new small size practical stand- 


ard adding machine; and priced within the reach of every business. 


1 5 M 0 D F [ S$ New improvements, new engineering, and NEW 


WITH MANY REDUCED PRICES on the famous Victor 500 Line. 


ADDITIONAL FEATURES Now, more than ever, Victor is the Profit Line. 
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New SMALL SIZE 
New LIGHT WEIGHT 
New LOW PRICE 








N 0 wy W 0 U Victor 600 is no larger than your desk telephone. It is surprisingly noise- 
less. Never before have all the standard features of large machines been 


c A N S F L L so compactly packaged-—and all without the slightest sacrifice in oper- 
ating efficiency. The Victor 600 Adds, Lists, Repeats, Totals, Sub- 
Totals, Prints. Three models —5, 6 and 8-columns, each with a totalling 


EV E R Y B 0 D Y capacity of ten times the keyboard. 
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VICTOR ADDING MACHINE CO. 
3900 N. Rockwell St., CHICAGO 


You may send, without obligation: 


Descriptive literature Details regarding the 
on the complete new new 1939 VICTOR 
1939 VICTOR Line FRANCHISE 
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New Products! ... New Improvements! ... New Values! Add to these 
the advantages of Protected Pricing, Assigned Territories, Simplified 
Time-Payments, more new products to come and you know why the 
Victor Franchise is so profit-sure! 

Victor is easier to sell! Victor’s unusually complete line permits 
you to offer a size and price for every job. Victor's new low prices 


give you a competitive advantage on every size and model. 


Behind all of these advantages is the Victor Selling Campaign. 


Intensive national advertising. A wide variety of Dealer Helps. 


Countless aids for you and your salesmen. 
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No 
Postage Stamp 
Necessary 
If Mailed in the 
United States 


While 
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VICTOR 


ADDING MACHINE 6 


Since 1918 @ America’s Adding Machine 


3900 NORTH ROCKWELL? 
CHICAGO | 








Postage 
Will Be Paid 
by 
Addressee 













BUSINESS REPLY CARD 


First Class Permit 6000, Sec. 510 P. L. & R., Chicago, Ill 





VICTOR Adding Machine Co. 
3900 North Rockwell Street 
CHICAGO, ILLINOIS 
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(Continued from page 68) 
who is today manager of that department and a direc- 
tor of Letts Quikref Diaries, Ltd. 
In the past few years the company has increased 
and expanded to the point where it possesses assets 
exceeding $5,000,000 and employs a staff of 1700. 


pondie —>-—_____. 





WINDOW DISPLAY BRINGS RESULTS.—The above window. 
devoted to Speed-O-Print duplicators and supplies, was 
shown recently by the Fort Pitt Typewriter Company, Inc., 
Pittsburgh, Pa., with gratifying results. One section of the 
display showed large photographs of the many involved proc- 
esses through which the company’s paper goes before it 
reaches the sales counter while another offered a close-up 
of one of the latest models manufactured by the Speed-O- 
Print Corporation, Chicago. Officials of the Fort Pitt organiza- 
tion reported a number of cash sales and encouraging 
promises of future business from persons attracted by the 
window display. 
*—- © 


STITES TO REPRESENT FINCH & McCULLOUCH 

J. B. (Jim) Stites, well-known traveler who covers 
the South, has recently taken on representation of 
Finch & McCullouch, Aurora, Ill., manufacturers of 
the F. & M. line of “Memory Masterpieces” desk cal- 
nedars and pads. Mr. Stites wiil present the entire 
F. & M. line. 
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ADVERTISING SCHEDULE 


PROFIT-BUILDING CAMPAIGN TO KICK-OFF 
IN SEPTEMBER FEATURING POPULAR NEW 


Coal Sun Lead Venok 


@ Hard-hitting, fast-selling advertisements 
will be blazing the news of Autcpoint’s new 
REAL THIN LEAD pencils from coast to 
coast! Full-cclur-n advertisements in the na- 
tion’s favorite weekly magazines, full color 
posters, plus advertisements directed spe- 
cially to business men in all walks of life. A 
total monthly circulation of over 125,000,000! 

And what a story these advertisements will 
tell! Now . . . an Autopoint pencil for real 
thin leads. With a thin lead it’s more impor- 
tant than ever to have the Autopoint “‘Grip- 
Tite” tip so the leads cannot wobble, twist, 
drop out or break easily. 

Stock up on these demand-building new 
pencils before this advertising breaks the last 
part of September. Get the handsome new 
displays that will act as silent salesmen for 
you. Order from your jobber or write us for 
details .. . but TIE IN and CASH IN now! 
No. 110C, Pencil only, with clip and covered eraser— 
silvonite trim, 49c retail. 12 to an easel. 

Combination No. SII0C, includes 49c pencil plus six 
extra erasers and fifty extra leads for 75c. Neatly 
boxed. Six sets to an easel. 

No. 148G, Oversize De Luxe Model, gold-filled trim, 
$1.00 retail. 12 to an easel. 

Combination No. $148G, includes $1.00 pencil plus 
six extra erasers and fifty extra leads for $1.25. Six 
sets to an easel. 

Other combinations at $1.00 
Prices slightly higher in Canada 


THE 4 BETTER PENCIL 
AUTOPOINT COMPANY, DEPT. OA-9 
1801 FOSTER AVENUE, CHICAGO, ILLINOIS 


Exclusive Distributors to Stationers 
Mutua! Stationery Co., Inc., 368 Broadway, New York 
Assoc. Stationers Supply Co., 229S. Jefferson St., Chicago 
Zellerbach Paper Company, West Coast 
Brown Bros., Ltd., 100 Simcoe St., Toronto, Canada 




















196 


THERE'S Monty IN 
WASTEBASKETS 





easy-to-dell CANCO LINE 


\ TOUR customers want wastebaskets to 
look good—and yet be sturdy enough to 


give lasting service. CANCO baskets meet 


both requirements—they’re made of tough, 
derable metal that can stand a lot of abuse. 
and are lithographed in a variety of handsome 
colors and wood finishes that go well with 


oice Turnishings. 


Because CANCO baskets combine good looks 
and sturdiness, you can sell them easily — and 
depend on satisfied customers for a good re- 


order business. Why not write for full infor- 


mation on this profitable line today? 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


CITY PARK AND HAMILTON ST., TOLEDO, OHIO 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
814 Highland avenue, Manhattan Beach 


CCORDING to members of the office equipment 

trade in this section business has taken on the 
hues of the leopard—it is “spotty”—nevertheless there 
is a hopeful cast to the situation. In the words of 
the old song, “Hope points the way and leaves us 
bright tomorrow,” so the immediate state of industry 
hasn’t necessarily a decisive effect on the future. 

One of the factors which will affect the situation 
somewhat is the termination of the vacation season 
when fish and game are caught or shot and stay-at- 
home friends revel in others’ prowess. In this state 
we are generously provided with game of all kinds, 
practically, in season, and both fresh and salt water 
fish. Horace Greeley used to insist that the noun 
“news” is plural. Reporters of comings and goings 
might wish it were more so in summer. 

Furniture Men Pay Visit to East.—Theodore F. 
Peirce, president of the Pacific Desk Company, 1031 
South Hill street, Los Angeles, and one of his lieu- 
tenants, Ray Schwartz, recently returned from a trip 
east. Mr. Peirce covered several points of interest 
including the New York Fair, while Mr. Schwartz 
attended the Leopold Desk Company’s annual conven- 
tion at Burlington, Iowa. This completes the record 
of their trip. 

- * “ 

Atlas Desk Company Sells Out.—The Atlas Desk 
Company of Los Angeles is conducting a sale of its 
stock under dissolution of partnership. 

. * . 

Pertinent Card.—A prominent Los Angeles office 
furniture man carries a black-bordered card bearing 
the inscription: “If you don’t give me the order, 
I’ll vote for him again.” 

* 7 * 

Midwest Chair Representative Visits Los Angeles.— 
Carl G. Shaw, 501 Interstate Trust building, Denver, 
Colorado, was a recent visitor to the City of the 
Angels. Mr. Shaw represents the Tell City Chair Com- 
pany, the Commercial Furniture Company, and The 
B. L. Marble Chair Company. He is calling on office 
furniture dealers throughout the west. 


* * * 


Rafter Now With Southern California Safe Com- 


| pany.—Tom Rafter, an old-time: in the office furni- 


| in Los Angeles. 


ture business in Los Angeles, is now making his head- 
quarters with the Southern California Safe Company 


* * * 


Chicago Loose-Leaf Man Visits Los Angeles.—Ed- 
ward F. Buenger, vice-president of the Wilson-Jones 
Company, Chicago, recently called on dealers in Los 
Angeles and vicinity. He was accompanied by James 
Anderson, factory representative for this territory. 

Cash Box Man Opens Local Office.—J. S. Scott who 
represents the Durham cash boxes, has leased Los 
Angeles offices at 122 East Seventh street. These 
boxes are made by the Victor-Hannon Company. 

Victor Adding Machine Company Announces New 
Machine.—William Tonkin, West Coast manager for 
the Victor Adding Machine Company, left the first 
week in August for a trip up the Coast by rail in 
order to contact new and old agents, showing them 
the new little Victor beauty—the streamline Victor 
portable adding machine. Bill Tonkin’s old time 
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TRANSFILE 





FILING SUPPLIES 


the complete line 
developed especially 
for dealers—a com- 
bination of quality 
ind price you can 
sell competitively at 


1 profit. 


STEEL REINFORCED CORRUGATED BOARD 
all the weight of the drawer and its contents is 
supported on steel—Steel front-—Attractively fin- 
ished in olive green to match regular filing equip- 
ment—Roller or ball bearing drawer operation 
Follow Block—2 Way Interlock welds units into 
staunch, sturdy batteries—Sanitary Legs to keep 


them dry and clean. 





TRADE MARK 





FILES 


Have you shown all 
your customers this 
easy, economical 
way to make all 
records accessible? 


Look around! You will find many concerns— 
your customers — still using the antiquated 
method of wrapping records in bundles and 
tossing them into a store room where they 
soon become a helter-skelter conglomeration 

records which cost time and real money to 
make—records which must be kept for future 
reference. And when the time comes to refer 


to them, it takes an organized searching party 


to find them. 


TRANSFILE Files will convert this hodge 
podge into a neat, orderly and accessible stor- 
age and filing room—with every record at fin- 
ger tips—at the very minimum of expense. 
Even your hard boiled buyers will appreciate 


that kind of service. You will profit, too. 


4 sTYLes - 93 SIZES 
for every purse and purpose. 


GUIDE SYSTEM & SUPPLY COMPANY 


335 CANAL STREET, NEW YORK, N. Y. 
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enthusiasm is sprouting anew with this opportunity 
to demonstrate the small machine for which he has 
waited so long. The Victor factory at Chicago reports 
they are “swamped” with orders. The new factory 
slogan is: “We've Really Got Something.” 

* o > 


Paper House Installs Improvements.—Blake, Moffitt 
and Towne have installed a spiral steel merchandise 
chute from the fourth floor to the basement. This 
will speed up materially the handling of merchandise. 

> ” = 


Veteran Stationer Retires. — Frank Reinhart for 
many years vice-president of the Los Angeles Stamp 
and Stationery Company, has retired after thirty-three 
years’ service with that company. He will devote 
himself to his ranch in the San Fernando valley. 

+ + am 

Prominent Furniture Manufacturer Visits Los An- 
geles.—L. C. Walker, president of The Shaw-Walker 
Company, paid a visit to Los Angeles recently on his 
way to the Golden Gate Exposition at San Francisco. 
Mr. Walker expressed himself optimistically with re- 
gard to prospects in the office furniture line. 

* 7 ~ 

Bert M. Morris Company Establishes Distributors 
Throughout U. S.—The Bert M. Morris Company is 
meeting with success in the establishing of agencies 
for the sale of the Morriset, a unique desk set made 
in several models, and combining beauty and effi- 
ciency. 

7 * * 

Rand McNally General Manager Visits Los Angeles.— 
A. A. Belford, general manager of the Rand McNally 
Company, Chicago, recently visited the Pacific Coast, 
attending the Golden Gate Exposition at San Fran- 
cisco and calling on friends in California. 

° > 

Spurlock Introduces J. M. Towne.—Harry Spurlock 
who represents the National Blank Book Company 
in the middle west and west had the pleasure of 
introducing J. M. Towne to the trade in this vicinity 
not long ago. After calling on Los Angeles dealers, 
Mr. and Mrs. Towne went on to the San Francisco 
Fair. 

. * * 

Pine Opens New Offices.—Frank W. Pine has opened 
offices in the W. P. Story building in Los Angeles. He 
represents the Rite-Line copy holders and tue Natsor 
sorting machines. 

* . . 

Hale Takes Over Additional Lines.—Joseph D. Hale, 
who holds forth at 742 South Hill street, Los Angeles, 
has taken over several of the lines heretofore handled 
by the Bert M. Morris Company. They include the 
following: those of the E. E. Fairchild Corporation, 
Standard Crane Company, Frank A. Weeks Company, 
and Sainberg & Company, Inc. 

an 


HARRY TEHAN, JR., JOINS DIXON 


Harry Tehan, Jr., last month was appointed a junior 
salesman for the Joseph Dixon Crucible Company 
to operate in the New England district. He will be 
an associate of Guy W. Hart and Gordon Walker and 
will handle the Dixon and Rite-Rite pencils under 
the direct supervision of Mr. Hart. 

Mr. Tehan takes up his new duties well equipped 
for the office equipment field. His father, Harry 
Tehan, Sr., is sales manager of Charles M. Higgins & 
Company, a vice-president of the National Stationers 
Association and is one of the most prominent men in 
the industry. Mr. Hart, under whose direction the 
new junior salesman will work, is well known in the 
New England territory as president of the New Eng- 
land Travelers Club. 

With the inherited ability of his father, the tutelage 
of Guy Hart and a fine personality, the younger Tehan 
is assured of a bright future in the office equipment 
field. 
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BATES STAPLER RADICALLY IMPROVED 


Now is the time 
to put extra push behind 
Bates Staplers—your custom- 
ers will be quick to appre- 
ciate the new and practical 
improvements that have 
made Bates stand out even 
farther from the whole sta- 
pler field. 


IMPROVEMENT No. 1 


IMPROVEMENT No. 2 





IMPROVEMENT No. 3 











New and more simple 
method of loading 
Cc 


This new Model B Bates Stapler has 
a funnel shaped opening for wire— 
all you do is to lock the handle down, 
push the wire two or three inches 
into the machine through a new 
funnel opening, and the machine 
does the rest automatically. It is as 
simple as ABC—anyone can load 
this new Bates Stapler in 15 seconds. 





Temporary as well as 
permanent stapling 

You simply push the anvil on base 
of machine (see illustration), to the 
kind of staple you want. There are 
three types of staples, one a per- 
manent staple, and two for tempo- 
rary stapling or pinning, as illus- 
trated. 





New locking device 
eliminates tweezers 


This lock is operated by the clutch un- 
derneath the stapler. It holds the handle 
in a depressed position. Push the handle 
down and the lock is released. When the 
last piece of wire is left in forward part of 
the stapler, you can spotitat once through 
a window in the feeding bracket. By sim- 
ply turning the locking screw witha penny 


or dime, the wire can be instantly removed. 








AND A NEW LIBERAL GUARANTEE POLICY. .. Here are the exact words of our new 


guarantee: ‘This Stapler with a Model B spool of wire should give years of satisfactory performance under all con- 
ditions. We agree to service this Stapler free of charge as long as its condition makes it reasonably possible to do 
so. Where, in our opinion, the Stapler is beyond repair from hard usage, we will replace it at approximately one- 
half the price.” Write for details of new special stapler display deal—a permanent store fixture for all staplers, 


New York Office: 30 Vesey Street 


. Bates Mun-Kee Pads, etc., etc. 


THE BATES MFG. CO., Orange, N. J. e 


Makers of: Bates Numbering Machines ... Bates List Finders ... Bates File Fasteners . . 
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SUPER-FIBER 


TYPEWRITER RIBBONS 


SUPER-KOTE Car- 
bon Papers ap- 
proach the ultimate 
in desirable qual- 
ities. Super-Kote 
produces clean, pre- 
cise, non-smearing 
copies of absolute 
permanency — 
copies that experi- 
enced _ secretaries 
say are comparable 
to originals. 


bh A»+~»Ar444444 
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CARBON PAPERS 


TYPEWRITER 
RIBBONS 


SUPER-FIBER type- 
writer ribbons 
packed in a new col- 
orful attractive con- 
tainer which will 
help you definitely 
in sales. A quality 
product that will as- 
sure consistent, top- 
notch performance 
at al! times. 
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GUARANTEE 


Should Codo Products for any reason not prove entirely 
satisfactory, any purchases will be replaced with new 
goods or your payment refunded. 


Codo Carbon Papers are guaranteed not to dry out nor 
deteriorate for a period of 5 years from date of sale. 
Records made with Codo Carbon Papers last as long as the 
paper on which they are made. 


Codo Inked Ribbons are guaranteed for satisfactory 
performance under all working conditions. 
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CODO MANUFACTURING CORP. 
Factory: Coraopolis, Pa. 


Sales } 509 South Franklin Street, Chicago 
Offices | 270 Lafayette Street, New York 
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NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 

Roy “Micro” Clarke and L. Edward “Sticky” Fried- 
man traveled to the East coast to visit their respective 
home offices; Roy to Cambridge, and Ed. to Gloucester, 
Mass. Both of these well-known and hard-working 
travelers were gone the latter part of August and early 
September. It looks as if Freddie Schaefer, the ink 
man, and Herb Morgan, the wholesale stationer, will 
have to take over the duties of starter and checker 
during the golf tournament. 

By the time this is published the annual stationers 
and Northwest Travelers golf tournament will be a 
memory for Water-Hole Fleet, Twelve-Stroke Griebel 
and Beau Brummell Weber. 

Bill Smith and Karl Castle were seen traveling to- 
gether in Iowa about the middle of August and an- 
nounced that they expected to swing through Ne- 
braska and Minnesota and would be ready for action 
at the golf tournament on the twenty-fourth. 

Tiny Roos was to be there in his new Packard, if it 
holds together long enough to make the trip. 

* * * 

Herb Walsh is another Northwest Traveler who is 
expected to visit the New England states in September 
and will take in the national convention at Boston. 

+ ” * 

Wayne Finton, of Curtis 1000, attended the Acme 
sales school in Chicago, and reports an instructive 
and interesting time while in the Windy City. Thanks, 
Mr. Pinney, for the dope. 

- * 7 

Ruff Rudy, the sage of Omaha, is still sticking with 
the Cornhuskers in case you travelers want to lay it 
on the line. 


* * ~ 


Eddie Burton, the Des Moines dandy, is vacationing 
in Minnesota the last week in August and the first 
week in September. 

~ * * 

Arthur Kenworthy spent his vacation, as he has 
done for several years past, at his estate in Minne- 
sota’s north country. 


* * * 


Ray Hammond is another Iowan who has succumbed 
to the lure of Minnesota’s ten thousand lakes, and 
spent his vacation there with his family. We under- 
stand he was visited by other members of the Trav- 
elers Club. 

Edward Hansen (Ed to you familiar travelers) spent 
a couple of weeks at the New York World’s Fair, visit- 
ing with Mrs. Hansen and his daughter, Jean, who is 
skating at the Sun Valley show. Art Grayston Says 
thanks for the pictures and the cigar, which he says 
he will smoke when he can take off a week for the 


ordeal. 


* * * 


Herb Fall took his vacation visiting his daughter 
and granddaughter in Duluth. 
* * ca 
Cliff Talty, the mighty fisherman, spent his vacation 
at several of our nearby lakes, showing the boys it is 
not necessary to travel hundreds of miles in order to 
catch the limit. 


* * * 


Harry Short regretted his inability to attend the 
tournament this year, but will be there for the January 
party as always, barring the unforeseen. 

. * * 

Several foursomes from Farnhams, including the 
Bloomington district champion (this statement chal- 
lenged by Cliff Talty), Clarence Benson, was to attend 
the golf tournament, according to Art Walker, who if 
he can tear himself away from his new home for the 
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Revision of ACME 
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opened up many 
profitable ACME 
Franchise Areas. 
Write ... or see us 


at the Convention. 








Meet us at Boston on the I8th. We're looking forward to showing you the 
famous ACME Visible Record Equipment . . . known and sold throughout the 
world. There's a lot we'd like to tell you, too, about ACME Equipment .. . its 
infinite number of uses in every type of business . . . its easy sale-ability to 
retailers, wholesalers, manufacturers and institutions . . . its generous profit mar- 
gins . . . and how it can work for you to expand your entire office equipment 
business. See You At The Hotel Statler! 


ACME VISIBLE RECORDS, INC. 


SINCE 1914—VISIBLE RECORD EQUIPMENT—EXCLUSIVELY 


6 SOUTH MICHIGAN AVENUE CHICAGO, ILLINOIS, U. S.A. 
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Hew HILO adds 
STREAMLINING is 7 







HILCO 
PRESENTS THE NEW 


STREAMLINED 
MODEL 


Another champion added to 
the Hilco family of low priced 
precision stencil duplicators. 

















Ff 
oO 
Offers the same outstanding pan a New / 
: rade. © ie St lined 
mechanical features that have ; —_ ceetciiiie 
made Hilco famous, plus... All-Metal 
Cabinet 


STREAMLINED BEAUTY. 





QUIET 


ACCURATE 
CLEAN 


FAST 


THE NEW HILCO STREAMLINED AUTOMATIC HAS THE EDGE ON THE ENTIRE FIELD 
WHEN PRICE AND MECHANICAL FEATURES ARE CONSIDERED. 


Write for the descriptive Hilco catalog showing Hilco’s five models and the complete Hilco 
Stencil Duplicating Process. 


ins) seem eener ec ce) eke)’ ) Wanen. 
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day, was to take in this event. To make this complete, 
Dan Taylor, the old time par shooter, was scheduled 
to be there to show the boys how it is cone. 


.~< 2 — 


| #. ix’ Be ane 


see eee dad 





Foe * 


coe gee Gee BES 
i ' ‘ / 











WITH DICTAPHONE 


YOU BOTH WORK MORE EFFICIENTLY! 


Do you and your secretary get In any language, are engraved 
buried under mountains of on a revolving wax cylinder. 
work? Then you'll be amazed Later your secretary puts this 
to discover how the Dicta- cylinder in her transcribing 
phone can break work stop- machine and types as she list- 








page—and help you get things ens to your voice clearly 








BANKERS BOX GOES TO DALLAS.—This fine installation o: dcuel through earphones . . . stop- 
the Bankers Box Company’s Staxonsteel files was made within ping at any point to listen 
recent weeks in the Dallas Joint Stock Land Bank for the effi- The Dictaphone is so simple back if necessary. All records, 
cient filing of records for permanent storage. The Dallas organ- to operate! Just take the when completely transcribed, 
ization needed a filing system taking up the minimum of space sneakioe Kula bolt cane hae may be shaved and used over 
and selected Staxonsteel after it was pointed out that the nd talk Seer notes, ere Owe ee. - 
system builds its own steel shelving as it is stacked, is neat | sana nan a 
in appearance, easy to handle and get at and is economical. | spoamencer = Eaeenorapes =6SES let = operating the. Gistating. 
ideas into it as though it were transcribing and shaving ma 
~ ~<a a telephone. Your very words, chines is negligible. 

SHAVER TRANSFERRED BY U. E. F. Learn today this modern method of dictating! Banish long hours of 

nerve-wracking office work for both you and your secretary. Double 

The Underwood Elliott Fisher Company last month | your ability to get work done! The coupon below will bring you an 

announced the transfer from El] Paso, Texas, to Sac- | amazing demonstration... MAIL IT TODAY! 


ramento, Calif.. of Max M. Shaver. Manager of the 
former branch, Mr. Shaver will occupy the same posi- 
tion in the important Sacramento office. 

Starting the office equipment business in 1919 when 





Model A-12 Model B-12 
Dictating Machine Transcribing Machine 


These machines are also available in De Luxe and Progress Cabineta 





You are cordially invited to make your headquarters in the office of the 
sit the 1939 New York World's 


Fair. A most cordial welcome awaits you in Office 750 in the Graybar 


| 
| ~ 
| Dictaph one Corporation wu hen you 


Building. 


EY DICTAPHONE CORPORATION 


MAX M. SHAVER 420 LEXINGTON AVENUE 
NEW YORK CITY 


The word ‘Dictaphone the registered trade-mark of the Dictaphone Corpo- 


he joined the Sunstrand Company at Rockford, IIL. jation, ‘Manufactwrers of @letating Mechines and Acsuusertes te wach aud 
Mr. Shaver later went to San Francisco, where he sreeeeet sr atic ybbe ta: 5: 





became assistant branch manager of the Underwood = 

Elliott Fisher office. From the Bay City he went to DICTAPHONE CORPORATION OA-9 
. - , 420 Lexington Avenue 

El Paso where, under his management, the branch New York City 

finished 1938 in second place in the United States In Canada—Dictaphone Corporation Ltd 


and first in the Pacific district. 86 Richmond Street, West, Toronto 


I should like to talk with someone alout the loan cf a 


a ee Dictaphone at no expense to me. 
. ‘lense send me a copy of “The Dictaphone Syste ‘ 
STOLEN MONARCH ADDING MACHINE SOUGHT . aes ~ 
ame 
Dealers and other members of the industry through- Comsinne 
out the country are asked to be on the lookout for pilin 


Monarch adding machine No. 7190-5/M65407. This ma- 
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General Office & Factory: 409 Mulberry St., 
THE KEY MEN OF AMERICA Manufacturers with the dealers’ viewpoint 
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ten little fingers 








Anatomical drawing showing the nerve concentrations in 
a typist’s fingers. It is plain to see the terrific shock 
and impact on these nerves when fingers strike an un- 
protected keyboard. Peerless TUCHTYPE KEYBOARD 
cushions the blow, prevents wear and tear on the 
typist’s nerves. 





We put on a drive in 2 test cities (pop. 50,000). This 
is what our Sales Manager told the Dealer's Salesmen: 
“Take the average 110 pound secretary—with 10 cute 
little fingers, but what a whale of a thumping they get 
on a keyboard. Think of all the tiny, tender nerves con- 
centrated in the fingertips going bang bang from 9 
until 5. Think of all the frayed tempers and broken 
fingernails. When you men go out, just don't sell a set 
of rubber keys. Sell TUCHTYPE KEYBOARD which is 
scientifically designed to prevent fatigue, to lessen 
nerve strain, to improve typing—to enable a typist to 
produce cleaner letters and more of 'em. A good sales- 
man doesn't sell cow—he sells luscious, juicy steak. Don't 
merely sell rubber keys—sell calmer nerves—and, to 


paraphrase our Esso friends—''HAPPY TYPING!" 


We have just checked sales reports — both cities 
several hundred per cent above normal! One 
Dealer sold 170 sets in 6 weeks. May we talk to you 
and your salesmen about putting on a TUCHTYPE 
KEYBOARD drive? 


IMPERIAL RIBBONS & CARBONS 


. the choice of Dealers and Specialists who face tough 
old-line competition. IMPERIAL has the quality—the 
profit, too! 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 
Newark, N. J. 


We make Peerless Rubber Keys for all Office Keyboard Machines © Peeriess Tuchtype Keyboards 
for all Office Keyboard Machines © Rubber Twirier Rings, all sizes * Rubber Cushion Feet « 
Molded Rubber Goods to customer's specifications * Rubber Typewriter Pads * imperial Ribbons 
and Carbon Paper of every description and for every purpose * Carbon Rolls for all uses 


BRANCHES 
New York City, 321 Broadway Chicago, 19 South Wells St. 
Detroit, 863 American Radiator Building Los Angeles, 827 S. Main St 
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chine was recently stolen from its owner, who will pay 
a suitable reward for its recovery or for information 
regarding its present whereabouts. 
All communications should be addressed to OFFICE 
APPLIANCES, 20 North Wacker drive, Chicago, III. 
a ails sg ial acacia 


SLINGERLAND JOINS STAFF OF ACME 

Taking with him many years of valuable experience 
in the field, Charles A. Slingerland, well-known in 
traveling circles, has joined the sales staff of Acme 
Visible Records, Inc., Chicago. 

As soon as Mr. Slingerland’s appointment was an- 
nounced last month he immediately started on an 
eastern trip timed to take him to Boston for the 
annual convention of the National Stationers Associa- 
tion. 

In September, 1938, Mr. Slingerland joined the 
Guardian Trading Corporation, Brooklyn, N. Y., dis- 
tributor in America of the Original-Odhner calculating 
machine. With this firm he was supervisor in charge 
of sales promotion and dealer appointment. Prior to 
that he was assistant to the general sales manager of 
the Remington Typewriter Company’s accounting ma- 





C. A. SLINGERLAND 


chine division and was in charge of the company’s 
exhibits at expositions, conventions and business shows. 
He was also a special representative in the foreign 
department of Remington Rand, Inc., traveling exten- 
sively in Canada and the Orient. 

Before joining Remington, Mr. Slingerland was man- 
ager of systems and exhibits for the Elliott-Fisher 
Company. 


*—> 


1EAFFERS . 
quid }ns 


ee 
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SHEAFFER'S ADHESIVES IN NEW DRESS.—The W. A. Sheaffer 
Pen Company, Fort Madison, Iowa, has recently adopted new 
and improved packaging for its three lines of adhesives. Pro- 
duced by the Packaging Research Division of the Owens- 
Illinois Glass Company, the packages have as their chief 
characteristics safety, utility, beauty and display value. Con- 
tainers are emerald green with surfaces pebble-grained for 
non-skid handling. Caps are lug-type, easily opened. Other 
features mark individual numbers. These packages house 
Sheaffer's school paste, Skrip-Grip liquid paste and Skrip-Grip 
mucilage. 
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Remington 


..- 1S HELPING ME 
CAPITALIZE ON THE 
FAST GROWING 
“NOISELESS’”’ MARKET. 


LISTEN TO THE 
DEALER’S STORY GET THIS FREE 


Lote) ie], Mi .[e)) Malem) iat 
NOISELESS TYPEWRITERS 
























YES SIR, the Noiseless Typewriter market is 
indeed a very fast growing market! It is a market 
in which every wide awake typewriter dealer has 
an opportunity to add to his profits considerably. 


DEMAND FOR “NOISELESS” 
GROWING DAILY 


America is becoming Noiseless Typewriter con- 
scious. | look forward to a very profitable 
participation in serving this growing market. 


REBUILT BY THE 
ORIGINAL MANUFACTURER 


Now you can buy the world's best Noiseless Type- 
writers rebuilt exclusively by Remington Rand, the 
original manufacturers. And what is more, Remington 
Rand will help you realize the most profit for your 
efforts out of this market with timely sales helps. 


FREE VALUABLE This Book 
DEMONSTRATION BOOK __ "°° °een used very successfully 


for a long time and should pro- 






Remington Rand offers typewriter dealers in the United duce good results for you. It is 
States—an actual demonstration program for the Rem- yours for the asking. Simply 
ington Factory Rebuilt No. 6 Noiseless. You will find send the coupon below. We'll 
every detail completely covered. It will enable you to do the rest. 


get sales-producing information quickly and easily. penadti sei nenaimeaiel 


This Demonstration Book is not just another abstract ; 
Remington Rand Inc. 


formula for successful Noiseless typewriter selling. 
465 Washington St., Buffalo, N. Y. 


It is actually the result of the experiences of top 
Gentlemen: Please send me at once my copy of the new 
No. 6 Remington Noiseless Typewriter Demonstration. 


Remington Rand Inc. fis 


notch Remington Noiseless salesmen! 


Address 
REBUILT TYPEWRITER DEPARTMENT 
City and State.....___.. 


Buffalo @e New York 


Ree ewe ew ew ee ew ee ee oe oe 
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Presenting machines, methods and equipment designed 
‘to expedite office procedure, control expenditures and in 
every way to aid Business in meeting today’s challenge. 

















NAVY PIER, CHICAGO 
OCTOBER 23rd to 27th, incl., 1939 








NATIONAL BUSINESS SHOW COMPANY 


Frank E. Tupper, President Edwin O. Tupper, Secretary 
New York—50 Church Street Telephone—Cortland 7-1392 
Chicago—1214 Grant Street, Evanston, Illinois Telephone—Greenleaf 0125 
C. H. Hunter, Manager 
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GROUND BROKEN FOR NEW FRIDEN PLANT WING 

With a number of company executives present and 
headed by President Carl M. Friden, and several high 
city officials enthusiastically applauding the venture, 
ground-breaking ceremonies for a new wing of the 
Friden Calculating Machine Company plant at San 
Leandro, Calif., were held last month. 

President Friden wielded the shovel which turned 
the first “official” piece of earth while Earl Derry, 
mayor of San Leandro, and A. J. Oliveira, president 





FRIDEN TURNS FIRST SHOVELFUL.—President Carl M. Friden, 

wields shovel while a number of prominent officials and 

citizens of San Leandro, Calif., look on at recent ground-break- 

ing ceremonies for a new wing of the Friden Calculator 
Company's big plant. 


of the chamber of commerce gave their moral support. 
This was followed by a short ceremony in which Mayor 
Derry congratulated Mr. Friden on the continued 


growth of his business, and Mr. Oliveira expressed the | 


thought that with the growth of the Friden organiza- 
tion will continue the growth of the community in 
which it is located. 

Designed to double the present facilities of the 
plant, the new wing will be built at a cost of $35,000 
with the entire outlay for machinery and equipment 
bringing the total investment well over $150,000. 

a —o- 


BRIGGS BETTER AFTER SERIOUS ILLNESS 

Dwight N. Briggs, well-known throughout the East 
in his connection with the Sun Rubber Company, was 
reported on the road to recovery following a serious 
illness brought on by a ruptured appendix. 

Mr. Briggs was stricken in July and was rushed to 
the Flower hospital where for several days doctors 
pronounced his condition as grave. After passing the 
crisis, however, he rallied and as this issue goes to 
press is reported definitely on the road to recovery. 











WATTS-McVEIGH 
Miss Irene McVeigh, secretary and office manager 
for the Dowling Typewriter Company, 301 North 
Broadway, Oklahoma City, for the past six years, was 
recently married in Denver, Colorado to Emmerson 
Watts. The couple will make their home in Cheyenne, 
Wyoming.—EVH 








pO tC 7st O 8S 


MASTER PETERSON ARRIVES 
As this issue goes to press word is received from 
M. C. Peterson, sales manager of the Bentson Man- 
ufacturing Company, Aurora, Ill., of the birth of a 
son to Mrs. Peterson on August 23. Both the young 
man and his mother were reported doing nicely. 


oO L* 
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€EN-=TR-KOTED 


takes the curl 







out of 


CARBON PAPER 


CEN-TR-KOTED Carbon Paper is un- 
coated along the edges, which prevents 
curling, insures spick and span carbon 
copies, and lengthens its life. This exclu- 
sive quality carbon paper is made with an 
extra-long lasting special-formula ink, and 
is rigidly inspected at the factory for uni- 
formity! 






















oO 


Send for our helpful booklet “Car 


bon Paper Fact: It will be sent 
to you free on request and will 
give you many informative fac 
on Carbon Paper 











An Exclusive Agency on Grand 
Prize Carbons and Ribbons in your 
city is a sure step toward greater 
profits. Write for our dealer prop- 
osition booklet 


GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 


J. FRANCIS O'CONNOR, PRES. 
Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 
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At Last! 


“The Ideal Ring Book” 
With a Combination of 
Features Never Offered Before 


© Twenty-two flat rings (two to the inch) give 
strength of permanent binding with advan- 
tages of loose leaf. 


® No tearing out of sheets. 


@ Any kind of paper can be used, even light 
coated printing paper. No _ reinforcements 
needed. 


@ Two fingers easily operate opening and clos- 
ing levers—without touching rings. 


® Rings lock automatically. 


@ Any sheet removable at any point without dis- 
turbing any other sheet. 


@ Any size sheet smaller than the binder, can be 
inserted. 


@ NEW, striking departure—the Trussell Shock- 
Absorbing “Cushion Edge”. Beautifully 
moulded curved edge that rebounds from every 
shock and blow, and keeps its luxurious ap- 
pearance far longer than rigid, straight edge 
covers. 


Light - durable - serviceable - practical — 





AND ECONOMICALLY PRICED! 

Perfect for all purposes where loose leaf has al- 
ways been desirable, but heretofore not practical. 
See MULT-O at the National Stationers Conven 
tion at Boston. 


Sample books and illus- 
trated literature now ready. 


TRUSSELL MANUFACTURING COMPANY 


Poughkeepsie, New York 
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EATON ANNOUNCES NEW LEGAL LINE 

The Eaton Paper Corporation, Pittsfield, Mass., has, 
through its Berkshire Typewriter Paper Department, 
announced to its dealers an entirely new set-up for 
presenting to lawyers and legal departments of banks 
and other organizations, the various forms for their 
use in making reports, briefs, wills, etc. 

These consist of testimony papers of several grades 
in two colors of ruling, and marginal ruled and num- 
bered sheets in both the 84x11, and 812x13-inch size. 
New report covers and backings and many other items 
total thirty in all. 

Among the special features which the company 
stresses are the use of numbers instead of lines for 
the marginal ruled forms making reference an easy 
matter in bulky legal volumes or documents; and a 
new grey ruling, dignified and attractive, which has 
recently been adopted by many leading law firms. 

A new sample folder that will permit easy presenta- 
tion of the samples of these items has been prepared 
for dealer’s salesmen and is available on request. 





MEET MISS MAGIC MARGIN.—To promote its new line of 
portables known to the trade as “The Front Line,” The Royal 
Typewriter Company has produced a set of display material 
consisting of a full size stand to be placed inside the dealer's 
store, window streamers and a counter piece. The theme of 
the display is magic and is symbolized by “Miss MAGIC 
Margin.” who was chosen as being exactly suitable to typify 
the magic in Royal’s new line. Color photography was used 
and the entire unit lithographed in ten colors, making a striking 
presentation. 
— 
118 DEALERS WIN IN ALLEN CONTEST 

Stimulating business and sales in every section of 
the country, 118 dealers last month won trade-aid 
prizes in a spirited contest staged by Allen Calculators, 
Inc., New York, N. Y. Winners at the end of the 
four-month event will be awarded valuable cash prizes 
in addition to prizes already given. 

The contestants are divided into four classes: The 
Master Traders, large dealers with individual quotas; 
The Marketeers, all cealers with unassigned quotas; 
The Star Tradesmen, all those on Class C contracts, 
and The Merchandisers, the division managers. Be- 
sides the final prizes of cash and trophy watches, the 
contestants each month are awarded trade-aid prizes 
consisting of valuable items, the use of which will 
assure extra business for the dealer involved. 

Winners for July in three of the four classes given 
above and in the same order were Burgher Williams, 
Virginia, Minn.; E. N. Porter, Jonesboro, Ark., and 
Finos Phillips, Little Rock, Ark, 
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IS A GOOD EXAMPLE TO FOLLOW IN 
BUILDING A RIBBON AND CARBON BUSINESS 


- 
Hor almost three-fourths of 


a century the business men of Boston and Massa- 
chusetts have depended on Ward’s for the right 
merchandise at the right price plus genuine, in- 
terested service. But if business depends on 
Ward’s, Ward’s must depend on the manufac- 


turers who supply them with merchandise. 


In building their ribbon and carbon business to 
its present large volume. Ward’s has depended 
for many vears on Columbia. A “veteran” Co- 
lumbia account. Ward’s knows that the Colum- 


bia reputation for quality, service and satisfac- 
tion means more and better business for them 


vear after year. 


Speaking of Columbia products and _ perform- 
ance, Mr. A. H. King of Ward’s says: “Our 
standardization on Columbia products plus Co- 
lumbia cooperation opened the avenue of true 


profits for us on carbons and ribbons!” 


If that is what you. too. are interested in. write 


for the Columbia story. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Ine. 
Main Office and Factory: Glen Cove, L. I., N. Y. 


New York: 305-313 East 45th St. 


Kansas City, Mo.: Dwight Bldg. 





FACTORIES: MILAN, ITALY; LONDON, ENGLAND; SYDNEY, AUSTRALIA 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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NATIONAL STATIONERS 


4 
FF Lol Se 


STILL THE SYMBOL OF 


Four generations of American stationers have recog- 


nized the Boorum & Pease Standard as a guarantee 
of unvarying high quality in products of proven effi- 
ciency. Ninety-seven years ago this standard of “16 


ounces to the pound, 36 inches to the yard, 25 sheets 








ASSOCIATION 
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UNVARYING QUALITY 


(100 pages) to the quire” was set up as a standard of 
measure for the stationery industry. Today, it means 
even more than that; it also represents an enviable 
reputation for reliability that means profit and good- 


will for every Boorum & Pease dealer. 


BOORUM & PEASE COMPANY 


GENERAL OFFICES: 84 Hudson Ave., Brooklyn. N. Y. 


BOSTON: 29 Otis Street + 


ST. LOUIS: 212-14 S. 7th Street ° 


CHICAGO: 538 S. Wells Street 


VISIT OUR NEW YORK DISPLAY ROOMS AT 349 BROADWAY 
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NEW AUTOPOINT PENCIL BOX 
An unusual development in individual pencil boxes 
has recently been made by the Autopoint Company, 
1801 Foster avenue, Chicago, the outstanding feature 
of which is the “Grip-Tite” tip design on the set-up 
and the carton which the company uses to stress its 

















AUTOPOINT PENCIL BOXES 


slogan of “The Better Pencil.” The tip mechanism is 
illustrated without lead, contracted and expanded 
after the lead is inserted—the pressure grip. The fold- 
ing carton is printed dark blue on silver foil, the 
set-up box maroon on white, reverse plate. 

- *—--¢ —— 


FULTON STAMPING-COLORING SET INTRODUCES 
DISNEY’S PINOCCHIO 

The story of Pinocchio, which is to be produced 
soon by Walt. Disney, will be the subject of a new 
line of Arti-Stamp stamping and coloring sets to be 
introduced for the Fall and Winter trade by the 
Fulton Specialty Company, 200 Fifth avenue, New 
Yoru, N. X: 

In presenting the sets, which will retail for twenty- 
five cents and $1.00, the Fulton organization is fol- 
lowing its successful policy of creating a line of 
items to tie-in with Disney’s popular features. 

The Fulton Pinocchio sets will feature the prin- 
cipal characters of the Pinocchio book and move, 
namely Pinocchio, Geppetto, Blue Fairy, Donkey, Fish, 
Cat, Fox, Lampwick, Gendarme, Cricket, Stromboli 
and the Coachman. The sets will contain outiine 
stamps in resilient red rubber, washable inked stamp 
pad, pad of paper and set of color crayons. The 
$1.00 set will include printed sheets of five scenes 
from the movie. 

°*—- 


FORBES NEW MITTAG & VOLGER PRESIDENT 

As this issue goes to press word comes that Thomas 
G. Forbes was elected president of Mittag & Volger, 
Inc., Park Ridge, N. J., succeeding Frank O. Mittag, 
Jr., who retires from active service. The election took 


place at the annual meeting of the company’s board | 


of directors, held August 24. 

Mr. Forbes has been associated with the Mittag & 
Volger organization since 1897. For the past several 
years he has been a director. A more detailed story 
and a picture of Mr. Forbes will be presented in 
October. 


—- 


REMINGTON RAND MOVES RESEARCH UNIT TO 
ELMIRA 
With its staff of twenty-five engineers and draughts- 
men who form the organization, the engineering de- 
partment of Remington Rand, Inc., was on Septem- 
ber 1 moved to Elmira, N. Y. Headed by Chief Engineer 
R. G. Thompson, the unit will undertake all research 
on Remington typewriters for plants in other cities 
as well as for the local factory 
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THE PAISLEY 
CALCULATOR 


So light and com- 
pact that you can 
operate it in your 
hand, yet so speedy 
and accurate that 
if can Step up 
your efficiency 
as much as ten 
times, depending 
on the amount and 
type of calculat- 
ing you do. Send 
today for facts. 




















ERI it last, is the calculator for every one who does 
routine calculations 
It’s a jack-of-all-trades multiplies, divides, prorates, 
figures fractions and percentages all with lightning speed 
and hair splitting accuracy. No buttons to push, nothing to 
break, wear, or get out of adjustment. So simple that any 
one can learn to operate nm le than an hour. And it’s 
priced so inex pe nsively that vou can’t afford to be withoutit 
Sounds like magic, doesn't it? The Paisley operates on a 
principle never before emploved in business calculators 
Users tell us that it is absolutely the fastest calculator 
ivailable for many jobs, that it can handle at least 75 pet 
cent of all the computing required in modern business 
handle it faster. accuratel ind at lower cost. Mail the 
m COUPON today for complet niormatior ee 


Farmers Bank Building, Pittsburgh, Pa 


Please send me complete facts about the Paisley Caleulator 


Name 


Company 


cnuneninuneman anenl 


Address 


q PAISLEY CALCULATOR COMPANY 
j 
I 
i 
i 
! 
I 
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The SUPER PRONTO 


THE CORRUGATED BOARD STORAGE 
FILE THAT HAS EVERYTHING— 


PATENT 
2,061,485 





COMPARE | citi. 


@ AUTOMATIC STOP—drawers can- 


not pull out under careless handling. 


@ SLIDING SUSPENSION—permits full 


drawer accessibility at all times. 


@ SIX ROLLERS—produces drawer ac- 
tion comparable to regular steel 
files. 

@ ALLSTEEL BACK—maintains strength 


and rigidity for long life. 
@ STEEL FRONT—beautifully finished to 


match your regular filing equip- 
ment. 


You can make money selling Prontos. 


Write for full details. 


PRONTO FILE CORP. 


349 Broadway New York, N. Y. 
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JAMES RAND SAVES DROWNING WOMEN 

James H. Rand, Jr., president of Remington Rand, 
Inc., is a hero in the eyes of three women who narrowly 
escaped drowning in Long Island Sound a quarter- 
mile off shore opposite the Rand home. 

According to reports given police the women were 
thrown into the water when a small rowboat in which 
they were riding overturned. Their cries for help were 
heard by Mrs. Rand. She called her husband, who had 
just arisen, and clad only in his pajamas he swam out 
to Mrs. Agnes O’Brien, a non-swimmer and helped 
hold her up until the Rand chauffeur, Oscar Sorstrom, 
sped from shore in a power boat and dragged all three 
women aboard. They were taken to the Rand residence 
none the worse for their experience. 

The other two women, Miss Agnes O’Brien and Mrs. 
Agnes Hannigan, said they had rented the boat at Old 
Greenwich, opposite the Rand home on Cummings 
Point, but had lost control of it due to the choppy 


waters. 
(6 ete 


STAPLING MACHINE DEPARTMENT 


al 











BATES BUSINESS BUILDER.—That is the name given 
this attractive and permanent display unit recently 
made available to dealers by the Bates Manufacturing 
Company, 30 Vesey street. New York, N. Y. Richly 
finished in grained walnut and natural wood, with blue 
and gold trim, the “Stapling Machine Department” will 
hold six different types of stapler and at the bottom 
is an ingenious device which takes an ordinary roli 
of adding machine paper. 


SO ee 


ROYAL’S BALL TEAM GRABS TITLE 
Defeating the Springwood team from Bridgeport in 
a double-header, 2-0 and 6-5, the baseball team made 
up of employes of the Royal Typewriter Company 
factory at Hartford annexed the Connecticut semi- 
professional championship on July 31. Winning eas- 
ily in the first frame of the double-header, the team 
came from behind to take the nightcap in ten innings. 
2 


DESIGNING SERVICES AVAILABLE TO 
B. L. MARBLE DEALERS 

The B. L. Marble Chair Company, Bedford, Ohio, has 
found it advantageous to offer their dealers selling co- 
operation in the shape of sketches and drawings cover- 
ing prospective installations. The company maintains a 
full time artist-designer whose principal objective is to 
help the B. L. Marble retail outlets dramatize their 
sales presentations. Dealers are encouraged to make 
use of this visual means of selling wherever the need 
is apparent. In some situations, the dealer may have 
need for only a sketch of the chair which is involved 
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AN ADVERTISEMENT OF THE WQRLD’S LARGEST MANUFACTURER OF PENCIL SHARPENERS 
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OF AUTOMATIC 
PENCIL SHARPENERS 
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PROVED FOR FASTER TURNOVER--PROVED FOR MORE PROFIT 


Let the APSCO Line give you faster turnover performance. For APSCO Cutters cut — they 
and more profit. Cash in on this proved mer- never scrape. They offer the correct number of 


chandising experience — and see how it will 
non-clogging, hollow-ground cutting edges .. . 


build business for you. 
and knife-like sharpness, combined with great 


Discover the vast. profitable interest you can 


; , sana ini durability. 
create with regular displays of the APSCO Line. 


. " ‘ Se . ine sen: > i 
See how turnover speeds up . . . profits increase! Set up a prominent display of- the APSCO 


And see how customers depend on APSCO Line in your store TODAY. 


ONLY APSCO CUTTERS APPROACH 
THE IDEAL OF A KNIFE-LIKE EDGE 


COMBINED WITH GREAT DURABILITY 











Than ual ees Paes Ps be 


SPENGLER-LOOMIS MANUFACTURING COMPANY, CHICAGO, ILLINOIS 
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HERE is something new under 

‘the sun. And we promise to 
prove it to your entire satisfaction 
when you stop in at the Dixon 
Booth at the National Stationers 
Convention. 

We're making magic with lights. 
Showing Ticonderoga, Eldorado, 
Best, Anadel and Rite Rite Thread- 
line pencils in a new way, amid 
new surroundings. 


OFFICE 


Come and see this new example 
of Dixon showmanship. It’s the 
kind of showmanship that makes 
Ticonderoga first in the hands of 
your countrymen — America’s 
favorite pencil. And come to talk 
things over with the Dixonmen 
who'll be there. They'll have some- 
thing interesting to tell you about 
fall advertising plans. And we 
don’t mean maybe. 


Pencil Sales Dept. 98-J9, 
Joseph Dixon Crucible Company, Jersey City, New Jersey 


BOOTH 78 





APPLIANCES 
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in the sale. In other cases, where a completely fur- 
nished business office is pending, the merchant may 
require a comprehensive color sketch complete in 
every detail. This cooperation is available to all B. L. 
Marble dealers and this dramatized technique of sell- 
ing has proven of great value to the trade in clinching 
sales. 


<> 





TO GREET NORTHWESTERN STUDENTS.—This window dis- 
play of products of the Sanford Manufacturing Company, Chi- 
cago, Ill., has been arranged by Chandler's, Evanston, IIL, to 
greet students of the Northwestern University. Because pens 
are articles of daily use in schools and colleges the display 
stresses the use of Sanford’s Penit, the “pen ink tested for every 


pen,” and is a splendid example for other dealers in college 
towns or located in the vicinity of schools. 
eB 
ACCURACY VS. GUESSING IN POSTAGE COSTS 


F. A. Lang, of the Triner Scale & Manufacturing 


Company, Chicago, in commenting on postal scales 
says: 
“Very often a firm which is otherwise very efficient 


in the handling of business details seems to overlook 
their mailing room equipment needs. Thousands of 
firms which have eliminated the trial and error 
method from almost every phase of their business 
strangely still use the antiquated guessing method in 
the mailing of letters 

“Take air-mail for example. It has the right-of-way 
the world over. To the mailer everywhere, air-mail 
means speed. Letters sent ‘Air-Mail’ are always first 
in arrival, first delivered, first opened, first answered. 
To insure the right-of-way for air-mail, the mail must 
be carefully handled. To prevent costly delays and 
expensive errors in postage it must be accurately 
weighed. To check accurately the weight of air-mail 
matter, the U. S. Post Office uses thousands of Triner 
scales. 

“Air-mail at six cents per ounce (96c per lb.) should 
be accurately weighed if for no other reason than the 
possible daily postage waste. Five cents worth of 
stamps wasted daily is $15.00 a year, enough to pay 
for one or more beam type scales.” 

<=> 
GOES’ NEW FOOTBALL CALENDAR 

The Goes Lithographing Company, 46 West Sixty- 
first street, Chicago, has recently published a new 16- 
page football calendar listing 180 of the 1939 football 
schedules. The book measures four by nine inches and 
is lithographed throughout in pigskin brown and dark 








FILING SUPPLY CATALOG NO. 739 


FINDIT FILING SYSTEMS 


The most efficient, simple, and economical filing systems 
yet devised. The catalog contains complete information 
and layouts on Alphabetical, Geographical, Follow-up 
and Subject Filing Systems attractively illustrated and de 


scribed for easy presentation to your customer or prospect 


DURABILITY FILING SUPPLIES. 

This section includes complete informat g 
accessories. The popular DURATEX, KRAFOLTEX, and 
PERMATEX File Folders are presented in a wide assort 


y system 





ment of weights, tabs, and sizes to match « 
folder. There is a simplified cost schedule for quick 
figuring of special guides and a new line Tabulator 


Card Guides 


pARSLEY RerURs FOLDERS.. 


nexpensive met 





They furnish an ideal an 
ing loose leaf pages, school notes, etc. Made of a tough 
leatherette embossed stock in a wide variety of colors 


they present a neat and attrachve appearance. ihey are 


furnished with the Barkley Fastener which is flat and com 
pact and provides a reiniorcement on the ding side 

ngeniously designed Vertica ” t 4 ng 
needed requirement for a guide that will rema apnght 
in the file and properly support filed records. The STA 


GUIDE will tilt only to the proper ‘V" angle to for 
nvenient working space for instant and easy remova 


the required folder. Doubles the life of folders 


GREEN-EDGE STORAGE renee 


Solve the problem for all time of quick, easy 

nomical transfer filing of old records. Letters, invoices, 
checks, and documents of al! kinds can be systematically 
preserved for future reference. Double thick 
ton throughout with taped edges 


devices to hinder access to the required re 


DURABILITY TRANSFER FILES 


Built for long and satisiactory service. A combinat 


TT ‘ +, 
There are astening 


heavy solid fibreboard and ingenious steel reinforcement 
permit the stacking of DURABILITY Files. Drawer fron 
four ply thick with an attrac ctive full grip handle Stacking 
Clips provided lock the files into a solid batte There 


s a size for every business record 


SEND FOR odd wort NOW.. aN 

Write today for you ng sales helps (> icine ; 

and complete information on the above anc other prot tabie hing acces (ga j 

sories. Samples and additional sales helps are yours for the asking ofl id }] 
cS t BARKLEY a OL OF 


TABLISHED 1921 





Manufacturers of Filing Supt 


S17 S. JEFFERSON STREET CHICAGO. ILL 
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INCREASE YOUR SALES 
25% to 50% with 


INDIANA 


ee a WwW E R 


cA S H 





Cash Drawers for all 
Makes of Adding Machines 


Ir YOU are not selling one 
combination cash register for every three add- 
ing machines, you are missing an opportunity. 
An adding machine on a cash drawer is EASY 
TO SELL because 

it serves the merchant as a cash register 


it provides him with an adding machine 
it sells at a price he can afford to pay. 


MAIL THIS COUPON FOR HELPFUL HINTS ON 
SELLING COMBINATION CASH REGISTERS 





Indiana Cash Drawer Company 
Shelbyville, Indiana 


Please send full information, prices, etc., on cash drawers for use 
with an adding machine. 


Check make 
of adding 
machine handled Name 


R. C. Allen 

Allen Wales 
Barrett 
Burroughs 
Corena 
Monarch City 
Remington Rand 

|} Sundstrand 

(] Vieter 


Address 





State 
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green. Also listed are 1938 records of each team, games 
won and lost, points and opponents’ points and other 
pertinent information. The cover shows an eight- 
months’ calendar pad from September, 1939, to April, 
1940, with space for dealer imprint and local high 
school schedules. Samples and prices will be furnished 
to dealers on request to the company. 
c= o_- 


WHYTOCK RETURNS TO INDUSTRY 

After a lapse of about ten years, Dave Whytock, a 
veteran of the typewriter industry, returned to the 
field last month when he accepted the management of 
the typewriter department of the Maurice C. Smith 
Company, Inc., Providence, R. I. 

Mr. Whytock won his spurs in the industry many 
years ago. He entered the field in Providence by 
becoming a salesman in the supply department of the 
Remington Typewriter Company, later moving into 
the typewriter department where he spent twelve 





DAVE WHYTOCK 


years. He won additional honors when, upon joining 
Underwood Typewriter Company, he earned a reputa- 
tion as a salesman of ability when he sold more special 
billing machines than any other salesman _ in 
Providence. 

For a number of years he was manager of the Provi- 
dence branch of L. C. Smith & Corona Typewriters 
Inc, and then left the field to enter another industry 
as executive in charge of promotional work. 

Many old friends will be glad to see Mr. Whytock 
returned to the field he knows best. 

— —> - 
NATIONAL LETTER WEEK OFFERS PRIZES FOR 
STATIONER WINDOWS 

Stationers as well as other merchants throughout 
the country will have an opportunity to vie for three 
cash prizes which will be awarded in connection with 
the observance of National Letter Writing Week. First, 
second and third prizes for the group of merchants 
which includes stationers, are $100, $40 and $30 respec- 
tively. To participate it is only necessary for the sta- 
tioner to use a window display of writing paper during 
the week of October 1 to 7, which is the week being 
observed. All pictures, which must not be less than 
five by seven inches, must be sent to the Paper, Sta- 
tionery & Tablet Manufacturers Association, New York 
City, with a statement that the display was made for 
three or more days and was in Class B, the classifica- 
tion set for stationery establishments. 


*—- © 


ROYAL’S “MAGICIAN” STUNT THRILLS 
CONVENTION CROWD 

An unusual stunt was created and introduced by the 
Royal Typewriter Company, Inc. at the recent National 
Typewriter and Office Machine Dealers Association 
convention in Cleveland. Royal offered every dealer 
the opportunity to see how he'd look as a magician. 
A life size pasteboard figure of a magician, complete 
in every detail except the head, was placed next to 
another full size cut-out in color of Royal’s “Miss 
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As advertised in 387 Magazines, 


TAKE MY TIP, BROTHER 
, Newspapers and College Papers 


THE BIG CALL THIS 
CHRISTMAS WILL BE £ 
FOR THAT PEN WITH (a 
THE BLUE DIAMOND 
MARK / 









| CAN 
FEEL IT 
ALREADY- 
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More Advertising than any Pen 
has had behind it in the last 9 years! 


the highest Christmas peak of the last 9 years! It’s 
under contract already. 

So get on board and be ready. Be ready most of all 
with the advertised Sets at $15 to $3.95, including 
these big sellers: 


And the Big Peak is yet to come 
making the Guaranteed-for-Life Parker 
with its Blue Diamond mark 


tower over all other Christmas Gifts! 
1—The Parker Guaranteed-for-Life Vacumatic—both Pocket 
Pens and Desk Pens—those laminated Pearl Beauties whose 





Facts—not tall talk—but statistical figures on 
advertising linage as reported by Media Records, 
Publisher’s Information Bureau, and all other recog- 
nized authorities, prove again and again, year after 
year, that The Parker Pen Company is by all odds 
the biggest advertiser in the whole pen industry. 


Well, it won’t be any different this year, only more 
so, as the old lady said. For what you’ve seen of 
Parker’s advertising on its lifetime guarantee is 
only the beginning, friends—only the beginning. 


This Christmas, Parker is going to make another 
clean scoop—going to raise its year’s advertising to 






Pencils to Match: 
$350 10 55 





smart ARROW clip now wears the mark of highest pedigree 
in pendom—the Parker BLUE DIAMOND! 


2—Also the Shadow Wave Vacumatic—the world’s biggest 
selling $5 pen. 

3—The hottest $5 Pen and Pencil Gift Set on the market—the 
famous Parker Duofold, and 


4—Parker’s fast-moving $3.95 Gift Set—that dependable 
Challenger Pen with Pencil to match—all 14 K Gold Points. 


Write or telegraph us for representative to call 
with samples and special profit proposition. 
The Parker Pen Company, Janesville, Wis. 


Makers also of Parker Quink, the fast-selling ink that cleanses 
a-en as it writes—does what no other ink cando! 


GUAR 


ar 


ANTE 


Pens: 
All 14 K Gold Points — 


$5 10 410 


r 


>S>»- VACUMATIC==— 


Pens marked with the Blue Diamond are guaranteed for the life of the owner against everything 
except loss or intentional damage, subject only to a charge of 35c for postage, insurance, an 
handling, provided complete pen is returned for service. 
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FOUNT-O-INK 
Wiuting Sets- 





fi Phe PROFITS 
to a new- HIGH 


FOUNT-O-INK Writing Sets, invented by Carey 
G. Gregory six years ago, are turning the whole 
writing world to the 
writing service that 
only FOUNT-O-INK 
Writing Sets can give. 
They stimulate 
Salesmen 

Enthuse 

Users 


Build up 
Business 















es 


No dry pens. ~~ <  —_— 


— ee 
No messy filling ever! ee ee . 
All automatic. \ 


A fascinating writing set, that works like magic. 


Write now! for 1939 Catalog 
and full information how to get 
YOUR PROFITS SHOOTING HIGH 
on FOUNT-O-INK BUSINESS BOOM 





OUNT-O-IN 
RITING SET 






os = 


September 18 to 21 
OLIVER R. PIERCE 
Sales Manager. and 


CAREY G. GREGORY 


Inventor, wil) be there 


Carer ant-o-INK co. 























2652 Paraptna Ave. Los Qnceces, CaLiFonia 


BEWARE OF DISAPPOINTING IMITATIONS 
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Magic Margin,’ the theme girl of the new Magic 
portable. 

The dealer stood behind the cut-out of the magician, 
placed his head directly over its shoulders and had his 
picture taken. When the picture was printed and 
developed, each dealer saw himself transformed into a 





ROYAL “MAGICIANS” TAKE A BOW!—(Upper left) Advertis- 

ing Manager W. H. Beckwith. (Upper right) William A. Metzger, 

sales manager, portable division. (Center) The cut-out display 
in full color as it looked before the convention started. 


very polished looking “sleight of hand artist” ready to 
perform some feat of mysterious magic. 

This stunt proved so popular with the visitors that 
a photographer was kept busy during the convention 
taking pictures which each dealer took home with him 
as a personal souvenir to show his friends and family. 


<i 


PARROT SPEED FASTENER CORP. CHANGES NAME 

In order that its designation may better represent 
the ever-increasing variety of its products, the Parrot 
Speed Fastener Corporation, 37-18 Northern boulevard, 
Long Island City, N. Y., last month changed its name 
to the Speed Products Company. An announcement 
of the change, over the signature of D. Donald Rowe, 
advertising manager, read in part: 

“That our name may better represent the ever- 
increasing variety of our Speed products, on Septem- 
ber 1, 1939, we shall be known as the Speed Products 
Company, the broader connotation of which embraces 
the many diversified office specialties of our present 
manufacture, and those to come.” 

Oo — 


ASHCROFT VISITS DoMORE HEADQUARTERS 

E. L. Ashcroft, district manager for the DoMore 
Chair Company, with headquarters in Los Angeles, 
Calif., last month visited his company’s headquarters 
at Elkhart, Ind. 

Mr. Ashcroft’s visit was the first in two years and 
he was kept busy discussing future plans for sales 
promotion of DoMore products in the Southern Cali- 
fornia district. 

Before returning to the Coast Mr. Ashcroft took 
time out for a visit to a married daughter at Misha- 
waka and to show the Elkhart golf experts a little of 
the grand old pastime which he labels “bingle-bangle- 
bungle” golf. 

—-< 
DEMENT SAILS FOR SOUTH AMERICA 

J. F. Dement, export manager for the Dictaphone 
Corporation, Bridgeport, Conn., sailed August 12 for 
Rio de Janeiro, Brazil and Buenos Aires, Argentina, 
aboard the SS. Brazil. He plans to spend considerable 
time in those important markets and will visit Dicta- 
phone distributors en route in Barbados, British West 
Indies; Montevideo, Uruguay, and Port of Spain, Trini- 
dad. Some time will also be spent in important 








SEPTEMBER, 1939 219 


MATCHED, PACKAGES 


MITTAG & VOLGER., Inc. 
- PARK RIDGE NEW JERSEY 





HIGGINS brings you 


a new stopper for your 


greater convenience 


“4 
PATENT PENDING 


This improved quill stopper has been adopted for the famous 


4 Quills are genuine feather quills which will not splinter or break 


Higgins Drawing Ink desk bottle to add to its convenience and and are just right to take up enough ink for one filling of rul- 

safety. Its several new features are as follows: Sons pen 

1 Shoulder ridges make stopper easy to grip for turning to remove * : p : 
PI : Brit © 5 Large cork makes possible bottle neck wide enough to admit 


from bottle neck and prevent rolling when stopper is placed 
on a sloping drawing table. 
2 Stopper is weighted so it always rests with point of quill up. 
3 Flat side on steeple provides a thumb rest which is so arranged 
that open face of quill is always uppermost when thumb is 
placed upon it, thus guarding against spilling. 


freely lettering pen or brush. 
New stoppers and empty bottles may be purchased from your 


(Artists Supplies Store or Stationer. 


CHAS. M. HIGGINS & CO., INC. - 271 NINTH ST., BROOKLYN, N. Y. 


This advertisement appears in: Pencil Points, Professional Art Magazine, Industrial Arts, School Arts, Art Instruction, Scholastic and The Artist. 
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A MILLION 
ACE 


because no expense 
has been spared... to 
make them so durable 
and dependable... that 
perfect performance 
is guaranteed. 











ACE-FASTE T: R CORPO RAT | ON 3415 No. Ashland Ave., Chicago, Illinois 


Makers of the World’s Best Stapling Machines and Precision Staples 











HERE ARE THE 
PROFIT MAKERS 
COMPRISING THE 
COMPLETE LINE 


Study This List-—It Means More 


Business—Repeat Business— 


“THE CARBON 
AND THE IDEA 
ARE PERFECT" 


That’s what important hp. acl. ab 
P "Corns erers? 








dealers say about To You 
CLEANGRIP PAPERS | ‘ROLLS. RIBBONS 
CARBON PAPER Cleangrip | Pallor's Marking ——_| Stormtex Sik 


Its distinctive appearance catches the eye. 


It is profitable to the dealer as it brings new business and holds 
it against competition. 
DBALERS: Don’t overlook this business getter. Write for 








samples and prices 








Whitedge 


Carbons in all 
weights and 
finishes 





Billing Rolls for Elliott- 
Fisher Machines 


Teletype Carbonized 


s 
Rolls for Elliott- 

Addressing Machines 
Special Rolls 





Stormtex Cotton 


Its efficiency, cleanliness, long wear and RESISTANCE TO Clean Pull Billing Rolls for Cameo 

CURL make it the carbon paper preferred by busy users.’ Genseo Burroughs Posting American 
Cleangrip combines all the desirable features of good carbon ; Machines Datlanhe 

papers plus the highly important special features possessed by American Register Rolls 

no others. Reliance Tally Rolls Ribbonafor Address- 


ograph-Multigraph 
Speedaumat 


Dupligraph, etc. ete. 





When you visit the New York World’s Fair, 
business headquarters. We shall be very pleased to take care of your mail if you so desire. 


plan to visit us and make our offices your 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
BROOKLYN, N. Y. 


561 GRAND AVE. 
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cities in Brazil and Argentina in addition to Rio de | 
Janeiro, Buenos Aires and Sao Paulo. The trip, under- 
taken for the purpose of establishing distributors in e 


the development of Dictaphone business, will last 
about three months. 


Fp AND ADHESIVES 


SANFORD'S uncondi- 
as tional pledge — that 
NCAA = the time tested experi- 
ence of eighty years | 
in the manufacture of 
their products; that 


the high quality shall 





NEW ACE FASTENER SALES AID.—Furnished free with be maintained, and 
a specified minimum order for merchandise, an attrac- 
tive permanent display cabinet of solid walnut to serve 4 
as a “Stapling Machine Department” is being offered that the name of San 
the trade by the Ace Fastener Corporation, 3415 
North Ashland avenue, Chicago. The cabinet is 25 
inches long, 25 high and 12 wide at the base, being 


ford’s on their label 


of proper dimensions for table or counter use. A roll . 
of paper at the bottom of the cabinet serves for dem- shall be as it always 
onstration purposes. 
seine liens | has been—a guar- 
WILSON- JONES CATALOGUE MAKES “HIT” 
Officials at the Wilson-Jones Company are much antee of supremacy. 


gratified with the dealers’ reception of their recently 
issued 656-page catalogue, price list and sales manual. 
Several hundred dealers have expressed their apprecia- | 
tion of the exhaustive work. 

The book, bound in imitation leather, is completely 
indexed, cross-referenced and arranged with thumb 
cut index. | 

Dealers who have not secured a copy will be supplied | 
upon request to Wilson-Jones Company, 3300 West 
Franklin boulevard, Chicago, or 1000 S. Elmore street, 
Elizabeth, N. J. 





Sanford Mfg. Co. 


CHICAGO NEW YORK 
Oe — 
SMNA LABEL CHANGE ANNOUNCED 

The Safe Manufacturers National Association last 
month issued a revised page of its SMNA manual to 
its membership giving information on new style asso- 
ciation labels. The labels are used on products of | 
company members setting forth the specifications of | 
several classes of fire-resistive and burglary and rob- 
bery resistive qualities. The association headquarters 
are located at 7 East Forty-fourth street, New York, 
N. Y. 


- > © 
PACIFIC NORTHWEST NOTES ry — . ‘ 
Fire sweeping through The Stationers’ store of Ta- ; F cot a 
coma, Wash., caused damage of approximately $25,000 pe SOT ORD sin 
in the extensive fire losses attained. Origin of the rereeeneeemri Ponte La By 


fire among the large stationery and office equipment 

stocks of the big Tacoma Stationers was not deter- 

mined—but it took the firemen of Tacoma, using the 

entire works, three hours to subdue the stubborn blaze. 
* > * 

“Better Filing” displays and windows concentrated 

attention during the mid-August season on the large 











“Stock Bostons. 








Win with a 
Winner’ ! 


ONE BOSTON 
Self-Feeder No. 4 


will sell half - a - dozen more ! 


Just demons a oints of superiority over or 


ment rell about its Speed Cutters with 15 
cutting edges giving : greater service Call attention 
to its oversize chip receptacle ts streamlined appearance 
and durability and most important of all—tell about its 
splendid economy for pencils t stops cutting wher 


perfect point is attained)—and prest 
And nearly everybody who see and uses that one will want 


dinary equ 






' you've made a sale! 


one 


C. HOWARD HUNT PEN CO. 
CAMDEN, NEW JERSEY 
ilso Manufacturers of Hunt Pens, Clips and Speed Ball Products 


BOSTON 


PENCIL SHARPENERS 











A different personal 
diary, one that may be 
purchased or used any 
time during the year. 
It's a year ‘round Sell- 
er. Write for illustrated 
folder describing the 
many other items of 
Memory Masterpieces. 





Another 


Memory Masterpiece 


No. 940 “MEMOIR” 


RETAILS AT $1.00 





FINCH & McCULLOUCH 


MANUFACTURERS OF 


nil MEMORY MASTERPIECES x 


REG. U.S. PAT. OFF.) 


AURORA - : ILLINOIS 
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array of filing equipment, transfer cases, and special 
filing folders put to the fore by John L. Bird Com- 
pany, stationery house on Fourth avenue, Seattle. 

* ” oo. 

Special reception was held at the J. K. Gill Com- 
pany store at Southwest Fifth avenue and Stark street, 
Portland, Ore., this August for folks to drop in and 
meet the author, Lillian Taft Maize, who wrote ‘The 
Star of Hope,” and she was on hand to visit with her 
many friends and customers and autograph her works 
made available by Richard Montgomery, of Gill’s, an 
author of note himself, and book broadcaster. 


” * * 


The Book Nook of Walla Walla, Wash., celebrated 
its thirty-fifth birthday anniversary this summer, with 
Kenneth Brown in charge of the large stationery de- 
partment of this store. Oscar Willman, present owner, 
has been proprietor since 1932, during which time the 
personnel of the store has increased from nine, when 
he bought it, to thirty-nine persons today.—CML 

——————_—¢ 

NEW COMPANY AND PRODUCTS ANNOUNCED 

A new line of steel office equipment manufactured 
under the name “Whiteco” Custom-Built products, 
was announced last month. The line is made by the 
White & Sons Manufacturing Company, 159 North Ra- 
cine avenue, Chicago, which was formed a short time 
ago. 

Organized to manufacture new office specialties of 
steel, the company is headed by Mr. White who has 
had a varied experience in the steel industry for over 
twenty years. Officials of the new firm have established 
a complete metal working factory, including the lat- 
est types of machinery. All of the products are made 
under one roof, from cutting and bending to spraying 
and baking. 

At present, the line includes general purpose office 
trays, portable shelf tables, executive and secretarial 
personal files, desk drawer utility trays, cash and stamp 


boxes and other allied products. 
- —-- 





DEALERS FAVOR THIS A. W. FABER DISPLAY.—A. W. Faber. 
Inc., Newark, N. J., reports much favorable comment from 
dealers on the new combination display-dispenser for Arrow- 
head wedge-shaped eraser caps. Attractively printed in four 
colors, the display is equipped with a dust proof compartment 
and window front to keep the erasers fresh and clean. The 
unit contains one gross caps, with eleven dozen inside and 
one dozen openly displayed. The cost to the dealer is no 
higher than open stock. 
ote 


SCHELL RECOVERS AFTER OPERATION 
Wilbur F. Schell, owner of the Schell Typewriter 
Store on Emerson avenue, Fort Wayne, Ind., recently 
underwent an operation for appendicitis and recovered 
nicely. He is known as the “Dad” of the Fort Wayne 
chapter of DeMolay.—EB. 
































SEPTEMBER 









A.W. FABER'S @/RASER GTIh 


...a streamlined, wood-encased 
eraser that looks and sharpens 
like a pencil! 


Py et een 
OF PRE REE Ce ‘ar 
BOR BEARING oy 


rs weet 


| 





@ We ought to find different words to de- 
scribe A. W. Faber’s EraserStik— because it 
is the most different and exciting thing that 
has happened in erasers in along time. Yet 
all we can think of to say is that it’s a 
“WOW !”—that Dealers are crazy about it and are re-ordering—that the original 
stock is already exhausted and the factory is working top-speed to catch up. 
W ood-encased like a pencil, it may be pointed with a knife, pocket or mechan- 
ical sharpener. When eraser gets soiled from lack of use, you put a fresh, clean 
It retails for a nickel and consumers are delighted. 


AW. FABER PR GRASER STIK GEERED v.s S.A. . 7099 B=) 





point on in a jiffy. 


= ~—S 
FABER. 7... 


ing 2 doz. Eraser-Stiks No. 7O99C!I 











NEWARK, NEW JERSEY 











NEW LOW PRICES! 
NEW ITEMS! 
BIGGER VALUES! 



















“De Luxe”’ 
xe" Roll Memo Pad Full Description and Details of All 











Items illustrated Here and M 
an 

Other Popular Numbers Appear ~ 

Catalog No. 39F —Write at Once! 


























MAYER 
MANUFACTURING Corp. 
1436 W. Randolph St. Dept. 04 






CHICAGO, ILLINOIS 















































a All Rubber Metal Back 
cuum Clip Vacuum Clip Popular Priced Metal Signs in Assortment Metal B 

Thermometer of 24 Popular Titles Daily sire tat cam ccery 

@ and Perpetual 
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Now — A COMPLETE Line of 
TRIMMING BOARDS! 


American offers the new 15 in. and 
18 in. trimming boards to round 
out a line of six models that 
starts at 62 inches. A product 
with real salable features 
which will make money for 
you in repeat and satisfied 
users. 






Check these features: 


A Quality 

Board, finest seasoned hardwood, ebony finish. Product any 
Blade, best steel properly hardened and ground. (Large sizes only have remov- 

ne Seen. Dealer will be 
Paper Guides, for quick even trimming of any size paper. 
Two Rulers, for perfect adjustment at top and bottom. 
Cross Lined, for easy visibility in trimming. 
Safety Spring, prevents knife from falling. 


proud to show 
and sell! 


American Photo Laboratories, 28 N. Loomis St., Chicago 











Be Sure to See the MOORE Exhibit 


at the National Stationers’ Association Convention 


MOORE BOOTH No. 52 
Push-Pins and Last year you saw the 4}: 
a MOORE exhibit which was ll | 1 
Sales are being noticeably : 


increased in stores dis- one of the outstanding fea- 
playing this attractive, all 








metal, revolving cabinet. tures of the show. This RE 
Compact and convenient. year you will find the new MOO 


Free with each order for 
72 window- 
front pack- 
ages of 
MOORE 
Push-Pins 
(aluminum 
and glass 
heads) and 

MOORE 
Pushless 
Hangers. 





MOORE display equally as 
interesting and instructive. 
Don’t miss it... and don’t 
fail to let our representative 
explain how you can in- 
crease sales of MOORE 
products by using the two 
attractive cabinets shown 
here, each of which will be 
supplied to you FREE. 


MAPTACKS 
Every year an_ increasing 
number of business estab- 
lishments are keeping visible 
geographic records of sales, 
etc. Get your share of this 


profitable business by us- 








ing this handsome, re- 
volving display cabinet. 
Sent FREE with each 
order for 5,000 
MOORE Maptacks. 


MOORE PusH-PIN CO., 113-125 Berkley St. Phila, Pa. 


The Original Manufacturers of Push-Pins, Pushless Hangers and Maptacks 
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BEEBE JOINS WHEELDEX CHICAGO COMPANY 

Gerald L. Beebe, for many years with the industrial 
division of the McCaskey Register Company in the 
Chicago area, last month was appointed sales man- 
ager of the Wheeldex Chicago Company, 20 East Jack- 
son boulevard, Chicago, Middle West distributor for 
the Wheeldex method of mounting record cards on 
wheels. 

Mr. Beebe is well known throughout the Middle West 
and takes to his new job the wishes of hundreds of 
friends in the stationery and office equipment in- 
dustry. 


2 2 
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CARRYING ON THE TRADITIONS OF SIXTY-EIGHT YEARS.— 
Established in 1871, the stationery and office equipment store 
of The S. Barker's Sons Company, is one of the oldest and 
best known in Cleveland, Ohio. Under the direction of Presi- 
dent-Treasurer R. M. Barker and Vice-president C. B. Clarke 
the organization has won an enviable reputation as experts 
in installing accounting, filing and duplicating equipment. In 
the picture (L to R) are Salesmen Herbert H. Fink, Walter J. 
Wrobel and John J. Keschbaum, who carry on the traditions 
of the more than half-century old company which is the official 
distributor for Speed-O-Print duplicators, Liberty transfer cases, 
Kisco air circulators, Fount-O-Ink stands and the popular makes 
of fountain pens. 


<< 


AMERICAN NUMBERING MACHINE CO.’S NEW 
DISCOUNT SCHEDULE 

The American Numbering Machine Company, At- 
lantic and Shepherd avenues, Brooklyn, N. Y., last 
month announced a new discount schedule on its en- 
tire line of stock hand numbering machines and 
daters. Increased discounts went into effect Septem- 
ber 1 and dealers are asked to communicate with the 
company in connection with them. 

At the same time the organization reported as ready 
for free distribution a new hand numbering machine 
folder, copies of which will be sent dealers on request. 
ee 


NEW DISPLAY INCREASES SALES 
MAVERICK-CLARKE 

Maverick-Clarke Company of San Antonio, Tex., has 
materially improved its display of small items through 
installation of new display tables which hold all items 
carried in stock with reserve bins underneath. The 
display is a step arrangement whereby glass-parti- 
tioned bins are blocked out to hold the individual items. 

The tables have been arranged through the center 
of that section of the store given over to this mer- 
chandise, and have done much to increase sales and 
reduce the selling time. Discussing the new arrange- 
ment, Loraine Saxon, manager of this department, 
stated: 

“This new arrangement has done much to give a 
more complete and interesting display of merchandise, 
has increased our sales of these items approximately 
twenty-five per cent, and has reduced the time required 
for serving the customers. 

“Under the old arrangement, merchandise was kept 
in boxes or drawers, and brought out at the customer’s 
request. Only one or two items were shown; conse- 
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A NEW (cue) ~=PRODUCT 
FOR LETTERING WITH PEN AND INK 


MAKE YOUR OWN  postees 


oak TACS 
BULLETINS 
WOTICES 
LETTORING | 
we WHATS | 
sens 14 | 






\ cromenee rans 
WLECTORS 
\ ORarisMt™ 
PHOTOGRAPHERS 
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yout »t 
LA NOCRAPHERS 
\ scMoor 
\ cuuacnes 














The Master Printer Kit, illustrated above, consists of an 
adjustable drawing board, self-locking T-square, large 
bottle of Master Printer Black Drawing Ink, Lettering 
Guide and Pen. 


It’s an item of many uses, and having a selection of 
more than 60 different lettering guides, suitable styles 
ean be selected to fit the various needs for making price 
tags, show cards, announcements, lettering names on 
diplomas, certificates, lettering stamp pages, making 
titles on negatives, lettering blue prints, making layouts, 
movie film titles, lettering master copies for the multi- 
graph duplicator, etc. 


A supply of circulars and your dealer's discount sheet 
will be mailed upon request. 


THE TECHNYGRAPH 


TECHNY, ILL. 


















A Successful School 
Opening Depends Upon- 


The merchandise you have on hand to meet 
this big demand. So, STOCK UP on Ring 
Binders, Brief Cases, Zipper Portfolios and 
Leather Envelopes. 


The VARAT Line will reap 


a harvest for you now! 








No. 210 ‘1° 


Made in Chicago for the World Market 
Murray Varat Company 


27 S. MARKET ST. CHICAGO, ILL. 














et Seamus can 2 


2 »G 





ANNOUNCING: 


, SED 
No ualope 


TRANSPARENT PROTECTOR 


Fully Covered by Patents 


New Style Colorless Transparent Envelope. Ingen- 
iously bound together and hinged to fit in a ring 
binder when desired. A real sales aider! 


Prevents soiling and tearing of photographs, 
price lists, sales and cdvertising material, etc. 


Holds from 
6 to 48 
insertions. 


10” x 8” 
11” x 8!/,” 
14” x 11” 







Write to: 
STEIN BROS. MFG. CO., INC. 
231 So. Green St., Chicago, Ill 











NATIONAL LINE 


Carbon Papers 
AND 


SUPREME 


Typewriter Ribbons 


The National Line complete in weights 
and coatings and the SUPREME Ribbon 


available in all degrees of inkings. 


You can serve the user of typewriter 
supplies to greater advantage if you ob- 
tain our technical training service. It is 
free for the asking. 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 


1458-68 East 55th St., Cleveland, Ohio 











OFFICE APPLIANCES 


gently, the customer had little or no knowledge of 
what we had in reserve. Now everything is shown, 
and it not only enables the customer to make his own 
selections but, since all the merchandise is on display, 
he is frequently reminded of other items needed, and 
the sales are increased. 

“It has also improved the quality of sales. Since 
items selling at low cost are displayed with those 
commanding higher prices, the clerk is enabled to 
demonstrate all items with the result that the better 
item is generally selected.”—-BCR 





GIVE YOUR CUSTOMERS A MOVIE SHOW.—That is the offer 
made by the Bates Manufacturing Company to its dealers 
everywhere. The company will furnish free to its dealers the 
talkie film of its motion picture “It’s the Little Things That 
Count” together with a supply of booklets about the movie 
which the dealer can send out as invitation to the show. 
Further details on this offer can be obtained by writing to 
the company at 30 Vesey street, New York, N. Y. 
en Oe 
PACKAGE COMPETITION DETAILS ANNOUNCED 

Details of the All-America Package Competition, 
sponsored by the Modern Packaging Magazine, have 
recently been announced from headquarters at 122 
East Forty-second street, New York, N. Y. Twenty 
broad classifications have been allowed and it is 
expected that a number of manufacturers in the office 
equipment and supply industry will participate in 
the contest which closes on December 30 of this year. 

- o—e) 








TIMELY AND APPROPRIATE.—This capital school display win- 

dow, made and issued just in time to catch the opening of 

schools and colleges all over the country, is being sent out 

to dealers by L. C. Smith & Corona Typewriters Inc. Built 

around the theme of school and college, the display was made 
by Carl Percy, Inc., of New York City. 
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SPEED-O-PRINT HAS RISEN TO NATION-WIDE FAME 





SOCRs “**t™ 
AUTOMATIC * 32" 


HAND FEED $97 % 
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SPEED-0-CABINET 
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Unknown only four years ago, 
SPEED-O-PRINT is today one 
of the best known and most 
widely used duplicators in the 
country. On merit alone... 
by fulfilling its promise to sim- 
ply and efficiently give truly 
unexcelled performance on all 
types of rotary stencil repro- 
duction . . . SPEED-O-PRINT 
has won the full confidence of 
dealers and consumers every- 
where. Its remarkable ability 
to save time and save money 
has made it over all "the dup- 


licator in demand." 





ED-0-PRINT CORPORATION 


MiGOHRIiGSQO@aavENOE, § Hie, FELINOTIS 


EREIGN ~ SOVEREIGN 


, ™ ODUPLICATOR INK 
CAILGLLAT 0 F Bs Especially prepared to 
F produce the maximum 
= T F N C | L c number of copies with 
one inking. Perfect work- 
sini ing qualities. Delicately 
toned, grayish black. 
1/2 and 1 pound round or 


square cans. 
$2.00 Ib. 


Originally exclusively of English 
manufacture, SOVEREIGN 


STENCILS are now made in the 

United States, a product of vast 

knowledge gained in thirty years 

of stencil making experience. 

These are the finest non-cellu- 
Eee lose stencils ever offered to the liad 
LEGAL “NY : American market. They will fully oe 


an | a satisfy the most exacting re- 
QUIRE a quirements and we are proud 
LETTER | indeed to offer them to deal- 


SIZE 
$3.25 ers and users everywhere. 


DUPLICATOR INK 


A carefully made, low 
price ink that produces 
sharp, uniform copies. 
Adapted for either open 
or closed duplicators. 
Free flowing and quick 
drying. Black only in 
1 pound cans. 
$1.00 Ib. 








When it is a matter of price — 
Thrift-Quality Stencils meet the 
demand...and ... produce the 


kind of results that yield repeat 





orders. Clean, clear reproduc- 
tions on both styli and type- 


writer work. Made in all sizes 





for all makes of rotary duplicat- 
UNIFORM - SHARP-DURABLE 


ing machines. Unconditionally 


gucranteed. 


WRITE FOR SAMPLES AWD DEALERS DISCOUN 
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SPEED-O-Print Mineo Bonn Vane hy 
(Watermarked) YS 


SOVEREIGN QUALITY 


Outstanding peper mill 
colleboreted for 
Mimeo Bond a: 


chemists ond paper mokers have 
months te develop Speed-O-Pring 


boretory control, 
uniform end wnescelled quolity. 
Write TODAY fer queatity prices, 
special Dealer Catalogue, 
and samples. 
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ALABAMA 
Athens Ensley 
Avondale Exum 
Bayview Fairfield 
Bessemer Gate City 
BIRMINGHAM Grasselli 
Decatur Huntsville 
Docena Ketona 
Dolomite Mims 
Edgewater 
CALIFORNIA 
Los Angeles San Francisco 
COLORADO 
Arvada Fort Logan 
Aurora Golden 
Berthoud Greeley 
Boulder Lakewood 
Brighton Littleton 
Castle Rock Longmont 
DENVER Loveland 
Edgewater Lupton 
Englewood Manitou 
Fitzsimons Petersburgh 
Hospital Westminster 
Fort Collins 
DELAWARE 
Wilmington 
D. C. 
Anacostia Congress 
Belleview Heights 
Benning Georgetown 
Brookland Takoma Park 
Chevy Chase WASHINGTON 
GEORGIA 
ATLANTA Fernside 
Buckhead 
IDAHO 
Boise Pocatello 
INDIANA 
Anderson Marion 
Auburn Mt. Vernon 
Berne Muncie 
Columbus Portland 
Crawfordsville Richmond 
Decatur Seymour 
Evansville Shelbyville 
FT. WAYNE South Bend 
Franklin Speedway 1 
Greensburg Tell City 


INDIANAPOLIS Winchester 


IOWA 
Cedar Rapids Homestead 
Davenport Muscatine 
DES MOINES West Liberty 
KANSAS 

Abilene Horton 
Arcadia Humboldt 
Atchison Independence 
Caney Iola 
Chanute Leavenworth 
Coffeyville Manhattan 
Eldorado McPherson 
Emporia Ottawa 
Erie Salina 
Fort Riley Topeka 
Fort Scott WICHITA 
Hiawatha 

KENTUCKY 
Bellevue LOUISVILLE 
Covington Ludlow 
Dayton Newport 
Fort Thomas St. Matthews 
Henderson West 
Latonia Covington 

LOUISIANA 


New Orleans 














MARYLAND 
BALTIMORE Locust Point 
Canton Mt. Washington 
Clifton Park Mt. Winans 
Cumberland Overlea 
Frederick Point Breeze 
Guilford Walbrook 
Highlandtown Westport 
Howard Park 

MASSACHUSETTS 
Acushnet Medford 
Allston Melrose 
Amesbury Methuen 
Amherst Middleboro 
Andover Millers Falls 
Arlington Millis 
Ashland Milton 
Atteboro Montello 
Avon Natick 
Belmont Needham 
Beverly New Bedford 
BOSTON Newburyport 
Braintree Newton 


Breeds Island Norfolk Downs 
North Abington 


Bridgewater 
ew oe North Attleboro 
Brookline North Dighton 
Campello ow gam 
Canton orwoo 
Charlestown ee 
Chicopee eabody 
ChicopeeFalls Pittsfield 
Clinton —* 
Dalton 
Danvers —— 
Dedham 
Dorchester Rockland 
East Boston Rockport 
East Walpole Roslindale 
Easthampton —* 
Fairmount Salisbury 
Fall River ert 
Farnumsville ag toed 
genet So. ~— 
Fore River South Hanson 
Forest Hills 5° Middleton 
So. Weymouth 
Foxboro Socneer 
ae Springfield 
Gloucester pete 
Greenfield le 
Hanover Uxbridge 
Haverhill == Wakefield 
Hingham Walpole 
Holbrook Waltham 
Holyoke Ware 
Housatonic Warren 
a k Watertown 
I oe oa Wellesley Hills 
eee West Medford 


Jamaica Plain West Roxbury 


a West Warren 
oe Westboro 
Leominster Westfield 
— Weymouth 
oe ow Whitinsville 

i Whitman 
Marblehead ee 
Marlboro = WORCESTER 
Mattapan Wrentham 
Maynard 

MICHIGAN 

Allegan Highland Park 
Allen Park Kaiamazoo 
Battle Creek Lincoln Park 
Berkley Lochmoor 
Blisstield Melvindale 
Brightmoor Muskegon 
Center Line Muskegon 
Dearborn Heights 
DETROIT Plainwell 
East Grand Oakwood 

Rapids Pleasant 
Ecorse Ridge 
Ferndale Redford 


GRAND RAPIDS River Rouge 


Grandville Rockford 
Grosse Pointe Roseville 
Halfway Royal Oak 
Hamtramck Wyandotte 
Hazel Park Ypsilanti 









MINNESOTA e 

Minneapolis St. Paul 
MISSOURI 

Afton Maplewood 
Anglum Normandy 
Barracks Oakland 
Brentmoore Old Orchard 
Brentwood Overland 
Bridgeton Pattonville 
Carondelet Pine Lawn 
Carsonville Ramona Park 
Clayton Richmond Heights 
Creve Coeur Robertson 
Glendale ST. LOUIS 


KANSAS CITY Shrewsbury 
Kinloch Park Tuxedo Park 


Kirkwood University City 
Ladue Valley Park 
Lakewood Washington 


Lambert Field Webster Groves 


Luxemburg Wellston 

MONTANA 
Butte 

NEBRASKA 
Omaha 

NEW JERSEY 
Newark 

NEW YORK 
Akron llion 
ALBANY Ithaca 
Angola Jamestown 
Attica Johnstown 
Auburn Lackawanna 
Ballston Spa _ Lancaster 
Batavia ~° Le Roy 
Black Rock Little Falls 
Brockport Little Valley 
Brockton Lockport 
Bronx Long Island City 
Brooklyn Manlius 
BUFFALO Marcellus 
Caledonia McGraw 
Camillus Medina 
Canastota Mt. Morris 
Cazenovia NEW YORK 
Clyde North Tonawanda 
College Point Olean 
Cortland neida 
Cuba Oswego 
Dansville Palmyra 
Delevan Pittsford 
Depew Richmond Hill 
Dunkirk ROCHESTER 


East Aurora Rome 
East Rochester Rosedale 
East Syracuse Salamanca 














Eden Silver Creek 
Fairport Solvay 
Falconer Springfield 
Fayetteville Gardens 
Frankfort Suspension 
Franklinville Bridge 
Fredonia Syracuse 
Fulton Tonawanda 
Gasport Troy 
Geneseo Utica 
Geneva Valatie 
Gloversville Victor 
Gowanda Warsaw 
Groton Wayland 
Hamburg Wellsville 
Herkimer Westfield 
Hornell Whitesboro 
Hudson Williamsville 
OHIO 
Akron Canal 
Alliance c Winchester 
Arlington anton 
Heights Carthage 
Avondale a Falls 
Barberton Chev ~¥ 
Berea CINCINNATI 
poe Circleville 
Bratenahl CLEVELAND 
Brighton Cleveland 
Stati Heights 
tation College Hill 
Brooklyn COLUMBUS 
Heights Cumminsville 
Village Station 





PREPAID POOL CAR 
DAILY SHIPPING SCHEDULE 


Cuyahoga Mt.Washington 
Falls Newburgh 
DAYTON Heights 
Defiance Village 
Delaware North Canton 


EastCleveland Norwood 
Elmwood Place Oakley 
Euclid Painesville 
Euclid Heights Parma ; 
Euclid Village Perrysburg 


Evanston Piqua 
Fernbank Price Hill 
Garfield Ravenna 
Heights Reading 
Hamilton Rocky River 
Hartwell Rossford 
Hillsboro St. Bernard 
Hyde Park Sayler Park 
Ivorydale Sedamsville 
Kent Shaker Heights 
Kings Mill Sidney 
Lakewood Silverton 
Linndale a 
Linndale TOLE 
Village Van Wert 
Linwood Wadsworth 
Lockland West Park 
Lorain Westerville 


Madisonville Westwood 
Maple Heights Willoughby 


Mariemont Winton Place 
Middletown Woodlawn 
Mogadore Wright Field 
Moraine Wyoming 
Moraine City YOUNGSTOWN 
Mt. Vernon Zanesville 
OKLAHOMA 
Adair Miami 
Afton Milfay 
Arcadia Moffett 
Big Cabin Muldrow 
Bixby Muskogee 
Bowden Narcissa 
Bristow Okay 
Bushhead OKLAHOMA 
Cardin CITY 
Catale Picher 
Catoosa Pryor 
Chandler Quapaw 
Chelsea Red Fork 
| Choteau Salisaw 
| Claremore Sapulpa 
Commerce Sequoyah 
Davenport Stonebluff 
Depew Stroud 
Edmond Taft 
Fairland Tulsa 
Foyil Verdigris 
Gare Vian 
Gibson Vinita 
Hanson Wagoner 
Haskell Warner 
Heyburn Warwick 
Keefeton Webber Falls 
Kellyville Wellston 
Leonard White Oak 
Luther Wyandotte 
Mazie Yahola 
OREGON 
Portland 
PENNSYLVANIA 
Aliquippa Canonsburg 
Ambridge Carnegie 
Ashley Carrick 
Aspinwall Cheswick 
Avalon Clarion 
Beaver Falls Coraopolis 
Ben Avon Creighton 
| Blawnox Donora 
| Bloomfield Dravosburg 
Brackenridge Duquesne 
Braddock East Brady 
Bridesburg East Liberty 
Bridgeville East Pittsburgh 
Brownsville Economy 
Butler Edgewood 
California Edinboro 
Cambridge Elizabeth 
Springs Ellwood City 





F.0.B. STORE DELIVERY TO CITIES LISTED BELOW 


Emporium Oakmont 
Emsworth Oil City 
ERIE Olney 
Etna Overbrook 
Fairview Parsons 
Fern Rock Pencoyd 
Fox Chase PHILADELPHIA 
Frankford PITTSBURGH 
Freedom Pittston 
Germantown Plymouth 
Girard Point Breeze 
Girard Point Point Marion 
Glassport Port Allegany 
Glenshaw Port Richmond 
Greensburg Punxsutawney 
Greenwich Rankin 
Point Reynoldsville 
Holmesburg Ridgway 
Homestead Rochester 
Irwin Roxborough 
Jeannette Schenley 
Johnsonburg Sewickley 
Kane Sharon 
Kensington Shenandoah 
Kingston Somerton 
Kittanning South Side 
Lancaster Stoops Ferry 
Lawndale Summerdale 
Leechburg Swissvale 
Logan Tabor 
Manayunk Tacony 
Manorville Tioga 
McKeesport __ Titusville 
Meadville Torresdale 
Millvale Trafford 
Monaca Turtle Creek 
Monongahela U.S. Navy Yard 
Mt. Jewett Union City 
Munhall Uniontown 
Nanticoke Vandergrift 
New Verona 
Bethlehem Warren 
NewBrighton Washington 
NewFreedom West End 
New West Pittston 
Kensington Wilkes-Barre 
North East Wilkinsburg 
North Side Wilmerding 
Oak Lane Windsor 
Oakland Wissinoming 
SOUTH DAKOTA 
Sioux Falls 
TENNESSEE 
Brownsville NASHVILLE 
Dyersburg Martin 
Henning MEMPHIS 
Humboldt Milan 
Huntington Trenton 
Jackson Waverly 
Lexington 
TEXAS 
Dallas Houston 
Galveston 
UTAH 
Salt Lake City 
VIRGINIA 
Alexandria NORFOLK 
Arlington RICHMOND 
Bristol Rosslyn 


Charlottesville So. Washington 
Fredericksburg 


WASHINGTON 
Seattle Spokane 

WEST VIRGINIA 
Wheeling 

WISCONSIN 

Belgium Neenah 
Clintonville North Milwaukee 
Cudahy Oshkosh 
Grafton St. Francis 
Green Bay Shorewood 
Kewaskum South Milwaukee 
Lailaima Wauwatosa 
Layton Park West Allis 
Menasha West Bend 


MILWAUKEE White Fish Bay 


Note: ADDITIONAL SHIPPING POINTS ARE CONSTANTLY BEING ADDED TO ABOVE SCHEDULE. WRITE FOR ASSISTANCE OR FURTHER INFORMATION ON YOUR SHIPPING 
PROBLEMS. SHIPMENTS TO POINTS NOT LISTED ABOVE WILL BE SHIPPED IN POOL CARS TO NEAREST POINT AND RESHIPPED TO YOUR CITY BY LOCAL FREIGHT. 


(When ordering, please give point on this list nearest to your city) 
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New Machines and Devices Section ] 
Continued from Page 28 | 


dictation, makes a complete record of conferences and 
meetings and records two-way telephone conversations. 
It has no turn-table or cylinder mandrel and bears 
little resemblance to other recording machines. It 
employs microphones and loud speakers in a manner 
similar to professional broadcasting practice. 

“The records are made on moisture-proof discs 12 
inches in diameter and weighing less than half an 
ounce. The discs are long wearing and may be filed 
like letters for reference or mailed like letters at letter 
postage. The equivalent of more than 250 typewritten 
pages may be filed in a small envelope. 

“Business conferences may be recorded and repro- 
duced at any time for the benefit of one who was not 
present, or to refresh memories or check a stenog- 














TEST MODEL OF THE AUDOGRAPH 


rapher’s report. Duplicates can be made instantly and 
in any number for distribution. 

“The Audograph may be employed for two-way tele- 
phone conversation without any physical attachment 
to the telephone equipment.” 

Although the machine can be adapted to many other 
uses the manufacturers expect to direct first efforts to 
sales in the commercial field. 


——— 2 


“SIX-LEAD” AUTOMATIC PENCIL 


An automatic pencil containing six leads, any one of 
which is ready for instant use, has recently been de- 
signed and patented by Gordon Severin, 1410 N. W. 
Twenty-Sixth street, Oklahoma City, Okla. 

The pencil operates, according to the inventor, the 
same as the regular type in that the leads are ex- 
pelled and repelled by turning the knob at the top, 
“but a continued turning of the knob, in an anti- 
clockwise direction, will select a different-colored lead 
to be used at intervals. Since the point also turns, 
this may be used as a lead selector. When one lead 
is in use the selector is locked so there is no danger 
of breaking the lead in use.” 

The pencil is approximately the same size as an 
ordinary automatic pencil and is so designed that 
the point is off center, a feature said to enable the 
user to write for a lengthy period of time without 
finger-cramping due to the fact that the pencil cannot 
turn. 

The device is of especial use to those whose work 
requires leads of varying colors or different degrees 
of hardness. 


231 





SCHOOL, COLLEGE, HOLIDAY 


for REQUIREMENTS 


You will find the most complete assortment in the New Fall 
Line of MASHEK QUALITY CASES. A variety of Popular 
Styles! New selling features! Instant appeal to College and 


High School Students—Busi- 
ness and Professional Men. 





Appropriate too, for your We heartily invite you 


Holiday Trade, are these to see our NEW FALL 
beautiful Cases bearing the 

F. M. C. Seal of Satisfaction, DISPLAY BOOTH Ne. 
and especially our Zip-Ring 
Binders incorporating a 
NEW ADVANCED CON- 
VENIENCE. 


FRANK MIASHIE ¢ co 


NEW YORK OFFICE: Harold Atwood, 280 Broadway 
“It it's made with leather, MASHEK makes it Better’ 


75, Boston Convention, 








September 18th to 21st : 

















A NEW LOW-PRICED HAND-OPERATED 


MULTIPOST ENVELOPE SEALER 


Model SS — Price $55.00 


An automatic feed sealer, backed by our 28 years’ experience. Positive 
separation, perfect moistening— -at a speed of 75 envelopes per minute, 
An ideal envelope sealer for the small or medium sized office. 

We also make a geared, hand-operated Model SH Sealer at $90. 
Seals 150 envelopes per minute. Also a motor driven Mode! SM at 
$150. This model is the finest machine of its kind. Seals 359 envelopes 
@ minute. 


We also manufacture 

t Models LETTER OPENERS, 
2 Hand-operated, 850 and $90 
2 Motor driven, $110 and $150. 

1 Models MULTIPOST STAMP AFFIXERS, prices from 
$20 to $35. 

THE MULTIPLE MULTIPOST, an automatic stamp dis- 
penser, for handling various denominations ef stampo. 

4LL machines shipped on approval—no obligation. 


DEALERS—Write for booklet and get dealer proposition 


MULTIPOST CO., 100 Centre Pk., ROCHESTER, N. Y. 
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FULTON + OFFICE PRINTING OUTFIT 


Removable tray contains rubber type, 
type holders and stamp pad. Fits over 
type case, which is an entirely separate 


WITH 


SEPARATE unit to facilitate quick and easy redistri- 
bution of type. 


TYPE Write for details. The Big Selling Season 
is coming! 


CASE 





. Sales Offic 
K U L T 4% N 200 Fifth Titties 


ee on OF B.S Oe be Gee Oe | New York City 
0. H. DAVISON, 
Pacific Coast Representative 





Factory, Elizabeth, N. J. 








NEW NATIONAL CASES 









Number 302Z Ring Binder + Inside Zip 
Pocket @ Large Vertical Pocket @ Extra 
Size Rings @ Low Price @ A Popular School 
Number 


A. MEMBERS! 


N. S. 


As an aid towards achieving the ideals promulgated by 
the National Stationers Association, the National Line 
claims the spotlight for the best to be had in Zipper Brief 
Cases—Zipper Envelopes—Ring Binders—Catalog Cases. 
Satisfaction to dealer and purchaser result from the sale 
of any National product. 


WRITE FOR CATALOG AND CIRCULAR 
OF SPECIAL SCHOOL NUMBERS 


NATIONAL sa! CASE MFG. CO. 


512 &. PEORIA ST., 358 FIFTH AVE., 
CHICAGO, ILL. NEW YORK CITY 











OFFICE APPLIANCES 


“NEW ZEALAND FLOWERS AND BIRDS” 

Through the generosity of T. S. Coulls, of Coulls 
Somerville Wilkie, Ltd., Dunedin, New Zealand, we are 
in receipt of a thirty-two page book entitled “New 
Zealand Flowers and Birds.” The book was printed 
and published by Mr. Coull’s organization on behalf of 
the Department of Tourist and Publicity of his coun- 
try’s government. 

Printed on high-grade glossy paper and replete with 
colored plates,.the book is a story of part of New 
Zealand’s interesting wild life. Within the pages are 
pictured and described such unique birds as the Kiwi, 
a tailless and wingless creature of immense running 
speed; the Tui, or “Parson Bird”; the Bellbird, of 
beautiful song, and the pigeon, with all the colors of 
the rainbow; parrakeets, Kala, Kea, long-tailed cuc- 
koo, the Kingfisher and many others. 

Mr. Coull’s company has recently added to its 
organization a modern photogravure plant as a result 
of which it is expected much additional work of the 
nature of the above book will be forthcoming. 


—————7.— 9 —___ 


McWILLIAMS OPENS LITTLE ROCK BUSINESS 


J. Paul McWilliams, former assistant manager of the 
Midwest Typewriter Company, Kansas City, Mo., and 
for a considerable time secretary of the National 
Typewriter and Office Machine Dealers Association, 
has opened his own business in Little Rock, Ark. His 











J. PAUL McWILLIAMS 


firm will be known as the Capital Typewriter Com- 
pany and is located at 205 West Capitol avenue. In 
addition to maintaining a large stock of office acces- 
sories, the organization will operate a rental depart- 
ment and handle Woodstock standard typewriters, 
Royal portables and R. C. Allen adding machines.—CG. 
o.— © 
CANADIAN NEWS NOTES 

The splendid program now being completed for the 
approaching All Canada Stationers’ convention, to be 
held in Montreal, Que., beginning October 2, includes 
a featured address by Fred J. Nichols, who has made 
a special study of the wholesale stationery business in 
the United States. Mr. Nichols has spent twenty-five 
years studying the problems of the wholesale trade 
and made a hit with his masterly address at the 
Wholesale Stationers Association convention in St. 
Louis, Mo., in June. 

Practically every business machine firm, wholesalers 
and office supply firm in Ontario and Quebec has con- 
tracted for space in the manufacturers’ exhibit to be 
Staged along with the big event. 


* * 


The Hay Stationery Company, office stationers and 
business machine agents with 18,000 square feet of 
floor space at 331 Richmond street, London, Ont., re- 
cently celebrated their twenty-fifth anniversary. Bevan 
Hay, the founder and president, is still on the go and 
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ALL YOUR MARKING 
DEVICES — from 
One Reliable Source 









Whether it be stamp pads 
... Gaters ...mumberers... 
type outfits . . . sign markers 
... indelible outfits... or any 
of dozens of other Marking 
implements — Superior can 
supply you with familiar 
brands that have been the 
accepted standard for over 
forty years. 

Designed for dependable 
service, styled for immediate 
consumer acceptance, priced 
for profitable, volume sale— it’s 
merchandise that’s “Superior” in 
every way. 

Write for a copy of our new whole- 
sale catalog. 


The SUPERIOR TYPE Co. 


1800 W. Larchmont Chicago 
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WHY IT PAYS TO 


SELL BURNS COPYHOLDERS 


Y c Competitor 
ou 
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AMERICAN AUTOMATIC ELECTRIC SALES COMPANY 
1033 W. Van Buren St., Chicago 


R OFFICE arrears 
SPECIALTIES 


TELEPHONE BRACKETS * COPYHOLDERS * GOOSENECK LAMPS ¢ CHAIR & DESK PADS 
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They Stand Out! 


CLEAR PRINT PRODUCTS 


Unique Properties give them Unusual Appeal 


Samples Free 
to Responsible 
Dealers 


Spe cial by // 


xe TYPEWRITER RIBBON 
NS) 





CLEAR PRINT 


CLEAR PRINT 
TYPEWRITER RIBBON 


STAMP PAD 
Wood surface always flat, firm, Double the wear, sharp im- 


free from lint, never dries out. pressions, easy to erase, won't 
Double life of average pad. corrode or gum type. 


Phillips’ carbon papers give neat, sharp copies, no smudge, 
long wear. We feature “‘Zipit,”” the Modern Time-Saving Carbon. 


STOCK THEM FOR MORE SALES AND PROFITS! 


HILUPS PROCESS CO. Inc. 


Rochester, 


194 Mill Street 












OFFICE APPLIANCES 





CALENDARS 


A Dealer Proftt Line for 1940 


Start next year right by selling the Complete Stark 
line of Desk Calendars; available in practically every 
style and type of calendar and pad. 

Stark Calendar refills and stands are interchange- 
able with others on the market. Stands have rubber 
feet, pencil tray, locked arches and other outstanding 
features. 

Here is a real line to sell at 
a price and profit that is fair 
to both customer and dealer. 


Investigate this line 
today —a_ postal 
will bring details. 


S TAR K 


CALENDARS, INC. 


525 S. Dearborn Street 


CHICAGO, ILL. 






No. 3 


Above——No, 7 











FOR YOUR PROTECTION 


be sure your Fe hp m St Sten WL hears 


is the authentic 
FILM STENCIL 

and the only one 
that can give you 
patent protection! 


AND PROTECTION IS NOT 
ALL—TEMPO FILM offers other 
advantages no other stencil can 
give you. You type right on the 
FILM which means: no type-filling; 
no type-cieaning; no loop-letter cut- 
outs; no roller-swelling! With these 
exclusive features and others, it is 
obvious why the country's largest users 
now prefer TEMPO FILM. Let us send 
you the details, or 

TRY A BOX ON YOUR NEXT ORDER—NO OBL! 
<r GATION WITH OUR TRIAL ORDER PLAN—RE Soe 


TURNABLE IF UNSATISFACTORY—ORDER TODAY’ 


Manufacturers of Tempo Brand Duplicating Supplies 
Sold by Leading Dealers Everywhere 


Eastern Division: 617 Commonwealth Annex, Pittsburgh, Pa. 





Gen. Office-Factory: 432 W. Pico Blvd., Los Angeles, Cal. 








MILO HARDING CO., LTD. 








r-—_WARD in Eds 
WHAT :: it 


your mechanics 
need most! 


You will find a complete list of type- 
writer parts and supplies for all makes 
of machines in our new catalog which 
is now available, upon request. It 
would be wise to obtain one of these 
immediately, due to the numerous 
changes that have been made. 

To make it more profitable to you, 
many items have been added. 

This catalog will not only keep you 
up-to-date, but will help to increase 
your sales. 

Remember: SHIPMAN-WARD 
SERVICE means items ordered from 
the catalog are shipped same day 
order is received. 


SHIPMAN-WARD MFG. CO. 


The Dealer's Quality Supply House 
325 N. WELLS ST. CHICAGO, ILL., U. S. A. 


on SHIPMAN 
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ready to adopt the very latest methods of merchan- 


dising. 
a PREPARE FOR PROFITS! 
Office supply firm salesmen traveling throughout the 7 


Western provinces of Canada report greater interest 


in new goods but more conservatism in buying. The ANY schools and businesses in your com- 
crop prospects which are of the very finest, rainfall munity have a crying need for inex- 
being ample as compared with the successive droughts pensive—efficient liquid duplication. 
in recent years, have made dealers pleased to discuss 
business and go ahead with business promotion. | Meeting this demand with profitable ori- 
SF © ginal machine sales will not only ring 
Grand & Toy, office supply firm, Bay street, Toronto, your cash register but insure future profits 
Ont., recently had an interest compelling window dis- from constant repeat supply sales. 
play, in the form of a very realistic train made up ; 
completely of office supplies. The boiler of the engine Sell Wolber Supplies For Repeat Business! 
consisted of a metal wastepaper basket on its side, 
portable typewriter for cowcatcher, adding machine The Wolber Gelatin Supply Line consists 
rolls for wheels, pads for ties, pencils for rails, desk of Gelatin Rolls and Films as well as Hecto- 
trays for flat cars, etc. graph Carbons, Inks, Ribbons and Pencils. 
on Cita ' Coupled with the Wolber Liquid Duplicator 
The Winnipeg Map & Blue Print Company, 320 Supply Line it will enable you to fill all de- 
Donald street, Winnipeg, Man., recently changed its mands in a ready made market for these 


name to J. G. Frazer & Company. The store is being 
modernized and greatly enlarged. 
- 


* * 


profitable repeat items. 


Miss Mildred McLean has sold her office stationery 
business at 1625 Commercial Drive, Vancouver, B. C., 
to Miss Irene Hogg.—SJL 

GREGORY CONVENTION GIFT A MYSTERY 

The Gregory Fount-O-Ink Company, Los Angeles, 
Cal., makers of Fount-O-Ink writing sets, will present 
a gift to every visitor at the N. S. A. convention in 
Boston, according to an announcement made last 
month. But said announcement contains an element 
of mystery concerning the nature of the present and 






WOLBER 
LEGAL MASTER 


$44.50 


WOLBER estrriy'co 





Send to-day for 


lete infor- 
comp on the 






reads like this: mation © i ealer 
“Happy? If you would like to know HOW HAPPY ar 1203 CORTLAND ST., CHICAGO, FLL. 








you are, or anyone else is, be sure and call at Booth 84, — 
National Stationers convention at Boston September 
18 to 21. Gregory Fount-O-Ink has a little gift for —— a ren 
you that will give you a line on yourself or anyone 
else from ‘Sour Puss’ to ‘Joe E. Brown:’” 
_—- oe © 
MciEAN TO HEAD BANK STATIONERS 
Irwin W. McLean, formerly of the staff of Stevenson, 
Jordan & Harrison, and the Tissue Association, last _s ‘ 
month was engaged as managing director of the In- 
stitute of Bank Stationers, according to a dispatch ndex of) ecialists 
received from New York City which also announced 
that the organization had recently moved from 120 
Wall street to 51 East Forty-second street. 


ome | for 30 Vears 














C. L. Barkley & Company.—A new illustrated catalogue covering the 
entire line of filing necessities and supplies has been issued by C. L 
Barkley & Company, 517 South Jefferson street, Chicago. New pages have 
been added containing illustrations and descriptions of the new Findit % 


a us help you ail | 
your on problems. 





j 
| e | 
| 
| 
| i 
| , d * L . | 
| Manufacturers | 
COVER OF THE BARKLEY CATALOGUE | 
are | | 303 South Jefferson Street | 
ing systems in alphabetical, geographical, subject and follow-up arrange | 
ments. A new line of tabulator card guides has been added in blank and . . ° 
subdivisions to meet an increased demand for this type of index The Chicago, Illinois 
catalogue is in loose leaf form and bound in the Barkley embossed report 





folder and fastener. Illustrations are attractive and the pages tab-indexed 
for quick reference 
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THE SIGN OF 
> SATISFIED 
CUSTOMERS! 











NOTHING can take the place of the 
satisfied customer—and Weldon Rob- 
erts Erasers have been satisfying cus- 
tomers for many years. That is only one 
reason why so many stationers specialize 
on erasers made by “America’s Eraser 
Specialists.” 
The Weldon Roberts Eraser No. 121 
Elliptic is an example of Weldon Roberts 
“satisfying” quality—an all purpose gray 
rubber for pencil, ink or typewriting— 
handy shape—convenient size 
—clean and efficient. Send for 
a sample and let us tell you 


! more about Weldon Roberts 
Erasers. 


Weldon Roberts Rubber Co. 


imerica’s Eraser Specialists 


Newark, N. J. 5:3. A. 





Correct Mistakes in Any Language 


BINDERS 
and FORMS 





VISIBLE RECORD BOOKS 
for 
EVERY PURPOSE 









No other line offers such a wide range 
of visible equipment. Automatic shift 
and non-shift types. Prong and ring 
styles. Over 100 stock forms. Exclu- 


sive agencies to established dealers. 











Send for catalog and full details 





THE C.E. SHEPPARD CO. 


4401-4429 TWENTY-FIRST STREET, 
LONG ISLAND CITY, N.Y. 











OFFICE APPLIANCES 








Halifax, N. §.—Seaman-Cross Ltd., has established new showrooms at 
56 Granville street, in the heart of the business section, as dealers and 
distributors of office appliances, including Monroe calculators, Autographic 
registers, Allen-Wales adding machines, the Ediphone, Royal typewriters, 
the Ditto systems, and as factory representatives of the Copeland-Chat- 
terson Company, Southam Press, Tykar Corporation, Preston Furniture 
Company, General Fireproofing Company, Canadian Office & School Furni- 
ture, Ltd., all manufacturers of office and school supplies. The new show- 
rooms have been specially fitted for the display of ofce and school portable 
and stationary equipment.—WJM 


Savannah, Ga.—The Burroughs Adding Machine Company has leased 
quarters at 23 West Bull street, which it will occupy on or about 





September 1, A. J. Ogletree, who is now acting manager of the 
Jacksonville, Fla., agency of the company, will be in charge of the 
new Savannah agency office The company now maintains a small 


ifice in Savannah at No. 4 West Bryan street, in charge of J. W. 
Ragsdale JHR 


OTHER MACHINES 


Buffalo, N. Y.-Incorporation papers have been filed by the George W. 
Simon's Cash Register Shop, Inc., formed to handle all types of business 
machines, with 200 shares of no par value stock.—NJNS 

Cincinnati, 0.—Robert D. Powers has been made manager of Interna- 
tional Business Machines Corporation's sales division No. 2, with head 
quarters in Cincinnati Powers will direct sales in eleven states AK 


Oklahoma City, Okla.—K. Parler is new manager of the International 








Busine Machines Corporation, 718 North Broadway Mr. Parlier, who 
formerly held a similar position with the corporation in Nashville, 
Tent s eeds J. T. Murray, who has been transferred by the com 


pany t Louisville, Ky., as manager of their branch there.—EVH 
lredway-Hanke 


¢ 
ot 


San Francisco, Cal.—Henry ©, Hanke, formerly of the 
Company nanufacturers representatives, has established an agency 
I it 2054 Eighteenth avenue, San Francisco. In California, Wash 
ington, and Oregon he will distribute the Autodex, the Calendex, and the 
{ k Index of the Zephyr-American Corporation of New York City; dic- 
tati ichine records for the Standard Record Company, Ine., of 
Brooklyt Bs 4m the vest pocket adding machines of the Automatic 
Adding Machine Manufacturers of New York; and the stencils, inks, and 
of Fawn Brands, Ltd., of New York City In Oregon and Wash- 
ton he represents the Terry Penfiller Company of Janesville, Wis.—SS 








MARKING DEVICES 


San Francisco, Cal...James M. Patrick of Patrick & Moise-Klinker 





Company is been made vice-president of the Market Street Association 
American Numbering Machine Company.._A new folder, picturing and 
les bing the firm’s line of daters and numbering devices as well as illus 
it the various types available has been issued by the Americar 


AMERICAN 


NUMB@RING-MAC HIN 





AMERK AN 
NUMBERING MACHINE ( OMPANY 
‘ sora 


COVER OF AMERICAN NUMBERING MACHINE COMPANY'S NEW 
FOLDER 


Numbering Machine Company, Atlantic and Shepherd avenues, Brooklyn, 

N \ rhe folder gives a reference for each item shown, tells all the 

Spe itions and prices so that it is in itself a complete italogue 
nes in question. 





PENS AND PENCILS. 





Berkeley, Calif.—Al Payn, proprietor of Payn's Pen Service, formerly 
located t 2169 Shattuck avenue, has recently moved into a irge 
store t Allston Way. Mr. Payn, who has been in the pen 
busine for nine years, has built a splendid reputation and is_ well- 
known f the interest he displays in civic affairs and improvements 
San Francisco, Cal.—Jos. Fassler of the San Francisco wholesale depart 
ent f the L. E. Waterman Compar has been transferred to I 
Angeles to call on the trade there SS 


San Francisco, Cal.—Gilbert Riordan, for ten years in the wholesale 
department of the L. E. Waterman Company branch in this city, has 


ed the outside sales staff, in charge of San Francisco sales Ss 


San Francisco, Cal.—Liovd Wagner, western representative of the Joseph 
Dixon Crucible Company, with his family have been visiting friends ir 


Santa Monica.—SS 


i 
| 
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WARSHAW 
FILING SUPPLIES 


WARSHAW makes index cards 


ROLL LABELS 


the way your customers want GUIDES 
. INDEX CARDS 
them—all four sides are rotary aerate 
FOLDERS 


cut—no fuzzy edges. Margins 
are always perfect. Full automa- 
tic machinery, good standard 
stock and attractive prices. 
Wrapped in Cellophane they 
are always fresh. Take advantage 


of our quantity discounts now. 


WARSHAW MFG. CO., INC. 


1 MAIN ST. BROOKLYN, N. Y. 


PROTEX STICKONS 

MENDING TAPE 

GUMMED INDEX 
TABS 
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Doppelt Sales-Photo 
Ring Binder 











. This efficient sales- 
For Powerful Selling photo sing binder hes 
rings and six transparent acetate envelopes 
each to hold two 8 x 10 photographs back to back. Extra 
transparent envelopes may be purchased separately—total 


booster-style |” 


capacity 25 envelopes holding 50 photos. The reinforced 
eyelets make it easy to turn the envelopes and the photos are 
protected from being torn or scratched. Ideal for use in 
Doppelt's All-Purpose Portfolio with other sales data. Send for 
new catalog showing full line of zipper cases. 


412 Orleans St. 
an | p p i | nee 0. Opposite 
huicac Merchandise 
Fie LEATHER GOODS Mart 














HOLIDAY PROFITS 








OES Holiday Sample Kit will help you get MORE business from 
regular accounts, and also add new accounts to your books. 
It is more than a portfolio of samples. It is a complete selling 
It tells you where and how to sell the beautiful Holiday Let- 

terheads, Folders, Calendar Cards, etc. It furnishes you with nearly 

100 copy suggestions for Sales and Greeting messages. It includes a 

splendid group of Imprinted Specimens illustrating many applica- 


unit. 


tions for this Holiday material. Suggested selling prices will allow 
you a handsome profit. Every one you meet is a prospect. Send for 
your Free Portfolio today. 


GOES STOCK Certificates are carried in stock in Regular Litho, 
Steel Litho and Steel Engraved designs, for all classes of issues and 
many lines of business. GOES Corporation Records provide forms 
for complete record of corporation organization. Write for samples. 


LITHOGRAPHING COMPANY 


49 W. 61st St., Chicago 53 A Park PI., New York 


GOE 





For More « « © @ e 


And Better Business 
Lee Super Duplicating Supplies 














Spirit Carbon Papers 
Duplicating Fluid 
Master Papers 
Copy Papers 
Miscellaneous Products 





Fully Guaranteed—Dependable 





A complete line of supplies, for better results with ALL 
MAKES of liquid or spirit duplicators. With the arrival of 
September, comes the opening of schools, new campaigns 
for more business, and the general opening of all activities 
for Fall and Winter—NOW is the time for the dealer to 
contact the trade for immediate results. With Lee-Super 
Products it is possible to meet competition both in quality 
and price. Send for your copy of our price list and also 
dealer co-operative plans now available. Individual im- 
prints and also private label contracts are invited. 





Lee Products Company 
2028 Milwaukee Ave., Chicago, Ill. 
@ USE LEE SUPER PRODUCTS EXCLUSIVELY ® 
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BRAND NEW! 


Mitchell Fluorescent Desk Lamp 





MODEL No. 2002 
Retail 


LESS BULB 


Fluorescent Daylight desk lamps have become a “must” 
item for the up-to-the-minute stationer. They deliver an abun- 
dance of non-glare, far reaching daylight, required for eye 
comfort when engaged in exacting office work. 

Stationers are “going to town” in a big way with this 
lamp. At $7.95 Retail it is the best value on the market. 


Cash in on this item starting now. 
Write today for wholesale price and full particulars 


MITCHELL MFG. COMPANY 
1550 Dayton St. . CHICAGO, ILL. 





OFFICE APPLIANCES 


LOST nue JUNGLE! 


In the offices of many of your customers, im- 
portant business records are continually being 
“lost in the jungle” of conventional files! 

Stop this loss—at a fine profit to yourself! 
Sell ACCO FASTENERS for definite security 
and immediate availability of all types of 


fi led pa pers. 
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ACCO 
PRODUCTS, Ine. 


39th Ave. and 24th St. 
Long Island City, N. Y. 












































STANDARD SIZE 
WIRE STAPLES 





ORDER FROM YOUR JOBBER 
or from the factory 














TIP TOP MFG. CO. INC., SYRACUSE, N. Y. 





Feature HANSON POSTAL 
SCALES for ALL 


MAILING 
and 
SHIPPING 
NEEDS 
of the 
IMPORTANT 
OFFICE 
AND 
FACTORY 
MARKET 





No. 1585 
100 Ib. 
Heavy Duty 
Express Scale 


List $15.00 






Cash in on the volume opportunities in this often 
neglected market. Sell the 3 scales designed for 
specific weighing needs—the Hanson General Utility 
Postal Scale, the Hanson Heavy Duty Express Scale 
and the Hanson Air Mail Scale. All reliable and 


accurate. 


« Send for Bulletin No. 5. 








HANSON: SCALE CO. 


525 N. ADA STREET CHICAGO, ILLINOIS 
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Chicago, tll.—Ray Gleason, for the past ten years store man for the 
Pruitt Company, last month joined the Stack Typewriter Company in the 
same capacity Mr. Gleason is an experienced typewriter man and is 
well known to the trade in the Middle West. Prior to joining Pruitt 
he was for a number of years with the old Corona Typewriter Company. 





Fort Smith, Ark.—John W. Griffin, formerly with Underwood Elliott 
Fisher Company at Ponca City, Okla., has joined the mechanical staff 
as foreman for O. B. Williamson, sales agent for UEF here Mr. Griffin 


takes the place of M. O. Wight, who has been promoted to the sales 
staff of the same organization. 


Indianapolis, ind.—The branch of the Woodstock Typewriter Company 
has been moved from 30 South Pennsylvania street to 225 South Pennsyl- 
vania street, where larger quarters both for sales and service are 
provided EB 

Oklahoma City, Okla. 


Approximately 400 square feet have been added 


to shop and sales floor of the American Typewriter Company, at 
05 North Broadway. New metal display tables and specially con 
structed metal cabinets for storage and display of typewriters have 
been installed by M. E teynolds, proprietor Tables and cabinets 


lined When the 
,dvantageously 
cabinets, each 


ire in dark green finish and the cabinets are white 
cabinet doors are opened, the dark typewriters show up 


igainst the white background. Six of the new metal 


holding twelve typewriters are lined against the wall in the front end 
of the store.—EVH 

Panama City, Fla.—Alton B. Boyd, owner of the Boyd Printing Com 
pany, has recently greatly enlarged his quarters by taking over the 
entire building at 21 West Second street The firm previously oc- 
cupied only half the structure, but will now divide it equally between 
the printing department and the office machine and stationery de 


typewriters 
registers 
fully 
Saxon, a new 


partments. The company handles L. C. Smith & Corona 
Corona cashiers, Shaw-Walker equipment and Ohmer 
Since entering the additional premises Mr. Boyd has 
equipped mechanical department and has engaged F. A 
mechanic 


cash 
installed a 


With stocks arranged in good order and every modern 
innovation at hand for a complete organization, the Callender Business 
Machines is now well established in its new home at 610 Main street 
It was formerly located at 114 North Adams street. The organization 
is owned and operated by Elliott A. Callender who has had twenty years 
in the office machine and sales field and was directly connected with 
the Underwood Elliott Fisher Company for fifteen years. John D. Kane, 
also prominent in the industry, is sales manager of the firm which is 
the authorized UEF representative in Peoria, 


Peoria, til. 


s established a 


San Mateo, Cal._-The Crawford Typewriter Company |} 
branch office at 1150 Burlingame avenue, Burlingame, Ca 


St. John, N. B.—Douglas Cody, formerly a partner in Cody-Cross Com- 
pany, dealers and distributors in office appliances here and at Halifax, 
N. S., which was discontinued recently, is in business for himself. He is 
handling office and school equipment, including typewriters, calculators, 
filing systems, dictation recorders, desks, etc. Mr. Cody has bases at 
both St. John and Halifax, and is covering the maritime provinces by 
car in behalf of his lines —WJM 


Washington, D. C.—The MacDonald 
merly maintained headquarters at 1623 H 
moved into a new home at 1435 I street, 
however, is to be maintained as a branch store. 
to Don MacDonald, owner, will carry, in addition to a full 
stationery, office supplies and equipment, full lines of new 
typewriters, adding machines and used office machines 


4 
1 
i 


Typewriter Company, which for- 

street, N.W., has recently 
N.W. The old establishment, 
The new store, according 
stock of 
port ible 








‘URC Wits 





Bluffton, ind.— Articles of incorporation have been filed with the Indiana 
secretary of state by the A. W. Cotton Company, In $14 South Morgan 
street. formed to sell office furniture and equipment The corporation 
has 250 shares of no par value capit t ind the orporators are 


ii i f 
4. W. Cotton, Crystal Cotton, C. 0. Rider and Gail Rider EB 





Indianapolis, Ind.— Articles of incorporation have been filed with the 
Indiana secretary f state by the Broad Ripple Furniture Company 
rmed to deal in office furniture and equipment rhe rporation has 
(KK) snares f 1 pa ur apital stock and the ir rporators are 
George O. Hi June Grady and Gladys M. Phillips.—EB 

Oklahoma City, Okla._Sam Watson, head of the Watson Office Furni 
ture Company, recently moved his business to 2 West Grand avenue 

‘ - ‘ r vest ‘ he ati ! j for + I + three 
‘ s Tive ew “ s light ans we tilates 4 e fi r 

ift | 4 pace 

. , . a f the tor 
forr nd + g r ent war 
he rear 4 nt ip +} rear nd 
¢ +} buildir gI g e 
hangs tl ning hi busines 
Mr Watsor Bank and Office Supp 
i mpany Aas nt H A rct . per 

34, was uf EVH 

San Antonio, Texas.—J Andrew Smith, J Andrew Smith Company 
business equipment dealer has been named zone chairmar f the Lior 
Club In addition he is first vice-president of t Ss Ar J 
Club f which he has been a member for elever ear BCR 

San Antonio, Texas.—The al ~branctl f Remington Rand, Ine 
as been awarded a contract by the Cit f San Ar to furnist 
elghteer filing abinets t be used I the department f lentificat 


it police headquarters. The cost was $1,397.42.—BCR 


Tredway is now operating as manufacturer's 
representative on his own, with headquarters at 834 Baker street He 
is representing the Murphy Chair Company of Owensboro, Kentucky 
Ficks Reed Company of Cincinnati, Ohio, and in the Pacific Northwest the 
products of McLeod & Company of Chicago, Il These were previously 
cared for by the Tredway-Hanke Company.—SS 


San Francisco, Cal.—A. L 








Adding Machine 
Addressograph 
Bookkeeping 
Checkwriter 
Cash Register 
Dater 
Hectograph 
Multigraph 


Inked 


Ribbons 
of 








Ever y Tabulator 
Time Clock 

° 4 Time Stam 
Description Tomek 


Dearers write for prices and free samples on this 


complete line of ribbons — attractively priced — unsur- 
passed quality! 
es 
Established 1895 





U. S. TYPEWRITER RIBBON 
MFG. CO. 
FILBERT AT TENTH ST. 


PHILA., PA. 











Why wait 
or 
your 


CUSTOMERS 
to ask for RESPIRATOR Cushions? 


Why not go out and tell them about the most asked 
for seat cushion in the world! 


Yes, that’s one way you can increase your sales of 
Respirator cushions and make a lot of friends be- 
sides. Show them the interlacing holes of the pat- 
ented ventilating features — show them how the 
relative firmness does not compress into a hard mass 
like soft sponge rubber. 


Then, let them try it. The sale is made! And you 
have a permanent friend besides, because, after all, 
a cushion is a personal comfort item, constantly 
serving the user. He will always think of you as an 
intelligent office appliance dealer, trying to suit his 
needs—not out to make a one time sale. 


L. M. BICKETT COMPANY 


DEPT. AY WATERTOWN, WIS. 
6 


RESPIRATOR 


THE SCIENTIFIC SEATING DEVICE 
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OFFICE APPLIANCES 




















CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 





Sold right. Here’s a ribbon 
and carbon proposition you 
ean turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS *” STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. mw 
11-13-15 Vandewater St., 
? New York, N. Y. 














T 











oP 
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TUBULAR Coin WRAPPERS 
Stationers! It's your Line. Exclusively! 


“Steel-Strong’”’ Products are sold 
through Stationers and Office Supply 
Dealers only. We have no retail sales- 
men to pirate your customers and cash 
in on your missionary work. 


Write for liberal discounts and sales help on: 
Coin Wrappers Lead Seals 


Bill Straps Seal Presses 
Coin Bags Teller's Moisteners 
Currency Bags Manual Coin Counters 


Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 
Linen Shipping Tags Coin Storage Trays 


Downey Change Trays 


HE C.L.DOWNEY CO. - cincinnati o. 








RIBBONS AND CARBONS 


San Francisco, Cal.—John H. Griffith, executive secretary of the Carbon 
& Ribbon Dealers Association of Northern California, reports that for the 
six years of their existence not a member has failed. He attributes this 
in large part to the fact that during that time they have frequently 
ind voluntarily met, and in good faith have discussed their mutual 
problems. They have consistently discouraged unethical practices, and 
have refrained from disparaging a competitor's product. Their method 
of competition has been rather to build up their own customers with 
high-grade service and assistance than to rid the customers of a 


ompetitor.—SS 


San Francisco, Cal._H. A. Andre, manager of the Los Angeles branch 
for Mittag & Volger was a visitor in San Francisco the past month, 
spending several days with W. G. Houston, the Pacific Coast manager, and 
visiting the Golden Gate International Exposition He was enroute to 
the factory at Park Ridge, N. J., and to take in the New York Fair.—SS 





San Francisco, Cal.—Don K. Faucette has since the fifteenth of last 
month taken full charge of the San Francisco office of the Miller-Bryant- 
Pierce Company at 46 Kearney street. For eight years he was in charge 
of the Portland branch.—SS 








2. cE st a 


Houston, Texas.—J. E. Kirkham, owner of J. E. Kirkham, Inc., has 
closed his business and joined the organization of Clarke & Courts, 
1210 West Clay street Mr. Kirkham possesses a wealth of experience 


in the printing and office supply busines ind is well known through- 





it the state of Texas. 


Milwaukee, Wis.—On September 15 will be held the formal opening of 
the Kuschbert Office Supply Company's new store at 129 East Wells street. 


The new location will furnish the company with three times the space 
ivaliable it its former quarters, and will present nany new display 
facilitic Officers of the firm are Ed. Kuschbert, president ind Jack 


Olson, secretary 


New York, N. Y.—Quarters at S4 Beekman street have been leased to 
Edward Kimpton Company, wholesale stationers, of which Jesse C. Skin- 
ner is president. The firm was ded in 1864 at 48 John street, later 
moved to 60 John street, and then to 20 Cliff street. It is from the 
latter address that the concern will move to its new and larger quarters 
at S4 Beekman street.—NJNS 





~ 


New York, N. ¥Y.—Braun & Rutherford, dealers in office equipment ar 
ipplies, have recently leased the entire building at 123 Maiden Lane 
The d was put through by the Charles F. Noyes Company behalf 
Mitche P. Garretson 
New York, N. Y¥.—Andors & Company, I dealers ir fice fixtures 
sed floor in the building t 7 East Twenty-fifth street, 


New York City NJINS 
Oklahoma City, Okla.—Articles of incorporation were filed 


the Secretary of State by Page’s Printing & Lithographing Company 
lll N.W. First street. Incorporators were listed as Clarence E. Page 
W. E. Emery, and Vera K. Laughlin, all of 111 N.W. First street. Cap 
italization is for $50,000, divided into 500 shares with a par value of $100 


ecently witl 


ear 4 charter was issued authorizing the firm to conduct, maintain 
ind ry on a printing and lithographing plant. The plant is located in 
the basement of the Clarence E. Page, Inc Office Outfitters), establish 
the Skirvin Tower building. W. E. Emery is in charge f the 

g and lithographing plant.—EVH 


Oklahoma City, Okla.—J. L. Wren, of the House of Wren,”’ handling 
iti ipplie ind equipment, 1330 First National Bank building, recent! 
returned from a two weeks’ stay in Chipita Park, Colorado, where he 
ind Mrs. Wren leased a cottage for the summer. Mrs. Wren and the 
children, Bennett and Pamela, will remain in Colorado for the remainder 
vf summer. Mr. Wren has recuperated from a severe streptococcic 
infection of a foot, which kept him away from the office for several 
weeks prior to his Colorado trip.—EVH 


Oklahoma City, Okla.—A new streamlined sign, strikingly fashioned in 
black with chromium band trim and silvered lettering (outlined in neor 





f night illumination) has been erected at Baggett’s new book, gift. and 
stationery store at 222 N.W. First street, replacing the old ‘*Venable’s” 
sign The new sign reads: ‘‘Baggett’s—Office Supplies—-Books—Station- 


Baggett's’’ is lettered in distinctive script simulating a signature 


Oklahoma City, Okla.—Jess M. Beck, president and general manager 
f the Western Bank and Office Supply Cor inv. 205 N.W. First street 
i Mrs. Beck spent three weeks of 1 tioning in Red River 
New Mexic Thev were joined there by M Beck's brother-in-law and 
his wife, Mr. and Mrs. Howard M. TI is, Fort Seott, Kansas.—EVH 














San Francisco, Cal.—Carl Eckstrom, manager tl flice ‘ 
department of the Kilham Stationery & Printing Company Port 
been visiting in San Francis« ind attending the Fair.—SS 
St. John, N. B.—J. & A. McMillan, Ltd., office retailing a 
wholesaling firm with a background of over 100 3 ently es 
lished a special department embracing hote ftice ind incluc 
ry rh :. ¢ t MY s tting pé 
ng syste chines Th istribution is under the dire 
co nt al nager of the mpany.—WJM 
Troy, N. Y.—R. H. Mann & Compa formerly of 277 River street, has 
recently moved into new quarters at 407 Fulton street, in the heart of the 
eta district Prior to the decision t ¢ Mr Mann retired fror 
active participatior Im the compan) } nterests being acquired by 
George S. Reynolds, treasurer of the mpanyv who has beer 4 iter 
with Mr. Mann since 1906. The company will continue with the same nam¢e 
und personnel and will represent the same lines as before 


Woodward, Okla.—_The Devine Book and Stationery Shop, Woodward's 
newest business establishment, opened July 24, in the Exchange block. 
The store will specialize in stationery, school supplies, sporting goods 
ind books for young and old. Slogan adopted is “Come in and Browse 


Around EVH 
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CATALOG BINDER 


Opening—No Exposed Metals— 
Popular Priced. 






“1001” ITEMS IN THIS LINE 


Learn How to meet Binding problems like an @, 
Proudfit Binder Style “EL” Flat Expert! Beat price competition by selecting the Th 
‘ “right” binder for each job. Write for complete 
information. No Obligation. 


METER BINDER 





STORAGE BINDER 


GRAND RAPIDS LOOSE LEAF BINDER CO. mfrs. GRAND RAPIDS, MICH. 








STARKRAFT 


STENCIL CORRECTION 
FLUID 


Your customers will compliment you 
on it. It is that much better than 
others 

Tip-Proof Bottle. Special Cap—will 
not permit evaporation on your shelf 


—eor in use. 





Brush—Made especially for the pur- 


FREE SAMPLE 


and Information W rite Volume Than You Think 


STARKEY PAPER & SUPPLY CO. 


716 BALTIMORE ST. KANSAS CITY, MO. 


Profitable—A Repeater and Larger 


Sanitary! Stream-lined, nickel 








Moistens ENVELOPES 

STAMPS, LABELS, ETC. 
ONLY $2.25 

SENSATIONAL new brush- 


moistener makes gummed sur- 
faces stick tight, fast! Speeds 
up mailing! Neater! Cleaner! 






plated, enameled. Sells on 
sight at unheard of low price 


Manufactured by 
Better Packages, Ine. 
Sele Distributor: 


A. W. KELLOGG SALES CO., Waltham, Mass. 


DEALERS: Write for liberal discounts! 











New Improved AIRMA IL Model 


TRINER 
Airmail 
Special 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 


Capacity 1 lb. x % oz. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, ete. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail. 


TRINE 


Write for Circular X 


SCALE & MFG. CO. 


2714 W. 2st St. Chicago, Ill. 























WHEN YOU SELL 


vn~ 6 Oo & 


INTERNATIONAL 


TY P Ew RITTER 


G086000060609 


YOU SELL 
A QUALITY 
PRODUCT AND 
THE REPUTA- 
TION OF THE 
MANUFAC- 
TURER 





NATIONALLY KNOWN MERCHANDISE 


SELLS FASTER 
THAN UNKNOWN BRANDS AT A PRICE 


MUNSON SupPLy Co., 348 Hudson St., New York City 
Please send information about the New Key 
—New Package and Counter Display to * 
Name. 
Address 


City. mee State 




















. 
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OFFICE APPLIANCES 





YOU SHOULD NEVER LOSE A SALE 
OF VISIBLE RECORD EQUIPMENT 


While we are here to back you with our tremendous stock of 
REBUILT 


REBUILT 
REFINISHED REFINISHED 
GUARANTEED GUARANTEED 
——— Calculators 
Globo Wornicke Comptometers 
and other visible ee 
systems in Dictatin fBeshines 
cabinets, panels Sbncoenebe 





and book-units 
At Savings For Your Customers and Profits For You. 
Before giving up any sale as lost, Write, Phone or Wire 


UNIVERSAL OFFICE EQUIPMENT CO., Inc. 
561 Broadway Near Prince St. New York City 
Cable—"Uniquip’”—New York 
DEALERS FULLY PROTECTED ON ALL RECOMMENDATIONS 








— VISIBLE EQUIPMENT HEADQUARTERS 


ANNOUNCEMENT 


New liberal discounts in ef- 


Write 


for latest discount list and 


fect September Ist. 


information concerning new 





numbering machine folder. 


American Numbering Machine Co. 


BROOKLYN, NEW YORK 





54321 








“L:E-B” 
BINDER 
CLIP 


Small, Medium and Large 





THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN & DENISON MFG. CO., 241 W. 23rd St., N. Y. 
CADO CARD HOLDER @ NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS @ KONTROL BOARD CLIPS 


cael RADIAL Olstp = 
alae tata ty 
£ 


e* 
















is ebutan CUSTOMERS 


a better profit 






4 better value for your customers... 
for you at is wha at Clarotype offers today 
» It gives PA, wl thorough cleaning action from 
top to bottom of the bottle . and the dauber 
stands hard usage. Clarotype gives you double profits 
because it is a repeat item. More than 

1500 dealers consider Clarotype ‘‘tops 

n the type cleaner fleld. Order from 

your jobber or direct from Clarotyr 


o., 16-K Huds mn St.. New York City 


CLAR-O-T¥PE 


THE MODERN TYPE CLEANER 





CROWN BRAND 
Typewriter Carbon 
Ribbons Paper 





Make Lasting Impressions 
For Your Customers 
And Substantial Profits 
For You 


CROWN RIBBON & CARBON MFG. CO. 
782 St. Paul Street 





Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item ior stationers. 





Stanley R.Bristow 
24 Central Ave.West Orange.N. 5. 








ease | 
BETTER FOR YOU...AND 








Shannon Transfer cases 
Shannon Arches 
Shannon Boards 
Shannon Perforators 
Shannon Indexes 
Shannon C. C. Covers 
High Grade Paper 


Filing 
supplies 


Boxes 
Metal Edging Ready Sellers 
Vertical Folders iy 
é Profit Producers 
Box Files 


Merttest Pikes A line you have known since 1893 


Document Cases 


JOHN F. HUNT COMPANY 


P. O. Box 606 ROCHESTER, N. Y. 


Write for Prices 





Rochester, N. Y. 


WORLD’S GREATEST PEN MAKERS SINCE 1858 





RE-NEW-POINT FOUNTAIN PEN 
Nationally advertised. Instantly replaceable 
Esterbrook Points styled for every particular 
writing. Retail price $1.00 and up. 

THE ESTERBROOK PEN CO., Camden, N. J. 
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FREE HAND 


Reg. U. S. Pat. Off. 


laze: 





It Can’t Slip Out Untii 
You Release It. That’s the 
Free Hand binder—a handy 
little device, requiring only 
one hand. Papers are held 
securely until wanted, then 
released at a touch. The 
Free Hand is_ thoroughly 
practical and needed in 


" 
2 
o 
o 
2 
o 
3 
2 
2 
every office. Ask for de- 2 
scriptive price list and sizes. 


: FREE HAND BINDER COMPANY 
43 FULTON STREET, NEW YORK, N. Y. e 
ECE OECD CEOS OOOOH OOO 


OFFICE MACHINES 


—_— Y 
— <A 
points your way to TOP PROFITS on 


Addressographs, Mimeographs, Multi- 
graphs, etc. 


Write Pruitt, 41 Pruitt Bldg., Chicago 


JSLeLSLEL Sle le lela lela rele le rele lela se 






















==) “IN OUR TIME” 
| THURSDAY »_| 

: | | Business men keep more 
‘ecords than ever before! 


TRAVELING EXPENSES to 
be charged off on income 


and payroll tax returns, as 
| well as those allowed on 
| expense accounts, must be 
carefully recorded. 


BEACH’S 
“Common Sense” 
EXPENSE BOOKS 


sre best. See that your cus 
omers realize the advantage 
of using such a complete, 
convenient, durable book. 


BEACH PUBLISHING COMPANY 
7338 WOODWARD AVENUE, DETROIT, MICHIGAN 
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CEL-U-DEX 
fap 


PROTECTORS 


PAT. PENDING 





* TRANSPARENT FLEXIBLE 
* REINFORCED EYELETS 
*WATER PROOF 








DAISY WIRE LETTER TRAYS 


THE KIND THAT REALLY SELLS 











Rubber Feet. 

Packed 1 dozen or more in 
shipping carton. 

Shipping wgt. per gross 100 
pounds. 


Made of No. 16 wire. 

Top rim of No. 12 wire. 

Finished in green lacquer. 

Size 10 x 14 x 3 inches. 
Manufactured by 


The Massillon Wire Basket Co. 


MASSILLON, OHIO 














A PROFITABLE 
REPEAT ITEM / 


» Coll 
BES? an 
AEG. Ut. RUBBER Par. OFF. 
PAPER CEMENT 


Preferred for 
joining need! 

Nationally advertised and at- 
tractively packaged in _ sizes 
from tubes to five-gallon drums. 
STOCKED BY LEADING JOBBERS. 


Write for Sample and 
Dealer's List 10a. 


UNION RUBBER & ASBESTOS CO. 
Trenton, N. J. 









every paper- 








MACHINES 


for testing 
and winding 





TYPEWRITER RIBBONS 
and CARBON PAPERS 


HAIDA ENGINEERING CO. « 


145 W. 24TH ST 
NEW YORK, N. Y. 





Sell This Live 
Number 


A prominent New York dealer 
writes: 
"Your Rockit Arch File 
stands head and shoulders 
above the others and is a 
regular humdinger of an 
arch.”’ 
This is an article which needs 
only to be displayed and dem 
onstrated to sell quick'v. It is 
not a shelf warmer. You wil! 
find it a new avenue of profit 
Write today for prices and 
sample. 


ARMSTRONG & WHITE 
PITTSBURGH, PA. 








ROCKIT 
FILE 


















siemens 








244 





DR. SCAT 


Typewriter Cleaner 
and Refinisher 














& 
vere a This product once sold to 
nascouee your customer REPEATS! 
eases 4 
“Refinisher”’ Every Office is a Prospect 





REG. U.S. PAT. OFF. 


4 Important Features 


l. Refinishes Typewriter Platens 
2. Cleans Type Instantly 
3. Preserves Enamel and Nickel 
4. Prevents Rusting of Parts 
Sold from Coast to Coast 
* 


MANUFACTURED BY 


DR. SCAT CHEMICAL CO. 


178 N. Franklin St. Chicago, Ill. 





OFFICE APPLIANCES 





PROTECTS EDGES! 
SAVES ALL! 


The well known 


TOUGH EDGE 
BINDER 


has been greatly im 
proved: A simple attach- 
ment, which can be fast- 
ened to standard machines 
now permits application 
of various widths of tape 





also along one side only 

of an edge. To insure life 

long protection against mutilation from constant handling, tracings, blue 

prints, maps, book jackets, sheet music, fillers for ring binders, index cards 

ete may now be edged with one machine in two ways, by either folding the 

the edge or by applying it along one side only Both ways may be 

om bine An automatic cutter makes clipping easier The TOUGH EDGE 

BINDER is indispensable in any office irafting room, business, profession or 
nstitution Attractive discounts for dealers 

VERTEX COMPANY, 5-7 Great Jones St., New York,N.Y, 














REBUILT 
MIMEOGRAPHS 


Every Mimeograph is 100 per cent precision 
. S 
rebuilt—second to none in quality and ap- 
pearance. Priced to make you a profit. 
Exclusive territories still open. 


Mimeo Write for our specialty catalog. 


Products MIMEO REPAIR COMPANY 
395 BROADWAY, NEW YORK, N. Y. 








NEW PRICES 
adding + billing + 
bookkeeping + 


calculating machines 
TYPEWRITERS CHECKWRITERS 


MIMEOGRAPHS DICTAPHONES 
AND OTHER OFFICE DEVICES 


Rough and Rebuilt Write for Latest Price List 
Reliable rveewrirer & ADDING MACHINE CORP. 
303 W. MONROE ST. CHICAGO, ILL. 


MASTER SPEED KEYS 





Super quality keys merchandised on a one price basis. 
Long Wear—Permanent cleanliness and _ legibility— 
Guaranteed 3 years. 

One dealer in a territory—Write for sample & prices 


SPEED KEY MFG. CO. 


32 COLUMBUS PLACE BROOKLYN, N. Y. 


Spring The 
Cushion Stenographers’ 
Typewriter Ideal 
Keys Keys 











SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 

ally advertised! Write Simply tip 
for details nowl pr! — 






3468 N. Clark St. 


Meilicke. Aystems, Inc. Chicago, Ill. 











Ideal BOOK RING 


THAT FLATTENED JOINT is there 





PATENTED for a purpose—to keep the ring al- 

i hs ways right side up. No need to hunt 
.1920 JAN. 11, 1021 

s and fumble to find the place where 

OV. 6.1923 am hie 

the ring opens, if it’s an Adams ring. 

Eight Sizes Here is the simplest, quickest-operat- 

Inside Diameters: ing and most satisfactory ring ever 


invented for perforated sheets or 
binders of all sorts. Allows binder or 


No. 00, % in. No. 2, 1% in. 
No. 0, % in. Ne.3.2 In. sheets to lie flat when open at any 
. point. The enlarged joint, nicely 
0 of, a in, We. 4 3% “4 rounded and smoothed, keeps ring 
o 1 i%ein, Ne 6,3 In. right side up in position to be in- 
HI Come alse boxed assorted stantly unlocked. 
| in seven sizes. Order through your wholesaler. We also 


manufacture inexpensive loose leaf metals. 





Henry T. Adams Mfg. Co. S8,.5° fina’ 4 
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Sales Ammunition! 


: _ New York City — It’s as far in advance of the old fashioned call- 

ALL E N . 7 WA |? E ss oes Loesch Co ing card, as the cartridge from powder and ball. 

Chatfield iE Weeds ce The stationer who insists that his printer or 

Cincinnati engraver uses Wiggins Book Form Card Stock on 

The Chatfield Paper C the business card orders from him, is loading up 

: Detroit ; with sure fire sales. For these, in a Compact 

A 1D) 1D) I | e7 M A he H I N E ee ewer Co. Binder, never fail te hit the bull's eye of 
Grand Rapids appeal. 


Carpenter Paper Co in . 
Tell your printer or engraver to contact any 






CORPORATION fee 
sd St Loui 5 for samples and prices, or 
‘ . Louts 


Tobey Fine Papers, In write us direct. 


The JohnB. WIG GIN 


1162 Fullerton Avenue, Chicago 


515 Madison Avenue NEW YORK CITY 


Po 9999999999999 9F 999999999: 


Book Form Cards Compact Binders 
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TWIRLIT 10 
DRILL a 


The Extra Serv- 
ice paper punch 


) with hollow steel 
| | eA f., VL cutters. 


Powerful! Cuts 


IA IM / 4 VD PRODUCTS through 150 sheets 

(a half inch thick- 
ness) quickly, 
places holes aceu- 
rately, is particu- 
larly suited to vis- 
ible record work, drilling magazines 
for library binders, etc. 





\\ Loose-leaf envelopes, punched; card-cases, any 
\\ size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 







A lulose. We build to fit your particular need. Write Needed in most offices. A demonstration 
f us for details. starts you off to extra earnings. Order your Other series for 
AY | kil Cc Mit TWIRLIT right away. one or three holes 
ViarkKiio om ny rs : . t ingl ra- 
amar Aa , Mitchell Binder Company . <r 


3633 S. Racine Ave. Chicane. U. S. A. 





112 Bower Ave. Hagerstown, Md. four hole sizes. 


> ‘AA’ AVA’ AYA’ AYAYAYAYA’ AA AYA AAA AAA’ AA’ AA AYAAYA AAA AAA DAA O ] . -- * 


Adding and Bookkeeping Machine 
a “—-is Ik 


. . can you meet all 
intercommunication cia 


Webster Electric Sound Systems are licensed by agree- 
ment with Electric Research Products, Inc., under pat- 
ents owned by Western Electric Company, Inc., and 
American Telephone and Telegraph Company, Inc. 
WEBSTER ELECTRIC COMPANY 
RACINE, WISCONSIN, U.S.A. ¢ Established 1909 
Export Department: 100 Varick St., New York City Cable Address: ARLAB, N. Y. 











Replacement Parts 


NEW CATALOG WITH PICTURES 
OF OVER 400 PARTS 


Write for Your Catalog Today 


CLOYES GEAR WORKS 
17214 Roseland Rd. Cleveland, Ohio 
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These Smartly Styled 


VUL-COT Waste Baskets 


Make Sales For You! 


You can meet oe business requirement 
with the four, tractive stand ard VUL- 
COT Shapes... and make steady, profitable 
sales! There are three standard gee rs, and 
three wood grain finishes to match furniture 
and room decorations. 

VUL-COT vulcanized fibre baskets have 


MAK-UR-OWN 
bee years—fc neir durabili 
San aiistamin Waread obeaielon bes ALL TRANSPARENT 
de the VUL-COT » stand for “the 
Notional Waate Benker tee eae beshet INDEX TABS 
that you can sell with profit. Make sure 
you are stocking VUL-COTS! 









Write today for colorful descriptive litera- Write now for samples and prices 
ture and generous discounts. Dept. A 2 , 
THE VICTOR SAFE & EQUIPMENT COMPANY, inc. | 
NATIONAL VULCANIZED FIBRE CO. NORTH TONAWANDA N. Y. 








WILMINGTON, DELAWARE a 












OFFICE APPLIANCES 


my “GET SET FOR SEPTEMBER” | 


says | 


Miss MAGIC Margin 


“Be ready on this date!” 


246 
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THE FRONTLINE — the New Royal Port- 


able. So advanced that calling it a ‘portabie’ 

is like calling a modern motor cara “‘horseless 

carriage!"’ With MAGIC Margin; Locked Seg- E 

ment SHIFT FREEDOM; SHOCK ABSORBERS 3 ve ~ © 


and other exclusive Royal features that 





make other portables old-fashioned. For 
further information about Royal's Fall and 
Winter plans address Royal Typewriter Com- 
pany, Inc., 2 Park Avenue, New York City 


’ 









*Trade-mark Reg. U. 8. Pat. Of 


The New MAGIC Margin ROYAL Portable 
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-DUPLICATOR 
OF TOMORROW: 


——— 


LETTERGRAPH....MODEL 1000 


Fast Automatic Feed... New Patented Automatic Inking... Automatic Counting, 


Automatic Roller Release... Feeds Post Cards to Full Legal Size Paper... Streamline 


Functional Design... Sturdy 


NEW, IMPROVED 
AUTOMATIC INKING (PATENTED) 


New patented automatically inked cylinder 
contains an inner chamber which automati 
cally picks up the ink inside the cylinder and 
retains it until needed for re-inking. There is 
no external mechanism to this device, re-ink 
ing is quickly and positively accomplished by 
turning the cylinder in the reverse direction 
to that used in printing. Clean and efficient! 


AUTOMATIC ROLLER RELEASE 


This simple, positive mechanism automati 
cally keeps the rubber impression roller inac 
tive until paper is fed into printing position 
Assures clean impression roller at all times 


INSTANT RESET COUNTER 


Accurate four-figure counter counts only 
when copies are being printed. It is located 
in an ideal position for greatest visibility 
Sets back to zero instantly, saves on paper 


Construction ... Built 





AE 
for Years of Active Service. — 


® You'll like this outstanding new Lettergraph! It’s a 
full legal size stencil duplicator with unusually compre- 
hensive performance, yet it is one of the simplest and 
easiest operating office machines on the market. 

Model 1000 features a new, patented automatically 
inked cylinder that keeps the ink out of the way until 
wanted. To re-ink merely turn the handle in a reverse 
direction. Clean, simple, efficient! 

Other quality features include: sturdy cast aluminum 
side frames of beautiful streamline design, an automatic 
impression roller release, positive paper strippers, a four- 
figure quick set back counter that counts only when copies 
are printed, quick-set side guides and backstop, adjustable 
hook-on receiving tray, quickly removable and inter- 
changeable cylinder, etc., etc. Write for further details. 


THE HEYER CORPORATION, Chicago, Illinois 
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VISIT THE 





WEW YORK WORLD'S FAIR 
GUSINESS SYSTEMS BUILDING 


Years of experience as a dealer have 
proved Underwood to be the machine 
most in demand, least in repair ex 
pense and the company from whom 


we receive the best cooperation.” 


In that statement from George F 
Wood, owner of Wood's Typewriter 
Exchange, Toledo, Ohio, is summa 
ized the expectations of Portable 
Typewriter Dealers throughout the 
country 

Underwood, dedicated to its 


policy of “Dealers First,” has con- 


sistently tried to give the Dealer the 
















most salable machine it could pro- 
duce and then backed it to the full 
est possible extent with sound ad 
vertising and merchandising policies 


If you are not now selling the 
complete Underwood Portable line, 
write for full information 

a * . 


Portable Typewriter Division 
UNDERWOOD ELI IOTT FISHER 


COMPANY 
Typewriters .. Accounting Machines . . Adding 
Machines . . Carbon Paper . . Ribbons and 


other Supplies . . One Park Ave., New York. 
Sales and Service Everywhere 
Underwood Elliott Fisher 
Speeds the World’s Business 


Copyright 1989, Underwood Elliott Fisher Compa 


Underwo 
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ster Portable Champion 


oma 
od del retailing at $59.50 








; Thiversal 
ma ortable Unive 
od Typemaster P 9,50 


7 $ 
Model, retailing at 94 








NEW UNDERWOOD 

BUILT IN TYPING STAND 

An ingenious folding tripod steel stand pet 
fected after many years of research. Built 
right into the Underwood TYPEMASTER 


Portable carrying case. Supplied exclusivels 
on Underwood Typemaster Portables 


50 Furnished only with ma 
$7 chine cannot be bought 


EXTRA separately 








DEALERS FIRST 


In the Underwood Portable 
sales policy the Dealer always 
comes first. Underwood Port- 
ables are sold “over the 
counter” through authorized 
Underwood Portable Dealers. 


All Underwood promotional 
activity is designed to send 
customers into the Dealer's 
store. 

















